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onventioneers explore. a 


et Profit Problems 


Associations Elect Presidents 


SHLEY DEWITT (above), president of 
Briggs-Weaver Machinery Co., Dallas, 
exas, is the new president of the South- 
‘rn Industrial Distributors’ Association 
SIDA). 


FRANK M. CRUGER (above right), a 
artner at Indiana Mfrs. Supply Co., In- 
ianapolis, Ind., is the new president of 
he National Industrial Distributors’ As- 
ociation (NIDA). 


HARLES T. JORDAN (right), vice 
president of Charles Parker Co., Meriden, 
onn., is the new president of the Amer- 
can Supply & Machinery Manufacturers’ 
Association (ASMMA). 





Course At Harvard 
Wins Praise 


Distributors’ margins, net profit, a man- 
agement course for distributors at Harv- 
ard, and a catalog plan were among the 
chief topics discussed last month when 
conventioneers representing distributing 
and manufacturing firms in all sections 
of the country gathered in Atlantic City 
for the Triple Industrial Supply Conven- 
tion. 

The annual meeting attracted more 
than 2,000 and featured discussions, a 
contact booth program, the presentation 
of advertising awards to manufacturers, 
and a series of social events. 

ID’s editors covered all convention 
events. The reports include: 


A roundup of convention activities: 
pages 98 and 99. 
National Association activities: 
pages 100 and 101. 
What the new NIDA and SIDA presi- 
dents think: 
pages 102 and 103. 
Southern Association activities: 
pages 104 and 105. 
Presentation of advertising awards: 
pages 106 and 107. 
Distributors’ margins: 
pages 108 and 109. 
Annual membership breakfasts: 
pages 110 and 11]. 
Distaff side activities: 
pages 112 and 113. 
The management course at Harvard: 
pages 114 and 115, 
Topics of general interest: 
pages 116 and 117. 
American Association activities: 
pages 118 and 119. 
What the new ASMMA president thinks: 
page 120. 
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andl wheat they mean to your! 


No one has had more experience in the manufacture 
of cold-forged socket screws than Holo-Krome .. . 
because Holo-Krome originated, pioneered and par- 
ented this method of manufacture more than twenty- 
five years ago. Through the years since then, Holo- 
Krome has been credited with a long series of *‘firsts"’ 
by the industry. Today, Holo-Krome’s new Research 
& Development division is busy at work seeking ever- 
new and better ways to serve American industry. For 
we at Holo-Krome believe that there is always a 
better way—to create better products, establish better 
methods and give better service to our nationwide 
corps of distributors and the customers they serve. 


EFeZFaect?A 
HOLO-KROME 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN. 





A McGRAW- PUBLICATION 


weiss Industrial Distribution @D5¢ 


Print Order This Issue 15.825 


Member of Associoted Business Publi efions 
ond Audit Bureav of Grcvlations 








An editorial 


Business’ Plans for New Plants and 
Equipment — 1956-1959 


Here's the latest Department of Economics survey 


Watch Your Customers’ Materials 


Miamian changes selling methods since the war 


Call Data Makes Permanent Sales Material 
System has dual benefit for St. Louis firm 


A Department Sells Harder 


Richmond company concentrates inventory 


Customer “Standardized” on Brands? 
“Sell him something," says Seattle salesman 


Keep in Touch . . . but Keep Flexible 


Springfield salesman increases seiling time 


Order Taking? 


Four precepts guide Newburgh salesman 


Convention Coverage 
Roundup of convention activities 
National Association elects officers .... 


What the new NIDA and SIDA 
presidents think 

Southern members hear talk on 
“Opportunities” 


Manufacturers receive advertising 
awards 


The management course at Harvard... . 


Topics of general interest 
American Association meets 
What the new ASMMA president 


Handwritten Prices Save Invoicing Time. . . 


Errors are minimized for Newark distributor 


Industry Intensifies College Recruiting... . 


Survey finds starting salaries are up 


Sales Reports for Factory Men 


Promote teamwork at Pittsburgh company 


Ducommun Explains Annual Meeting 


House organ tells why it is held 











DIFFERENCE 





Miami salesman says in 
creased use of aluminum 
leads to new and different 
tool applications. Take a 
tour of an aluminum plant 
with him, on page 84, and 
he'll prove his point 


PHONE CONTACI 


ta 


It enables a Springfield 
Mass., salesman to increas« 
iis selling time and still 
keep in touch with his of 
fice. He gives full particu 
lars of his system on page 
9? 





FOUR PRECEPTS 


\ Newburgh sales veteran 
with 28 years of selling ex 





perience gives his concep 
tion of the term “order 
taking”. Tur to page 94 
and see if you agree 





REGULAR FEATURES 


You Said It 

Talk of the Trade 
Supply Sales Trends 
Outlook for Business 


Manufacturers’ Activities 


Price Index 


On the Market Today 





THE WALTZ-DETTMER SUPPLY COMPANY REPORTS: 


Immediate Acceptance with the 


RED-E CENTER Line 


Sales Manager of Noted ) sunnah, A, 
Firm Finds Exclusive rh sled angi 
/ Labyrinth sealed for 


Features Satisfy Pet: rititreate 
more customer needs! . : an feta 


mounted for posi- 
tive preloading. 


Lubricated for life. 


“A short indoctrination of RED-E 
exclusive design features was all 
we needed to obtain amazing re- al Tapers ground to 
sults,” so writes Mr. E. F. Jung, V.P., i parent os withia 
Waltz-Dettmer Supply Co., Cin- gilt ee gee BR st 
cinnati, Ohio. “Our success was tt oy 
even more astounding in spite of dards ‘Specit fions 
our lack of experience in selling ‘ 

Centers. We soon found the RED-E 

line to be high quality ... complete 

...easy to sell. We have every in- 


tention of pushing them.” Exclusive! 


RED-E GRINDER CENTERS 
PROVEN - ACCEPTED - PROFITABLE 





Industrial Distributors everywhere 

are reaping sales profits with the 

RED-E line of Standard In-Stock 

Centers. It’s the only line that fits 

every need! 7 Basic Designs, over 

200 models in every size and type 

for Lathes, Grinders, Millers, Spin- 

ning, Railroad Type, Gear Cutting 

and Screw Machines. Speeds upto = Know RED-E . . . REPLACE WITH RED-E . . . there’s a RED-E for every 
4000 rpm; weights up to 200 tons need, and, only RED-E makes ‘em all. If you stock RED-E there’s ready 
capacity. profits waiting for you. Get the whole story today. 


A few choice distributor areas available. Be wise, deal with CENTER Specialists. 
Over 48 years of devoting our time, exclusively to making Centers. 


WRITE, WIRE, or PHONE your RED-E Rep. or Ready Tool Co. fies 


CENTER Specialists Since 1908 


READY TOOL COMPANY 


563 lranistan Ave., Bridgeport 5, Conn. 
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Specific Operating Features Determine 
Selection of Ball and Roller Bearings 








X 

FOR INDUSTRY'S HEAVIEST 
LOADS and hardest impacts, 
“Mill Bearings” incorporate the 
precision Link-Belt self-align- 
ing roller bearing, mounted 
and protected in a cast steel! 
housing. Efficient design as- 
sures free rolling. For shafts 


up to 11 in. 
e. 


om 


GREASE STAYS IN, DIRT OUT, 
thanks to the effective sealing 
of Series 200 and 300 ball 


bearing blocks. All aligning 
surfaces and rolling elements 
are fully lubricated and en- 
closed. Seals and single-row 
ball bearing are self-aligning. 


ros 


HUSKY BEARINGS IN HUSKY 
HOUSINGS. Series 6800, 6900, 
7800 and 7900 roller bearing 
illow blocks take shaft de- 
ection and misalignment in 
stride . . . adjust immediately 
in all directions . carry hig 
loads at moderate cost. 


LOW COST, COMPACTNESS, 
SELF-ALIGNMENT. JPS-200 ball 
bearing achieves low cost with- 
out sacrifices in bearing de- 
sign. Has the standard, full- 
capacity Series 200 ball bear- 
ing in a rugged pressed steel 
housing. Assembled, ready to 
install. 


J 


FOR TOUGHEST APPLICATIONS 
calling for self-contained, pre- 
adjusted bearings and simple 
mounting, ability of these self- 
aligning roller bearings to han- 
dle shock loads makes them a 
popular choice. Internationally 
standard boundary dimensions. 


FAST EASY MOUNTING 
on commercial shafting from % 
to 4-in. diameters is offered by 
the Series 400 roller bearing. 
Choice of seals for normal or 
extremely dirty conditions. 
Maintains full load capacity 
throughout its !ong life. 





Each series of Link-Belt ball 
and roller bearing blocks is 
designed to satisfy specific 
conditions encountered in 
a particular 
type of serv- 
* Sales ice. Distin- 
Meeting guishing fea- 
P tures of each 
in Print series are out- 
lined at left. so! 
Some of these advances ap- “ 
ply to more than one series 
. . . All Link-Belt roller bear- 
ings, for example, are free- 
rolling and self-aligning. Also 
typical are high capacity- 
assured by uniform distribu- 
tion of load over the entire 
roller—and prevention of de- 
structive edge loading. 
Link-Belt ball bearings also 
offer the highest obtainable 
capacity in ball bearings to 
carry radial, thrust and com- 
bination radial-thrust loads. 
It’s provided by their single- 
row, deep-groove design. 
Industry’s most complete 
line of ball and roller bearing 
blocks is described in detail in 
Book 2550. 


vt 


Full Link-Belt Line 
Gives Distributors 
Selling Advantages 


The distributor who sells Link- 
Belt products has a head start 
on his competition. No other 
single source can furnish such 
a complete range of sizes and 
types of standard conveyor 
and power transmission prod 
ucts. Selling, servicing, order- 
ing and handling are simpli- 
fied. Then, too, the wide rec- 
ognition of the Link-Belt name 
assures customer acceptance 














ealing Available in 
New Series 50 Belt Conveyor Idler 


rubber lip seal bonded to met- 
al backing. No further lubri- 
cation is required 


For belt conveyors carrying 
medium loads or operating 
intermittently, you can now 
answer both: your customer's A detailed study of features 
exact need and his preference is offered in Folder 2516 
in seal arrangements. The — 
Series 50 has taken its place 
in industry's most compre- 
hensive idler line. 
GREASEABLE TYPE has tri- 
ple-labyrinth metal seal giving 
mechanical protection to mov- 
ing parts while keeping grease 
in and dirt out. 
FACTORY-SEALED TYPE 
consists of a flexible synthetic 





LINK-BELT COMPANY 


Plants in 
Indianapolis + Philadelphia 
Chicago «+ Atlanta - Col 
mar, Pa. « Houston + Min- 
neapolis «- San Francisco + 
Los Angeles - Seattle 
Offices in Principal Cities 
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...for piloted taps from stock 


we ED? tes 


FOR THE FINEST IN 
| CUTTING TOOLS AND GAGES 


LEE 


THREADWELL, Greenfield, Mo 
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The Cover 


Newspaper “extras” are issued for special 
events. So here’s ID’s “extra”, covering 
the highlights of the Triple Industrial 
Supply Convention. Whether or not you 
were among those present at Atlantic 
City, you'll be interested in the report of 
the 1956 session, beginning on page 97. 
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Get Expanded Mar, 
New Customers. 
More Profits! 


With PROTO-TAC Ratahat Wrenches 


Featuring the Famous Open-End Ratcheting Principle 


Open Socket Type They’re Magic Tools for Building Extra Sales! 
Ratchet Wrench Here’s why 1a 


%”—4"0 ' eco 
n — Using the patented open-end ratcheting principle, 


versatile PROTO-TAC wrenches perform hundreds of jobs 
— for your customers that are otherwise difficult or even 
» a impossible to handle. They work in close quarters, over 
Ne = ~= and around tubing and other obstructions, on hidden 
as” bolts and nuts and in recesses and wells. They save time 
Crowfoot Type and frustration. 
Ratchet Wrench Your old customers...and new customers...need these 
¥%,"—3” Openings magic tools, will want to buy them. So...why not go after 
these expanded markets and profits? Send for catalog 


of entire line to PROTO TQOLS 
Closed Socket Type 2215 Santa Fe Ave., Los Angeles 54, Calif. 
Ratchet Wrench 
34,"—1\,” Openings 








Eastern Warehouse 
In addition to the three types of ratchet & Factory, 
wrenches illustrated, the PROTO-TAC Semastoun 1 ¥ 
line includes ratcheting box wrenches, ie 
screwdriver attachments, rigid heads, Canadian Factory, 
and adapters for turnbuckles, standard London, Ont. PROTO means PROfessional TOols 


sockets and internal wrenching. 
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TAPER’*LOCK 


A PATENTED PRODUCT OF DODGE 


0 REBORING! 
0 KEYSEA TING? 


~ OFF THE SHELF ro nscumme? 


THERE’S ONLY ONE TAPER-LOCK, 


Right off helf T. -Lock ket 
ignt o your hey Sepeekess Syesthels eve seaty THE BUSHING THAT MOUNTS FLUSH! 


for your customer's shafts. That's time-saving, cost- 
saving news to users of chain drives—it's sales- 
——< profit-building news to you. - The strong sales appeal in this Dodge development 
y making sprockets an off-the-shelf product is proved by the more than 2,000,000 Taper-Lock 

Dodge helps put money in your pocket. Customers products now in use—in sprockets, sheaves, cou- 
quickly standardize on these sprockets which require plings and conveyor pulleys. 
no reboring, no keyseating, no machining—and on 
the Taper-Lock bushings which hold them to the 
shafts with the firmness of a shrunk-on fit, yet come 
off easily. 

Ads in leading industrial publications are telling 
this impressive story. Keep your stocks complete and 
cash in on this new sales opportunity. 
DODGE MANUFACTURING CORPORATION, 500 Union St., Mishawaka, Ind. 


( > . 
The Transmissioneer is featured in over 7,000,000 Dodge ads in — of Mishawaka, Ind. 
leading industrial publications this year. In each ad prospects ‘ 
ore advised to “call the Transmissioneer, your local Dodge \ 
Distributor ' 
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New Englander protests lack of attention 
to manufacturers; remedy for profit 


dip lies in manufacturers’ hands, says 


distributor; GM and “Smart Business” 


Manufacturers Forgotten? 


GREENFIELD, Mass. 

In reading your March issue, | 
was quite frankly amazed at the 
small amount of space accorded the 
forthcoming American Society of 
Tool Engineers Exposition — in 
Chicago. 

As a manufacturer, we are vitally 
interested in what we can do for the 
industrial distributor, since we 
promote the sale of our products 
through them exclusively. 

There is no end of comment 
both in “Letters to the Editor” and 
editorially in InpusrriaL Disrrisvu- 
TION concerning what is wrong with 
the recalcitrant manufacturer and 
what he is not doing for the indus- 
trial distributor. 

When the shoe pinches, we very 
seriously attempt to make correc- 
tions. 

However, when the manufacturer 
spends hundreds of dollars to exhibit 
at these national trade shows, for 
the exclusive benefit of his distribu- 
tors, he would appreciate some 
acknowledgment in your columns, 
if to prove nothing more than that 
he is actively “doing something” to 
hold up his end of the bargain. 

Joun S. pu Mont 
Vice President 
The du Mont Corp. 


*We always welcome comment— 


criticism or otherwise. 


“Smart Business” 


Derrorr, Micu. 

I've just finished reading the 
annual report of General Motors. 
In the process, I came across a para- 
graph that brought to my mind the 





CoNnTRIBUTIONS to your “Letters to 
the Editor” department are wel 
come from all readers. Write on any 
topic you like; we'll publish it and, 
if you do not want to be identified, 
you can rest assured that we know 
how to keep a secret. 

Now’s the time to get that grip 
now’s also the time 
with your 


off your chest 
you should speak up 
ideas. Let’s have ‘em 
Just send your letter to the 
“You Sarp Ir” Eprror, INpusTRIAI 
DistrizuTion, 330 West 42nd St., 

New York 36, N. Y. 
The Editors 











message in your January editorial 
(“It’s Just Smart Business,” p. 81). 
That’s the one where you took 
manufacturers in our industry to 
task for not viewing their distribu 
tors as assets. 

The people at General Motors are 
smart. And no one would contend 
that they are not successful. ‘They 
didn’t miss this bet. In the first 
paragraph of the annual report on 
operations they give the total sales 
figures; then they give the profit 
picture; then they talk about the 
outlook. And in paragraph four 
of the opening spread, we get this 
statement: 

“The effective distribution system 
GM has built up over the years is 
an important factor in helping to 
maintain its leadership in the auto 
mobile market. A_ network of 
assembly plants in the vicinity of 
major areas of demand in the United 
States, highly developed 
regional and distribution 
organization for the car and truck 
divisions, assure getting the products 
to the point of retail sales in the 
proper quantity and types. At the 
retail level General Motors has the 


plus a 
zone 
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Industrial Distribution 


You Said It 


efficient successful 


This comprises 


benefit of an 
sales organization. 
some 18,000 independent retail car 
and truck dealers in the U.S. who 
employ well over 300,000 sales and 
service personnel. Over two-thirds 
of the dealers who were active at 
the end of World War II are still 
active.” 
In case you may have missed this, 
I wanted to call it to your attention. 
As you said, “It’s Just Smart Busi 
ness”, and here is what one smart 
outfit is doing about it. 
A Disrriputror 


Responsibility Is Divided 


Los ANGELES, CALI: 

lhe letter by R. V. Yohe, The 

B. F. Goodrich Co., in your April 

column (“Price Maintenance,” p. 7) 

has been the source of considerable 

discussion among members of our 
organization. 

It represents a 
explanation of some of the reasons 
why most, if not all, industrial dis 
tributors and the manufacturers of 
many industrial products find profits 
disappearing 
divided 


clear, detailed 


reduced or entirely 
There is 
responsibility for this condition, but 
we believe that, while the distribu 


tor may be in part culpable, any 


undoubtedly 


real remedy lies in the hands of the 
manufacturer 

lhe operations of an industrial 
different from 
The dis 


distributor are 
those of a manufacturer. 
material at a 


very 


buys 
which the manufacturer 
sells such material at or below the 
resale 


tributor price 


sets and 

manufacturer's suggested 
The distributor, at best, can 

(Continued on page 10) 


price 





ee 

ANOTHER i. 
RULE LL Ti a 
MILESTONE - 


IRON and STEEL VALVE PLANT 


This new building marks another milestone in the continued 


Lunkenheimer program of modernization and expansion. Located 
adjacent to the recently-modernized bronze valve plant, it adds 
another 104,000 square feet of productive space to the Company’s 
already large capacity. This new plant is equipped with the most 


modern machines for manufacturing iron and steel valves. 


With completion of this modernization and expansion program, 
Lunkenheimer is equipped to further increase production. This is in 
line with The Lunkenheimer Company’s policy of rendering better 
service to Lunkenheimer distributors on Bronze, Iron and Steel 


Valves, and the many new lines recently announced. 


BRONZE ® IRON ® STEEL ® PVC 
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Fig. 1430 


2 to 12 inch 
125 LB. S.P. 


200 LB. W.O.G. 
* 
14 to 24 inch 


100 LB. S.P. 
150 LB. W.O.G. 





Fig. 1938 


300 LB. S.P. 


Cast Steel 
This modern 400-foot machine bay represents only one wing of the Wedge Gate Valve 


new 104,000-square-foot Lunkenheimer iron and steel valve factory. 
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You Said It 


Greatest new tool in years for (Starts on page /) 





maintenance and production DRIVES SCREWS 
exert his efficiency, good or bad, on 
only about 25% of his sales dollar. 
The sales price of industrial supplies 
generally has increased substantially 
over the past 25 years with the dis- 
tributor’s percentage of margin 
a hi g nh qu ali ty, low cost remaining constant, while the cost 
of all other operating expenses has 
bed Lan VW e he bee i ee L. ca increased to a very much greater 
: degree. 
SPESU REDUCE . The very independent industrial 
distributor that Mr. Yohe remem- 
bers in the past was compelled, if 


REMOVES SCREWS 














Fits all portable drills... he were to serve his customers, to 


reduces speed, increases RUNS NUTS. BOLTS carry a reasonable inventory. ‘Trans 
torque seven times. For portation was relatively slow and 
crew driving, nut running, ON Oo there were no regional factory ware 
drilling and tapping. ‘ sy” houses. To serve his trade properly, 
the distributor selected his sources 
of supply with care, placed great 


] ° Sita 
/ | } Jer ay A value on his representation of well 
WYO and favorably known lines. Factory 
“ * representatives called on him from 


time to time to maintain their 
acquaintance and to advise him of 
changes in their lines. ‘There were 
no regional sales managers, whose 


PROFESSIONAL MODEL 
No. 4000-P 


with Yankee-type bits 
ar sales quotas increase quarterly, to 


contend with. 


“Greater Sales Volume” 


l'here were no broadcast distribu 
tion systems where anyone with a 
resale certificate is considered to 
be a distributor. The distributor 
of yester-year sold his material at a 
price that would return a fair profit 
to him. He asked no further price 
concession. 

When the manufacturer of in 
dustrial supplies embarks on a 
program of establishing regional 
factory warehouses, he has but one 
idea in mind greater sales volume. 
DRIVES TAPS He knows that he is increasing his 
own sales cost and, at the same time, 
assisting his distributors in the area. 
If this regional factory stock does 
not result in a sufficient increase of 
sales volume, some further action is 
indicated. ‘The manufacturer may 


REVERSE 
removes taps by power 





SUPREME PRODUCTS M H NOIS (Contmued on page 14) 
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THIS is No Ordinary Power Hack Saw Blade 


This is the unbreakable MARVEL High- 
Speed-Edge Hack Saw Blade—the first 
bi-metal blade—invented, developed and 
introduced by MARVEL. This blade is a 
combination of two materials best suited to 
the requirements of an efficient hack saw 
blade . . . a narrow high speed steel cutting 
edge permanently welded to a tough, non- 
brittle alloy steel body. Each blade is triple 
tempered to assure long life and maximum 
toughness to the cutting edge. Develop- 
ment of this high-speed-edge blade made it 
possible to cut any kind of material from 
the free machining steels to the toughest of 
alloys, fast, accurately and economically. 
Just one type blade to handle any job — no 
switching blades to cut different materials. 
Like all good things, attempted copies of 
this blade have been numerous, but its per- 


formance has been unequalled by any of 
the imitators. 

The MARVEL high-speed-edge hack 
saw blade can be tensioned from 200% to 
300°. tauter than any ordinary hack saw 
blade, a definite advantage which permits 
heavier feed pressures to be used without 
deflection or fear of breakage. 

An extremely rugged cutting tool, this 

one type blade, the MARVEL High-Speed- 
Edge Hack Saw Blade, wiil cut any ma- 
chineable metal with outstanding economy, 
accuracy, long life and complete safety —it 
is unbreakable. 
You can sell MARVEL Blades with 
complete confidence that your custom- 
ers are getting the finest hack saw 
blades built. 
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ARMSTRONG-BLUM MFG. CO. 5700 W. Bloomingdale Ave., CHICAGO 39, U.S.A. 


A 
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Steel. k 
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SOLD FINISHED BARS AND SHAFTING—supplied In rounds, squares, hexes, STEEL PIPE—for plumbing, heating, air conditioning and all other bullding 
flats and special sections in all standard and special steel analyses. and industrial uses is available in a full line, in sizes you need. 


REPUBLIC 
oR) Woldi Widest Range of Standard, Steels 
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STEEL-PAK is one example of how Republic helps 
you sell. This is chain packaging as it should be—a 
tough, sturdy, all-steel container with an enamel finish 
that protects against rust and abrasion. 

Republic STEEL-PAK makes an ideal mass display. 

4 E Pp U 4 LI Cc It puts four popular sizes—e", Ya", He” and ¥%" —of fast- 
selling Proof and BBB Coil Chain out where customers 
can see, stop and buy. 


S t LL Easy-to-read labels provide quick, positive identifica- 
H E LPS YO U tion for stock handling . . . minimize mistakes. Chain 
size and length are clearly marked. The green label 

identifies Proof Coil. The red label identifies BBB Coil. 

STEEL-PAK requires a minimum of storage space. 


It can be reshipped without repacking. When empty, 
the leakproof container has excellent resale value for a 
wide variety of industrial, farm and home uses. 

Proof and BBB Coil are but two of a complete line 
of every type and size of welded and weldless chain, 


chain slings, attachments and accessories produced by 
Republic’s Bolt and Chain Division. 
Republic is helping you sell with powerful advertis- 


ing in the leading trade, industrial and business man- 
agement and consumer publications. Millions of sales 
messages reach your customers and potential custom- 
ers each month, pre-selling for you in every market 
you service. 


Republic is helping you sell by providing dependable 
delivery and service—by conducting a continuous re- 
search program to make Republic Chain even better. 

The coupon will bring you complete information 
on chain or any of the other profitable Republic prod- 
ucts shown on these pages. Send it today. 


SELL THESE PROFIT MAKERS 


~ 


FLEXIBLE PLASTIC PIPE—for lawn sprinkling, irri- FASTENERS—over 20,000 types and sizes of stand- STEEL SHEETS—for a wide variety of fabricating 
gation, industrial uses. Supplied coiled from ” ard bolts and nuts are supplied in eye-catching, or repair applications. Available in ENDURO* 
thru 3” dia. In straight lengths in 4” and 6” dia. tough, non-smudging packages that make attrac- Stainless Steel, Electro Paintiok”, Galvanized and 
Plus a complete line of fittings and clamps. tive self-selling displays. Galvannealed, steel or copper-steel base. 


REPUBLIC STEEL CORPORATION 
Dept. C-1184 


3156 East 45th Street, Cleveland 27, Ohio 
Please send more information on: 

CJ Steel Pipe [] Welded and Weldless Chain 

a Fasteners CJ« old Finished Bars and Shafting 


C) Flexible Plastic Pipe C) Steel-Pak (Proof Coil, BBB Chain) 
(_] Steel Sheets 


StacZ PF, / a Name Title 
ana Ce Company 


Address ee Se oe 











_Zone___ State 
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The Little Professor says... 


UPER SERVICE 


DURKEE-ATWOOD SUPER SERVICE SOLVES 
TOUGH PROBLEM FOR CALIFORNIA OXYGEN CO. 


V-BELTS ON THIS EXPANSION ENGINE, operated by the Cali- 
fornia Oxygen Co., really take a beating. In producing liquid 
oxygen, the 60 h.p. electric motor must serve both as driver and 
brake . . . resulting in constant reversal of force on the seven belts. 


GEORGE LUKER, General Superintendent, requires rugged, power 
balanced V-belts . . . belts that are designed for the job. . . belts 
that are built to take punishment. 


MR. LUKER chooses D-A because Durkee-Atwood’s Super 
Service is sales coordinaied between factory, his distributor Western 
Industrial Supply Co., and his equipment . . . to supply the ‘righi 
answers to his transmission problems. 


WRITE TODAY! Get the complete story on how Durkee-Atwood’s 


Super Service can help win more sales for you! Write Dept. ID-6. 





WAREHOUSES LOCATED IN: Atlanta, Chicago, Cincinnati, Cleveland, Dallas, Denver, 


Detroit, Los Angeles, Minneapolis, Newark, Oakland 
DURKEE-ATWOOD COMPANY = jrwooi 


v- “© 
Oo y, 


DOR.TITE 
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You Said It 


(Starts on page 7) 





decide to increase the number of 
distributors in the area, do some 
direct selling or admit to a bad idea 
and close the warehouse. All of 
these actions result in harm to the 
legitimate distributor. 

Any considerable increase in the 
number of distributors of a given 
line in an area has far-reaching 
effects. Competitive manufacturers 
may fee] compelled, in self protec 
tion, to follow suit and increase 
the number of their distributors 
also. The overall volume of sales 
for the original manufacturer's type 
of material may increase somewhat, 
in the area, but quite probably he 
will not benefit in proportion to his 
increased sales cost. 


Deterioration Inevitable 


As the number of distributors for 
this type of material increase in the 
area, the original efficient, legitimate 
distributor is injured. His sales 
volume is decreased and his cost 
of selling increased so the line be 
comes less attractive. ‘To maintain 
a proper rate of turn of his invest 
ment, inventory is reduced making 
it more difficult for him to properly 
serve his customer from his own 
stock 

In the effort of several compet 
ing manufacturers to establish new 
distributors in an area, some deteri 
oration of the calibre of distributor 
is bound to result. Some will be 
small and truly unable to inventory 
properly; others will be pure oppor 
tunists who will only operate out of 
factory branch stocks. The situa 
tion described above can only 
result in broken prices and in 
demands upon the manufacturer for 
greater price concessions in the 
future 

lhe only possible solution in such 
circumstances lies in the hands of 
the manufacturer. He must require 
that the distributors of his line carry 
an inventory commensurate with 

(Continued on page 18) 











One more good reason why it pays to sell CHICAGO fasteners 





We put the carbon back 
so they’ll take more punishment 


“Carbon Restoration” is the met- 
allurgist’s term for our unique 
method of insuring uniform hard- 
ness. To you, our Carbon Resto- 
ration process means an excellent 
guarantee of trouble-free perform- 
ance with every Chicago “Safety 
Plus” socket screw product and 
heat-treated cap screw you sell. 

Why carbon restoration? Be- 
cause the “recipe’”’ for hard steel 
demands an exact amount of car- 
bon. But all steel loses some surface 
carbon during manufacture and 
processing. We restore this vital 


carbon in a precisely controlled 
process during final heat treating. 
Result: a fastener with a “‘skin’”’ 
as tough as its core . . . one that 
will offer maximum resistance to 
whatever punishment it may have 
to take in your customers’ products. 

This is just one of the advantages 
you get with the Chicago line. 
Chicago Screw offers you (1) a 
complete line, (2) top quality prod- 
ucts, (3) a distributor policy that 
gives you maximum profit potential. 

Interested? Write our Standard 
Products Division. 








@ CHICAGO'S unique carbon res- 
toration process and complete qual- 
ity control procedures result in 
better fastener performance. 

@ A complete fastener line... over 
4000 catalogued standard items. 

@ Fastener experts selling with you 
and for you. 

@ Fast service and delivery. 

®@ Specialized engineering and met- 
allurgical services. 

@ Acceptance by leading manufac- 
turers. 

BA distributor policy that gives 
you maximum profit potential. 





THE CHICAGO SCREW COMPANY 


DIVISION OF STANDARD SCREW COMPANY @ ESTABLISHED 1872 


2503 WASHINGTON BOULEVARD, BELLWOOD, ILLINOIS 
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There are four things your customers ask 
of a wood saw. Does it cut fast? straight? stay sharp? 
Can it take it? Simonds makes sure with each and every 
“Red Center’’ Saw. 


Your customer’s guarantee is Simonds 100% Quality Con- 

trol . . . from tough, edge-holding electric furnace steel 

poured in Simonds own modern mills to the special 

Simonds methods of flat-blade heat-treating, grinding, 
tensioning, and fitting by Simonds experienced sawmakers in the 
world’s most up-to-date saw manufacturing plant. 


With every Simonds “‘Red Center’”’ Saw customers are certain of the 
fastest, smoothest, straightest cutting . . . ability to take fast feeds . . . 
and hold its cutting-edge in the hardest woods. A sweet selling story 
sure to pay off big when you push Simonds Saws. 


aL 
the, V 


i 
& 


os 
NO. 52 COMBINATION NO. 54 COMBINATION NO. 60 COMBINATION CUT-OFF 


| To, 7 " : 
| 
a 


al 
é 


SMOOTH TRIMMER *CARBIDE TIPPED PLANER 


SIMONDS ditsndianaiee one 


| SAW AND STEEL CO. trom SIMONDS 
| Complete Stocks 4 Industrial Supply 


DISTRIBUTOR 


ter” WOOD SAWS 


Factory Branches in Boston, Chicago, Sen Francisco and Portland, Oregon, Canadian Factory in Montreal, Que., Simonds Divisions 
Simonds Stee! Mill, Lockport, N. Y., Heller Too! Co., Newcomerstown, Ohio, Simonds Abrasive Co., Phila., Pa., and Arvida, Que., Canada 


— — 
FITCHBURG, MASS. 
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CONVEYING + PROCESSING + MINING EQUIPMENT 


TRANSMISSION MACHINERY 


ikemal—ic 


you sell... 


JEFFREY 


olgst- hast 
olh—je}r-4s— 


like these 


for your use 


THE JEFFREY MANUFACTURING CO., COLUMBUS 16, OHIO 


* CONTRACT MANUFACTURING 
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Which hub 
would you rather seli? 


You'd prefer to sell the hub that does the most to 
boost your profits . . . the one that best satisfies your cus- 
tomers and increases their confidence in you. 


But you can’t recognize this hub by the way it looks. 
It may be exactly like another hub, to all appearances. 


Naturally, you'd be sure that the hub was interchange- 
able in sheaves and sprockets. But wouldn't you also be 
certain to evaluate the manufacturer's service and the avail- 
ability of his product? You know that the plus factors of 
immediate availability and superior service are always 
important and often permit you to save your customers 
from work stoppage and production loss. That's the kind 
of service which frequently enables you to get an order 


you otherwise would lose. 


FORT WORTH quality products are offered through- 
out the nation by service-minded industrial distributors, 
to whom FORT WORTH provides the premium of su- 
perior industrial service. 


STEEL & 
ORT WORTH®:" 
COMPANY 
SHEAVES — V-BELTS — SPROCKETS — OTHER INDUSTRIAL PRODUCTS 


Warehouse Stocks in ¢ Fort Worth « Jersey City © Memphis « Atlanta ¢ Chicago 
St. Louis ¢ Kansas City ¢ Shreveport ¢ Houston ¢ Oklahoma City ¢ Denver 
Los Angeles ¢ San Francisco ¢ Portland 
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You Said It 


(Starts on page 7) 





their sales volume or reasonable 
potential in the area. If the dis- 
tributor is unable or unwilling to 
do this, he should be able to draw 
material from the regional ware- 
house only at a margin reduced to 
the point where there exists no 
danger of a broken price. 

What is the solution? It does not 
appear too difficult. ‘The market 
for a given type of product can be 
estimated rather accurately both on 
the national and the area level. The 
manufacturer should make a truly 
realistic appraisal as to what porticn 
of these market volumes he may 
reasonably hope to attain and to 
set up his distribution on that basis. 
We will all admit to being a little 
greedy, we want more than our 
share, but in justice to his distribu- 
tors and particularly to his own 
stock holders, the manufacturer 
must show some moderation. 


*“Let’s All Look at Costs” 


Cooperation of manufacturers 
and distributors in their respective 
trade associations should help to 
clarify and provide solutions of our 
various joint problems. We all 
must make a fair profit if we are 
to continue in business. Operat 
ing costs for manufacturers in a 
given line are not widely variable 
and the same is true among dis 
tributors. We should all take a 
closer look at our costs and learn 
something about them. A price 
concession of 5% by either manu- 
facturer or distributor would not 
excite tremendous enthusiasm on 
the part of their customers, but 
such a price difference undoubtedly 
makes the difference between a 
profit or a loss to the seller. 

We believe the above represents 
rather closely the feeling of the 
industrial distributors in this area. 

Joun J. Curtey 
Assistant to the Manager 
Garrett Supply Co. 





with, STANDARD 


@ When you're faced with a cutting tool problem, the 
STANDARD TOOL MAN — backed by 75 years of 
industrial experience—will recommend a practical, 
profitable solution. 


Your Standard Tool Man is familiar with all types of veun guaenein cane. 


metal-cutting operations and is always at your DISTRIBUTOR STOCKS 


service without obligation. THE COMPLETE LINE 


Call tim! 
DARD JOOL (‘0. 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 





STAN 


FACTORY BRANCHES IN: NEW YORK © DETROIT 


THE STANDARD LINE: [Twist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Carbide-Tipped Tools - Gages 


* CHICAGO «¢ DALLAS © SAN FRANCISCO 


To Norton 


oismbvers Opread the news 


Salesmen: 


B9 RESINOID CUT-OFF WHEEL The B9 is an ideal high production wheel, adaptable to speeds up to 16,000 sfpm. Avail- 
able with either smooth sides, or with the rougher “F” sides for greater chip clearance. An exceptional performer on both 
ferrous and non-ferrous metals. For dry cutting only. 


R50 RUBBER CUT-OFF WHEEL— Designed primarily for wet-culling metal bar stock, the Norton R50 rubber bonded wheel 
handles diameters up to 6"’. Built-in chip clearance unusual in this type of wheel is an advantage for freer, cooler 
cutting, with minimum burr and without case hardening the work. Can also be used for dry cutting. 
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about these THREE FOR THRIFT 


Tell customers how Norton 
cut-off wheels... fast, safe 
and long-lasting... bring them 
the profit - boosting 


“TOUCH of GOLD" 


This month’s Norton advertising in the metalworking 
magazines promotes cut-off wheels. 

Three wheels are featured — the B9, R50 and BN. 
Make them the sales-spearhead for your entire Norton 
cut-off wheel line. 

Give customers the facts. Tell them how Norton 
builds fast, clean cutting action, a wide safety margin 
and long service life into cut-off wheels — for use on all 


metals and many non-metals, on all types of machines. 


It's A Big Market 

and getting bigger every day, as the old sawing and 
shearing methods give way to the efficiency and economy 
of cut-off wheels. Every foundry is a prospect. Prac- 
tically every metalworking shop has at least one cutting- 
off machine. And you have a rapidly widening field 
among manufacturers of plastics, building panels, stone 
and monuments, glass, ceramics, brake linings, and 
countless other products. 

Make your sales grow with this growing market. Tie 
in now with the current Norton cut-off wheel advertising! 
Norton Company, Worcester 6, Mass. Export: Norton 
Behr-Manning Overseas Incorporated, Worcester 6, 


Massachusetts. 


NORTON 


ABRASIVES 
Qlaking better products... to make your products better 


BN RESINOID CUT-OFF WHEEL—Extra strength and safety, 
NORTON PRODUCTS: plus knurled sides for more effective cation os sien, a 

Abrasives + Grinding Wheels + Grinding Machines + Refractories the reinforced, resinoid bonded BN wheel a great favorite 
BEHR-MANNING PRODUCTS: for the widest range of jobs, especially non-ferrous opera- 

Coated Abrasives + Sharpesing Stones + Behr-Cat Tapes tions. Other uses include: cutting wire rope; slotting rail- 


way track welds; tuck pointing; cutting fibre board, con- 
crete, tile, plastics, and the like. 
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For every industrial rubber product your plant 
is likely to need, depend on NYB&P! Nowhere 
will you find a more complete and more ad- 
vanced line. 


In addition to the regular types of transmis- 
sion belting, there’s the increasingly im- 
portant, tooth-grip Gilmer “Timing” Belt 
drive. Then there’s the unique, impact-absorb- 
ing NYB&P Nylon-Cotton Breaker Strip and 


the NYB&P-developed Cotton-Nylon Ply Con- 
struction—both available in NYB&P conveyor 
belting. 

The story is the same in industrial hose, 
packing and gasket materials! You can expect 
to find more of everything you want—espe- 
cially quality—in the NYB&P line. Behind it 
lies 110 years of invaluable experience and 
constant improvement. 
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THE DISTRIBUTION OUTSTANDING! 


Your nearby NYB&P industrial distributor helps you 
to concentrate your purchasing...lower your pro- 
curement costs! Consider him your plant's specialist 
for industrial rubber needs. Count on him for im- 
mediate delivery from his extensive stocks. Rely on 
his close cooperation in interpreting your require- 
ments and expediting your orders for special con- 
veyor belts and other factory-engineered products. 

Your NYB&P Distributor is much more than a 
“one stop” source for industrial rubber goods. Since 
he meets NYB&P’s high standards, he has undoubt- 





*Du Pont's polyester fiber 











edly been chosen to represent many other leading 
lines of products you use, enabling you to further 
concentrate your procurement. 

Possibly he is one of those distributors pictured 
below, whose firms have represented NYB&P con- 
tinuously for several generations. At any rate—by 
long experience, careful training, or both—he is 
especially qualified to give you the maximum in 
cost-cutting, production-raising distributor services. 

Look confidently to your NYB&P Distributor for 
the best in products and service! 


Ge) V-BELTS AND “TIMING “ BELTS 


NYB&P INDUSTRIAL RUBBER PRODUCTS 


J) America’s Oldest Manufacturer of Industrial Rubber Products 
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This shovel is so 


It scoops up 90 tons 
of overburden in one bite 


a THE MOUNTAINEER, “world’s largest shovel,” built by 
Marion Power Shovel Company for Hanna Coal Company 
Division of Pittsburgh Consolidation Coal Company. 





CHAMPION WEIGHT LIFTERS. It takes only two 24-inch Tiger Brand hoist 
ropes to transform the power of this huge machine into useful work. The 
boom is supported by four 35-inch Tiger Brand Bridge Strands. 
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hig you can't believe your eyes 


You have to look at this shovel with your 
imagination—for your eyes will surely deceive 
you. The tip of the boom, for example, rises up 
as high as a 16-story building. The shovel has 
the power to lift a platform containing 166 
1\%-ton automobiles 100 feet into the air, 
swing them the length of a football field, set 
them down on top of a 10-story building, and 
swing back for another load . . . all this in 45 
seconds! 

The tremendous power of the shovel is trans- 
mitted to the dipper through two 24-inch 
American Tiger Brand Wire Ropes, each 580 
feet long. The huge boom, which towers 160 
feet, is supported by four 115-foot lengths of 
35-inch diameter Tiger Brand Galvanized 
Bridge Strand. Each strand has a breaking 
strength of approximately 800 tons, for a total 
of 3200 tons. 

In addition to the main hoist ropes and 
boom supports, the three-man elevator shuttles 
up and down on standard Tiger Brand Ele- 
vator Wire Rope. 

The fact that all of the wire rope applica- 
tions on this “world’s largest shovel” are being 
handled by standard Tiger Brand construc- 
tions emphasizes the quality of the engineer- 
ing that goes into the complete line of Tiger 

THE BIG DIPPER can Brand Wire Rope. No matter how big and ex- 
me oe mgr haan acting the job, you can get a Tiger Brand Rope 
it 290 feet away in piles to fit your needs. 
Brand Wire Rope 
provides the steel AMERICAN STEEL & WIRE 
ee ee DIVISION 

: UNITED STATES STEEL, GENERAL OFFICES: CLEVELAND, OHIO 

COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 


TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


AMERICAN TIGER BRAND WIRE ROPE 








1.8 D > TA t 8.S STEEL 
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NOW! YOU CAN ACTUALLY SHOW YOUR CUSTOMERS 


RUST-OLEUM 


PENEIR 


of rust to bare metal as seen 


The greatest concentration of Rust-Oleum advertising in history is placing the results of this 
important research before your customers and prospects! Dramatic four-page advertisements 
in color in twenty leading business publications such as MILL & FACTORY, FACTORY, and 
PURCHASING, etc.—powerful two-page advertisements in TIME MAGAZINE, NEWS- 
WEEK, and BUSINESS WEEK! Rust-Oleum advertising like this will continue all through 
1956 . . . showing your customers and prospects just how Rust-Oleum penetrates through 


rust to bare metal. 

Think what this important development means to you! You can prove Rust-Oleum 
penetration by your rusted panel demonstrations AND NOW YOU CAN SHOW 
IRREFUTABLE PROOF OF PENETRATION as revealed by actual Geiger 
Counter tracing! This remarkable penetration by Rust-Oleum’s specially-processed 
fish oil vehicle is the difference between Rust-Oleum and ordinary materials! 


Use Rust-Oleum’s specially-prepared sales tools to go over this story of 
penetration with your accounts ... show them the thirty-page report 

on Rust-Oleum penetration prepared by Battelle Memorial Institute 
technologists ... go over the results page-by-page with them. 
Rust-Oieum penetration of rust to bare metal can save 

your customers thousands of dollars in costly surface 

preparations . .. and it can mean thousands of dollars 

in additional Rust-Oleum sales for you. 


Illustration of cross sec- 
tion of rusted metal 
cocted with Rust-Oleum 
lentorged 150 times) 








THIS POWERFUL STORY 
1S FEATURED IN — 


FACTORY 

MILL & FACTORY 
PLANT ENGINEERING 
THE PLANT 
PURCHASING 


There is only one Rust-Oleum... S®@ it is distinctive as your own fingerprint. 
Se i MECHANICAL 
ENGINEERING 


CONSTRUCTION 
EQUIPMENT 
ARCHITECTURAL 

RECORD 
WESTERN INDUSTRY 
TIME MAGAZINE 
NEWSWEEK 
BUSINESS WEEK 

—and 50 
other important 
publications 


throu oh the “eyes "of rad loactivity! 


' 
Your Greatest Sales Tool! 


Be sure that each of your 

customers and prospects 

knows the facts in your com- 

plete thirty-page report on 

Rust-Oleum penetration, pre- 

pared by Battelle Memorial 

Institute technologists. It cov- 

ers in detail the methods, pro- 

cedures, and results of nearly 

three years radioactive research. It is registered in your name 
and is your most important Rust-Oleum sales tool! Remem- 
ber—you sell the only one of its kind in the world in 
Rust-Oleum. The results of this important research serve to 
emphasize the fact that Rust-Oleum is distinctive as your 
own fingerprint. 


Distance from Coating Surface, mils ; tu 5 } 0 be U ; vi ® 
i 
Rust-Oleum penetration through rust to bare metal as ' f ime 


, rust and 


Rust-Oleum coating 


Radioactivity, per cent 


recorded by Geiger Counter is shown on the graph 


above in “Percentage of Surface Radioactivity” figures. 


RUST-OLEUM CORPORATION «© 2413 Oakton Street —Evanston, Illinois 





NOW READY 
for 
IMMEDIATE DELIVERY 


WEW WeATHERHEAD 


7000 SERIES 


S.A.E. R 
arproveo [Stra NAILS LO 


HIGH-PRESSURE S.A.E. FLARELESS 
STRAIGHT-THREAD HYDRAULIC TUBE FITTINGS 








NEW... Closer Coupling Design 

f i NEW... WEATHERCOTE Finish 
NEW... Higher PSI Without Backup Rings 
: ..- SALE. "0" Ring Boss Design 


*WEATHERCOTE—tradename for the new 
Weatherhead black finish—meets all qualifica- 


« Ch cae sh or 
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You'll find a broad demand for this new type 
7000 Series Ermeto High-Pressure S.A.E. Flare- 
less, Straight-Thread Hydraulic Tube Fitting. 
It is an adaptation of the original Weatherhead 
Ermeto fitting which had widespread use in mili- 
tary equipment during World War II and has 
many applications in construction and industrial 
equipment for hydraulic and pneumatic systems. 


Weatherhead 7000 Series Ermeto meets the new 
standerd set by S.A.E. . . . offers the following 
edvantages: 


CLOSER COUPLING—Designed to accommodate 
minimum close coupling, positive seal and ease 
of assembly. 


WEATHERCOTE FINISH—New black ‘““Weather- 
cote” phosphate finish is resistant to nonflam- 
mable hydraulic fluids as well as petroleum base 


fluids. 


S.A.E. "O" RING BOSS DESIGN—Designed for use 
with the new S.A.E. “O” ring boss, the new 
Weatherhead Ermeto withstands higher oper- 
ating pressure without use of backup rings. . . 
assures less “O” ring distortion, longer “O” ring 
life. This new type “O” ring seal is also designed 
for air applications and tested to operate at tem- 
peratures from -65°F. to 212°F. 


STYLES AND SIZES—Specifically designed for 
high-pressure systems, the new Ermeto is avail- 
able in 31 different styles in sizes from 1/8” to 
2”. Simplicity of design and ease of assembly 
expedite field replacement—cut downtime. 


Here are the FACTS about the NEW 


WEATHERHEAD Ermeto 
Hydraulic Tube Fittings... 


Typical fields which stand to benefit substan- 
tially through the use of this new 7000 Series 
Ermeto are: machine tools, hydraulic presses, 
construction and excavating equipment, fluid 
power controlled materials handling equipment, 
drilling and mining equipment. This new 
Weatherhead development offers new sales op- 
portunities, greater volume to you. 


The new Weatherhead Ermeto fitting is designed 
to fit the new 3.A.E. “O” ring boss. Withstands 
higher operating pressures without backup rings. 


SESSSSSSSSSSSSSSSESSCHSHC HHH ECE ESHER Eee Eee 


The Weatherhead Co., Fort Wayne Division 
Dept. J-6, 128 West Washington 
Fort Wayne, Indiana 


In Canada: The Weatherhead Co., Ltd. 
St. Thomas, Ontario 


Please send me more information on the new 7000 
Series. 


COMPANY. 





ADDRESS___ 





YOUR NAME 
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Here’s why IZOR SE] 
means ““CELE Mos‘'l” 
to the Industrial Supply Distributor 
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LOW PRESSURE BRASS STOPS 


Flat, Square, Tee Head 


For Meters — Appliances 
— General Purposes. For 
Gas — Water — Air. Sizes 
from Ye" through 3”. 





LOW PRESSURE BRASS STOPS 
Solid Lever Handle 


For Appliances — Gen- 
eral Purposes. For Water 
— Gas — Air. Sizes 4” 
through 2”. 





GRADUATED DIAL INDICATOR STOPS 


Granduated Flow 

Control — From 
Ve Open to Full Open. 
Used in Oil and Gas Fields 
— For Gas Fired Equip- 
ment — Gas Engines. For 
Water — Gas — Steam. 
Sizes from “4” through 
7 





STANDARD BRASS STEAM STOPS 
Square or Flat Head 


For Steam — Water —Air. 
125-150 ibs. Steam Work- 
ing Pressure. Sizes from 
Ye” through 3” 


Your Customers ALL the Items 


in the HAYS | Line of 


STOPS - VALVES - FITTINGS 


Point out to your customers the advantage of standardizing 
on HAYS for their needs-in stops, valves and fittings — on 
steam, water, gas, or chemical lines—from the hundreds of 
items in the HAYS line. A full range of sizes is available for 
each type... The HAYS Catalog will show you how large 
and complete a line you can supply from one reliable source. 

HAYS has a long established reputation for quality be- 
cause quality is built into every item and has been for more 
than eighty years. Every stop and valve is precision ground 


and individually tested before it leaves the factory. 


HAYS has been serving American Industry with 
quality products for more than 80 years 
It Pays to Buy Hays 





IRON STOPS 
Iron Body and Iron Plug 
iron Body and Brass Plug 
For Gas — Air — Steam— 


Water. Sizes from %4” 
through 3”. 





BRASS THREE WAY STOPS 
Three Way—Three Port 
Three Way — Two Port 


For Water—Gas—Steam. 
Sizes Ya" through 3”. 
For diverting flow 


FITTINGS FOR FLARED COPPER TUBING 
Oe Double Seat — Double Seal 


For new, safe installations . . . Every fitting is a 

union in itself — ideal where replacements of old 

installations are necessary . . . Vibration-Proof — 

Twist-Proof — Leak-Proof .. . For Plumbing — Oil 

Burner — L.P. Gas — Industrial Applications . . . 

Tested and approved by Underwriters’ Laboratories 
. Sizes from %” through 2”. 


HAYS MANUFACTURING COMPANY 


West 12th Street, ERIE, PA 
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Chain Sellers everywhere are profiting with the ORIGINAL 


‘MAR 


A CAMPBELL CHAIN Exclusive! 


¢ Exactly-marked every 5 feet . . . quick, accurate measurement! 
® Color-Coded. . . instant identification of chain grade! 
¢ Standard-footage in every pack! * Af no extra cost! 






























Green "“Measure-Mark" for 
Campbell Proof Coil Chain 
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iy, Red ‘‘Measure-Mark" 
— =: ' for Campbell BBB Chain 
—_— ry 
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Orange ‘‘Measure-Mark"’ for 
Cam-Alloy Steel Chain 












Blue "‘Measure-Mark’"’ for 
Campbell High Test Steel Chain 
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Take advantage of the exclusive ease, speed and profit of Get all the details on this new, 
this revolutionary new method of selling chain. Just count time-and-labor-saving method 
the colored, exact, five-foot markings! Think of the time of exact chain handling — in 
and trouble you'll save . . . think of the assured accuracy exact- footage containers, 


. and what this means to you in gross profits. Your cus- color-coded for identification 
tomer will be sure, too, that he’s getting just the right Available only from Campbell! 
length of chain—and the identifying color-mark will assure Write today, or ask your 
him of the right grade. Campbell representative 





nee CAMPBELL CHAIN @ 


YORK, PA.—WEST BURLINGTON, |OWA—PORTLAND, OREGON—SACRAMENTO, CALIF. 


Makers of the famous Lug-Reinforced Tire Chains 





“WE FEATURE WISS SNIPS 
BECAUSE THEY SELL BEST 
WITH FEWER RETURNS” 


Mr. Alexander Thomson, Tanner and Company, Indianap- 
olis, Ind., gives one good reason why his firm prefers Wiss 
Metal Cutting Snips. There are several reasons why they 


are the choice of professional workers everywhere—why they 


sell better, with fewer returns. Wiss snips are produced largely by the handwork of skilled 


workers. Each pair is rigidly tested and guaranteed perfect. Bolts are set precisely to reduce 


wear and to increase cutting power with the least effort. 


WISS METAL MASTER SNIPS: Compound action design delivers amazing cutting 
power. These 10” snips cut with about one-half the effort required for standard 
12%” snips. One edge serrated to prevent slipping. M-1 (cuts left) and M-2 (cuts 
right) are designed to cut the most intricate scrolls and circles. M-3 is for shallow 
ares and straight cutting. M-5 Bulldog Heavy Duty snips are tops for notching, 
nibbling and cutting shallow ares in sheet metal as heavy as 16 gauge. 


WISS INLAID SNIPS 

High carbon crucible steel 
welded to a hot drop-forged 
frame provides that extra serv- 
ice demanded by professional 
users everywhere. Six Straight 
Cutting sizes from 11144” to 17”, 
including Bulldog Snips for 
notching. Three Combination 
Cutting sizes, 1244”, 1844” and 
141 2” 


WISS SOLID STEEL SNIPS 

For those whose requirements 
are less specialized than the 
professional user. Hot drop- 
forged of fine carbon steel, they 
meet or exceed government 
specifications. Four straight 
cutting sizes, 8” to 12%”. Four 
Combination* Cutting sizes, 7” 
10”, 18” and 16” Bulldog Snips 
for notching 

*Made with straight blades, bu 
ground and shaped so they readily 


cut curves and irregular shapes as 
well as straight 


NEW HANDLE GRIPS IN 

BRIGHT IDENTIFYING COLORS! 

Famous Wiss Metal-Master snips are now 
available with vinyl plastic grips — tough, 
resilient, long-wearing, acid and grease re- 
sistant. For instant identification by the 
worker, M-1R is fitted with bright red han- 
dles: M-2R with green handles; M-38R with 


ve llow handles 


WISS the Winner in 
laboratory tests! 


In grueling tests made by an independent 
laboratory, Wiss Metal-Master, inlaid and 
solid steel snips out-performed other leading 
brands. Wiss snips in each category proved 
to cut cleanly with less effort required. The 
tests were so severe that some competing 
brands were damaged —cracked at bolt, 
handle bent out of shape. This is conclusive, 
unbiased proof that Wiss snips are the finest 
and most satisfactory available to metal 
workers. The laboratory report stated: 
“Wiss inlaid straight cut snips showed far 
superior cutting qualities than the other 
shears tested and should be listed in a sepa- 
rate class from the solid steel snips.” 


J. WISS & SONS CO., 
NEWARK 7, NEW JERSEY 


World's Largest Manufacturers of Shears, Scissors, Pinking Shears, Metal Cutting Snips and Garden Shears 
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IT’S SMART TO DO BUSINESS with your Goodyear Distributor. He can give you fast, depend- 


able service on Hose, V-Belts, Flat Belts and many other industrial rubber and nonrubber 


supplies. Look for him in the Yellow Pages under 


Rubber Goods” or “Rubber Products.” 


How Goodyear tells its distributor story 
to the Jacks-of-all-Trades 


EPRODUCED above are a few of the many 
R advertisements on Goodyear Industrial 
Products which are scheduled to appear this 
year in 25 of the most widely read trade journals. 
These publications have a total circulation of 
well over 700,000 and reach virtually all of the 
men who do the actual specifying, buying or 
using of industrial rubber goods. 


Obviously, these hard-hitting, factual advertise- 
ments are designed to sell more Goodyear 
Industrial Products to more people. But notice 
how it is done, notice how all interested pros- 
pects are directed to see the local Goodyear 


” 


Distributor for “fast, dependable service. 
Notice also the prominence given to this direc- 
tive in every advertisement. 

And the above is only part of the story! In 
national business magazine advertising, in 
direct-mail advertising, in all the promotional 
efforts by Goodyear, the same policy of selling 
through the local Distributor is followed. But 
why not get the full story firsthand? Full details 
on what Goodyear does—and what you can do 
— to build your sales and profits are yours by 
writing to: Goodyear, Industrial Products 
Division, Akron 16, Ohio. 


GOODSZYEAR 


THE GREATEST NAME IN RUBBER 


We think you'll like THE GOODYEAR TELEVISION PLAYHOUSE-—every other Sunday—NBC TV Network 
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Another reason why you sell the best 


=~ 


when you sell the RBaW brand 


This is a wire drawing operation .. . 
right in a RB&W plant. It goes on 
every day, on whole batteries of such 
machines. When wire comes from this 
equipment, it’s stronger, more pre- 
cisely sized, has a better finish, and is 
fit and ready for the modern RB&W 


cold forming bolt and nut makers. 


Not every manufacturer goes to these 


lengths. Wire can be bought with 
standard dimensions. But we’re par- 
ticular about quality control. We want 
to be sure the material will furnish 
the best fasteners you can sell. 
Facilities like these and the know-how 
to use them have earned for RB&W 
products a reputation for top notch 
quality at competitive prices. You'll 
never go wrong to go along with that 
combination. 
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If you want to be sure you’re supply- 
ing your customers with the best in 
fasteners, contact our nearest sales 
office. Or write Russell, Burdsall & 
Ward Bolt and Nut Company, Port 
Chester, N. Y. 


110th year 


Plants at: Port Chester, N. ¥; Coraopolis, Pa.; 


Rock Falls, lil; los Angeles, Calif. Additional 
sales offices at: Ardmore (Phila.), Pa.; Pittsburgh; 
Detroit; Chicago; Dallas; San Francisco. Sales 
agents at: Milwavkee, New Orleans, Denver, 
Seattle. Distributors from coast to coast. 
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SIX GOOD REASONS WHY 
IT PAYS TO STOCK 
RB&W FASTENERS 


1. The most complete line 
in the field. 


2. Uniform quality through- 
out the line. 


reliability of 
full stocks at 


3. Complete 
supply from 
all plants. 


4. Fast, accurate and friend- 
ly service. 


5. Best advertising support 
in all leading publications 
including Fortune, Iron Age, 
Steel, Mill & Factory, etc. 


6. The original ‘‘upside- 
down" package — extra 
strong for no-spill, quick 
and easy handling. 





Electric-Powered ‘‘Porta-Kart’’ 


Only 18” wide . . . easily 
moves through narrow 
aisles. Easy rolling ball- 
bearing wheels with rub- 
ber tires. Capacity, 12 
pounds. . . delivers 13 oz. 
of pressure gun grease per 
minute. Automatic switch 
shuts off motor when 5,000 
lbs. pressure is built up. 
Follower plate and strainer 
... 25-ft. electric cord, 10- 
ft. delivery hose. Model 
7182-8. 


Air-Powered “‘Rockcrusher”’ 


Air-Powered ‘‘Seven-Eleven” 


Plants that have outgrown hand-gun methods are live 
prospects for this money-saving air-powered gun. Pivot- 
swing dolly holds container upright at any pulling 
angle. Powerful pump delivers 14% oz. of gun grease 
per minute at 70°F. Holds 25-, 35-, or 50-Ib. pail—or 
70 lbs. of grease. Dynamic Primer assures positive 
priming. Model 711-A. 


Handles heaviest greases, 
even in cold weather —no 
air pockets! Capacity, 40 
lbs. Develops up to 5,000 
lbs. pressure .. . delivers 
11 oz. of fibrous or 17 oz. of 
light-bodied lubricant per 
minute at 70°F. Equipped 
with 10 ft. of high- 
pressure hose, two Z- 
type swivels. Model 

6288. 


ler Sein eanaiiguiend A L E M I T E 


complete information, write Alemite, Dept. H-66, 
1850 Diversey Parkway, Chicago 14, Illinois Lubrication Equipment 


GUS Pal OF 


Products of STEWART-WARNER CORPORATION WARNER 
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NICHOLSON and BLACK 














INDUSTRIAL DISTRIBUTION © JUNE, 1956 







SS , 
a f 
e i" 


DIAMOND Die Cast Files 






DIE CAST 


Mill, Bastard Cut 





DIE CAST 


Half Round, Smooth Cut 
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FOR BETTER DISTRIBUTOR SERVICE © 


@ WAREHOUSES 


Birmingham «+ Dallas + Houston 


% REGIONAL AND DISTRICT OFFICE 


Houston 


@ SALES OFFICES 
Birmingham « Dallas » Memphis « New Orleans 
San Antonio « Shreveport «+ Tulsa 


Throughout the seven states of the South Central 
Region, Hewitt-Robins offers faster service and di- 
rect supply to distributors and their customers 
through an integrated network of warehouses and 
sales offices. 

The Houston regional and district office (shown in 
the photograph above) maintains a warehouse wiih 
a complete stock of industrial rubber products as 
well as a rotary hose repair service. Sales offices are 








located in Birmingham, Dallas, Memphis, New 
Orleans, San Antonio, Shreveport and Tulsa, with 
additional warehouses at Dallas and Birmingham. 

Hewitt-Robins has eight field engineers operating 
out of our sales offices in this region to provide engi- 
neering know-how and help solve technical problems 
for distributors. In addition, our regional warehouses 
can fill orders for industrial rubber products promptly 
out of complete stocks. 
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NEW SHIPPING LABEL FOR DISTRIBUTORS. These 
handsome, two-color shipping labels have been prepared by 
Hewitt-Robins for use by distributors, who carry and handle 


industrial rubber products. Labels are furnished with imprint 
free of charge, upon request. 


HOSE AND BELT DISPLAY RACK AVAILABLE. 
Samples of standard hose and belting products pro- 
duced by Hewitt-Robins are effectively displayed, in- 
viting customer inspection. This versatile display is 
available for participation in local trade shows and for 
use as a merchandising display in the office or show 


room. Contact the local Hewitt-Robins field engineer 
for details. 


INTRODUCING ... J. W. PEW. John W. Pew has been 
Regional Sales Manager of the seven-state South Central 
Sales Region for more than two years. His office is established 
in Houston, where his previous assignment had been manager 
of rubber and conveyor sales for the Houston district. ““Jack”’ 
joined Hewitt-Robins at our Buffalo plant in 1936 and worked 
in many phases of manufacturing and sales. Following service 
in the United States Army Combat Engineers, he returned to 
the company in 1945 as a field engineer. An enthusiastic 


swimmer and tennis player, he finds further relaxation in 
pursuing his hobby of cabinet making. 


ee eee, 


DISTRIBUTOR SPOTLIGHT. This notice will appear with every 


advertisement of our Industrial Products Divisions during 1956 to 
direct readers to your listing in the local classified telephone directory. 


FOR SERVICE AND INFORMATION 
ON BELTING AND HOSE 
CALL YOUR LOCAL HEWITT-ROBINS 
INDUSTRIAL SUPPLY DISTRIBUTOR 
LISTED IN THE “YELLOW PAGES” 


HEWITT-ROBINS INCORPORATED, STAMFORD, CONNECTICUT. 
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CONGRATULATIONS — 
MR. P-K DISTRIBUTOR 


YOUR PLANT HAS WON A 
BLUE RIBBON! 


Go ahead .. . bust a few buttons. You deserve to feel proud. Parker-Kalon’s 
new manufacturing headquarters (the plant that your support and cooper- 
ation built) has been named by Factory Management and Maintenance, 


a McGraw-Hill publication, as “one of the ten most significant plants com- 













pleted in the United States during 1955.” 
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“built-in insurance against growing pains” 


“unsurpassed utilities and services reach everywhere” 


“construction features that are speeding production”’ 


“new highs in plant protection and employee comfort”’ 


Those are not our words; they are the expressions of the judges who selected P-K as one of the 


“top ten plants” in this annual nation-wide competition. 


what this award means to you— 





Proud as we are of our new factory, we’re 
even prouder of the P-K fasteners that come 
from its production lines. Our facilities have 
won the award, but in final analysis, it is the 


sults can you expect? Quality controlled P-K 
fasteners, production-keyed to increasing de- 
mands . . . plus an accelerated engineering 


and research program to develop new and 


results of those facilities that count! What re- improved P-K fasteners. 


Your Parker-Kalon franchise promises to be even more 
productive and profitable than in the past. Thai’s why 


now, more than ever, ‘“‘You’re O.K. with P-K.” 


PARKER-KALON 


originators of the self-tapping screw 


PARKER-KALON DIVISION, GENERAL AMERICAN TRANSPORTATION CORPORATION, CLIFTON, N 
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FAST DELIVERY of QD sheaves and Worthington-Goodyear V-belts is assured. 
Warehouses stock 872 sizes and a total of 75,000 different V-drive combinations. 


How Worthington eliminates problems 
in ordering Multi-V-Drive components 


woe Ske” 


WAREHOUSES LOCATED AT: Kearny, NJ. + Oil City, Po. + Seattle 
San Francisco + Los Angeles * Denver + Tulsa + Ft. Worth + Houston 
New Orleans + Chicago * Cleveland * Atlonta, Go 


EXPANDED FACTORY WAREHOUSE FACILITIES means 
you never need wait for your sheave or belt order to be 
filled. Stars show location of warehouses; dots indicate 
approximate location of more than 300 distributors in 
major industrial areas. 


Compressors « Pumps 


Just a reminder that Worthington’s newly expanded facilities give 
you and your customers the speediest delivery you ever experienced. 

The map shows where we've added fully-stocked warehouses. 
There’s one within a few hours (maybe minutes) of you. So if you 
should land a big order, you never need woiry about filling it quickly 
and accurately — a truck will be on the way, minutes after you call 
the warehouse. 

Our Oil City works has been streamlined, too, in order to maintain 
faster output of sheaves at uniformly high quality, regardless of size 
or rating. Come see us when you can. 

And don’t forget the Master Engineering Manual that makes selec- 
tion of Worthington QD sheaves and V-belts easier for your custom- 
ers than ever before. Write us for your copy if you don’t have it 
by now. Worthington Corporation, Mechanical Power Transmission 
Division, Oil City, Pa. MV.5.12 


WORTHINGTON 
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THE FRANCHISE THAT WORKS FOR YOU 


Multi-V-Drives ¢ Variable Speed Drives 
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NOW...FOR POSITIVE SAFETY...///s new sma// 
e/ectric hoist has ultra-modern dual braking... /usf //ke 


@ CALL YOUR CM today's streamliner. 


DISTRIBUTOR 
TODAY Like a train on a steep grade— AUTOMATIC REGENERATIVE 


Ger cxtalag, pelens os ELECTRIC BRAKING safely sustains the descending load. 
immediate delivery For stopping—the MECHANICAL FRICTION BRAKE safely 
of the safer locks the load. Any power interruption —intentional or 
Lodester. accidental—automatically sets the mechanical brake to hold 
the load securely. 
CAPACITIES No other small electric hoist offers this dual electro- 
from 4 to 1 ton. mechanical system—THE SAFEST BRAKING AVAILABLE. > 


Single and 3 phase. 
* Lodestar really meets the requirements of the National 


Priced at and all State Safety Codes. 


$149.50 CHISHOLM-MOORE HOIST DIVISION 


AND UP ? Columbus McKinnon Chain Corporation 


F.O.8. Factory Tonawanda, New York 
an DISTRICT OFFICES: NEW YORK e CHICAGO e CLEVELAND 


in Caneda: McKinnon Columbus Chain Lid., St. Cotharines, Ont. 
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‘Standardize’ on 


interchangeable male, fe- 
mole and pipe points for 
centered and vuncentered 
work. Nine sizes; Morse ta- 


MULTI-DUTY pers 1 through 5, as well 
as straight.” Loads to 1500 
Ibs. at 100 RPM. 


COMPLETE LINE 
= EASIER TO SELL 


DLE! For your BIG jobs! For close 
tolerance turning on work 

and HAN up to 22,000 Ibs. at 50 
HEAVY DUTY RPM. Eccentricity of less 


MODELS MEET ae 
NLL NEEDS! 


Accurate to plus or minus 
.0001”. Unusually high 
load capacity up to 5200 


Custom-Engineered Performance cadeiine- aeeait 
of jobs. Morse tapers 2, 3, 


without ‘Specials’ 4 and 5.* 


When you recommend IDEAL Live Centers your selling 
job is far easier. The IDEAL Line includes four separate 
models and a complete range of tapers. You can supply 
exactly the live center your customer needs for just about 
any turning job — from the biggest to the smallest. 


For him this means easier ordering, easier stocking — no Ser heaey tuudieg week en 


delay waiting for special engineering and manufacture. "pipes and other large, hol- 

, ‘ . : lo inders. Sizes range 
For you, the ability to give him the live center he needs, NEW from 3" Gan. 7%” 
when he needs it, helps make you the chosen source. And PIPE POINT diam. Load capacities up 


h iness. LIVE CENTER to 22,000 Ibs. Morse ta- 
that means steady sales and business pds Wy ger 


IDEAL backs you up with prompt delivery whenever you 
need it. A steady promotion program by mail and maga- The Complete Line of Live Centers 


zines helps bring live center business to you. And IDEAL 
Live Center performance keeps customers satisfied! In How are your stocks of IDEAL 
hundreds and hundreds of plants, they are first choice for Sen Candace? 

quantity and quality of output. 





Distributors who sell the most—and 


*IDEAL Live Centers are also available in make the most—know that ample 
Brown & Sharpe and Jarno tapers stocks bring more business. Be sure you 
have the IDEAL Live Centers your 


customers want. Check your stock 


IDEAL INDUSTRIES, Inc. now — and regularly! 
DEAL) 1000 Park Avenue, Sycamore, Illinois 
In Canada: Irving Smith, Lid., Montreal 
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Sold Through Leading Distributors 
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Frankly, we’re quite proud of our distributor organization. 
And, we like to think that the feeling is mutual. What 
brought on this reciprocal “‘back patting”’ is a report from 
one of our distributors recently. 


He was quite lyrical about the support he was getting — 
“best products...best sales training programs...best 
advertising and merchandising program...best ware- 
housing organization... best everything!”’ So that got us 
thinking, particularly about our advertising and merchan- 
dising, and wondering how many of you really take advan- 
tage of it. After all, it’s designed to help you. 


We’re planning for even more for this year. Merchan- 
dising kits...local advertising...literature and direct mail 
—all built around your requirements. Then don’t overlook 
our national advertising program—TIME, national trade 
papers, regional trade papers. It’s the best program ever. 

Why not discuss the program with us...see how you 


can. get the most benefit from it? We’ll be only too happy 
to help. Just drop us a line. 


CHAISE! BELT company 


Milwaukee 1, Wis. 
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Sell The Power Drive That Has Everything! 


_— 


Here’s why your customers go for it! 


Really Portable— Lightweight, legs and tray 
fold in snugly, handy handle for carrying. 


Easily, Quickly Set Up— Built-in folding tray and 
legs open up for business instantly—all one unit, 
no loose parts. 


Extra Rigidity— Open tray holds legs in strong, Vj 
G 


solidly rigid stance, adds strength. No front leg 
to obstruct swing of die stock handles. 


Fast Easy Speed Chucking— Guaranteed to grip 
tight forward and reverse—no slip, even with 
geared tools. Replaceable insert jaws for long 
service. 

Extra Power— Motor has larger long-life brushes, 
longer commutator, won’t bog down under extra 
load. 


Power for any hand pipe tools 
yy” to or pipe, y,”" to y ahd 
bolts; geared tools to 12’’. 
Cash in on by advertising to your 
RIZaID 200 Customers! Order today. 





RigaID 
Heavy-Duty 
Pipe Cutter GS , 


The Ridge Tool Company, Elyria, Ohio, U.S.A. 
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Linco/n LUBRICANT 





Apply The Right Lubricant —In The Right Quantity —At The Right Time 





A GREAT NEW EXCLUSIVE FOR LINCOLN DISTRIBUTORS 

...ONE AUTOMATIC CENTRALIZED LUBRICATION SYSTEM 

TO SERVICE BOTH CLOSED BEARINGS AND OPEN GEARS, 
CHAINS, CAMS AND SLIDES, SIMULTANEOUSLY 


Lincoln's new MistOmatic* Spray Control Valve is designed for use with any Lincoln power-operated 
Centralized Lubrication System. It dispenses a controlled quantity of mist lubrication on open, 
Eli tes makeshift mop, brush or pouring methods of lubrication. 





moving machine c 


MistOmatic Spray Valves are also being used widely throughout industry with great success on 
assembly lines for spraying pre-measured quaniities of grease, oil, paint, glue and similar materials 
on production components. Applications unlimited (Bulletin 809 for complete details.) 





NEW POWER-DRIVE 
CENTRALIZED SYSTEMS 
ANNOUNCED 


Be 


_* 


These revolutionary centralized lubri- 
cation systems are specifically designed 
and engineered to meet the proven in- 
dustry need for a method of automatically 
applying viscous or fluid lubricants to 
bearings on individual machines... at 
predetermined, self-controlled time in- 
tervals. 

This tested method of lubricant appli- 
cation assures maintenance of a proper, 
pre-measured film of refinery-pure lubri- 
cant on all bearing surfaces. Timing and 
control devices are incorporated in the 
lubrication system to suit the machine’s 
individual requirements, based on such 
factors as operating speed, load and du- 
ration of operation. In addition, this ap- 
plication method provides the ideal sys- 
tem for power lubrication of individual 
machines arranged in automated produc- 
tion lines. It permits interchangeability 
of machine units without disturbing the 
lubrication system. (Bulletin 806-R for 
complete details.) 


LINCOLN AUTOMATIC 
LUBRICATION SYSTEMS 
SLASH COSTS ON 
LAUNDRY MACHINERY 


Installation of automatic lubrication sys- 
tems on laundry machinery is a relativel 

unexplored field, but one with Seocmend- 
ous potential. It brings into the sales 
picture the vast Institutions market in- 
cluding hospitals, hotels, = py homes 
... every establishment with a laundry 
department. 

A remarkable case history of how Lincoln 
Centralized Systems reduced costs in 
five operating categories at The St. 
Mary’s Hospital, St. Louis, was described 
in a major editorial carried by “Hospi 
tals’ official journal of the American 
Hospitals Association. Reprints avail- 
able on request. Installation was made 
by Lincoln Distributor, Jos. H. Yerkes 
& Co. of St. Louis. 


*Trade Nome Registered 





LINCOLN ENGINEERING COMPANY St. 


Louis 20, Missouri 
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PREPARED BY LINCOLN ENGINEERING COMPANY 


APPLICATION Mews 





Modern Controlled Lubricant Application Systems For Modern Machines 





MAJOR SHOP TRUCK BUILDERS 
ADOPT LINCOLN MULTI-LUBER* PUSH-BUTTON 
POWER LUBRICATION SYSTEMS... .VAST 
AFTER-MARKET OPEN TO DISTRIBUTORS 


Ever seen a plant maintenance crew lubricating a shop truck by the con- 
ventional grease gun method? Then you'll understand why, in a few short 
months, six leading shop truck builders are now offering Lincoln Power 
Lubrication as an optional accessory. 


With conventional methods, an hour is usually consumed raising the truck 
with chain hoist or special lift so a man can get underneath and painstakingly 
locate and contact each fitting. In the case of electric-powered trucks, batteries 
have to be removed in order to reach some of the important bearings. 


Now with the Lincoln Multi-Luber System, a mere press of a button flushes 
and lubricates all bearings in seconds while truck is operating. 


PRs 


ADAM e a Heleieie ae 


View of engine compartment showing twin Multi- 
Luber pumps with integral lubricant reservoirs and 
control panel with push-button and signal light. 


Cross-section view of Multi-Luber vacuum-operated 
injector pump. 


Truck under-carriage showing feed lines connected 


View of tough, resilient Nylon feed lines, fabric 
to bearings. 


insulated, extending from outlets of pumps to 
bearing ports. 





ANOTHER NEW EXCLUSIVE 
FOR LINCOLN 
DISTRIBUTORS... 
INDUSTRY-WIDE 
POTENTIAL 


In answer to wide-spread industrial de 
mand Lincoln has designed the first high 
pressure, manually-operated Oil Gun for 
contacting standard lubrication fittings, 
or a header block. This versatile new gun 
eliminates conventional drip-type oil sys 
tems with all their inherent disadvan 
tages. It makes possible flushing and 
cleansing of bearings as well as pressure 
lubrication. 


Model 848 has been thoroughly tested 
and proved by both laboratory and field 
tests. Pressure developed is 500 P.S.L.; 
Output per stroke using No. 30 oil is 
.041 ozs. Equipped with push-type 
Linpak Nozzle. Easy two-finger trigger 
operation—one quart capacity 


—-. 


Supplementing the Pressure Oil Gun, 
Lincoln now makes available anodized 
metal rings in various colors. Slipped 
over the head of each fitting, they pro- 
vide a color coding system for all bear- 
ings requiring oil lubrication, and make 
it impossible to contact these particular 
fittings with a grease gun. 


Now, distributors can offer their cus- 
tomers a low cost standardization pro- 
gram for oil lubrication. Eliminates stock- 
ing all kinds of oilers, oil hole covers, etc. 





Write for complete details on how you can become an authorized Lincoln Distributor 
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Black & Decker: 7" CANDERS ARE 


for profits 
and aad 


POWER-BUILT 


We don't buy motors 


- we build them! 


The heart of your electric 
tool is the motor —com- 
pletely built by Black & 
Decker! All the power 
your customers need and 
then some—because each 
motor is built for a spe- 
cific tool and the job it 
must do! B&D motors 
always stand up! 


This Black & Decker 7” Sander is Power-Built 
with such sales-making features as: 20% more 
power and 20% less weight . . . spiral bevel 
gears... anew centrifugal fan that keeps com- 
mutator clean and the motor free of dust .. . 
exhaust air directed away from the operator! 
You’ve got plenty to sell to your customers: 
reduced operator fatigue, more than enough 


SERVICE ... one of 44 
Black & Decker factory ser- 
vice branches is located “‘next 
door” to your customer. 
Staffed by experts to give 
fast, efficient service, genuine 


1eplacement parts. DRILLS —32 models 


HAMMERS —5 models 


power, and longer service life. Like all B&D 
tools, the B&D 7” Sander is compact and ver- 
satile . . . it sands, grinds, burnishes and cleans. 
For more details write: THE BLack & DECKER 
Mrc.Co., Dept. 2406 Towson 4, Maryland. 


Leading Distributors Everywhere Sell 


Black& Decker: 


PORTABLE ELECTRIC TOOLS 


PORTABLE GRINDERS—6 models SAWS—5 models 
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HOW CHAS. PFIZER E CO., INC., WORLD'S LARGEST 
PRODUCER OF ANTIBIOTICS USES FAULTLESS cas TERS 


Chas. Pfizer & Co. antibiotics are blended in stainless 4 

steel blenders, in sterile workrooms. Sterile condi- 
tions must be maintained for both personnel and equipment. Equipment as 
shown at right must undergo periodic heat sterilization and cleaning and yet 
must function properly after this type of treatment. Pfizer engineers selected 
Faultless 931-5, Double Ball Bearing Swivel Plate casters for use on their 
portable equipment because large diameter raceways and dust-proof construc- 
tion assured doveistehde performance under exacting conditions. 5” diameter, 
Plaskite Wheels were chosen because of their non-sparking and chemical- 
resistant features. They also have non-marking qualities which protect the 
ceramic and asphalt tile floors used throughout this plant. 


SERIES 908 DOUBLE BALL BEARING SWIVEL PLATE CASTER 


~~ Series is a rugged, all 

— swivel plate caster 
with two full rows of hard- 
ened, ground and polished 
grade “A” ball bearings roll- 
ing around full hardened 
raceways. Full drawn steel 
horn formed for surplus 
strength. Complete choice of 
wheels to suit floor surfaces, 
loads and operating condi- 
tions. 900 Series shown with 
Renewable Rubber Tired 
Wheel. Also available with 
Drawn Steel, Semi-Steel, Vul- 
canized, Semi-Pneumatic, 
Ruberex, Plaskite and Rock- 
ite Wheels. 


MR. DISTRIBUTOR! This installation ot Chas. Pfizer & Co. 

is typical of thousands of Faultless Cas ter applications mak- 

trends in every importont industry. ww hae Sa 
avitiess Industrio! Casters for similar projects and 

want to = the profitable facts, write today, no obligation. 


SERIES 2400 SWIVEL STEM CASTER 


In another Pfizer operation, sterilized needles and car- 
tridges are assembled. Approximately 36 trays, contain- 
ing hundreds of sterile needles, are transported on 
specially designed trucks to the production area where 
the units are assembled. Faultless 2431-5, Double Ball 
Bearing Swivel Stem Casters are used on these trucks. 
The %” stem fits the stainless steel truck legs. This series 
Faultless caster gives the easy swiveling characteristics 
necessary for movement in confined work areas 

The 2400 Series Swivel introduces a new principle 
that completely eliminates the customary shimmying of 
ordinary swivel-type stem casters. Two complete rows 
of balls operating in lubricated, hardened raceways form 
the swivel bearing of this shimmyless caster. No chance 
for wobble. Shown with Renewable Rubber Tired Wheel. 


fee triass CASTER CORPORATION, EVANSVILLE 7, INDIANA 


)fFices in Ai 
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TOP PROFIT LINE of brushes 
that sells on every industrial call 


Make extra profits from the steady demand for 
all types of industrial brushes. Seli Osborn 
maintenance, paint and power brushes on every call. 
Your customers are already sold on Osborn 
through consistent advertising. Proved quality has 
established unequalled acceptance of Osborn 
brushes. 
On your next call—and every call—ask for a 
brush order. The Osborn Manufacturing Company, 
5401 Hamilton Avenue, Cleveland 14, Ohio. 


Osbom Brushes 
OSBORS islam Aibiailadiabiakomcisie..». eon eigien:ietinitian 
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You Sell more because 


BARRY PULLEYS 
perform better 











Purchasing agents and production chiefs are sold by 
proven performance records. That’s why they buy Barry 
conveyor pulleys for general, package, portable and pro- 
duction line systems. 


Barry pulleys, with regular or “Quick Detachable” 
taper bushed hubs, are designed to absorb the repeated 
demands of peak production loads. 


Made of heavy gauge steel, they are light yet dur. 
able for continuous service, year after year. End discs are 
electric-welded to rims to keep out moisture and dirt 
which shorten the service-life of other pulleys. Wider 
faces are reinforced with extra discs to maintain uni- 
form strength against stresses and strain. 


Barry pulleys support heavier work loads, in addi- 
tion to reducing wear and tear on crowns, bearings and 
other components. They mount up closer and form a 
truly inflexible assembly with regular or “QD” hubs 
because they are designed for ideal lateral alignment— 
they fit on shafts properly and firmly, without work- 
ing loose. After such meticulous attention to design and 
manufacture, is it any wonder why Barry conveyor 
pulleys perform better! 


For complete details or information pertain- 
ing to distributorships, call or write today! 


R.& J. 


t SADE STREET. PASSAIC, N. J. PRESCOTT 7-5030 








COMPANY, INC. 


DICK ROPE V-BELT DRIVES 


Engineered for maximum service with minimum 
stretch. Maintains resiliency longer. Accurately 
machined sheaves are balanced to reduce belt wear 


DICK BALATA BELTING 


Closely interwoven hard surface duck. Totally im- 
pregnated with Balata Gum. Will not stretch or 
shrink. High in efficiency. All “Dickbelts’ guar- 
anteed! 


BARRY STEEL SPLIT PULLEYS 


Scientifically designed. Electrically welded construc- 
tion. Keeps exact shape under all loads. Lightweight 
and easy to install. 


CHICAGO 

LOS ANGELES 
SAN FRANCISCO 
SEATTLE 


BRANCHES: 
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Tell Your Customer about these 


NEW 
WHEELS... 


With NEW, MULTI-USE 
ABRASIVES APPLICATIONS 


A Completely New Concept in Finishing 


Replacing Costlier, Slower Methods 


Dealers and their salesmen are really cashing in on the work- 
ing action of unbelievably versatile Brightboy. It will be a 
revelation to your customers. Nothing like they've seen before. 
Broader, completely beyond, anything within the convention- 


ally-accepted range for abrasives applications. 


You will profit by big Brightboy repeat orders. Customers ap- 
preciate Brightboy’s simultaneous, time-saving BURRING, 
CLEANING, FINISHING, POLISHING — FREQUENTLY 
ACHIEVED IN ONE OPERATION. And the many uses to 


which Brightboy can be put. 


We can supply you or your customers promptly with 
readily-available, stock Brightboy grains and textures specifi- 
cally “job-matched” to customers’ requirements. There is wide 
choice of Silicon Carbide and Aluminum Oxide grains, each 
in combinations of grain sizes and textures from extra fine to 
extra coarse, in soft, firm and tough rubber binders. 


Nationally advertised, nation- 
ally demanded, volume-use 
Brightboy has a very profita- 
ble place in your sales picture. 
Write today for the Brightboy 
catalog and inviting dealer 
proposition. 





BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 
95 North 13th Street Newark 7, N. J. 


America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 
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DIAMETERS TO 8” 


Brightboy is made in 
wheels as well as in a 
full range of accessory 
products—rods, sticks 
and blocks—for ma- 
chine and manual op- 


erations. 








Sell today’s top-value electric saw! 


New! Thor SpeedSaw 


(For beavy- duty. 
. Service! 


owe ow . a 
. 


\ 


° 
PRICED AT 
ONLY 


\ 


a 


0) B) 3 Res 


7% BLADE 
All ball bearing! Tele- 
scoping blade guard! 
Cuts 2x 4’s at 45°. Weighs 
144 Ibs. Speed 5400 r.p.m. 


v= customers are looking 
for a heavy duty electric 
saw with plenty of power to 
handle the toughest jobs. This 
new Thor SpeedSaw is it! And 
at just about half the price 
they’d expect to pay! 


Thor SpeedSaw’s universal 
motor delivers a full 1.75 
horsepower! This super-power 
and Thor’s all-ball-bearing 
construction makes every 
sawing job a breeze. This new 
Thor SpeedSaw is built for 
the kind of fast, accurate cut- 
ting demanded by today’s 
expert carpenters. 
C 


Standard equipment includes 
one combination blade, rip 
fence, and 10-ft. cable with 
grounding connector. You 


can make extra sales by stock- 
ing the steel carrying case and 
Thor special purpose blades. 
SpeedWay Manufacturing 
Company, a division of Thor 
Power Tool Company. 


SpeedTools 


~—ap POWER TOOL COMPANY, Aurora, Ill. 
Branches in all principal cities 


Compare these features! 


BLADE GUARD rides on ball bearings; can be 
withdrawn safely for plunge cuts. 

GEARS are helical-cut alloy steel, completely 
sealed in special grease. 

BEARINGS are finest quality sealed ball bear- 
ings throughout. 

MOTOR is series-wound universal electric, built 
for heavy duty. 

ADJUSTMENTS are easy for depth of cut to 
2%" @ 90°, 1%” @ 45°; angle cuts to 45°. 
VENTILATION is positive, through the motor, 
for cool running. Sawdust blower keeps cut-off 
line clear. 
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“Dayton showed us how to 


Double V-Belt sales in 10 months!” 


“Close factory cooperation and a top quality 
V-Belt line—there’s the answer,” says J. K. 
(Joe) Weiser, Pres., Minnesota Bearing Co. 


“During 1955 we took on the Dayton line 
and increased our V-Belt sales 125%! 
Since the first day, Jim Lafans, Dayton 
Rubber representative, has been on my 
heels and those of our entire sales force 
making customer calls, helping solve 
V-drive problems, setting up Preventive 
Maintenance programs and sales training 
meetings. We’ve never known such close 
factory cooperation—and it really pays 
off in good customer relations. 


“Backing up the Dayton representative 
and ourselves is the complete Dayton 
V-Belt Drive line and its ready acceptance 
in our highly diversified market. Paper 
mills, Flour mills, Canneries, Meat Pack- 
ing Plants—whatever the V-Belt drive, 
Dayton gives us a belt to sell. And with 
our Mining customers—or wherever really 
tough drives have been encountered—the 
Dayton Cog-Belt* is a sure solution. 


“Top it all off with Dayton’s Selective 
Franchise that protects us from over- 
distribution in each of our five locations 
and you’ve got an unbeatable combination 
for increasing V-Belt sales.”’ 


a 

“The sale doesn’t end for us (or Dayton) with the 
installation of a new belt or set of matched Dayton 
V-Belts. Here Bob Weiser, left, Jim Lafans, 
Dayton, and Andrew Bayder, Kurth Malting Co., 
check recent drive installation as part of Dayton’s 
continuing PM program.”’ 


“This is headquarters in Minneapolis for our 
power transmission operations. Other V-Belt stocks 
are housed in branches at St. Paul, Hibbing and 
Duluth, Minnesota, as well as Sioux Falls, S. D.” 











“A terrific sales tool, Dayton’s new Handbook of 
V-Belt Drive Design is the only one in the indus- 
try. In the huddle reviewing it are, from right, 
J. W. Cowan, Minnesota Bearing, Jim Lafans and 
Norm Lever, Dayton, Bob Weiser, Sales Repre- 
sentative and myself.” 


y 
“Boosting our V-Belt sales to a top bracket posi- 
tion in each of our markets keeps Larry Olson, 
Shipping Clerk, busy filling orders and checking 
new factory stocks.” 





“Close factory cooperation has been a primary 
factor in doubling our sales volume. Jim Lafans 
gives Bob Weiser, on the left, and all the rest of 
our sales staff a hand whenever they need it, 
besides making calls on his own to sell Dayton to 
new accounts.” 





‘“‘Norm Lever, Dayton Regional Manager, pitched 
in to conduct a sales training meeting covering the 
entire Dayton line to include operation of Dayton’s 
exclusive Matchometer, used to insure perfectly 
matched V-Belt sets. That’s J. W. Cowan, our 
Sales Manager, center.” 

WwW 


YEARS OF PROGRESS 


World's Largest Manufacturer of V -Belts 


The Dayton Rubber Co., Industrial Div., Dayton 1, Ohio 
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Russell C. Westover, Jr., President of Ray Oil Burner Company, tells the secret of 


“‘How to make hay without sunshine!”’ 


“In addition to his own stock, any Ray dealer in the coun- 
try can draw on our ‘super stockroom’ of 40,000 different 


‘Make hay at midnight or in a rainstorm? Sure — why not? 
‘Modern farmers have found a way. They cure it a few 
parts. It’s only a few hours away by Air Express! 


“Ie has helped build our reputation for fast service. And 


But there's one catch. Profits could disappear in a hurry ; ; . ) 
4 it saves money! 10 Ibs. from San Francisco to Portland, 


minutes after cutting —in big dehydrating plants! 


if the fires go out, That's why they use Ray Oil Burners. “amy 7.99 ‘ 
5 ’ y y Ore., costs $3.78 by Air Express. That’s $1.37 less than the 


“And that’s why Ray uses Air Express! next lowest-priced complete, door-to-door air service.” 


—_— @& Air Express > 


GETS THERE FIRST via US. Scheduled Airlines) 


CALL AIR EXPRESS ... division of RAILWAY EXPRESS AGENCY 
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omplete Service 
...lmmediate Availability 
from Stocl 





PACKAGING 
CONVENIENCE 
New reinforced con- 
tainers make stock- 
ing and inventory 
simple. Color keyed 
labels make identifi- 
cation easy. Elimi- 
nates loose or bulk 

storage. 











Write for new Danly 
Die Makers’ Supplies Catalog 


Now .. . nearly ever supply 
item you need in tool and die 
making is listed in Danly’s new 
improved Die Makers’ Supplies 
Catalog. It’s important data 
you should have. Send for your 
copy today! 


Hollow 
Set 


Fiat 


Knurled Head 
Socket 


Socket Head 
Cap Screws 


Set Screws 


Square 
Head 
Set 


Button 
Head 
Socket 
Screws 


Knurled Socket Head Stripper Bolts 


Danly’s complete line of diemakers’ supplies offers you immediate 
delivery, from siock, to meet all your diemakers’ screw demands. Knurled 
socket head cap screws and hollow set screws are offered in both alloy 
and stainless steel . . . with many sizes available in both American 
National Coarse and American National Fine Thread. In stock at your 
local distributor or Danly Branch, all Danly screws are manufactured 
to exacting performance standards in sizes to meet your needs. For 
complete service on all diemakers’ supplies, specify Danly. 


DISTRIBUTORS 


This ad is working for you! Danly’s complete line of de 
pendable diemakers’ supplies is backed by 1) a firm di 

tributor policy that promotes sales for you: 2) a solid 
advertising and promotion campaign (ask about our “3-D 
plan) ; 3) a line of supplies that assures complete custome 


satisfaction. Call or write Danly today! 


Dept. J 


DANLY MACHINE SPECIALTIES, INC. 2100 South Laramie Avenue, Chicago 50, Iilinois 





3 TABLE SIZES — 35” x 27%", 
43%," x 27%", 54%" x 27%", 
with 12%” of working surface ahead 
of blade when blade is set for 34%" 
depth of cut. 


MASSIVE CRADLE, ARM — Heavy 
box-shape castings for maximum 
strength. Inside and out the Clausing 
is ruggedly built. 








BIG ARBOR, BEARINGS — Arbor is 
solid bar of precision ground steel, 
¥," in diameter. Spins on two large, 
sealed-for-life ball bearings . . . kept 
under preload by beveled retaining 
ring. 


MOST EFFICIENT TILT and HEIGHT 
CONTROL — In both mechanisms, 
rack teeth are machine cut cast iron, 
% "wide... worms are 1%," diam- 
eter steel. 8” diameter handwheels, 
4Y," diameter tilt dial, 





ew 
ATLAS PRESS COMPANY 


—_CLAUSING 





Set NEW SALES RECORDS with 
this NEW Super-Quality SAW! 


ALL-NEW CLAUSING 10° FLOOR SAW 
HEAVIEST, MOST POWERFUL, MOST ACCURATE! 


Here’s the saw that sets new standards for performance and precision 
in the heavy-duty 10”class. So far ahead in quality and value that it 
sells on sight. Greater capacity, massive construction, easily operated 
oversize controls. A whale of a market among commercial, industrial 
and school users. Here are just a few of the new, exclusive features: 





* Heavier throughout . . . engineered to handle power up to 3 HP! 
Saw alone weighs 385 Ibs! 


* Bigger arbor . . . 34” diameter. Sealed-for-life, preloaded ball bearings. 


* Exclusive new totally-enclosed, fan-cooled, continuous-duty motors 
. . . the result of 3 years saw-motor research. 1, 1%, 2 and 3 HP. 


* New modified-wedge cog belts for most efficient transmission of 
power. 

* Self-contained design. For safety and compactness, motor and drive 
are housed in base. 


Backed by dominating advertising in leading trade publications. 
CLAUSING DIVISION cstas. Press. Gmpany 
6-117 N. Pitcher Street Kalamazoo, Michigan 


INDUSTRIAL DISTRIBUTION © JUNE, 1956 





WHEN THE ORDER DEPENDS ON 





BE SURE 
THIS BOOKLET 
IS IN YOUR 
BRIEFCASE 


CAN YOU ANSWER THESE QUESTIONS? 


@ What's the difference between “cut” and “rolled” threads? 
e@ What type of tapping screw should be used . . . and why? 
e@ What are the differences between a machine bolt 

and a cap screw? 
e@ When should you recommend ‘Standards’? ‘Specials’’? 
@ What's a “‘Helix’’? “Pitch diameter’’? 
@ When should coarse or fine threads be specified? 


These and many other questions are answered in simple, 
non-technical layman’s language in this helpful 20-page booklet. 


“Fastener Facts” is a ‘must’ in the briefcase or catalogue of 
every Industrial Distributor salesman. It enables you to answer your 
customers’ questions clearly and concisely. You can suggest 

ways fo solve their fastener problems and often save them money. 


This is another helpful selling aid produced, and 
offered to you free, by The Lamson & Sessions Company, 
Send for your copy today! 


¥ 


~ je LAMSON & SESSIONS (7 


6? 


1971 West 85th Street - Cleveland 2, Ohio 
PLANTS AT CLEVELAND AND KENT, OHIO + BIRMINGHAM + CHICAGO 
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IT PAYS TO SELL 


MILWAUKEE 


INDUSTRIAL 


BRUSHES 


YOU CAN DEPEND ON THIS 
COMPLETE SUPPLY FOR GOOD 
BUSINESS... . 


Our job is to help you serve your customers to their 
greatest benefit. This organization is equipped 
throughout its manufacturing processes to produce 
the highest quality industrial brushes. Service to 
our distributors is complete in all respects—full 
cooperation is given on all orders. 


Give your customers the very finest in industrial 
brush service—get the service from Milwaukee that 
helps you do a complete and profitable sales job. 


Ee 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


SEND FOR 
CATALOG NO. 36-R-54 
IT FEATURES 
THE COMPLETE LINE 


on ee 
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“THE NEW “48-FRAME” MOTOR DESIGN 
IVES YOU 





INDUSTRIAL 
QUALITY 


Everything you asked for and more. 
Smaller, yes...and better, too. 
Here is traditional Century depend- 
ability, smooth-running and quiet- 
ness under load... now skillfully 
engineered into the compact new 
“48-Frame” design. 


These great new Century “Industrial 
Quality” motors are now available 
in sizes from 1/20 to 1/3 H.P.... 
developed specially for industrial 
users. 


ON NEW EQUIPMENT OR 
FOR REPLACEMENT... 
when you see the red “C" on the 
new weight-saving, space-saving 
“48-Frame” motors, you're assured 
of Century's traditional industrial 
ruggedness. For information and for 
fast service, call or write your nearby 
Century District Sales Office or 
Authorized Distributor. 


We Invite Your Comparison of... 


engineering — Weight sav- 
ings up to one-third are made 
possible without “skimping™ on the 


design —For time-saving main- 
tenance, “GITS"-type oilers for 
sleeve bearings are placed high 


vital “active materials”, simply by 
eliminating dead weight and using 
new materials. The result is 
smaller-diameter motors that are 
not merely “just as good” but 
actually superior to the famous 
Century “56-Frame.” 


P erformance-R ated © 
MOTORS 
1/20 to 400 H.P. 


16.5 lbs. 23 Ibs. 


on the end-brackets, allowing 
easy oiling from either end of the 
motor... cluster-type integrally 
cast fan at the rear end of the 
rotor draws a steady stream of 
cooling air over the coilheads... 
“Square” stator iron permits air 
to pass between the core and 
shell, cooling the whole width. 


1806 Pine Street + St. Lowis 3, Missouri 
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AMOND CHAIN COMPANY. INC. 


sf CELE AT | aa vi 


; ae oe 








Sprockets of all 
sizes and types 


Diamond Taper- —_-~ 


Lock Sprockets ., Wows 
Single and multiple \ a 


strand Diamond Roller 
Chain packaged in — 
10” lengths or reels 
of 50’ and more Double Pitch Chains 
Advertisements like this appear and Sprockets 
in 7 leading publications—a 


quarter million messages to the 


Flexible Couplings 
and Casings 


ol 


customers of Diamond Distribu 


tors! 


YOUR DIAMOND INDUSTRIAL DISTRIBUTOR 
BRINGS OUR PLANT, PRODUCTS AND SERVICES 


5 YO your door 


” in factory methods, your Diamond Distributor brings you 
ready knowledge on roller chain installations. He has, at his elbow, 
the engineering data required for almost every application. 

His stocks eliminate your excessive inventory—free cash for other 
uses. Being a local business man his fast service and personal interest 
in a Save time, save you money, make purchases easy. 

iamond Distributor is part of your supply team. He brings 


Your 
A LOCAL PHONE CALL highest quality Diamond Roller Chains and Diamond Service to your 
brings your Diamond Distributor door. Telephone today. His number is in the yellow pages of your 
immediately—a man who knows his telephone directory under the heading, Chains or Chains-Roller. 


products—a man whose business is DIAMOND CHAIN COMPANY, Inc. 

to procure for you as little or as Where High Quolity is Traditional 

much product as you need when you Dept. 480, 402 Kentucky Avenue, Indianapolis 7, Indiana 
need it. Offices and Distributors in All Principal Cities 


DIAMO HAINS 





— -— 4 
——— a BELTS 


for sharper cutting... 
for Cleaner cutting... ee 
for smoother finishing... | 


fry the line where you can— 


$@@ the difference... 
feel the difference... 


and actually prove 


the difference— 


PECIALTIES 





/iehigon 


ABRASIVES 


MICHIGAN ABRASIVE COMPANY 


Manufacturers of 
‘The Humidity-Controlled Abrasive’ 


DETROIT 5, MICHIGAN 
DISCS 





Other reasons why 


. 2 
Ptichigan. 
7 PROOF you can SEE the difference 
ABRASIVES You SEE the difference because most 


all Michigan Abrasive products are 
are better for you red in color—different on sight from 


to buy | ~ other abrasives! 





PROOF you can FEEL the difference 


You FEEL the difference because 
whether you are grinding or 
Se you can feel the stock 

eing removed faster and easier! 


PERFORMANCE 
that’s always the same... 


due to highest grade of raw mate- 
rial and most modern quality con- . 
es PROOF we can PROVE the difference 


trol 
AND WE CAN ACTUALLY PROVE 
THE DIFFERENCE in your plant or 
shop . . . to your conditions and 
specifications! 


SS 


PRCMPT SERVICE... iM ¥ ooliny 
both from our company and from 


our stocking distributors located 


in every U. S. industrial area! FOR OUR DISTRIBUTOR DEAL! 


Remember that Michigan is one of the fastest-growing 
abrasive lines. Michigan Abrasives sell easily...stay sold 

. and bring in repeat business and excellent profits. 
Your letter will bring complete information on our 
excellent Distributor Deal! 


PE Sao ae fiehigan 


PLENTIFUL SUPPLY... AB ASIVES 


due to unmatched precision-coat- 
ing equipment and enormous 
specially-designed blowers and 
heaters . . . and one of the most 


modern, single-purpose coated HL Gl@rper cutting...Cleaner cutting 
Smoother finishing 


QUALITY LINE. MICHIGAN ABRASIVE COMPANY 


from wide belts 
like this to small 
specialties! ‘The Humidity-Controlled Abrasive’ 
11900 E. 8-MILE ROAD « DETROIT 5, MICHIGAN 
Telephone LAkeview 7-2050 





Manufacturers of 


All yours for Sharper cutting ... Cleaner cutting 
... Smoother finishing Abrasives! 








Carbide Drilling Application 
: PER DRILL 


aels Ever 


There's @ STANDARD SU 


sally super! 


Six points of superiority — 
Result of two years’ research. 
Extensive tests indicate it's the 
most durable and the fastest 
cutting carbide twist drill de- 
veloped to date. Feeds as high 
as 8” per minute in cast iron 
have been obtained. Stocked 
in fractional, wire and letter 


sizes for your convenience. 


NEW LOW PRICES 


Write to Dept. 332 for 
New Catalog No. 56 





i 


A SUBSIDIARY OF VAN NORMAN INDUSTRIES, INC. 


QUALITY CARBIDE TO ots peele} Maae? 17-4. Bb 


21650 Hoover Rd.,. Detroit 13, Michigan 5210 San Fernando Rd., Los Angeles 3, California 
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“‘Budgit’ Elec- 
tric Hoists 
Y% to 2 tons 


“HI-CAP” 
Aluminum “Shaw-Box" 
Chain — stentees 
tons. Spur-Gear 
oe) . PMoists. ‘Budgit’ Alu- 
: to 25 tons. minum Chain 
Blocks 
Y% to 2 tons 


Le 


‘Load Lifter’ 
Series “700” 
Wire Rope Elec- 
tric Hoists. 
Y% to 15 tons. 


AFR PU ET eset ees 
ete ees Om 


greta Etet eso sesanee 


“Shaw-Box” 
Standard 
Differential 


Hoists. 
% to 1% tons. 























‘Load Lifter’ | ig Standard 
Series "600" - , A, I 
Wire Rope Elec- f Budgit cre . 

tric Hoists |-Beam _, Hoists 
"tine Trolleys. % to 2 tons 


y ¢ 
¥% and | ton % to 2 tons. 























“Shaw-Box” 
Standard 


RE’S WHY “SHAW-BOX” DISTRIBUTORS ARE HEADQUARTERS 

FOR OVERHEAD LOAD-HANDLING EQUIPMENT 
All these hoists, cranes and accessories carry brand names that have become Trolley Woks. | 
hallmarks of quality, performance and economy throughout industry. Yet they —— 
are only partly representative of the complete “Shaw-Box” line sold exclusively 
through distributors. 
“Shaw-Box” manufacturing facilities make it easy for Distributors to stock all 
these products so customers can get the fast delivery essential to prevent costly 
production holdups. And every “Shaw-Box” Distributor has opportunities for 
plus sales with proved sales tools and training, promotion materials, and adver- “Shaw-Box” 
tising support. A rigid franchise policy assures attractive profit on every product ~~ 
for every “Shaw-Box” Distributor. It is this thorough cooperation that accounts Ky any 
for the aggressive sales effort of our Distributors in reaching our objectives as 
well as theirs. 





eho Leas 


‘Budgit’ Cord 
Conductor 
Trolleys. 

Fit 8” to 18” 


#ROR EBS s ks ameter 














1-Beams 
Shaw-Box" 
Standard 


‘Load Lifter’ 
Jib Cranes. 
Full Revolving, 
Self Supporting 5 
% to 5 tons , t Load Lifter’ 
and up - Series “D” 
,* ‘ a -\ fp. All-Electric 
_ of 7 "4 Traveling 
: = Cranes 
— 1 to 20 tons 
Trolleys 4 
Push Type > ‘Budgit’ Cord 
% to 20 tons Reels to Supply 
‘Tugit’ Geared Type Current to 
Lever-operated 1 to 20 tons Motors up 
Portable Hoists 
1 and 2 tons. 





: P “‘Budgit’ Gantr 
‘Budgit’ Crane Budgit’ Bridge ATE semen” 
Assemblies Drive to convert for Mobile 
Packaged hand-operated Lifting Service 
components crane bridges to 1 and 2 tons. 
for erection electric drive 


MAXWELL on the site. 


M MANNING, MAXWELL & MOORE, INC. 


SHAW-BOX CRANE & HOIST DIVISION, MUSKEGON, MICHIGAN 
TRADE MARK 











MANNING 
‘Wi J400OW 9 


Builders of “Shaw-Box" and ‘Load Lifter’ Cranes, ‘Budgit’ and ‘Load Lifter’ Hoists and other lifting specialties. Makers of ‘Ashcroft’ Gauges, 
‘Hancock’ Valves, ‘Consolidated’ Safety and Relief Valves, ‘American’ and ‘American-Microsen’ Industrial Instruments, Aircraft Products. 
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A—They demonstrate safe and simple top-side cutting, 
at any angle—how user always sees mark and blade. 
B—They show how De Walt makes any dado cut— 
easily, from the top—with safety guard on cutter. C— 
They tilt powerful direct-drive motor and demonstrate 
tilting arbor shaper. D— They show how De Walt be- 
comes a horizontal drill—any of 12 basic power tools 
...and even builds into workbench! They demonstrate 
De Walt in just 15 minutes and they sell! 


AMF DeWalt 


first in sales! 


Dealers by the hundreds know De Walt® sells best 
because it’s the finest of all home power tools. And 
they can prove it. They take advantage of powerful 
national and local advertising...sales-making dealer 
aids...free factory training for their salesmen... 
De Walt’s Easi-Budget Payment Plan. They demon- 
strate, they sell, they profit! 

See how you too can profit from De Walt’s Direct 
Factory Franchise. Write the address below today. 


Among the many dealers who sell more De Walts than any other multi-purpose power tool, are: 


Webster-Robinson Mach. Co., Tacoma, Washington 
Chown Hardware Company, Portland, Oregon 
Carlisle Hardware Company, Springfield, Mass. 
Carlisle Hardware Company, Holyoke, Mass. 

Central Hardware Company, St. Louis, Mo. 

White Star Machinery & Supply Co., Wichita, Kansas 
The Stambaugh-Thompson Co., Youngstown, Ohio 


Another Product 


DeWaut 


POWER TOOLS 


DeWALT Inc. 


Lancaster, Pa. 





Olsen Tool and Equipment Company, Chicago, III. 
Ornamental Products Tool & Supply Co., Cleveland, Ohio 
Bidwell Hardware Company, Hartford, Conn. 

Elwood Adams Company, Worcester, Mass. 

Neff Machinery, Miami, Florida 

Rudolf Bass Co., New York, N. Y. 

Warner Hardware Co., Minneapolis & St. Paul, Minn. 


Subsidiary of AMERICAN MACHINE & FOUNDRY COMPANY 
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Facetious? Certainly not! 

Termites and decarburization have much in 

common. Both wreak their deadly destruction undercover. 

Both leave what appear to be sound materials so weakened 

that collapse and failure frequently result. Only quality control 

like that practiced by HMS with heat-treated cap screws can 

prevent decarb. 

So don’t take chances. For assured value, right price and 

fast delivery —- whether heat-treated, brass, stainless or low 
carbon — always recommend HMS. 


Alga tecommend HAG... The bo, you wove dap 








HARTFORD MACHINE SCREW COMPANY 


Division of Standard Screw Company 
101 DEERFIELD ROAD, HARTFORD 2, CONNECTICUT 





CAP SCREWS + SOCKET PRODUCTS « TAPER PINS - DOWEL PINS - HEX NUTS 











HERE’S POSITIVE PROOF OF 
HMMS assurep VALuE! 


Competitive screw thread. Typical HMS screw thread. 
(Note decarb — white area) (uniform texture—no decarb) 


These photomicrographs prove conclusively that there 
is a difference between heat-treated screws — a dif- 
ference which can cost your company plenty in ma- 
chine failures and resulting service troubles. All be- 
cause “Old Devil Decarb” is at work! As shown above, 
heat-treated fasteners by other manufacturers showed 
frequent evidence of decarburization. Fasteners by 
HMS showed none — positive proof of quality con- 
trol and HMS Assured Value! 
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We'll never let you down 


THE J&L PRODUCER-DISTRIBUTOR TEAM 
Quality Steel Pipe... Fast, Dependable Service 


You can rest assured you'll get com- 
pletely dependable service when you 
WER 401 rely on J&L and J&L Distributors for 
‘canene ResTReuTeRs your steel pipe requirements. 
sileiiies pare “ First, you get superior pipe. J&L con- 
— trols the quality all the way from raw 
as materials through the finishing mills. 
That’s why you find J&L steel pipe is 
long lasting and easy working on any 
application. 
Second, you get dependable service. 
Your J&L distributor is always ready 
with: 
1. Complete stocks near at hand. 
2. The right pipe for every job. 
3. Technical service by steel pipe 
specialists. 
Whenever you need superior pipe and 
dependable service, phone or write your 
nearest J&L distributor. 


Jones & Laughlin 


STEEL CORPORATION + PITTSBURGH 


STEEL 
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A complete line of 


Fiat Belts, V-Belts and Sheaves 
and “TIMING” Belts and Pulleys 


@ Whatever your customer’s power transmission re- 

quirements, “U.S.” can supply them. With “U. S.” 

warehouses strategically located across the country, 

you are assured of immediate service and shipment. 

U. S. Rubber power transmission technicians are 

always ready to help you. Get in touch with one of 

our selected distributors or any of our 27 District 

Sales Offices or write us at Rockefeller Center, New 

a, York 20, N. Y. 

ey 


— ett at MULTIPLE V-BELTS ¢ F.H.P. V-BELTS 


ee Fs 
ai, 


‘t/a. SHEAVES « FLAT BELTS AND BELTING 
SPECIAL PURPOSE BELTS 
PowenGap “TIMING” BELTS AND PULLEYS 





V-Belt Sheaves and 
“TIMING Belt Pulleys 


are tested for static balance and engi- 
neered to deliver the high durability 
and efficiency that are built into every 
“U.S.” Belt. 











Mechanical Goods Division 
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Now, offer your customers a complete line of Capewell’s famous Metal Cutting Saw 
Blades—Hand and Power Hack Saw Blades, Band Saw Blades and the new high 
speed Safetech Hole Saws. 


1. CAPEWELL tools are top quality, made by a company with 75 
years of metalworking experience. 


2. CAPEWELL products are pre-sold through a consistent national 
advertising program in the leading trade magazines. 


CAPEWELL provides you with tested sales aids to stimulate your 
sales force. 


CAPEWELL Soles Engineers all over the country are actively work- 
ing in your behalf. 


CAPEWELL's policy of selective distribution means protected sales 
and protected profits for every Capewell distributor. 


CAPEWELL’s liberal freight allowance policy means profits to you. 


OTHER CAPEWELL FAST-SELLING, QUALITY TOOLS... 


PIPE FITTERS 
HAND TOOLS 


GROUND FLAT 
TOOL STEEL 


10CAS6 
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Better 
Value 








The Rolling Attion i built right tw 








HELLER SPIRAL-CUT 


Above is a cross 
section showing 
the smooth, true 
arc left by the 
HELLER SPIRAL- 
CUT HALF 
ROUND file. 
Compare it with 
the scalloped 
surface (illus- 
trated below) 
left by an ordi- 
nary half round 
file using the 
same stroke. 


ORDINARY 


STRAIGHT CUT 


HELLER 
Splral-lur- 


half round files 


Filing out a concave surface or rounding out a hole 
is no longer a job restricted to master craftsmen. HEL- 
LER SPIRAL-CUT HALF ROUND files eliminate the 
need for skillful twisting action once so necessary to 
produce smooth, even work. This rolling action is now 
designed right into a HELLER SPIRAL-CUT HALF 
ROUND file. 


A straight stroke with an ordinary half round file 
leaves bumps and ridges unless the user twists it just 
right. The same straight stroke with a HELLER SPIRAL- 
CUT HALF ROUND makes a smooth and true-arc 
surface. 


This new cutting principle is another of many “firsts” 
brought out by HELLER in their continuous search for a 
better file. This exclusive feature is a unique sales story 
for the HELLER distributor. Tell your customers and 
build greater sales and profits. 


HELLER 
American -Swisa® 
these brands always SWISS PATTERN 





assure HELLER quality CIXENS SC NUCUTS > 
MILLED CURVED TOOTH dts AMERICAN PATTERN 
ua © HELLER root co. 


|Rele) aa ie): 


WHITE TANG ° Ms, NEWCOMERSTOWN, OHIO 
ey 


le 
t/ 
ce \s? 


YOUR HELLER DISTRIBUTOR CAN SUPPLY ALL YOUR FILE NEEDS 
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THE SPS FATIGUE TESTING CENTER is considered by many 
authorities to be second only to the one maintained by the Air 








Force at Wright Field for testing bolts. The data gleaned here 
help SPS engineers develop stronger, safer threaded fasteners. 


WHAT'S NEW WITH SPS 


News that helps you sell 


SPS LEADS THE THREADED FASTENER INDUSTRY in 
research and development. Out of our fatigue testing, metal- 
lurgical and chemical laboratories come concepts that have 
enabled us to develop stronger bolts. These products are set- 
ting standards in the industry. 


RESEARCH LEADS TO PRECISION. The dio! plates for Fiextoc 
nut machines are manufactured at SPS. Here holes are drilled by 
an optical jig borer with a tolerance of .0002 to .0004 inch. Toler- 
ances like these are common in tools and dies manufactured at 
SPS for production of UNBRAKO and Fiextoc products. 


Hand in hand with research go skilled personnel, modern 
equipment and production techniques that keep SPS products 
at uniform high quality. Typical example: we have found 
that to produce UNBRAKO screws to the precision we require, 
we must manufacture most of our own tools and dies. Those 
available to us commercially just aren’t accurate enough. 


Research at SPS is not limited to development of new products. 
We are constantly looking for new ways to improve our 
UNBRAKO, FLEXLOC, HALLOWELL and Set-Lok lines in pack- 
aging, order handling, and delivery, as well as in production 
methods so as to get the best possible products to you when 
and where you need them. STANDARD PRESSED STEEL Co., 
Jenkintown 13, Pa. 


a, 
UNBRAKO SOCKET SCREW PRODUCTS 
—o— 
® 
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TWO NEW SELF-MAILERS HAVE BEEN PREPARED to help you 
sell Hauowel shop equipment. Form 2170 features multiple- 
unit benches; Form 2169 features tool stands. We'll imprint them 
for you free of charge. How many copies do you need? 











THE SPS CHEMICAL LABORATORY is one of the major 
installations of its type in the fastener industry. The laboratory aids 
in the selection of alloys for use in fasteners. It performs routine 


arene 
FLEXEL@OE SELFLOCKING NUTS 
SS 


Ct 
MALLOWELEL SHOP EQUIPMENT 
rn ge em nee 


THE NEW AUTOMATIC HEAT TREATING LINE ot SPS is nearing 
completion. Thousands of pounds of UNnsrako and Fiextoc prod- 
ucts will pass through it daily. It will mean better supply and 
faster delivery of the products to you. 


analyses of incoming raw material to determine whether they 
meet rigid SPS specifications, and maintains controls over plating 
and finish problems. 


STANDARD PRESSED STEEL CO. 


SEL-LOK SPRING PINS 


JENKINTOWN PENNSYLVANIA 
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It's NEW! 


Fryer 52° , 


SO SMALL 


SO SIMPLE 


It’s Revolutionary! 


SO TROUBLE-FREE! 

















YES, SO TROUBLE-FREE: No valve-closing 
mechanism to wear or stick — the kinetic 
energy of steam closes valve. No critical 
clearances to choke. No gaskets to leak. 


INDUSTRIAL 


Big demand already created 
New sales opportunities for you 


Here’s a revolutionary new steam trap...so small, it 

fits into the hollow of your hand. It has only 3 

rugged parts...all stainless steel. It has only one 
moving part...a hardened stainless steel disc, practically 
immune to wear. 

Is it any wonder that this new Sarco Thermodynamic steam 
trap practically sells itself...and is an ideal stocking item for 
jobbers!... 

Why TD-50 is an exceptionally 
good stocking item for jobders 


Big demand—because this all-stainless steel trap is a revolution- 
ary new type...the most important steam trap NEWS in years. 
Simplifies your stock—you can sell the SAME TD-50, without 
changes or adjustments...for pressures 10-600 psi... for light 
or heavy loads...for the widest range of applications. 
Door-opener—because of its news value and excitement created 
by 1,000,000 ads in 35 magazines. 


And your accounts will appreciate these advantages... 


1. Maintenance practically eliminated— changes or adjustments. Simplifies 
no valve-closing mechanism, no gas- users’ steam trap inventory. 
kets, no critical clearances. Only 3. Closes tight on no load. 
re on is the hardened, o— « Operates against back pressures up 
less steel disc. All-stainless steel. 2 > 
to 50% of inlet pressure. 


.SAME TD trap for 10-600 psi...for 5. Discharges condensate as it forms. 
light or heavy load... for the widest 6. Not affected by water-hammer, cor- 
range of applications... without rosive condensate or superheat. 

Write for Special TD-50 Introductory — 
Offer for Distributors. Sarco Com- 
pany, Inc., Empire State Building, 


New York 1, N. Y. 
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Talk of the Trade 


GO MAN GO: It won't be long before we'll have 
enough candidates to form a World Travelers Club 
... Mr. and Mrs. Sam Clark (Samuel Harris, Chicago 
. That's 
why you didn’t hear Sam’s accordion at Atlantic City 


took off for a | uropean tour last month . . 


. . . A trip to Norway was responsible for Charlie 
Bragg (N. H. Bragg & Sons, Bangor, Me.) not attend 
ing the convention . . . Charlie, Mrs. Bragg and theit 
three children are spending ten weeks abroad this 
summer and, as Charlie says, “I don't feel I should 
Another 
convention absentee, thanks to European travel, was 
Jim Ruddell (Central Rubber, Indianapolis) . . . Wally 
Campbell (Campbell Industrial Supply, Seattle) made 
his trip the opposite way . . . After attending a West 
Coast meeting in February, Wally set out to go ’round 
the world and he wound up at the convention . . . 
And, just as a warm up to get in a convention mood, 
Mr. and Mrs. Ed Healy (Hartfield-Healy) and Mr. 
and Mrs. George Enos (Enos & Sanderson) took a 
cruise to Port-au-Prince, Haiti, with a Buffalo Cham 
ber of Commerce group. 


take any more time from my desk.” .. . 


SURPRISE: Mattie Thatcher (Briggs-W eaver, Dallas) 
got quite a jolt the other day when this message came 
booming over the public address system: “Get back 
to work, Mama, the boss is watching.” . . . Mattie’s 


-|- Sr BACK To Work, MAMA 





seven-year-old son was in for a visit and was intrigued 
with a little prompting—by the p.a. system. 


CLOSE CALL: Fred Emerson (Spartan Saw) for the 
last few weeks has been answering questions about 
his recent and serious auto crash .. . It was a really 


close call for Fred. 


ELECTED: Ed Pflanz has been elected president 
of the Briggs-Weaver Credit Union in Dallas . . 

W. J. Dillard was chosen vice president and J. T. 
Evans was named secretary-treasurer . . . Guess I'd 
better stop in and see good old Ed the next time I go 


to Las Vegas. 


DID YOU KNOW? When it comes to talking 
about hobbies, George Fernley (NIDA) waxes enthusi 
astic about horses . . . He breeds Welch ponies 
George and Ralph Parachek (Mill & Factory Supply, 
Toledo) should be able to bat it back and forth in 
definitely—Ralph owns a stable of race horses (wonder 
if he’s got a good one in the sixth at Jamaica) .. . 
Speaking of hobbies reminds me that Sam Shaw 
(Standard Industrial Supply, Springfield) collects 
recordings of bagpipe music. 


CLEAN UP DAY: Housecleaning is a serious thing 
at Standard-Machinists Supply, Pittsburgh . . . George 
Cherrington, Jr., president, who got his early train 
ing in an Army career family, holds regular formal 
inspections . . . Individual departments are rated and 
there’s a competitive spirit to see who'll rate top 
honors on the inspection sheet. 


AND HOW DID YOU LIKE THE CONVEN- 
TION? 
R.W.B. 
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CHAIN THREAD PORTABLE | 


WRENCHES RESTORERS STANDS 
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BLACKHAWK 
Hand 


Tools 


o « « « « GET A FIRM GRIP ON THE BIG 
PROFITS IN INDUSTRIAL HAND TOOLS! 


BLACKHAWK Hand Tools turn up sales 
and profits for you! Your customers do more 
--do it quicker and better—with top-quality 
BLACKHAWK Tools designed for rugged, 
industrial service. 

BLACKHAWK offers you a complete Line 


of precision-made Hand Tools for every 
phase of factory maintenance and operation. 


BLACKHAWK HAND TOOLS 


Every Tool has the precise fit, perfect balance 
and great turning power demanded by heavy 
service. BLACKHAWK Tools designed for 
factory and industrial shop needs are fully 
covered by the BLACKHAWK Warranty. 


Ask about these great Industrial Service 
Tools today! They add up to more Tool Sales. 
Write for Catalog and prices. The New 
Britain Machine Co., Néw Britain, Conn. 
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NEW BRITAIN, CONN. 


RECORD MAKER 


CONVEYOR BELTING 


ANOTHER 


OF THE 


MANY 
GOOD 
PRODUCTS 


SOLD BY 


FOR: Medium heavy and abrasive materials service. 


WHY: Designed to give exceptional resistance to abrasion, 
resulting in long wear due to specially compounded 


covers having an average tensile of 2500-3000. 
6 EP lJ k, [| C Edges—Folded, heavy cushion edges protect against side 
wear and moisture absorption. Bottom edge areas have 


added protection against abrasive drag because of extra 
thickness of rubber cover at these points. 


Carcass—Constructed of suitable belt ducks in weights 
f) | STR 8 WTO Q and number of plies as determined by load conditions and 

other service requirements. 

The belt duck is impregnated with rubber friction and skim 

coated to increase flexibility and prolong service life. 

The friction between plies is 16-19%. 

Record Maker, as well as all Republic Conveyor and 

Elevator belting, is constructed of fabrics treated for pro- 

tection against mildewing. 


Other Republic Conveyor Belting 

Super Excelo—For handling exceptionally heavy and abrasive 
materials under severest load conditions. 

Super Excelo Reprene—Special oil-resistant belting for han- 
dling greasy, oily material. 

Shock Absorber—High impact-resisting belting for service 
where falling rock, coal, etc., strain conveyor belting at 
loading point. 

Rubber-Glass Hot Material—Strong, heat-resisting conveyor 
belting for continuous service handling material up to 
350°F., and for short, intermittent periods, materials up to 
400°F. can be carried. 

PLUS: Chariot, Record Maker Grain, Super Grip, Canners’, Hi- 

Grader, Cotton-Nylon and many special belts. 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 


INDUSTRIAL RUBBER PRODUCTS 
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Industrial Distribution— 


Sales Training For What? 


iP (HE PAST FEW WEEKS, I’ve been familiarizing 
myself with some of the current thinking and 
research in the field of sales training. And, as 
usually happens when you really dig into a sub- 
ject, you find out that a lot of the stuff you knew 
to be true just won’t stand up under analysis. 


Low-Pressure Selling 


Our industry is characterized by “low-pressure 
selling.” It is generally accepted that this is the 
best way to sell industrial goods to supposedly 
rational purchasers. We keep calling on the same 
customers and the same people week after week. 
We can’t afford to use one-shot selling techniques. 
But, in too many instances, that is the sort of 
training we give because that’s the cheapest and 
most easily available material we can get. 

As Edmund C. Bursk pointed out almost a 
decade ago in his classic article on the subject in 
the Harvard Business Review: “It is relatively 
easy to teach high-pressure techniques. Because 
the essence of that approach is that the prospect 
submits to something imposed on him from with- 
out, it is possible to standardize the sales presen- 
tation—to formulate it in the home office and 
show the salesmen how to do it. The opposite is 
the case with low-pressure selling. Although, of 
course, something can be prepared in the way of 
suggested openings, possible answers to objections, 
and so on, any hint of a ‘canned’ sales talk, learned 
and repeated from memory, will ruin a low-pres- 
sure approach completely.” 

In successful low-pressure selling, the “you” 
approach is followed throughout. Here, sales 
efforts are focussed on offering solutions to cus 
tomer problems and on citing customer benefits. 
The customer or prospect occupies the center of 
the stage and all efforts are directed at attempting 
to understand him and to sincerely help him 
solve his problems. This may seem obvious. 
But as Justice Holmes once remarked, “Emphasis 
on the obvious is often more important than 
elucidation of the obscure.” 

If we can agree . 

that salesmen training should go deeper 
than a mere study of the steps in a sale, i.e., 
(1) gain attention (2) analyze the problem 
(3) make a recommendation (4) sell the recom- 
mendation (meet objections) and (5) get action 
(get order). 

that more is required than a superficial 


analysis of the prospect’s personality traits: e.g., 
extrovert or introvert. 

that no sales relationship can be perman 
ently successful that is built on the assumption 
that manipulation of the customer is necessary 
and good. 

that training in these “manipulative skills” 
is not compatible with the sincerity of the cus- 
tomer-problem approach. 

what direction then should our sales train 
ing take? 


Role Playing 


One approach that makes a lot of sense to me 
is set forth by John M. Frey in the November- 
December, 1955, issue of Harvard Business Review. 
He suggests that the practice of human relations 
is the missing ingredient in sales training. We 
hear a lot of talk about the low level of our 
understanding of the communication process 
But a salesman must develop some knowledge of 
communication to make his selling effective. He 
faces a real human relations problem. It centers 
around the development of a person’s skill in 
relating himself to, and handling his face-to-face 
involvement with, other people. How do you 
train for that? 

Briefly, Mr. Frey suggests role playing and 
cites some surprising results. This is not a child’s 
game. Rather, it is an effective device for sharpen- 
ing our wits and our sensitivity. You'll be seeing 
how you can use it in your own sales training in 
subsequent issues of ID. 

A final point that I got from my reading: 
sales trainers, whoever they may be, generally get 
carried away with neatly-packaged, complete sales 
training programs. These programs are so logical, 
so well thought through, so tidy, they certainly 
must be effective. “I, personally, can’t learn 
anything from them, but they would sure be 
good for my salesmen.” But your salesmen, after 
exposure, think they are a bunch of junk, the last 
one no better than its predecessor. And your 
customers must wonder how you plan on trying 
to manipulate them next. The answer may be 
to get some study of human communications and 
human relations into your sales training programs. 


Halts A Beowreber 
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Capital Spending Plans of Manufacturing Companies 


lron and Steel . 

Nonferrous Metals ...... 

Machinery 

Electrical Machinery . . 

Autos. 

Transportation Equipment 
(including aircraft) . . 

Other + -sapyaueans Alh 

Chemicals. . ) 

Paper... 

Rubber..... 

Stone, Clay & Glass 

Petroleum Refining & 
Chemical er 

Food & Beverages. . . 
co” eer 
Beverages . 

Textiles. . 

Misc. Manufacturing. . 


All Manufacturing 


* U. S. Department of Commerce, Securities and Exchange Commission, McGraw-Hill Department of Economics. 


(Millions of Dollars) 


1955-1956 
1956 Percent 
Planned Change 
$1,600 +82% 
653 +123 
1092 +35 
528 +21 
2041 +81 


397 
1,059 
1,433 

948 

294 

706 


1955 
Actual * 
$879 

293 
809 
436 
1,128 


+45 
+45 
+41 
+83 
+49 
+42 


274 
729 
1,016 
518 
150 
498 


810 
802 
601 
201 
381 
1,324 


13,998 


704 
718 
505 
213 
366 
922 


+15 


Preliminary Plans 
1957 1958 1959 
$1,584 $1,331 $1,171 
986 454 236 
902 844 828 
544 506 450 
1654 1,042 1,042 


233 
842 
1,468 
666 
194 
430 


251 
949 
1,513 
784 
934 
481 


318 
973 
1,576 
891 
915 
547 


788 
659 
488 
171 


961 
685 
527 
158 
343 310 313 
883 807 855 


13,225 11,152 10,175 


1,045 
164 
596 
188 








Business’ Plans For New Plants 


NITED STATES BUSINESS now plans 

to spend almost $39 billion for 
new plants and equipment in 1956, a 
30% increase over spending in 1955, 
according to McGraw-Hill’s latest 
survey of business’ investment plans. 
Business already has plans to exceed 
the 1955 level of spending in every 
year from 1956 through 1959. 

Most of the very large increases 
planned for this year are in manu 
facturing—up more than 45% (as 
a whole) from 1955. Mining is 
up 34%; petroleum, 11%. The 
railroads now plan to spend 62% 
more than in 1955, while “other 
transportation and communica- 
shows a 33% increase. Pub- 
are planning to 
% this year. And 


tions” 
lic utilities now 


boost spending 15 





By the Economics Department 
McGraw-Hill Publishing Company 





commercial enterprises—which are 
mostly in wholesale and retail trade 
—plan 20% higher expenditures. 

In general, these findings for 1956 
confirm the February survey of the 
Department of Commerce-Securities 
and Exchange Commission, which 
showed a 22% increase in planned 
capital spending for business as a 
whole, and a 31% increase in manu- 
facturing. Our own survey was 
taken about 3 months later and so 
teflects both a continuing high 
volume of new orders and some 
further price increases for capital 
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goods. In manufacturing and “com- 
mercial” the greater increase shown 
by the McGraw-Hill survey may also 
be partly due to the fact that it 
includes a higher proportion of 
relatively large firms. 

Much more important than the 
level of plans for 1956 is the very 
high level of preliminary plans for 
1957, 1958 and 1959. For the first 
time since these were 
started, plans for two years in 
advance (i.e. for 1957) are equal to 
those for the current year (1956). 
And plans for three and four years 
ahead are already within shooting 
range of the current level. More 
over, the number of companies able 
to give specific plans as far ahead as 
1959 was the greatest ever (88% of 


survevs 








Petroleum Industry 


Production 
Transportation 
Refining 
Marketing 
Other... . 


Mining. ..... 


ee 
lron Ore... 
Nonferrous . . 
Nonmetallic . 


Railroads 

Other Transportation & 
Communications 

Electric & Gas Utilities** . 

Commercial 





(Millions of Dollars) 


1955-1956 
1956 _— Percent 
Planned Change 


$5,542 +11 


3,993 +10 
296 +19 
810 +15 
393 + 8 

50 +11 


427 +34 


221 +50 
39 +44 
102 +9 
65 +30 


1,495 +62 


1955 
Actual * 


+33 
+15 
+20 


4,526 
4,968 
8,819 


Capital Spending Plans of Nonmanufacturing Companies 


Preliminary Plans 


1937 Wee to? 
$5,926 $5,994 $5,954 


4,153 4,278 4,364 
966 277 341 
1,045 961 788 
409 495s 419 


* U. S. Department of Commerce, Securities and Exchange Commission, McGraw-Hill Department of Economics. 
** Gas utilities based on survey by American Gas Association 





And Equipment — 1956-1959 


have all boosted their estimates of 


the sample). And in many individ 
ual companies and industries, the 
peak of these planned programs 
comes not in 1956, but in one of 
the following three years. This is 
particularly true with regard to the 
petroleum industry, the electric utili- 
ties and the plans of the domestic 
airlines. But it is also true of many 
firms in manufacturing. 

It is impossible to say this far 
in advance what the actual year-to- 
year changes in capital spending will 
be. Our survey is not a forecast, 
but a report of what companies are 
planning now. Plans may be 
changed in light of future develop- 
ments. And the amounts actually 
spent will also be affected by future 
changes in prices, and by the 


ability of capital goods suppliers to 
meet anticipated delivery schedules. 

Only one comment seems appro- 
priate at this time: Present capital 
spending plans for 1956 are so large 
as to suggest some difficulty in get- 
ting the materials and capacity 
necessary to fulfill these plans. But 
whatever is postponed until 1957 
will add to the total in that year, 
and so reinforce the favorable 
prospects beyond 1956. 


Continued Upswing 


Plans have increased in every line 
of business since our preliminary 
survey was taken last October. 
Manufacturing, railroads, the oil 
industry and commercial enterprises 
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spending in 1956 by substantial 
amounts. However, the largest rela 
tive changes are in the plans of elec 
tric and gas utilities. Some utility 
spending planned for 1955 was de 
ferred until 1956 because of lags in 
delivery of generating equipment 
and steel for pipelines. But present 
plans for 1956 also reflect many new 
projects approved during the winter 
months. As noted above, many 
of these new programs will carry 
into 1957 and 1958. 

The largest planned increases for 
1956, within the manufacturing 
group are in non-ferrous 
(+123%), paper (+83%), 
(+-82%) and automobiles (+-81%). 

(Continued on page 218) 
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KNOWLEDGE of products and types available will get 
the salesman a hearing and M. C. Sherman, Aluminum 
Box Co. president, listens to Carl Samburg outlining assort 
ment and availability of supplies 


sé 


oes 
BAND SAW OPERATIONS are less frequent in a shop 
like the Aluminum Box Co., but the saw blades you sell 
here aren’t the same as the ones you would sell in a shop 
using steel 


~w 


ONCE UPON A TIME, aluminum workers tried 118 deg. 
point drills but they left ragged edges on the holes after 
the break-through but now they use 135 deg. angle split 
point drills. 


Pa 


EXTRUSIONS are used a lot in a plant like this and the 
circular saw needs high-speed (1200-1500 fpm.)—fine toeth 


blades with clearance to suit customer’s particular require- 


ments for each job 


Watch Your 


Aluminum and steel, metalworking 


difference in the type of products you 


EFORE THE WAR, World War II that is, Carl Sam- 
B burg, now salesman for the S. B. Hubbard Co. 
branch in Miami, Fla., was accustomed to selling 
industrial supply products to metalworking plants. 
Since steel was the common material used in such 
plants, it was a relatively simple job to learn tool 
applications, particularly of the staple items such 
as cutting tools. But it’s not so easy today. The rea- 
son, the increased use of aluminum. 

Aluminum makes a difference, a big difference, in 
the type of tools used to machine it. The use of 
aluminum has increased tremendously all over the 
country, but particularly in Florida, whose plants 
claim to use more aluminum than any other state 


in the country. 
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WELDING is a fusion of materials for fastening, but you'v: 
got to be careful about aluminum. Big window shops ma 
use induction welding, but small shops use inert gas shielded 
arc welding a lot 


r 


At % 
BACKSTAND OPERATIONS are frequent, but not for 
grinding as such. Fine grit belts are used mostly because 
the processing calls more for smoothing, buffing and finish 
ing than real grinding 


= 


© 


FILING IS FILING whatever the metal used, you might 
think, but Aluminum Box Co prefers the flat utility files 


one side coarse and one side fine, for roughing and smo 


Ty 


Ing box cormer;s 


shop materials, yes, but there’s a 


can sell if one or the other is used 


4 


Mr. Samburg, as many other salesmen who had to “a 
- 


call on a storm-window, jalousie or shade manufac- 
turer, has found out that a drill is no longer “just a 
drill”. Now he has to ask what sort of material the 
customer wants to drill. The old wood-bit salesman 
must have faced somewhat the same situation when ? 


4 
» | . 
steel began to replace wood as the fabricating mate . . 
rial in the old days. But, Mr. Samburg says, it isn’t , 
going to stop with aluminum. Magnesium, titanium ) . 
and other alloys are going to complicate things further dl 
- 


The salesman of 20 years hence is going to have a 5 
far rougher time absorbing product know-how. 

On these pages, Mr. Samburg takes you through FASTENING, whether it is welding, threaded products or 
a typical aluminum-working plant, the Aluminum Box ate i“ oar ~ oh permet a prone my but th 
Co., Coral Gables, Fla., just to give you an idea. product ) OEP 


hinge 
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NEW SALESMAN Manse Gilbert receives instruction 
from K. L. Engel, sales manager, on importance of sales- 
men’s detailed report, which is foundation of summary card 
file. Notebook contains salesman’s near-duplicate of sum- 
mary cards, on which he keeps running record 


FORM EXPERT is Mrs. V. A. Neiman, vice president 
and general manager of Neiman Bearings, who has worked 
with summary card file since its conception in 1925; who 
examines all records which are entered on summary cards; 
and who bears responsibility for keeping system current. 


Call Data Makes Permanent Sales Material 


By Robert Slater 


Associate 


HE CALL REPORT SYSTEM in use at Neiman Bearings 

Co., St. Louis, serves not only as a check on sales- 
man activity, but also as the basis for file contain- 
ing all information needed to service the customer. 

The system entails relatively little writing on the 
part of the salesman, and a minimum of clerical 
paperwork. It provides a daily record of all salesmen’s 
calls (detailed when necessary for management’s use), 
a running compilation of customer history and pur- 
chasing activity for office use, and a concise call record 
for the salesman. 

Four forms are used: 


1. A daily call summary, filled out by the salesman 
and listing routine calls 
A detailed report, filled out daily by the salesman 
and covering special selling situations 
A summary card, which drains this information 


for permanent use 
_A salesman’s card, his record, which is a near- 
duplicate of the summary card 


The system was devised by Mrs. Neiman, vice 


Editor, Chicago 


president and general manager of the firm, who has 
been active in the bearing field since the founding 
of Neiman Bearings in 1925. 

“We carry so many lines and serve so many classes 
of trade,” says Mrs. Neiman, “that our billing and 
pricing is especially complicated. Our method gives 
us the up-to-date picture record of our customers, 
and of our salesman activity that we need.” 


Check on Performance 


Concerning the all-over system Sales Manager Engel 
says: “The value of these records is obvious. It gives 
us some idea as to what our people are doing, what 
efforts they’re making, and what our likelihood of 
success is. 

“Like most sales organizations, we look for busi 
ness in some doubtful areas. In tough times, if we 
have to economize, we might have to pull out of 
some markets. Based on the information the men 
give us, we'll be able to determine whether or not it’s 
worthwhile to work these areas.” 
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And Here Are the Forms Used: 


Dur Owes [jst Oe SALESMAN’S DAILY CALL SUMMARY 


Total No. C In Tom 
Dete Calls 


OFFICE: Dete Rec'd Tabulated by Rewe rks: 


Out [[) Ost-Town . Zone Trip 





Edited by 
L 


Ext’ d SC bys date 
CUSTOMER & ADDRESS (Show Zone) 
14 4 e 

7 


Also to be read by ( )before ( ) after entering SC ( ) Et’ d Mailing List B 


LING L bd REMARKS ales Catalo 


TITLE NOT INTERVIEWED S.C. vd or ita’ fed) 


- 


1. Salesman’s Daily Call Summary 


All salesmen are required to turn in a call summary 
at the end of their working day. This form is canary 
color for in-town customers; pink for out-of-town 

The form is an abbreviated one, on which the sales- 
men indicate: who was contacted; key names; names 
and specific jobs to be added to mailing list; and cus- 


tomer code, i.e., industrial or automotive, etc. 

On the average, there are eight calls on a summary 
sheet. The sheets are filed chronologically and are 
kept only a relatively short time, since the date of call 
is transferred to the summary card, and the other 
information is not of permanent value. 





oe 


2. Salesman’s Detailed Report 
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This report is made out on individual customers 
when the salesman is making an initial call, is calling 
on a transferred account, when he is making a substi 
tute call, a follow-up of some importance, when he is 
performing an account analysis, when there is a cus 
tomer complaint of some importance, or in the case 
of a layout recommendation. 

It lists types of products the new customer uses 
gives his trade classification, discount schedule, credit 
information, names of key men, and personnel inter 
viewed. 

These reports are examined by Mrs. Neiman, who 
forwards them to Sales Manager K. L. Engel. After 
inspection, they are forwarded for entry on summary 
cards, and are then filed by customer to be retained 
indefinitely. 

“We read these,” says Mrs. Neiman, 
make an analysis of what’s reported to us—whether 
the salesman will make a sale, or whether it’s going to 
take more time and work, and how much. We want 
to determine whether it will be beneficial for us to 
continue making the investment.” 

When a new customer comes into the store to make 
a purchase, his name and company are noted, and the 
lead passed along to the salesman who covers the 
territory involved. He, in tur, fills out the detailed 
report which, if customer-potential warrants it, is 
transferred to a summary card. 


“and try to 


Then this data is summarized 





Call Data Makes Permanent Sales Material (Cont’d.) 
3. Summary Card 


This card contains a summary of 
all data pertaining to individual 
customers, transferred initially from 
the detailed reports, plus such in- 
formation as: special instructions 
(shipping preferences, etc.), sug- 
gested call schedule, number of 
invoices required, catalog material 
issued. The back of the card is 
devoted to the actual number of 
calls and date, and the dollar 
volume of orders. 

When data is posted on the card 
or when card is pulled for reference, 
the girl notes whether or not the 
record of calls made agrees with the 
suggested number of calls—if there’s 
a discrepancy, she makes a note on 
the card and it’s brought to the 
salesman’s attention. 

From this information Neiman 
Bearings derives the following 
benefits: 


A quick check on the activity 
and potential of the account 
A key to usual material ordered, 


4. Salesman’s Cards 


Each salesman carries his cards in 
a binder with him. Local cards, 
printed on white paper, are divided 
by zones. Out-of-town cards are 
printed on red stock, and auto 
motive in blue. Out-of-town 
customers are broken into zones of 
the firm’s own designation. Call 
frequency is indicated here, as well 
as all information contained on the 
summary card. 

“This record,” says Mrs. Neiman, 
“is based on our theory that the 
salesman’s time should be divided, 
not according to the number of 
accounts he has, but rather by the 
frequency with which he should 
contact them. 

“We want our salesmen to con- 
tact our customers, and tell them 
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which helps in order filling 
and billing 

A complete customer record to 
assist new salesmen assigned 
to a territory 

A check as to whether sufficient 
attention is being given a 
customer 

An accurate, current mailing 
list 

A live method of insuring 
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requested follow-up calls 
A quick account analysis 


“In short,” says Mrs. Neiman, 
“this card is used for just about 
everything—as is evidenced by the 
dog-eared condition of the file. It 
gives us an opportunity to keep 
records without a lot of writing and 
in a uniform manner, and it keeps 
this material close at hand.” 
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NIEMAN BEARINGS CO., ST. LOUIS. 
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the story of our products. In a 
manner of speaking, we don’t go out 
to get orders. In the maintenance 
field, materials are ordered only 
when they are needed—it’s not like 
going out with a big high-powered 
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sales pitch, and coming back with 
an order (or hoping to). Our sales- 
men sell their company, their 
products, and their services. Then, 
there’s a breakdown, the 
remember our name.” 


when 
customers 





A Department 
Sells Harder 


When potential warrants expansion 
in a line, Richmond, Va., distributor 


concentrates inventory and man- 


power for greater sales development 


Ww" SmitrH-CourtNney Co., Richmond, Va., de- 
cided to expand its activities in the bearings field, 
it had two alternatives as to how to go about it. These 
were: 

1. Increase the inventory and train the sales staff 
to exploit the bearings potential in the territory. 

2. Increase the inventory and create a bearings unit 
headed by a specialist. 

“Our experience in the machine tool field,” ex- 
plained Jack Murray, sales manager, “prejudiced us 
in favor of the second method. It gets quicker and 
better results from adequate concentration of resources 
and manpower to meet the selling challenge of this 
particular field.” 

In addition to the inordinate amount of time that 
would be required from management in tackling the 
details of contacting suppliers, determining the size 
and content of the inventory and organizing the neces- 
sary training program, there was the risk of distracting 
salesmen from their efforts on other lines which they 
were selling effectively. 

With the basic decision of expanding made, man- 
agement felt that, with the proper delegation of 
authority, departmentalizing all these important 
details could be more effectively handled by a special- 
ist in charge of an autonomous unit. The specialist 
also could devote full time to developing his specialty 
in the field, cooperating with regular salesmen on 
leads and carrying out the product training program. 

In the Smith-Courtney set-up, two specialists are 
employed, one at the Richmond headquarters and one 
at the Greensboro, N. C. branch. William Shea is in 
charge of the bearings unit at Richmond and is 
responsible to Mr. Murray. Joseph Shea, William’s 
brother, operates in Greensboro under the direction 
of William Wood, branch manager. Both are former 


SEPARATE INVENTORY CONTROL for bearings, in 
spected by Jack Murray, sales manager, typifies department's 
autonomy in market development. 


manufacturers’ field engineers and have had experience 
in bearings sales. 

Although William Shea constituted a “one-man” 
department in Richmond when the unit was created, 
he now has an assistant to handle inside details of 
telephone orders, inquiries, stock control and stock 
warehousing. Despite the small size of the unit, it is 
a “department” in every sense of the word. Mr. Shea 
has the responsibilities of selecting suppliers and 
determining inventories, purchasing, inventory con- 
trol, sales and market development of bearing sales. 
These functions are carried out apart from similar 
functions for other products handled by the company. 
All charge sheets are scanned for hearings items and 
these are taken off and placed on separate charge 
sheets which are then routed to the department. 


Free to Develop 


The plan, Mr. Murray said, has advantages. Mr. 
Shea gets maximum freedom and control (within such 
limitations as available working capital, size of terri 
tory, management policies, etc.) to develop the 
market according to his experience and ideas and 
abilities. Management is better able to evaluate per 
formance on the basis of costs, volume and returns 

Each specialist is responsible for the company terri 
tory and can call on all customers with, or without, a 
salesman. In actuality, the specialist concentrates on 
the accounts with the largest potentials, and serves 
as a sales engineer when required by a route salesman 
Compensation is on a split-deal basis with the sales 
man to whose account bearing sales are made 

From one supplier, which has been handled since 
1930, Smith-Courtney has gradually increased the 
number of supply sources to five and contemplates 
adding more as market developments indicate 
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Customer “Standardized” On Brands? 
Don't Give Up — 
Sell Him Something 


HE MOST COMMON, but nevertheless one of the most 
Vatican problems faced almost daily by a 
supply and equipment salesman, in Bob Bryson’s 
opinion, is the customer or prospect who has “stand- 
ardized” on the makes of his major supply items. That 
is, the customer, for the sake of efficiency and econ- 
omy, decides to buy only products made by particu- 
lar manufacturers. This, of course, leaves some sales- 
men out in the cold. 

Mr. Bryson, who sells for Washington Bltg. & Rub- 
ber Co., Seattle, Wash., explains this sort of “stand- 
ardization” as something different from a mere pref- 
erence for particular sources of supply. It is a more 
tigidly-enforced policy than the preferred source 
limitation, and thereby minimizes sales opportunities 
for salesmen selling competitive makes. Mr. Bryson 
has had some experience with “standardization” by cus- 
tomers and prospects, some of whom he has been able 
to sell and some of whom he has not been able to sell. 

As far as Mr. Bryson is concerned, it is a tough 
problem for any salesman, but it need not be con- 
sidered hopeless. The most important thing, in his 
estimation, is for the salesman to keep contact and to 
keep his eyes and ears open. Invariably, there are 
many products used which have not been “standard- 
ized,” although the customer potential for these items 
may not be as large as for the “standardized” prod- 
ucts. Selling these non-standardized items may be 
the salesman’s sole means of maintaining contact 
with the prospect and keeping his chances alive. 

In maintaining contact, Mr. Bryson said, you keep 
informed about what’s going on, what new sales 

HOT-MIX PUG MILL is tough on a lot of products but, possibilities are developing with changes in opera 

when customer settles on certain brands, it can be tough on : ’ — 

many selesmen. too tions, methods, equipment and output. It takes pa- 
tience and an awareness of sales opportunities born 
of sound knowledge of products and applications. 

The development of customer good will by prompt 

and efficient service, and appreciation of what busi- 

By Jack Wertis 

binceld keenwtee Citrus ness you do get, Mr. Bryson feels, should be con- 
sidered as the means to the big chance. The con- 

centration should be directed on the maximum sales 

opportunity. The idea is to improve your status as a 

source of supply for such a customer constantly. You 

may not get the lion’s share, but you ought to 


INDUSTRIAL DISTRIBUTION ¢ JUNE, 1956 








BEARING TROUBLE as tet by Max Riley, machin- 
ery foreman, gives Bob Bryson, W ashington Blitg. & Rubber 
Co., chance to prove his brand’s merit 


continuously improve on what you are getting. 

One of Mr. Bryson’s more encouraging experiences 
in such a situation was with Max Riley, machinery 
foreman at the Washington Asphalt Co. Mr. Riley 
has charge of three plants which turn out hot-mix 
for contractors. He regards it economical and efficient 
to standardize on his major supplies—belting, sheaves, 
sprockets, roller chain, motors, bearings, etc. Although 
Mr. Bryson received only part of the belt business, the 
account potential in power transmission and mate 
tials handling supplies and equipment warranted 
considerable respect for the account. Naturally, Mr. 
Riley was quite satisfied with his sources of supply 
for major items and was determined not to change. 
He carries large inventories of these supplies for all 
three plants as down-time is costly. 

Mr. Bryson continued calling on Mr. Riley or on 
C. A. Billerbeck, plant foreman, picking up an occa 
sional order for belting or for emergency items. But 
he also kept informed on what was going on at all 
three plants through these contacts. During one of 
these calls, Mr. Bryson heard from Mr. Riley of 
trouble which kept developing in the bearings on 
the hot-mix pug mills. As he explained it, bearing 
sleeves would work loose and, after several adjust- 
ments, couldn’t be tightened any further. Dirt and 
grit would work into the bearing and soon the sleeve 
would be riding on the shaft, wearing it down. Then 
the entire assembly would have to be taken down, 
the shaft rebuilt and a new bearing installed. Nat- 
urally, Mr. Bryson was interested, the bearings were 
“standardized” and not of the brand he was selling. 


KEEPING IN TOUCH with C. A. Billerbeck, plant fore- 
man, Mr. Bryson enhances sales and service opportunities 
with the asphalt plant 


Not being a bearings expert, Mr. Bryson discussed 
the problem with other salesmen in his company. 
One of them mentioned that he had a customer in 
the same business who had had the same problem 
This salesman said that he had suggested heavy-duty 
steel clad split taper adapter sleeve bearings to this 
customer who tried them and found they solved the 
problem. Why not suggest that Mr. Riley use these? 

Mr. Bryson picked up a catalog and literature on 
the bearings and approached Mr. Riley on the subject, 
mentioning what his fellow salesman had told him 
Mr. Riley evinced a skeptical interest. Realizing that 
Mr. Riley was a hard man to convince that he should 
forego standardization in this particular instance, Mr. 
Bryson called on the bearing manufacturer's field rep 
resentative for assistance. What was needed was 
authoritative opinion. The field representative checked 
over the trouble and corroborated Mr. Bryson’s sug 
gestion. Moreover, he cited similar instances, such 
as Mr. Bryson’s fellow-salesman had described, where 
the heavy duty type bearing solved such problems 

Mr. Riley purchased the bearings, installed them 
and they have been performing satisfactorily for 
year. The original equipment bearings, he said. would 
last anywhere from three months to two years and 
he was impressed with the performance of the new 
bearings but, he added, “I’m not convinced yet; they'll 
have to last longer before I'll say anything.’ 

Nevertheless, Mr. Riley is appreciative of Mr 
Bryson’s interest and help. It has taken the form 
of increased purchases from Mr. Bryson’s firm which 
run a wider range than they had formerly. 
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CONTACT by phone saves time, says Frank Handy, who 
stays out of office by checking regularly with company’s 


By George L. Bottari 
Assistant Editor 


ALESMAN FRANK Hanpy of The Charles C. Lewis 

Company, Springfield, Mass., says, “Today every- 
one realizes how little actual time is spent face-to-face 
with influential buying personnel. And, of course, 
there are only so many hours in the day. To get 
optimum results, I’ve found it advisable to stay out 
of the office, but keep in touch and keep flexible.” 


Don’t Drop Into the Office 


Mr. Handy readily admits, “When you handle a 
city territory, there’s the temptation to start each 
day by dropping into the office. I used to do that, 
found myself involved in details, chatting with other 
salesmen and inside personnel. Before I knew it, 
it would be time for a coftee-break, then more things 
to straighten out. I was lucky to get an outside call 
in before lunch.” 

Whoever said you can’t do business in the office 
is wrong, according to Mr. Handy. “Sure, an indus 
trial supply salesman can do business in the office. 
But that’s the inside salesman’s job. I’m paid to be 
out in the territory maintaining personal contact with 
our customers and prospects.” 


, + , ie 


_ 


switchboard operator for messages and informing her of 
his itinerary and next expected phone check 


Keep in Touch 


Sales Manager Jack Clark says, “Since we've actively 
discouraged salesmen from coming into the office, their 
number of calls has increased and customers have their 
needs attended to much more promptly than before. I 
think it’s safe to attribute a good share of our in 
creased volume to stepped-up solicitation.” 

Mr. Handy, whose geographical territory keeps him 
within 25 miles of home base, recommends phoning 
the office first thing in the morning (usually on the 
way to his first call, anywhere between 8:15 and 8:45, 
depending on where he’s headed). The firm’s switch- 
board operator briefs Mr. Handy on all outside and 
inside messages received since Mr. Handy’s last call 
the previous day. In turn, Mr. Handy advises the 
switchboard operator of the key accounts he intends 
to call on that day so that she can reach him if the 
need is particularly urgent. He also informs her ap 
proximately when he might phone again. 


Don’t Get In A Rut 


Sticking to a daily schedule of calls, week in and 
week out, is frowned upon by Mr. Handy. “Maybe 
it’s efficient to know you're going to be at ABC’s 
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ADAPTABILITY is essential, adds Mr. Handy who travels 


with complete sales records in car, ready with all data for 


_ 


aa 


any emergency calls. Phone reports enable Sales Manager 
Jack Clark to maximize direction of daily sales effort 


... but Keep Flexible 


plant every Tuesday morning at 10 o'clock, but that 
gets me in a rut; I get stale. You get so in the habit 
of seeing ABC every Tuesday morning that you don’t 
evaluate their current potential. Maybe you should 
be calling more often, or less often.” 


Every Day An Adventure 


Another point along this line: “By keeping flexible, 
by being able to give prompt attention to whatever 
today’s phone calls might demand, every day is 
something of an adventure. The important thing is 
not always to make a great number of calls, but to 
call where needed, when needed, and to stay with 
that account as long as it takes to provide the advice 
or cooperation they are seeking.” 

Mr. Handy advocates adjusting frequency of calls 
to the customer’s current activity. He has observed 
that many major customers are not insistent about 
weekly routine calls. As a matter of fact, they prefer 
that an industrial supply salesman maintain regular 
contact only every two or three weeks. As long as 
they can get in touch with him, and know he is avail 
able when needed, they prefer his calls to be 


in response to specific or urgent requirements 

“Adjust to today’s circumstances,” counsels Mr 
Handy. “Is the customer’s plant busier than usual 
slower than usual? Have their orders and inquiries 
been falling off? By keeping close tabs on our sales 
records, I can determine where solicitation should 
be stepped up.” 


Exceptions to the Rule 


Like all rules on selling, Mr. Handy admits there 
are exceptions. 

“There are times when it’s essential to come into 
the office—to assist inside personnel straightening out 
a situation, or working out a complicated quotation, 
or consulting with the sales manager. And there are 
still occasions, when I’m in the immediate area with- 
out a luncheon date, that I drop into the office. But 
the important thing is to keep from getting tied up 
in superfluous details or conversation, not to waste 
the valuable hours available for effective selling.” 

What it really amounts to is Mr. Handy’s desire 
to live up to his name—to earn a reputation with his 
customers of really being “Handy.” 
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ROUTINE—“How we handle it is what counts,” says Ralph 
Nixon, (right) of W. L. Smith Co, Like William Scott and 
George Rider at his Interstate Bag account, most operating 
people in large firms already know what they want, he finds. 


DELIVERY—Getting the goods on time is what customers 
remember over the years, he finds. Some special service 
trips, like this car delivery of a band saw, cannot be avoided. 
But a salesman should educate his customers on how to 
order in a routine manner. 


Order Taking? 


Being on the right spot with the 


today’s big customer wants, says 


By Van Ness Philip 


OR YEARS, “order-taker” has been a stock term of 
F depreciation for indifferent salesmanship. Yet the 
fact is, being at the right place, at the right time with 
a product the buyer wants, has always been a primary 
function of salesmen. 

That's the candid view of Ralph Nixon, veteran of 
28 years’ outside selling for W. L. Smith Co., New- 
burgh, N. Y. who has definite ideas on the commonly 
accepted sales precepts. 

“After all, orders are what you're after,” says Mr. 
Nixon. “Often just your presence gets you the requi- 
sition on the buyer’s desk, so what really counts is 
how you handle the function that, for lack of a better 
phrase, we have to call order-taking—getting the right 
tool for the need and seeing that it’s delivered cor- 
rectly and on time. And that in itself is a hard enough 
job sometimes.” 


Creative Selling Counts, but... 


Mr. Nixon does not belittle creative selling. Actually 
he agrees order-taker is an apt term for the ineffectual 
salesman who peddles a catalog and routine spiel. But 
he doubts that industrial selling can be glamorized 
to the point where successful salesmen spend most 
of their time blueprinting customers’ plants and run 
ning down production problems. 

Mr. Nixon believes that most of the widely-held 
precepts of good salesmanship can be considered ideals. 
But he thinks the following, in particular, should be 
accepted with definite qualifications: 


Precept—A good salesman should stress engineering 
knowledge. 

Mr. Nixon: “I am not an engineer and do not try 
to pass myself off as one, though I never question 
the value of an engineering degree. Plant engineers 
resent any outsider intimating greater knowledge 
than theirs of their own needs. They especially dis- 
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It's all in the way 
you look at it 


right product is, after all, what 


this veteran of 28 years’ selling 


Assistant Editor 


like non-engineer salesmen who pretend to be engi- 
neers, and even some factory specialists are apt to 
rub them the wrong way. Flaunting of knowledge 
is considered a high-pressure tactic. 

“This is not true of most small plants and about 
one-fourth of the large ones that need engineering 
help. But with most of my larger customers, if they 
need help, they'll say so.” 


Precept—A good salesman knows customer appli 
cations. 

Mr. Nixon: “I know most applications in smalle1 
plants but, in many iarge ones, this would be im 
possible. I could easily use all my time casing plants 
and helping with applications, and have none left 
for selling. Engineers of the big plants generally 
know exactly what they need. I save my time for 
special problems and emergencies. And there are 
some plants where certain production processes are 
closely guarded as competitive secrets, barred to all 
outsiders.” 


Precept—A good salesman knows everything about 
his products. 

Mr. Nixon: “Product knowledge is any good sales 
man’s goal, but I sell some 70 lines. I would be de 
ceiving myself and my customers if I claimed to be a 
specialist in every one of them. A buyer once asked 
me how I did know as much as I appeared to about 
a thousand-and-one items. I told him my college years 
had taught me one thing I'd always retained: where 
and how to look up facts.” 


Precept—A good salesman seizes every chance for 
service. 

Mr. Nixon: “Some salesmen are bears for trouble- 
shooting and, as I see it, trouble for themselves. A 
predecessor who used to sell one of my accounts 


ENGINEERING—“I don’t give advice unless it’s needed,’ 
says Mr. Nixon. “Technical men dislike know-it-all sal 
men.” He's seldom in the production room with Mr. Ride 
except on unusual problems. 


SERVICE—Too much desk work can ruin a dav’s scheduk 
but Mr. Nixon thinks fast service is what creates business 
for the future. He helps the office expedite if he has to 
“I've sold my customers service; if they don’t get it, no 
excuse is acceptable to them 


Sound Selling Is Not All Glamor —» 





Order Taking? (Cont’d.) 


regularly went into their shop to adjust pressure 
regulators, spending many hours at it each month. 
Apparently he thought that if they learned how to 
do this themselves, he would no longer be indis- 
pensable and would lose them. When I took over, 
I sold them the tools to do their own repairs and 
taught them how. We lost no volume, and I saved 
time to give them and other customers better service 
where it really mattered. 


Get Out and Hustle 


“To cover 30 major accounts with any frequency, 
I really have to hustle and I’m lucky if I average six 
calls a day. Bona-fide emergencies and delays can 
occur at any time. 

“Of course some plants need more help than 
others. The foreman of a dress shop, for example, 
might be helpless with pressure regulators. In another 
plant, it would be child’s play.” 


You Can’t Cover Everything 


Precept—Don’t neglect small plants with potential. 

Mr. Nixon: “True, many small customers have im- 
portant potential. One of my best customers today 
started in business 10 years ago with a $100,000 in- 
vestment, and now has four plants with an annual 
payroll of several million dollars. Another grew from 
a 25-man shop, when I started selling them, to a plant 
employing 175. 

“But if I actively solicited all the small accounts 
that call the office, I'd have no time for anything 
else. The most I can do is help those in real trouble. 
Their problems are often simple ones, because they 
lack mechanical know-how, like belt slippage due to 
improper greasing or wrong ordering from lack of 
familiarity with manuals. The major service I can 
render some of these small shops is to teach the 
foremen to handle their own applications and do 
their own ordering, a project which takes time at 
first but pays off later.” 


High Pressure Does Not Pay 


Precept—A good salesman is aggressive. 

Mr. Nixon: “High pressure is not in my nature 
and I doubt that any of my customers would stand 
for it. I believe in making plenty of calls but, in the 
long run, continuity of contact seems to count more 
than frequency. In one large plant that gives us good 
volume, I sometimes see the chief engineer frequently, 
sometimes at intervals as long as four months, de- 
pending on his needs. I know him well; if I pushed 
into his office every Monday morning with a new 
sales spiel he’d think I was off in the head, or was 
deliberately trying to antagonize him. 

“But some customers like or even insist on regular 


calls and shop visits, even for the kind of orders 
that could easily be phoned in. 

“Some sales are so long in developing that the 
influence of the salesman is impossible to judge. One 
recent pulley-and-drive installation was five years in 
the works. Involved specs were drawn up after the 
first inquiry, with no result. Once a year, not oftener, 
I asked the customer what he was doing with it, 
and each time he said they couldn’t afford it. ‘Then, 
without warning, the order came in one day in 
the mail. We dusted off a five-year-old file and 
filled it.” 


Visit Plants for a Purpose 


Precept—A good salesman gets into the plant. 

Mr. Nixon: “I have access to most plants I call on, 
and spend 75% of my selling time with maintenance 
men and engineers. But getting into the shop means 
little in itself, unless the customer is a new one or 
has made major changes. Often routine needs can be 
handled as well from the office, since I am already 
familiar with most of my customers’ operating 
people and what they use. For special situations or 
emergencies, plant visits are essential; but to save time 
they should have a purpose beyond mere habit. 

“For customers whose protocol prevents full privi- 
leges of the shop, I have always made it a rule not 
to bypass purchasing. In some firms I have known 
all the people 15 years or more; yet I still invariably 
waste a quarter of an hour in the front office on each 
call, waiting for some one to phone the shop and 
have me admitted.” 


In or Out of Office? 


Precept—A good salesman stays out of his office. 

Mr. Nixon: “This is great if you can do it, but I 
sell my customers service and no excuses are satis- 
factory to them if they don’t get it. Jim (James 
Seaman, W. L. Smith president) and the staff try 
hard to back up salesmen but mistakes will happen 
and communications are not always perfect; only the 
salesman has full details of customers’ needs. 

“Sometimes, if I’m caught by the phone, I will 
spend half a morning tracing an order. It’s better than 
facing a customer empty-handed.” 


Selling Is for the Long Pull 


“This is not one-shot selling,” concluded Mr. 
Nixon. “You build goodwill through years of service 
and hope the result will be a more-or-less steady 
supply of orders over the phone and on buyers’ desks. 
The orders may stem from ideas you sold your cus- 
tomers yesterday or last year, but most of them prob- 
ably come your way simply because they have to be 
filled and the customer thinks of you at the time.” 
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TRIPLE SUPPLY CONVENTION 


Ashley DeWitt, president of Bri 
Weaver Machinery Co., Dallas, is t 
new president of the Southern Indus- 
trial Distributors’ Association. 


Frank M. Cruger, er in Indiana 
Manufacturers Supply Co., Indianapo- 
lis, is mew president of National In- 
dustrial Distributors’ Association. 


Charles T. Jordan, vice president, The 
Charles Parker Co., is the new presi- 
dent of the American Supply & Ma- 
chinery Manufacturers Association. 


2,600 Attend Atlantic City Convention 


UBJECTS DESIGNED TO 
S ALL—subjects as widely separated 
as distributor margins and national 
politics—were discussed last month 
when more than 2,600 distributors, 
manufacturers and their wives visited 
Atlantic City for the 1956 Triple 
Industrial Supply Convention. 

The convention was sponsored 
by the National Industrial Distrib- 
utors’ Association, the Southern 
Industrial Distributors’ Association 
and the American Supply and Ma- 
chinery Manufacturers’ Association. 
The distributor associations made 
their headquarters at the Chalfonte- 
Haddon Hall, while the manufac- 
turers headquartered at the Tray- 
more Hotei. 


Committees Active 


Officially the convention opened 
Monday, May 21, but on the pre- 
vious day there were executive and 
committee meetings plus a “joint 
fellowship tea.” Meetings were held 
Monday and Wednesday while 
Tuesday was devoted completely to 
a “contact booth” program held in 
the Atlantic City Convention Hall. 

All three associations announced 
the results of elections held by mail. 


INTEREST 





Because the Triple Industrial Supply 
Convention was held so late in the 
month this year, the photographs taken 
at the officially sponsored parties do 
not appear in this report. They will 
be published in the July issue. 

The Editors 











The three new presidents (pictured 
above) are Frank M. Cruger, In- 
diana Manufacturers Supply Co., 
Indianapolis, National Association; 
Ashley DeWitt, Briggs-Weaver Ma- 
chinery Co., Dallas, Southern Asso- 
ciation; and Charles T. Jordan, The 
Charles Parker Co., American Asso- 
ciation. Other election results are 
reported on page 100 for the Na- 
tional; on page 104 for the Southern 
and on page 118 for the American. 

Presentation of the fifth annual 
advertising awards (pages 106 and 
107) was the main order of business 
at the “grand opening session” of 
the convention. John D. Williams 
of The Mau-Sherwood Supply Co., 
Cleveland, made the presentations 
as chairman of the Joint Advertising 
and Awards Committee. 

Clarence B. Noelting (Faultless 
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Caster Co.), retiring president of 
the American Association, presided 
at the opening session. Delegates 
were welcomed by Mr. Noelting as 
well as by the retiring presidents of 
the National and Southern Associa- 
tions, C. E. Gollwitzer, Pratt-Gil- 
bert Hardware Co., Phoenix, and 
Paul J. Stine, Harry P. Leu, Inc., 
Orlando, Fla. 

Principal speaker at the opening 
meeting was Theodore F. Koop, di- 
rector of news and public affairs, 
Columbia Broadcasting Co., Wash- 
ington, D. C. (page 116). 


Panel Talk Draws 


One of the outstanding sessions 
of the three-day convention was a 
joint distributor meeting on Mon- 
day afternoon. Although sponsored 
by the distributor organizations, 
manufacturers were invited to at- 
tend and there was an overflow 
audience. Main topic of the session 
was “Inadequate Distributors Mar- 
gins.” This was a panel discussion 
in which seven distributors and one 
manufacturer participated (pages 
108 and 109). 

In addition, F. Marsena Butts, 
Butts and Ordway Co., Cambridge, 





Mass., reported as chairman of the 
Joint Educational Aids Committee 
on “The Management Course for 
Industrial Distributors at Harvard.” 
He urged members to act promptly 
on filing applications for attendance 
at the course in January 1957 (pages 
114 and 115). 


Catalog Plan Described 


The closing speaker at the joint 
session was Alex V. Davies, Moore- 
Handley Hardware Co., Inc., Bir- 
mingham, who spoke on the impor- 
tance of the catalog plan of the 
Joint Committee on Catalogs. 

Other meetings included a Na- 
tional Association session at which 
area representatives reported on con- 
ditions in their areas (pages 100 and 
101); a Southern Association session 
at which approval was voted for a 
plan to employ a management con- 
sultant firm to study a group of 
“guinea pig” firms (pages 104 and 
105); an American Association ses- 
sion at which William L. McGrath, 
president of The Williamson Co., 
told of his work as a delegate to the 
International Labor Organization 
(pages 118 and 119); and a triple 
closing session at which Dr. Wil- 
liam H. Alexander, pastor, First 
Christian Church, Oklahoma City, 
spoke on “What Price Freedom,” 
(page 116). 


Many Social Events 


In addition to the business meet- 
ings, the convention included a 
series of social events. The “fellow- 
ship tea” on Sunday evening was 
followed by a cocktail party Mon- 
day evening and a cocktail party, 
banquet, entertainment and dance 
on Tuesday night. For the women, 
there was a style show on Tuesday, 
plus boardwalk walks and rides. 

Plans for the 1957 convention 
were announced. It will be held in 
San Francisco, June 18, 19 and 20. 
The 1958 convention is slated to be 
held in New York City while in 
1959, it is planned to travel to 
Dallas. 





The three retiring presidents were honored for “a job well done” by Robert L. Ham 
ilton (The Dumore Co.) who presented each with a Hamilton wrist watch. Receiv 
ing the watch from Mr. Hamilton (left) is Clarence B. Noelting (center), American 
Association, while Paul J. Stine, Southern Association (second from left) looks on, 
with C. E. Gollwitzer, National Association, and Walter F. Crowder (right), chief 


editor of ID. 


Talk of the Convention 


TROUBLES, TROUBLES, TROUBLES: If you think you had trouble 
getting to or from the convention just think of Dr. William Alexander’s 
plight. He almost missed the triple closing session at which he was the 
featured speaker. He had a good reason—in fact five of ‘em: 1. Fog in 
New York delayed the landing of his plane for several hours; 2. A limou 
sine Dr. Alexander hired to speed him to Atlantic City had a flat tire half 
way down the parkway; 3. A few miles further on, the car ran out of gas: 
4. The driver took the wrong exit off the parkway and had to double back; 
5. A state trooper stopped the car, charging the driver was going too fast. 


WHAT TIME IS IT? When Mr. and Mrs. Wallace Campbell Camp- 
bell Industrial Supply, Seattle) arrived in Atlantic City they didn’t know 
whether to go out for dinner, breakfast or lunch . . . They had just com 
pleted a trans-Atlantic flight during which they turned the clock back 
five hours . . . They settled for a nap. 

THE BEST DEFENSE: While going out for dinner one evening, Vince 
Alexander (Manheim Mfg. & Belting Co.) got lost but only for an in 
stant . . . He spotted a police car coming toward him and blinked his 
lights . . . The police car stopped and Vince explained his situation, asking 
direction to a restaurant . .. When the patrolman finished giving direction 
he concluded with: “By the way, you're going the wrong way on a one- 
way street.” .. . There was no ticket. 


PRESENT BUT ABSENT: When Amarillo Supply Co.’s name was 
called at the Southern New Members Breakfast, there was no answer from 
Jerome Stocking . . . Jerry had spent the night on a plane and was catch- 
ing up on lost sleep. 





TRIPLE SUPPLY CONVENTION 


a 


New president of NIDA, Frank M. 
Cruger, Indiana Mfrs. Supply Co., In- 
dianapolis (fifth from left) poses with 
other officers (from left): G. W. 
Wuerthele, Frick & Lindsay Co., Pitts- 
burgh; W. T. Ryan, Jr., Cutter, Wood 
& Sanderson Co., Cambridge, Mass.; 
K. E. Yorke, Hansen & Yoeke, New 
York; L. P. Russno, Vonnegut Hdwre., 
Indianapolis; J. N. Failing, Chas. A. 
Strelinger, Detroit; W. L. Foss, M. L. 
Foss, Denver; W. H. Campbell, Camp- 
ber Industrial Supply, Seattle. 


National Association Reviews Business Conditions 


ROUND UP OF BUSINESS CONDITIONS 
A in various parts of the U.S. and 
Canada high-lighted the 51st annual 
meeting of the National Industrial 
Distributors’ Association. Chair 
manned by NIDA president, C. E. 
Gollwitzer, Pratt-Gilbert Hardware 
Co., Phoenix, Ariz., the meeting also 
reviewed the group’s activities dur 
ing the past year and installed new 
officers for the coming year. 

Frank M. Cruger, Indiana Mfrs. 


Supply Co., Indianapolis, is the 


NIDA president C. E. Gollwitzer, 
Pratt-Gilbert Hdwre., Phoenix, Ariz., 
opens 51st annual meeting. 


100 


new president. 

Presented by NIDA’s six 
representatives, the roundup re 
vealed, with one exception, generally 
favorable business conditions and 
an optimistic short-term outlook 
The one exception is the Detroit 
area, where the automotive slump 
is creating hardship. 

President Gollwitzer 
18 new member companies, and 
reported membership now exceeds 
R. C. Fernley, NIDA’s 


arCa 


welcomed 


500 firms. 


Resolutions are proposed to NIDA 
meeting by Eugene F. McCarthy, 
E. F. McCarthy, Buffalo, N. Y. 
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executive reviewed at 
length the 
for the year. 

Other officers elected were: S. H. 
Clark, Samuel Harris Co., Chicago, 
Ist vice president; John N. Failing, 
Chas. A. Strelinger Co., Detroit, 
2nd vice president. Newly elected 


secretary, 


association’s activities 


to board of governors were: Kenneth 
i. Yorke, Hansen & Yorke Co., New 
York; George W. Wuerthele, Frick 
& Lindsay Co., Pittsburgh; and W. 
L. Foss, M. L. Foss, Inc. Denver. 


Report on NIDA’s activities for year is 
given by association’s executive secre- 
taary, R. C. Fernley. 





Area Representatives Scan Conditions 


eo 


W. T. Ryan, Jr., Cutter Wood & Sanderson, Cambridge, 
Mass., reported on area 1 (New England, Eastern Canada): 
“75% of distributors reported ‘marked’ sales increases. St. 
Lawrence Seaway and “DEW line keeping Canadian dis- 
tributors busy. Profit margin is ‘No. 1 problem,’ and some 
distributors watching accounts receivable.” 


L. P. Russon, Vonnegut Hdwre., Indianapolis, reported on 
area 4 (Middle West and Oklahoma): “Profit position of dis 
tributors in this region where automobile parts, farm equip 
ment, and airplane manufacture predominates is generally 
poor, and we must expect no profit improvement even with 
anticipated business pickup in last quarter of 1956. Distrib 
utors see sales continuing on plateau rather than rising 
appreciably.” 


. oa 


K. E. Yorke, Hansen & Yorke, New York, reported on area 
2 (Middle Atlantic area and Ontario): “Accounts receivable 
show 10 to 15 days sales more than last year. Some distrib 
utors seeking outside financing. Profit margin also No. | 
problem. But outlook optimistic.” 


+ 


W. L. Foss, M. L. Foss, Inc., Denver, reported on area 5 
(Mountain states): “One limiting factor to this area’s eco 
nomic growth is water. Distributors’ sales and outlook ar 
both promising.” Mr. Foss supported his statement by show 
ing charts of the area’s growth potential, and of Federal gov 
ernment’s plans for the Upper Colorado Basin development 


oe 


J. N. Failing, Chas. A. Strelinger Co., Detroit, reported on 
area 3 (western Pa., O., W. Va., lower Mich., northern Ky.): 
“There are a lot of dark clouds over the Detroit area. 
‘Worried’ distributors see no change till fall. Meanwhile 
accounts receivable rising and money getting very tight.” 


—> 


W. H. Campbell, Campbell Industrial Supply, Seattle, 
reported on area 6 (Calif., Oregon, Wash.): ‘Distributors 
sales increase during year abreast of average national increasc 
of 15%. Los Angeles and San Francisco areas are growing. 
Oregon's industrial growth is fastest ‘percentage-wise.’ Seattle 
distributors had to contend with ‘tempermental’ aircraft in 
dustry, but will show profit increases. Several distributor 
‘clubs’ have been formed in area.” 





TRIPLE SUPPLY CONVENTION 


“Distributors should pin-point their 
needs, instead of indiscriminately firing 
a shotgun at all suppliers . . . 


from the other fellow?’ . . . 


“The true measure of success in busi- 
ness is not: “Did you take business away 


” 


so 
“Distributors must know what it costs 
them to handle a line and what turn- 
over they need to make a profit . . Ms 


Give Manufacturers the Facts —Cruger 


N° DISTRIBUTOR, LARGE OR SMALL, 
can have a permanent guaran- 
tee of survival, says Frank M. 
Cruger, Indiana Mftrs. Supply Co., 
Indianapolis, the new president of 
the National Industrial Distribu- 
tors’ Association. Speaking of the 
profit difficulties of distributors 
generally, Mr. Cruger believes they 
still have an obligation to serve in- 
dustry economically or perish. “We 
can’t have a philosophy of protec- 
tion against competition,” he added. 


Distributors’ Obligations 


“Competition,” he says, “is fore- 
ing distributors’ customers to im- 
prove their production processes 
not by 10, 20, or even 50%, but in 
terms of 100% or 200%. So it be- 
comes the distributor's obligation to 
help customers find new methods 
and tools for increasing production. 
Often the smaller distributor finds 
his survival in __ specialization. 
Which method he chooses is his 
own decision. But the true measure 
of success in business is not, ‘Did 
you take the business away from the 
other fellow?’ but, ‘Did you make 
money on the sale?’” 

It is difficult, if not impossible, 


102 


for many distributors to accumulate 
working capital to increase inven 
tory, expand sales forces, and gen- 
erally acquire modern equipment, 
in Mr. Cruger’s opinion. He says 
the reason is the present tax struc 
ture. 


Distributors’ Margins 


“Access to capital markets and to 
the savings of investors by issuance 
of stocks and bonds is not often 
available to the average distributor,” 
he declared. “The usual result is 
under-capitalization. That is one of 
the basic reasons you hear so much 
talk today about more realistic 
profit margins.” 

Nevertheless, Mr. Cruger felt 
that in discussing their margin 
problems with manufacturers, dis- 
tributors should “pin-point their 
needs, instead of indiscriminately 
firing a shotgun at all manufac- 
turers.” He said: “Often they hit 
manufacturers who do provide ade 
quate margins.” 

How can they do this? “They 
must know the earning power of 
their lines,” Mr. Cruger said. “They 
must learn what it costs them to 
handle a line and what turnover 
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they need to make a profit.” 

It’s Mr. Cruger’s opinion that, 
under such circumstances, manu- 
facturers will cooperate in making 
the necessary margin adjustments. 
But, he warned distributors: “Manu- 
facturers have a right to expect a 
low-cost medium of distributing 
their products, and should not be 
expected to subsidize an inefhcient 
distributor. Again, I say, the indi- 
vidual distributor must approach 
his suppliers with the facts.” 


Distributors’ Profits 


Observing that business condi- 
tions are good almost everywhere, 
Mr. Cruger said this situation has 
intensified competition. “But,” he 
said, “that is no reason not to main- 
tain prices. The distributor should 
sell his product at a profit. If he 
can’t, then he should let someone 
else take the loss.” 

He felt that distributors should 
make sure none of their product 
lines is “being given a free ride at 
the expense of more profitable 
lines.” 

“Know your costs, pay less atten- 
tion to competition, and sell your 
product,” he advised. 





Improvement Programs Will Be Stepped Up—DeWitt 


© Respite from the basic prob- 

lems of distributor manage- 
ment is foreseen by Ashley DeWitt, 
Briggs-Weaver Machinery Co., 
Dallas, Tex., newly-elected presi- 
dent of the Southern Association. 
In fact, Mr. DeWitt anticipates 
some difficulties arising from govern- 
ment monetary policies. 

“You flatter me very much by 
printing any ideas that I might have 
about the distribution business,” 
Mr. DeWitt smiled as he said it, 
“but, after all is said and done, 
there is nothing new under the sun. 
We will face in the coming year the 
ever-present problems of operating 
efficiency, cost reduction, personnel 
development, public relations and 
others. What is encouraging are the 
great strides that have been made 
in two or three of these categories 
by our distributor associations and 
individually by some of our 
members.” 

Mr. DeWitt mentioned particu- 
larly the work of C. McDonald 
England, Logan Hardware & Supply 
Co., Logan, W. Va.; and John D. 
Williams, Mau-Sherwood Supply 
Co., Cleveland, as chairmen of the 
Joint Advertising and Awards 
Committee and as members of the 


“We will face in the coming year the 
ever-present problems of operating effi- 
ciency, cost reduction, personnel de- 
velopment, public relations and others.” 


Joint Public Relations Committee. 
“They and their committee,” Mr. 
DeWitt said, “have been working 
for two or three years in the right 
direction on relations with manu- 
facturers. I hope their plans broaden 
their activities to cover more of 
the many phases of public relations 
—relations with employees, relations 
of the employees with customers 
and educational programs directed 
to the general public will material- 
ize. The educational programs are 
vital. They are directed to the 
general public, a great portion of 
which has no idea why or how the 
distributor definitely fits into our 
economical picture. The term 
‘middleman’ must be clearly ex 
plained. The work is of the utmost 
importance to our industry. 


Advances Foreseen 


“We also will see in the coming 
year a greater advance in our per- 
sonnel development programs. The 
course at Clarkson, and, beginning 
next fall at Texas Mechanical and 
Agricultural College, Bradley and 
Western Michigan will help our 
secure better-trained 
theoretically—to 


industry to 


men—at least 


“What is encouraging are the great 
strides that have been made in two or 
three areas of development by the asso- 
ciations and individuals.” 
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start with. Also, the short Manage 
ment Course at Harvard will help 
some of us old ducks and junior 
executives, if we are in a position 
to take advantage of the oppor 
tunity, come next January. 


Key Problem—Money 


“However, to me our key prob 
lem will depend on the, should 
I say, whims of the Federal Reserve 
Board and the Treasury Depart- 
ment. If the Federal Reserve 
continues to clamp down on the 
banks, many of our customers will 
not be able to finance proposed 
purchases for planned expansions. 

“Then there is the problem which 
will arise with stee] prices. If steel 
continues to advance in price, all 
of us will be faced with the necessity 
of carrying larger inventories. ‘There 
is no need, I am sure, to point out 
that we will need additional work 
ing capital in order to maintain 
our present levels of individuals. 
For some, the going will be tough 

“I don’t know of anything that 
our association or associations can 
do about these problems, but I do 
feel that they will constitute a major 
difficulty for each distributor.” 


“Our key problems will depend on 
the, should I say, whims of the Federal 
Reserve Board and the 
partment.” 





Treasury De 


TRIPLE SUPPLY CONVENTION 


Helmsmen of the Southern distributors for the coming year are A. V. Davies, Moore-Handley 
Hwde. Co., Birmingham, Ala., first vice president; Ashley De Witt, Briggs- Weaver Machinery Co., 
Dallas, Tex., president; H. B. Tonsmeire, Turner Supply Co., Mobile, Ala., second vice president. 


Southern Association Endorses Management Survey 


Ashley DeWitt takes over executive position from Paul J. 


Stine at annual meeting—Members plead for more meeting time 


NDORSEMENT Of the Southern 

Association executive committee 
proposal to undertake, in conjunc 
tion with the National Association, 
a management survey was expressed 
by SIDA members at the annual 
meeting held in the Hotel Tray 
more 

[he management survey was pro 
posed by the Joint Modern Meth 
ods Committee and endorsed by 
the SIDA executive group. SIDA 
President Paul J. Stine advised asso 
ciation members of the plan at the 
annual meeting. Final details have 
not been worked out but, in out 
line, the plan calls for companies 
serve as “guinea 
the 
consult 


Volun 


to volunteer to 


pigs’ and be subjected to 


scrutiny of management 


ants for a couple of days. 


104 


teers will be solicited by question 
naire and only a limited number of 
firms will be selected on such bases 
as size, geographical location, etc 
Each will 
funds for the retention of the man 


association subscribe 
agement consultant firm and volun 
teer firms selected for the 
will be asked to defray a portion of 
the expense. These firms will be 
given a confidential detailed report 


survey 


on their operations. A consolidated 
report, mentioning no names, will 
be sent to association members of 
each section. Details of the plan 
were described by John C. Pye, Pye 
Barker Supply Co., Atlanta, Ga 
nominating committee rr 
port was made by Walker L. Well 
ford, Jr, J. E. Dilwerth Co., 


Memphis, Tenn. Ashley DeWitt, 


The 
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Machinery Co., 
Dallas, was elected president to 
succeed Mr Moved 
the position of first vice president 
Alex V. Davies, Moore-Hand 
ley Hdwe. Co., Birmingham, and 
to second vice president, Henry B. 
Supply Co., 


Briggs-W eaver 


Stine. up to 


was 


lonsmeire, ‘Turner 
Mobile, Ala. 

J. Frank Slagle of Tennessee 
Mill & Mine Supply Co., Knox 
the 


execu 


Tenn., elected as 


member of the 


ville, was 
newest 
tive committee which also includes 
Mr. Stine, the present officers, John 
R. Foster, Odell Mill Supply Co., 
Greensboro, N. C.; C. McDonald 
England, Jr., Logan Hdwe, & Sup- 
ply Co., Logan, W. Va.; Larry D. 
Montague, B. L. Montague Co., 
Sumter, S$. C.. and W. P. Marshall, 





EXECUTIVE 
COMMITTEE 


Members include (above, right) 
John R. Foster, Odell Mill Sup- 
ply Co., Greensboro, N. C.; 
C. McD. England, Jr., Logan 
Hdwe. & Supply Co., Logan, 
W. Va., and J. Frank Slagle, 
Tennessee, Mill & Mine Supply, 
Knoxville, Tenn. Mr. Slagle is 
newest member. Also on the 
committee (below, right) are 
L. D. Montague of B. L. Mon- 
tague Co., Sumter, S. C., and 
W. P. Marshall of Marshall Sup- 
ply & Equipment Co., Tulsa, 
Okla. 


os 


Jr., Marshall Supply & Equipment 
Co., Tulsa, Okla. 

In the open forum, a feature of 
the meeting, two problems were dis- 
cussed. One was how to increase 
member attendance at the annual 
convention and at the mid-year 
meeting and among the suggestions 
made were |. each attending mem- 
ber appoint himself as a committee 
of one to encourage local members 
to attend there be more 
association of 


and, 2. 
members locally. 


More Meeting Time 


The second problem discussed 
was on securing more meeting time 
at the annual convention—a dis- 
cussion which, ironically, had to be 
cut short because of a meeting that 


was scheduled with the other two 


associations. General 
peared to be that the distributor 
had little 


singly or jointly, to discuss mutual 


reaction ap 


associations too time, 
problems. 

Mr. Stine announced that the 
$3,000 Scholarship Fund, voted a 
year ago by the executive commit 
tee to be donated to the Southern 
school establishing an _ industrial 
distribution course, was awarded to 
Texas A. & M., which was first to 
do so. 

The mid-year meeting of 1957, it 
was announced, would be held in 
January 1957 at Palm Beach. 

An association gift of a silver tea 
service was presented to Mr. Stine, 
retiring president, by Mr. England, 


at the close of the meeting. 
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Retiring president, Paul J. Stine, Harry 
P. Leu, Inc., Orlando, Fla., conducted 


the last meeting. He now 
executive committee. 


is on the 





TRIPLE SUPPLY CONVENTION 


After award ceremonies, these winners proudly display their sales manager, Lincoln 
plaques: Leo G. Breckenridge, sales manager of Simonds 
Abrasive. Company; Clyde N. Mansur, general sales man- 
ager, Simonds Saw & Steel Co.; J. J. Jenkins, industrial 


Chairman of the Joint Advertising and 
Awards Committee of the two dis- 
tributor associations, John D. Williams, 
presented the winners with plaques at 
the opening session of the Triple In- 
dustrial Supply Convention. 


head Company. 


Engineering Company; Myron 


Hamman, sales manager, Stock Div., Bunting Brass & Bronze 
Co.; John Allen, industrial sales manager of The Weather- 


Distributors Present Advertising 


pe PLAQUES were awarded at 
the opening session of the Triple 
Industrial Supply Convention by 
the National and Southern Indus 
trial Distributor Associations to 10 
manufacturers whose advertising 
and general publicity during 1955 
effectively stressed the advantages of 
purchasing their products from 
industrial distributors. 


35 New Entries 


Presentation of the plaques was 
made by John D. Williams, chair 
man of the Joint Advertising and 
Awards Committee of the distribu 
tor associations. Mr. Williams 
pointed out this was the fifth con 
secutive year for the awards 
program and it was encouraging to 
note that 35 new entries had been 
submitted by different manufac 
turers, Plans for next year are based 
on even broader coverage, Mr. 
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Williams advised, and he suggested 
manufacturers discuss the slogan 
and encourage their advertising 
managers to submit material for the 
next awards. 


The Slogan to Plug 


Established to recognize manu- 
facturers who best follow the slogan, 
“Sell Your Product First, then Sell 
Your Distributor’s Service”, each 
year a panel of three judges, com- 
posed of an officer from the 
National Association of Purchasing 
Agents and the National Industrial 
Advertisers Associations and an 
economist, are selected to judge the 
entries. 

lhis year, the judges were Wilson 
B. Wight, vice president of the 
N.A.P.A., Richard Dysart, adver- 
tising manager of the Reynolds 
Aluminum Company, and Dr. 
William Kelly. 





Plaque winners also include R. W. Brown, advertising 
manager, Eastern Div., Wickwire Division of Colorado Fuel 
& Iron Corp.; Frank O. Klapp, advertising manager, Sterling 
Grinding Wheel Co.; Fred P. Clements, manager Industrial 


Awards to 10 Suppliers 


Products, Goodyear Tire & Rubber Co.; Franklin Bartle, 
advertising manager, Permacel Tape Corp. Not pictured is 
A. §. Gould, vice president and director of sales of Oster 
Mfg. Co. 








Winners 


Class A—Single Direct Mail Piece or Single Ad 
vertisement— 
Winner Group A—Lincoln Engineering Co., 
accepted by J. J. Jenkins. 
Winner Group B—Sterling Grinding Wheel 
Co., accepted by Frank O. Klapp. 


Class B—Series of Two or More Direct Mail 
Pieces— 
Winner Group A-—Simonds Abrasive Co., 
accepted by Leo G. Breckenridge. 
Winner Group B—Oster Mfg. Co., accepted 
by A. S. Gould. 


Class C—Series of Two or More Advertisements 
Winner Group A—Goodyear ‘Tire & Rubber 
Co., accepted by Fred P. Clements. 


Winner Group B—Bunting Brass & Bronze 
Co., accepted by Myron Hamman 


Class D—Manufacturer’s Catalog, House Organ 
or Financial Statement 
Winner Group A~—Permacel Tape Corp., 
accepted by Franklin Bartle 
Winner Group B—The Weatherhead Co., 
accepted by John Allen. 


Class E—Advertisements Entirely Devoted to 
Selling the Industrial Distribution System 
Winner Group A—Simonds Saw & Steel Co., 
accepted by Clyde N. Mansur 
Winner Group B—Wickwire Division of 
Colorado Fuel & Iron Corp., accepted by 
R. W. Brown. 
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Causes, Effects, 
Correctives, Action 


Are Analyzed In 


A panel discussion on. . 


af 


rs 
rane covcen 


“Inadequate Distributor Margins” 


Joe W. Pitts, Brown-Roberts 
Hdwe. & Supply, Alexandria, La., 
moderator: 

“There is no ignoring the fact 
that distributors today find them- 
selves in with 
regard to their gross margin picture. 


a serious situation 
However, this discussion is not a 
blanket indictment of all manufac 
adjust the 
margins allowed to distributors, but 
an attempt to explore what the 
situation 1S, 
what distributors are 
doing and what the future holds.” 


turers for failing to 


causes, corrective 


measures, 


The Net Profit Problem 


Walker L. Wellford, Jr., J. E. 
Dilworth Co., Memphis: 

“The year 1955 brought the in 
dustrial supply distributor a little 
better profit picture and reverses 
the trend of the preceding four 
years. Nevertheless, there is little 
. Of two 

lowered 


room for exuberance. . . 
and 
cost of 


factors—nising costs 


difference between mer 
chandise and the selling price, the 
largest change has been in overhead 
which, from 1946 to 1956, has risen 
from slightly over 15% to nearly 
20% of sales. . . . There is another 
factor, perhaps more important, 
which is responsible for the pre 
carious position we are in. I refer 
to inflation. 

“We 


is made up from various financial 


have here a chart which 
statements and association reports. 


Its significance as accurate data can 
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be disregarded. It is useful chiefly 
as a vehicle to explain the predica 
ment in which 
are finding themselves. . . . We have 
assumed that Joe Period, a distribu 
tor, had sales in 1947 of $1,750,000. 
He would have had an inventory of 
$350,000 and would have turned it 


most distributors 


over five times. He would have 
invested capital, or net worth, of 
$437,000 and, if he made average 
profit, it would have been $63,000. 
His percentage profit to net worth 
Now this 


same distributor in 54 had managed 


would have been 14%. 


to keep exactly the same inventory 
itemwise, but he now figured it to be 
worth $475,000 in 1954 dollars and 
he had turned it about four times so 
his sales were $1,988,000 and _ his 
invested capital was now $497,000 
In that year his profit would have 
1.15% ($23,000) 


would have given him a return on 


been at which 
net worth of 5.2%. 
the 
profit to net worth as he did in 
46, this distributor in °54 
have had to turn his inventory over 


“To achieve same ratio of 


would 


five times, secure high selling prices 
and keep his expenses down to make 
the 3.61% net profit he did in ’46.” 


Causes of the Decline 


Frank M. Cruger, Indiana Mfrs. 
Supply Co., Indianapolis, Ind.: 
“Distributors’ 


costs have in 


creased. They must pay the top 
wages for a specific job in competi 


tion with more prosperous industries 
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accumulate 


in their community. Customer 
often make it 


distributor to be 


demands necessary 


for a open for 


business on Saturday, at least with 


a reduced crew. Considerable more 


investment 1s represented In inven 
the tax structure makes 
difficult for distributors to 


tory, and 
it very 
sufhicient working 
capital to make needed improve 
ments. Small-order losses cut down 
profit on many seemingly profitable 
lines 

“Expansion of distributor outlets, 
resulting in additional competition, 
distributors’ 


costs and has resulted in distribu 


has increased selling 
tors paying transportation costs to 
be competitive. Manufacturers’ 
costs have increased also, but the 
the 


determines the distributors’ margin 


manutacturer sets pri Cc and 


and the number of outlets and 
thereby largely influences whether 
the distributor will share in the 
profits. 

“The distributor does not want 
something for nothing—his cus 
tomers want to buy service—the 


problem is to get paid for it.” 


Corrective Measures 
Alfred F. Riecken, Orr Iron Co., 


E.vansville, Ind.: 
“We 


our work and are so wrapped up 


are sometimes so close to 


in detail, we overlook our physical 


lavout and routine. Have we 


reviewed our warehouse lavout In 


the last five years? Have we 





grouped our fast-moving and related 
lines so as to benefit from fast order 
picking and restocking? Are we 
using the latest materials handling 
equipment? How much double 
handling are we doing? Are we using 
the re-shipable cartons that some of 
our good suppliers provide. 
“Manufacturers, on the other 
hand, could consider the following 
seriously: Prepaid transportation in 
full; 2% cash discount; simplified 
and/or net pricing; decimal pack- 
aging; reusable cartons; a fair margin 
for stocking and selling their mer- 
chandise, not just stocking.” 


What Associations Have 
Done To Help 

Harold Torell, Syracuse Supply 
Co., Syracuse, N. Y. 

“To the extent that gross profit 
can be translated into a 
net operating profit, all of us cheer 
every constructive Our 
associations have produced a multi- 


margins 
action. 


plicity of pamphlets and _ treatises 
dealing with all phases of industrial 
distribution problems as they have 
been committees 
and through our secretaries’ offices, 
giving out constructive suggestions 
throughout the One great 
stride has been made through the 


worked out in 


year. 


sponsorship of our Educational Aids 
Committee through which we are 
enlisting the aid of higher educa- 
tion to our problems. 


Needed Supplier Cooperation 


Lloyd B. Mize, Industrial Supply 
Copy 3 Richmond, Va.: 
The manufacturer who 


sells his product largely through 
distributors is no stronger than his 
distributor organization. Some of 
you have kept in close touch with 
made sub 
contributions. Many of 
you, have little or 
nothing, and it is to those of you 
in that category to whom my remain 
ing shall be 
There are five important ways in 


the situation and have 
stantial 


however, done 


remarks addressed. 
which your cooperation will help us: 
1. Greater margin of profit on 
many of our lines or products. We 
strongly urge you to analyze care 
fully your price structure, giving 
due consideration to the small order 
problem, package prices, 
freight allowances and cash dis 
counts. 
Adoption of a strong resale 
price policy and enforcement. It 


broken 


is grossly unfair to your distributor 
who maintains and adequate stock, 
keeps a well-trained sales force and 
gives you good volume for you to 
hold an umbrella over a certain few 
who do not provide these services 
and yet enjoy the same discounts 
and cut resale prices. 

3. Give us prompter service in 
the handling of emergency ship 
ments, phone calls, telegrams, 
correspondence, etc. 

4. Adopt a stronger policy in the 
matter of selective and exclusive 
distribution. If you feel the 
for additional distribution, sit down 
with us first and talk it over. 

5. Closer contact with us at the 
policy making level. Conventions 
and meetings help, but it would be 
better if your executives paid us 
2n occasional visit and learned first 


hand something of our problems.” 


need 
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What Can Be Done 
By the Manufacturer 


Fred C. Emerson, 
Works, Inc. 


Spartan Saw 


In this changing market, 
perhaps we have been watching the 
dollar sales too much and 
sight of unit volume—the real key 
to progress. I am 


losing 


talking for no 
one but myself, but this is some 
thing we are in together. Both of us 
can consider for the future: reducing 
costly small shipments; reducing 
slow-moving items; reviewing prob 
lems of returned merchandise; re 
duction of split-shipments; planned 
purchasing; planned marketing; 
selling costs may be high because we 


selling; 


shipping and 


are not planning better 


delivery schedules; 
stronger financial policies; evalua 


tion of accounts, ade 
quately 


basis.” 


products 


priced on an_ individual 


What Can Be Done 

By The Distributor 
Miles I. Stray, Chas. A 

ton, Inc., Waterbury, Conn. 
“Even as we have to a 


Temple- 


great 


extent become specialized by 


products, it must follow that we 


specialize by keeping score by 


I find very few distribu 


know 


products. 


tors who which lines are 


profitable and which are not. Thus, 
if distributors do not know, by what 
means are manufacturers to know? 
Anything 


cannot endure. It 


economically unsound 
is economically 
distributor to be 


he 


manufacturer doesn’t expect him to, 


unsound for any 


selling a product at a loss 


and prolonged transfusions from the 
weak can make the 
anemic. Now that 
interested, it 


strong to the 
whole show 
manufacturers are 
would seem we will be obliged to 
accumulate profit or loss figures by 
product lines. I believe we need this 
and see no other means by which 
we can perpetuate this interest than 
to produce conclusions supported 


by figures.” 





TRIPLE SUPPLY CONVENTION 


~~ 


Welcome to all members of the Southern Industrial Dis 
tributors Association who attended the breakfast meeting 
was extended by Paul J. Stine, president. 


Greetings to new members was extended by Ashley DeWitt, 
Briggs-Weaver Machinery Co., Dallas; F. E. Cavanaugh, 
Noland Co,, Hagerstown, Md.; Robert F. Price, Shelvy 


ok. 


Supply Co., Shelby, N. C. At right is Frank A. Peacock, 
The Murray Co. of Texas, Dallas, attending his first con- 


Breakfasting With New Members 


vention. 


al MEAL OF THE DAY found new 
members of the three associations 
being welcomed to their first con- 
vention. On Monday morning, the 


American Association extended 
greetings to a record 29 new mem- 
ber firms, and the Southern Asso- 
ciation welcomed seven. At its 
breakfast meeting on Wednesday, 
the National Association welcomed 
18 new member firms. 

The president of the American 
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Association, Clarence B. Noelting 
(Faultless Caster Co.), stressed the 
obligations of membership, and 
asked new members to indicate 
their willingness to serve on com- 
mittees and take an active part in 
the activities of the association. The 
business manager of ASMMA, W. 
B. Thomas, outlined the various 
benefits of association membership, 
and described the services and facili 
ties available to member companies. 
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Opportunities in the Future for Southern Distributors was 
the subject of an address by Harvey Conover, president, 
Conover-Mast Publishing Co., at the breakfast. 


Veteran member, G. K. Saunders, J. M. Tull Metal & 
Supply Co., Atlanta, welcomes new member, Jerome Stock- 
ing, Amarillo Supply Co., Amarillo, Tex. 


Following a welcome extended by 
the president of the Southern asso- 
ciation, Paul J. Stine, Harry P. Leu, 
Orlando, Fla. Harvey Conover 
(Conover-Mast Publishing Co.) 
sketched the southland’s economic 
promise. Southern industries were 
growing faster than those in other 
parts of the U. S., he declared. 

“Were Horace Greeley alive to- 
day,” he added, “he would say, “Go 
South, young man!’” 





American Supply & Machinery Manufacturers’ Association 
new members included: H. J. Stachle and J. Russell McGee 
of Danly Machine Specialties, Inc.; Don L. Ronan and 
Edmond Canne of Diamond Saw Works, Inc.; C. E. Brady, 
Duro Metal Products Co. and E. L. Hall, Chemical De- 
velopment Corp. 


More of the 35 representatives of the 29 new member 
firms were: Edwin N. Holloway, Jr., Vern T. Tolleson and 
James R. Butler of Buck Mfg. Co.; William R. Kreiss, 
Acme Industrial Co.; G. H. Danielson, O’Neill-Irwin Mfg. 
Co.; Howard O. Haas and John E. Fasano of Heli-Coil 
Corp.; Paul F. Rehner, Allegheny Ludlum Steel Corp.; 
Evans Hanson, Walter G. Earle and Paul A. Benke of 
Paasche Airbrush Co., Div. Cline Electric Mfg. Co. 


— 


Among new members at NIDA’s 
breakfast meeting (from left): A. F. 
Hansen, Industrial Tool & Supply, 
Tucson, Ariz., John I. Babbitt, 
Babbitt Steam Specialty Co., New 
Bedford, Mass.; A. J. Pietz, Hart 
Supply Co., Oshkosh, Wisc.; Harry 
and Herbert Lee, Harry Lee & Sons, 
Chicago. 


American Association membership plaques were also 
awarded to R. W. Grady, Hanson-Whitney Co., Div. 
Whitney Chain Co.; Lee P. Burgess, Wire Rope Corp 
of America, Inc.; K. V. Lund, Buck Mfg. Co.; Fred M 
Allen, Lovejoy Flexible Coupling Co.; H. S. Stott, U. S 
Gasket Div. Belmont Packing & Rubber Co.; John P 
Kelly, Titeflex, Inc.; J. G. Buechel, Durabla Mfg. Co 
R. W. Bowers, Wells Mfg. Corp. 


pias? o 
J 


Also attending new member breakfast of American Associa 
tion were Theodore T. Sossner, Sossner Tap & Tool Corp.; 
Marlin R. Hemphill, Allegheny Ludlum Steel Corp.; C. O 
Burwell, Vascoloy-Ramet Corp.; E. L. Dreyer, Adamas Car 
bide Corp.; Walter A. Wolk, Heli-Coil Corp.; B. W 
Swanson and E. P. Cody, Hanson-Whitney Co., Div 
Whitney Chain Co.; Karl Von Kokeritz, Durabla Mfg. Co 
B. J. Naden, Vascoloy-Ramet Corp.; H. J. Lock, Hanna 
Engineering Works. 
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TRIPLE SUPPLY CONVENTION 


#3 

~~ x wa. 
Welcome to al! members of the Southern Industrial Dis- 
tributors Association who attended the breakfast meeting 
was extended by Paul J. Stine, president. 


Greetings to new members was extended by Ashley DeWitt, 
Briggs-Weaver Machinery Co., Dallas; F. E. Cavanaugh, 
Noland Co., Hagerstown, Md.; Robert F. Price, Shelvy 


Opportunities in the Future for Southern Distributors was 
the subject of an address by Harvey Conover, president, 
Conover-Mast Publishing Co., at the breakfast. 


Veteran member, G. K. Saunders, J. M. Tull Metal & 
Supply Co., Atlanta, welcomes new member, Jerome Stock- 
ing, Amarillo Supply Co., Amarillo, Tex. 


Supply Co., Shelby, N. C. 


At right is Frank A. Peacock, 


The Murray Co. of Texas, Dallas, attending his first con- 


Breakfasting With New Members 


vention. 


al MEAL OF THE DAY found new 
members of the three associations 
being welcomed to their first con 
vention. On Monday morning, the 


American Association extended 
greetings to a record 29 new mem- 
ber firms, and the Southern Asso- 
ciation welcomed seven. At its 
breakfast meeting on Wednesday, 
the National Association welcomed 
18 new member firms. 

The president of the American 
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Association, Clarence B. Noelting 
(Faultless Caster Co.), stressed the 
obligations of membership, and 
asked new members to indicate 
their willingness to serve on com- 
mittees and take an active part in 
the activities of the association. The 
business manager of ASMMA, W. 
B. Thomas, outlined the various 
benefits of association membership, 
and described the services and facili 
ties available to member companies. 
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Following a welcome extended by 
the president of the Southern asso- 
ciation, Paul J. Stine, Harry P. Leu, 
Orlando, Fla., Harvey Conover 
(Conover-Mast Publishing Co.) 
sketched the southland’s economic 
promise. Southern industries were 
growing faster than those in other 
parts of the U. S., he declared. 

“Were Horace Greeley alive to- 
day,” he added, “he would say, “Go 
South, young man!’ ” 
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American Supply & Machinery Manufacturers’ Association 
new members included: H. J. Staehle and J. Russell McGee 
of Danly Machine Specialties, Inc.; Don L. Ronan and 
Edmond Canne of Diamond Saw Works, Inc.; C. E. Brady, 
Duro Metal Products Co. and E. L. Hall, Chemical De 
velopment Corp. 


More of the 35 representatives of the 29 new member 
firms were: Edwin N. Holloway, Jr., Vern T. Tolleson and 
James R. Butler of Buck Mfg. Co.; William R. Kreiss, 
Acme Industrial Co.; G. H. Danielson, O’Neill-Irwin Mfg. 
Co.; Howard O. Haas and John E. Fasano of Heli-Coil 
Corp.; Paul F. Rehner, Allegheny Ludlum Steel Corp.; 
Evans Hanson, Walter G. Earle and Paul A. Benke of 
Paasche Airbrush Co., Div. Cline Electric Mfg. Co. 


+ 


Among new members at NIDA’s 
breakfast meeting (from left): A. F. 
Hansen, Industrial Tool & Supply, 
Tucson, Ariz., John I. Babbitt, 
Babbitt Steam Specialty Co., New 
Bedford, Mass.; A. J. Pietz, Hart 
Supply Co., Oshkosh, Wisc.; Harry 
and Herbert Lee, Harry Lee & Sons, 
Chicago. 


American Association membership plaques were also 
awarded to R. W. Grady, Hanson-Whitney Co., Div. 
Whitney Chain Co.; Lee P. Burgess, Wire Rope Corp. 
of America, Inc.; K. V. Lund, Buck Mfg. Co.; Fred M 
Allen, Lovejoy Flexible Coupling Co.; H. S. Stott, U. § 
Gasket Div. Belmont Packing & Rubber Co.; John P 
Kelly, ‘Titeflex, Inc.; J. G. Buechel, Durabla Mfg. Co 
R. W. Bowers, Wells Mfg. Corp. 


aa 


Also attending new member breakfast of American Associa 
tion were Theodore T. Sossner, Sossner Tap & Tool Corp.; 
Marlin R. Hemphill, Allegheny Ludlum Steel Corp.; C. O 
Burwell, Vascoloy-Ramet Corp.; E. L. Dreyer, Adamas Car 
bide Corp.; Walter A. Wolk, Heli-Coil Corp.; B. W 
Swanson and E. P. Cody, Hanson-Whitney Co., Div 
Whitney Chain Co.; Karl Von Kokeritz, Durabla Mfg. Co 
B. J. Naden, Vascoloy-Ramet Corp.; H. J. Lock, Hanna 
Engineering Works. 
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TRIPLE SUPPLY CONVENTION 


Style Show, 

Parties, 

Boardwalk = '@ 
Occupy Women <a 


High point of wives’ program was style show in the Traymore. It included lucky 
number “strip tease” in which a model raffled off all but bathing suit. 


sas 


Putting on corsages as luncheon gets underway are Mrs. 
Robert Baumgartner, Mrs. T. S$. Bonnema and Mrs. Roger 
Tewksbury (Oster Mfg.). 


Girls handing out corsages greeted luncheon guests like 
Mrs. Don H. Krey, of Samuel McKnight Hardware Co., 


Pittsburgh. 


‘ e- : : 
Mrs. Alex Davies, Moore-Handley Hardware Co., Birming- 


te 


Mrs. Samuel Harding and Mrs. H. G. Barnes, of Barnes 
ham, Ala.; Mrs. Paul Stine, Harry P. Leu, Inc., Orlando, & Jordan, Inc., Syracuse, N. Y., and Mrs. G. A. Shives, 
Fla., and Mrs. Ashley DeWitt, Briggs-Weaver Machinery The Bingham Tool & Supply Co., Cincinnati, make it a 
Co., Dallas, sit at the table for officers’ wives. threesome. 


112 INDUSTRIAL DISTRIBUTION © JUNE, 1956 











Sea breeze and sun attracted promenaders, like Mrs. Ben In place of honor are Mrs. C. B 
Perkins, Indiana Mfgrs. Supply Co., Indianapolis; Mrs. A. C. 


Caster), Mrs. R. 
Sager, Reichle Supply Co., Saginaw, Mich, and Mrs. R. H. 


Noelting (Faultless 
Tiderington, Flack-Pennell Co., Saginaw. 


L. Hamilton (Dumore), Mrs. Lyman Bel 
lows, (Sheldon Machine) and Mrs. F 


*, M. Cruger, Indiana 
Mfgrs. Supply Co., Indianapolis, all wives of ofhcers. 


Congenial group includes Mrs. C. R. Hale and Mrs. O. I 


Mrs. George A. Allen (Vincent Steel Process 
Post, Jr., The Jennison Hardware Co., Bay City, Mich., and with Mrs. R. M 
Mrs. Dave Osburn and Mrs. James Scully (Blackhawk). 


Co., Cincinnati 


sees the show 


. Bingham, of The Bingham Tool & Supply 


Mrs. G. E. Rockwell (Rockwell Mfg.); Mrs. R. G. Spangler, 


Ihree New Englanders are Mrs. W. T. Ryan, Jr 
Zonne Electric ‘Tool Co., Los Angeles; Mrs. H. M. Prit Wood & Sanderson, Cambridge; Mrs. F. F. Chase, Jr 
chard, Root, Neal & Co., Buffalo, and Mrs. R. W. Turner, Chase. Parker & Co., Boston, and Mrs. T. W. Norris, 
Treat Hardware Corp., Lawrence, Mass., enjoy a chat. 


l'racy, Robinson & Williams, Hartford. 


Cutter 
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TRIPLE SUPPLY CONVENTION 


F. Marsena Butts 
Butts & Ordway, Cambridge, Mass. 


J. W. Vickers 
Geo. Worthington Co., Cleveland 


Let's Go To Harvard! 


No One Should Miss 


The Harvard Course 


Tue MANAGEMENT COURSE for industrial distributors 
being jointly sponsored by the National and South- 
ern distributors’ associations at Harvard Graduate 
School of Business Administration next January is an 
educational opportunity no distributor should miss. 
Don't get the idea that we are trying to beg people 
to attend a course they don’t want. Anyone who has 
a perfect organization might just as well leave this 
meeting. I’m talking to those distributors who want 
to do what so many in other industries have already 
done—that is, improve themselves and their executives 
through proper education. 

The course will bring together some 60 to 80 
distributor executives for three weeks of intensive 
study, and discussion under the expert guidance of 
Harvard faculty members. Classwork will employ 
Harvard's celebrated “case’”” method of instruction, 
and students themselves will be asked to contribute 
their opinions and ideas on actual problems. Distribu- 


tors will find their thinking stimulated and _ their 
methods of thinking vastly improved. 

And there will be homework. No facilities have 
been provided for family groups or social activities. 
Each student, furnished with instruction materials, 
will have to live in dormitories and burn the midnight 
oil preparing for his class sessions. And he will also 
have to take part in small discussion groups where 
problems presented by the case histories will be 
thoroughly thought out and talked over. 

The whole field of running an industrial distribution 
business will be covered in detail—basic functions of 
distributors, marketing, warehouse operation, sales 
management, finance, and organization principles. 
The student will get all this, plus an increased power 
to make correct decisions. The cost of the course— 
$550 plus your transportation—is inconsequential 
when stacked up against the worthwhile benefits you 
will receive. 

And remember—act now, because there are no 
present plans for holding a _ future course. 

F. Marsena Butts, in a speech before a joint NIDA 
SIDA meeting. 
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L. F. Perkins 
Henry Walke & Co., Norfolk, Va. 


Costs Are Trifling 
Compared to Benefits 


| BELIEVE there’s a great deal in the Harvard course 
for some of our people. Not many of them have had 
a formal university education and, although this 
hasn’t necessarily hindered them in succeeding at a 
business career, a course like the one at Harvard will 
open new doors for them. They'll learn in three 
weeks what would probably take them three or more 
years to learn by experience. The cost of the course 
I consider merely nominal for what a man could 
From a company standpoint, the 


derive from it. 
cost of sending a man to Harvard would be trifling 
compared to the high costs of mistakes and wrong 
decisions if the man didn’t have the advantage of what 
this course can teach him. I like the setup of the 
course, too, the idea that the men will be thinking 
through their problems themselves under trained 
guidance. This is a big improvement over the “class 
room lecture” type of course.—J. W. Vickers 





Course Opens Up 
New Thought Channels 


} ’VE TAKEN A CouRSE at Harvard similar to the one 
being planned for distributor executives, so I know 
what it can do for a man and for a company. So 
many people, first-rate people, run headlong into a 
problem without knowing exactly what to do, with- 


H. H. Kuhn 
Hardware & Supply Co., Akron 


out assessing all the factors contributing to the 
problem. They've got only one channel of thought, 
one point of view. The Harvard course will open 
up other channels of thought for them, lead them 
to appreciate the other fellow’s point of view. The 
most important ingredient in this business is the 
knowledge of how to deal with people—human rela 
tions. This course will teach a man how to deal with 
people. I’m sending one of our junior executives to 
Harvard because he'll be a far better executive when 
he comes back.—L. F. Perkins 





Men Must Prepare 
For Future Storms 


Hl SENT A MAN to the course the electrical distributors 
had at Harvard Business School. The results were so 
outstanding, that this time I’m sending three men 
to the distributor's course. When they come back, 
they'll be the kind of men who can operate a business 
more efficiently. And they'll also be the kind of men 
who'll be ready for the “shakeout”—if and when it 
comes. The industrial distribution business has 
followed the gross national product upward curve, 
but what is presently happening in the auto and farm 
equipment industries seems to indicate shakeouts 
like we had in 1937 and 1949. In other words, there 
may be a day coming in this business when the men 
will be separated from the boys. I want to be ready 
for that day—so I’m sending three men to the Harvard 


course.—H. H. Kuhn 
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Dr. William H. Alexander, 


on “What Price Freedom?” 


ORLD PROBLEMS, politics and 
Wee problems shared the spot 
lights in the Triple Convention's 
program of special speakers 

Dr. William H. Alexander, pastot 
of the First Christian Church of 
Oklahoma City and former chap 
lain of the Republican Party, ad 
dressed the final joint session on 
“What Price Freedom?” Theodore 
I. Koop, 
Broadcasting System news and pub 
lic affairs in Washington, D. C., 
described “The Washington Cli- 
mate” at the joint opening session. 
William L. McGrath, United States 
employer delegate to the Interna- 


director of Columbia 


tional Labor Organization, reported 
on “Life Among the World Social 
Planners” at the American Associa 


tion meeting 


Cost Problem Stressed 


Alex V. Davies, of Moore-Hand- 
ley Hardware Co., Birmingham, 
Ala., focused attention on cost 
saving at the joint distributor meet 


116 


Oklahoma City 
featured speaker at convention’s closing session. He talked 


pastor, was Theodore F. 


Koop, Washington news analyst, addressed 
opening session, predicted Eisenhower victory but possible 


Democratic Congress. 


Speakers Focus on the World, 


ing with a report on the National 
and Southern Associations’ Catalog 


Plan. 


Sees Ike Sure Winner 


“Though our crystal balls are 
cloudy since 1948,’” Mr. Koop told 
the convention, “no one in Wash 
ington doubts sincerely that Presi 
dent Eisenhower will win the elec 
tion.” He said the Democrats would 
have to sweep the entire South and 
Midwest farm belt for an upset. 
Adlai had a 


50-50 Democratic 


Stevenson, he said, 


chance for the 
nomination. 

Mr. Koop called a Democratic 
House or Senate a strong possibil 
ity. “It's a curious current political 
fact that 


middle-of-the-roaders and will vote 


most Americans are 
for a moderate candidate regardless 
of party. This is not the age of 
extremists.” 

He said 
had introduced a new concept of 


President Eisenhower 
the Presidency, that of a “chairman 
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of the board” presiding over re 
sponsible department heads, in con- 
trast to the centralized authority of 
Presidents Roosevelt and Truman. 
He said it too early to tell 
whether this change would result 
weaker Chief 


was 
in a stronger or 
Executive. 


Cold War, Schools Big Issues 


[he two major issues in Wash 
ington, said Mr. Koop, are the shift 
in the Russians’ cold war tactics 
and the school desegregation issue. 
He said the Administration believes 
the Kremlin must do more than 
throw out its Stalin portraits to con- 
vince the West of its good faith, 
so officials don’t know yet what the 
new tactics mean. Some are opti- 
mistic and look for eventual changes 
in Russia due to higher education; 
all agree that the U. S. must adjust 
foreign policy to the new condi- 
tions 

As for the Supreme Court school 
decision, Mr. Koop said all respons 





William L. McGrath, Geneva delegate, warned of Red 
tactics at American Association meeting. He said they are 
subverting International Labor Organization. 


Politics, the Catalog Plan 


ible officials believe integration will 
eventually take place, and that the 
sovernment will not be defied. 
“Hotheads on either side can do a 
great disservice to the country,” he 
warned. 


Warns of Red Tactics 


Mr. McGrath, president of The 
Williamson Co. of Cincinnati, and 
for six years advisor and delegate at 
Geneva I.L.O. meetings, stressed 
the frustration of dealing with Com 
munists. He said the Red delegates, 
through filibuster and subterfuge, 
are close to taking over the I.L.O., 
a United Nations affiliate, which 
they have packed with phony “em- 
ployer” delegates from Iron Curtain 
countries. If the organization be- 
comes no more than a Red propa- 
ganda front, the U. S. should with- 
draw, he said. 


Davies Reports Progress 


Mr. Davies, chairman of the dis- 


tributor associations’ Joint Commit- 
tee of Catalogs, said 9,370 catalog 
pages have been produced under 
the plan for offset printing. The 
Catalog Plan calls for manufac 
turers to supply copy under speci 
fied standards distributors 
can reproduce. Mr. Davies said one 
of its major obstacles, the high cost 
to suppliers of different copy stand 
ards for different fields, has been 
alleviated now that the wholesale 
hardware and sheet metal distrib 
utors have adopted identical stand 
ards with the two industrial dis 
tributor groups. 

Now manufacturers 
only one setup of their line of 
catalog copy for distributors in the 
allied fields. 


which 


need make 


Predicts Cost Savings 


He termed the plan an answer to 
the problem of halting net profit 
decline, and said it would produce 
savings of one third or more of a 
catalog’s cost by conventional meth 
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Alex V. Davies, Moore-Handley Hardware Co., Birmingham, 
Ala., told joint distributor session of progress with Catalog 
Plan to cut costs. 


ods. He said distributors owe thanks 
to the “hundreds of manufacturers 
already cooperating in the plan 
Mr. Davies warned distributors 
using the plan to obtain copyrights 
and to check on the copyright 
status of material they reproduce 
They should obtain release from 
manufacturers furnishing the copy, 
then copyright their own publica 
tions so they will be free to reprint 
them, he said. Care should be exer 
cised in using clippings or illustra 
tions from another catalog, which 
might be copyrighted by a pub 


lisher. 


Booklet Published 


I'he associations’ Catalog Com 
mittee has prepared a booklet on 
How to 
Distributor: 


entitled 
Cost of 


the program 
Lower the 
Catalogs.’ 

Wallace A. Campbell, of Camp 
bell Industrial Supply Co., Seattle, 
succeeds Mr, Davies as chairman of 
the Catalog Committee 





TRIPLE SUPPLY CONVENTION 


All smiling are the newly-elected officers of the American dent; Robert L. Hamilton (Dymore), first vice president; 
Association: Lyman H. Bellows (Sheldon Machine), second Lewis Barnard, Jr. (Lufkin Rule), treasurer; Fred C. Emer- 
vice president; Charles T. Jordan (Charles Parker Co.), presi- son (Spartan Saw Works), secretary. 


American Names New Officers 


New Order Index and Analysis of Distribution were ex- Assisting Mr. Cowlin, H. W. Amold (Carboloy Dept. 
plained by Sydney E. Cowlin (Reliance Division, Eaton Mfg. G. E_), further explained uses and advantages of New Order 
Co.), in a presentation at the annual meeting. Index when properly used by members of management. 
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How two sales tools—the Analysis of Industrial Distribution and 
the New Order Index—can be used by suppliers to plan distributor 


programs was featured presentation at ASMMA meeting 


ow tHE Analysis of Industrial 

Distribution and the New 
Order Index can be used to ad- 
vantage by the sales, advertising and 
management personnel in planning 
sales programs through industrial 
distributors was spelled out by Syd- 
ney E. Cowlin (Reliance Division, 
Eaton Mfg. Co.), in a presentation 
before the members of the Ameri- 
can Supply & Machinery Manufac- 
turers’ Association. 

Assisted by H. W. Armmold (Car- 
boloy Department, General Elec- 
tric), Mr. Cowlin cited four main 
uses of the analysis: 1. determining 
distribution effectiveness within a 
given area; 2. adequacy of represen 
tation; 3. a guide to establishing 
new distributor outlets; 4. a guide 
to the changing pattern of distri- 
bution. Retiring President Clarence B. Noel- Minutes of the 1955 convention meet 


The New Order Index. Mr. Cow- ting (Faultless Caster) presided at the ing were read by Lyman H. Bellows 
li . ’ ; } meeting and introduced new officers (Sheldon Machine), who moved up 
in pointec out, 1s a business barom- and members of executive committee. from secretary to second vice president. 


eter of great value in forecasting 
business trends when used in con- 
junction with other business indices. 

Retiring president Clarence B. 
Noelting (Faultless Caster) con- 
ducted the annual meeting and paid 
tribute to the committees with 
whom he had worked during his 
tenure of office. 

Introduced by Mr. Noelting, the 
newly elected officers for 1956-57 
are: Charles T. Jordan (Charles 
Parker), president; Robert L. Hamil- 
ton (Dumore), first vice president; 
Lyman H. Bellows (Sheldon Ma- 
chine), second vice president; Fred 
C. Emerson (Spartan Saw Works), 
secretary; Lewis Barnard, Jr. (Luf 
kin Rule), treasurer; W. B. Thomas 
(Hunter-Thomas), business manager. 

Members of the executive com- 
mittee for the coming year include: 
Charles C. Chamberlain (Jenkins 
Bros.); Samuel D. Conant (Jacobs 
Mfg.) John S. Hawley (Illinois 
Tool); Carl J. Meister (Atkins Saw 
Div. Borg-Warner); Dan C. Swan Business 


Manager W. B. Thomas l'reasurer Dan C. Swander, Jr. (Colum- 
: : (Hunter-Thomas) reviewed operations bian Vise & Mfg.), presented a financial 
der, Jr. (Columbian Vise & Mfg.) of the association and committees. report. 
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“No question but what we are going to 
have good business for some time to 


come...” 


‘Today both parties realize it’s best to 
get together to thrash out mutual prob- 
Pe 


“No question—the relationship between 
manufacturers and distributors will im- 
prove year by year. . = 
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Last 30 Years Prove Cooperation 
Pays Dividends—Jordan 


| N A REMINISCENT MOOD, incoming 
president of the American Sup 
ply & Machinery Manufacturers’ 
Association, Charles T. Jordan (The 
Charles Parker Company) _ said, 
“Each year we realize more and 
more the dividends that everyone 
receives through the cooperation of 
manufacturers and distributors, but 
to get a realistic picture of what 
has been accomplished we have 
only to go back over a period of 
years and make a comparison.” 

Mr. Jordan started attending 
conventions 30 years ago, and points 
out there was no “triple conven 
tion” at that time. “Each associa 
tion had its own individual get 
together. In 1926 the Southern 
Association met in St. Louis and 
the National Association in Atlantic 
City. Manufacturers had to cover 
both conventions and they usually 
averaged less than 500 in attendance 

“While both manufacturers and 
distributors had been attempting to 
get together and iron out their 
differences, they did not seem to 
have made very much headway. In 
1926 the ‘wise fathers’ got together 
and decided to try another triple 
convention with the Southern, Na 
tional and American in attendance.” 


1927-A Milestone 


Recalling this important triple 
convention, held in 1927 aboard 
the S. S. Noronic, Mr. Jordan ob 
served, “Because the directors of 
all three associations got together 
and settled many of their differ 
ences, it resulted in the ship being 
called ‘the Peace Ship.’ The years 
that followed proved that it was 
properly named.” 

Formation of the Joint Mer 
chandising Committee in 1930 to 
sell the industry to itself and to 
industrial customers was citcc by 
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Mr. Jordan as another major step 
on the road to ironing out mutual 
problems. “Both parties appre 
ciated each other's problems and 
learned it was possible to get to 
gether and thrash them out.” 

Expressing confidence in the 
future, Mr. Jordan stated, “This 
same method will be continued 
and there is no question in my 
mind but that the relationship be 
tween manufacturer and distributor 
will continue to improve year by 
year. 

“Today, manufacturers realize the 
distributor is actually their ‘ad 
vance sales force’, for he contacts 
the consumer for us. To sell our 
products successfully, he must be 
thoroughly trained as to the merits 
of our products.” 


The Manufacturer's Obligation 


Che newly-elected ASMMA pres 
ident continued, “This then is the 
obligation of the manufacturer in 
the coming year—to insure that each 
and every distributor salesman is 
conversant with his product, that 
his literature is up to date in every 
respect so that the distributor sales 
man can, in turn, pass this informa 
tion along intelligently to the ulti 
mate consumer.” 

As to the future, Mr. Jordan was 
optimistic. “There is no question 
but that we are going to have good 
business for some time to come. 
Some of the large companies—such 
as General Electric, Westinghouse, 
and many others—have completed 
their programs for expansions and 
investment in new machinery, etc., 
up to and including 1960. When 
companies of this magnitude are 
willing to spend millions, I feel it’s 
a very good gamble that we have 
nothing but good business to look 
forward to.” 





This one-man hoist is a rigger’s or mill- 
wright’s pride and joy! The % and 1-ton 
sizes are shoulder-weight—easily carried up 
ladders, accessible to almost any tight corner, 
portable to practically any place in the shop. 
Other sizes up to 6 ton capacity offer similar 
weight and utility advantages over conven- 
tional spur geared hoists. 

The Zephyr line also includes (1) plain 
and geared Army-trolley units with swivel- 


SHOP 


LIFTER 


action trolleys that traverse minimum radius 
curves freely; (2) headroom-saving, clevis- 
connected trolley hoists that eliminate 
casual hoist removal. Construction and 
mechanical features of all Zephyrs are noth- 
ing short of superb. Complete details are 
given in the new Chester Hoist catalog. It 
also includes full data on all Chester hand 
and electric hoists and overhead I-beam 
trolleys. Write for your copy today. 


CHESTER HOIST DIVISION, The National Screw & Mfg. Co. 
LISBON, OHIO 
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Chester Hoists 
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U.S. TOTALS 


March 1956 
Compared with 
February 1956 
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March 1956 
Compared with 


March 1955 











First 3 Mos. 1956 
Compared with 


First 3 Mos. 1955 
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+8% 


+18% 


+20% 





Supply Sales Trend 


Final Figures For March 1956 





March 1956 
Compared with 
February 1956 


March 1956 
Compared with 


Mareh 1955 


First 3 Mos. 1956 
Compared with 


First 3 Mos. 1955 








NEW ENGLAND 


Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 





- 1% 


+ 3% 


+ C% 


+11% 





+11% 


+2 1% 


+18% 


+24% 





+22% 


+27% 


+10% 


+24% 
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now is the time fo sell 
Yarway Impulse Steam Traps 
to Processing Plants 


@ Summer sales of YAaRwAY Impulse Steam Traps and Fine Screen 








Strainers are “ripe for picking”’ . . . in chemical, food, paper, plastics and 


other industries where heat processing spells production. 


YARWAY Impulse Steam Traps that ‘get equipment hot in a hurry and 
keep it hot” pay off not only in better production for users but in extra 
profits for you. Remember, each time you sell a YARWAY Steam Trap 
there is potential sale for other material ... and... these sales 


frequently lead to good repeat business. 


Don’t wait for another “heating season.” 
Sell these popular and efficient steam 
; traps NOW ... thousands of plants USE 
y) YARWAY. IMPULSE traps and BUY them all year ’round. 
STEAM TRAP . 
Be sure to get your share of this 


growing and profitable business. 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


impulse’ steam traps 


FINE SCREEN STRAINERS 


YARWAY 
FINE SCREEN 
STRAINER 
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SALES TRENDS (Cont’d.) 





March 1956 
Compared with 
February 1956 


March 1956 
Compared with 
Mareh 1955 


First 3 Mos. 1956 
Compared with 
First 3 Mos. 1955 











SOUTH ATLANTIC 


Delaware 

District of Columbia 
Florida 

Georgia 

Maryland 

North Carolina 
South Carolina 
Virginia 

West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 


Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 

New Mexico 
Utah 
Wyoming 


PACIFIC 
California 
Oregon 
Washington 








+ 2% 


+ C% 


+14% 


+ 9% 


+17% 





+18% 


+14% 


+17% 


+21% 


+11% 





+2 B hye 


+20% 


+10% 


+21% 


+135% 
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COTIP wn 


PORTER 
VINYL Sigh Tare 





@ HIGH DIELECTRIC STRENGTH 


Porter vinyl electrical tapes withstand high voltages 
without breaking down. No. 107 has 10,000 volts 
minimum resistance. No, 110, 13,000 volts mini- 
mum resistance. 


SAVES TIME 


Quicker than friction and rubber combinations 
This vinyl tape does the job of both—in one 
operation. 


MAKES NEATER JOBS 


Less bulky for use in terminal boxes and other 
confined spaces. Wraps neatly on cable, wire, 
harness, etc. Adheres readily and contours easily. 


LONG LASTING 


Resistant to abrasion, water, acids, alkalies and 
PORTER VINYL corrosion. Withstands humidity, high temperatures 
ELECTRICAL TAPE #107 and air exposure without losing adhesion. 


.008 mils thick 

¥%,” x 66' rotl in metal can, 

108 rolls per case. 

¥,” x 30’ roll, 5 rolls per dispenser, 
100 rolls per case. 

Also in 36 yd. rolls in widths 

from 4%" to 3”. 





PORTER VINYL 


ELECTRICAL TAPE #110 For steady, repeat business, Porter Vinyl Electrical Tape belongs 
.010 mils thick 

In 36 yard rolls, — on your shelves. Ideal for use on mass assembly of electrical parts, 
Y%,” through 2” wide. F 
Also in widths to 
individual specifications. 


In cartons, 100 roils - . . , 
per shipping case. extra sales, suggest Porter Vinyl Electrical Tape as essential 


junction boxes, switchboards, electrical motors and fixtures. For 


insulation to every purchaser of electrical tools. 


‘a Write for detailed information. 
g 


K PORTER COMPANY, INC 


QUAKER RUBBER DIVISION 


PHILADELPHIA 24, PA. @ SAN FRANCISCO 7, CALIFORNIA 


H. K. PORTER COMPANY, INC. 
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The Outlook for Business 





Business Calm, 
Confident of Future 


Consumers’ Role 
Still Crucial 


Prosperity Props 
More Numerous Now 


By the Economics Department 
McGraw-Hill Publishing Company 


es RESULTS of our survey of plans for capital expenditures are sufficiently impres- 
sive to make us wonder if anyone is still concerned about the business outlook 
for 1956. Businessmen are counting not only on good business this year, but in 
1957 and for several years beyond. And this confidence must be considered a 
major source of strength in the near-term outlook. 

For example, it has already been demonstrated that business generally can 
remain undisturbed by substantial declines in the production of automobiles 
and housing. A few years ago, this would have been enough to cause a general 
attack of jitters. Business is likely to remain similarly calm even if the summer 
hot-spell is featured by a let-down in steel production. As long as confidence in 
the long term picture is maintained, there will be no chain reaction in which 
investment plans collapse on the first bad news. 

For the same reason, it is hard to believe the almost frantic efforts of the 
Federal Reserve Board to restrain investment, by raising interest rates, will have 
any such restraining effect—much less the effect of really torpedoing the boom. 
When the buyers of capital goods want them badly enough to pay 10% to 15% 
increases in the cost of certain materials and equipment (over the past year), 
an additional 4% interest is not going to make much difference. In fact, rising 


interest rates on new security issues, and the readiness with which business 
pays them, are another measure of the strength and persistence of long range 


investment plans. 


Of course, there are other factors in the business outlook besides investment. 
Consumers still have a crucial role to play. In 1955, consumers spent $35 billion 
on durable goods—more than business. And they took $27 billion in new credit 
to do it—also more than business. 

Some of these consumers are farmers. And the farm income picture is still 
discouraging. None of the various measures now under debate by Congress and 
the Administration promise to restore either farm income or farm prices to the 
levels associated with free spending. Quite a few consumers also are people 
who would like a tax cut this year. It is possible, if there is neither a tax cut nor 
a special aid bill for farmers, that consumers will not be in as good a mood to 
spend later in ‘56 as most people now expect. But the possibility takes some 
conjuring, in view of the steady employment resulting from an investment boom 
and the likelihood of large wage increases. 


So, much as we try to maintain a conservative view, it looks as if this is the 
month to give out with some resounding cheers for the long look ahead. Advance 
plans for capital spending do not assure that the plans will be accomplished, or 
that the prospect ahead will turn out to be as rosy as it now seems. The fact is, 
though, the prospects for future business do have support in the form of 
both government and business commitments to spend record amounts on con- 
struction and durable goods. While variations are still possible in 1957-59, or 
even later in 1956, there are more props under the general level of prosperity now 
than ever before—if only because business has come to realize that it is important 
to drive in the props in advance. 

With the present long-range plans for research, new products and capital 
spending, it is entirely possible that the years 1955 and 1956 will turn out to have 
been only the start of another great surge in business activity. This will be 
so if industry accomplishes its present plans for 1957-59. We could miss these 
goals by quite a lot—and still have four very good years ahead. 
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WINS CUSTOMERS — 


CAP SCREWS 


“(pcos 


"LO-CARBS" for ordinary use 


The cap screw for use where mild steel satisfies the 

requirements of the job and special appearance is 

not required. Threads are accurate for perfect fit. FLAT HEAO 
Hexagon heads are clean cut, uniform and true CAP SCREWS 
for wrenching; machined chamfered points for 

easy assembly. 


“HI-CARBS"' for strength 


These cap screws of high carbon steel are skillfully 

double heat treated in our own modern atmospheri- ; 

cally controlled furnaces to have maximum strength a 
and toughness. The accurate threads, uniform and 

true hexagon heads, and machined chamfered points 

make for perfect fit and easy assembly. 


HEADLESS 
SET SCREWS 


Oniy Ferry Cap supplies three lines of hexa- 
gon head cap screws —“Lo-Carbs”, “Hi-Carbs”, 
“Shinyheads"’— for all needs. Carried in stock for 
prompt shipment. 


“SHINYLAND" 
MILLEO STUDS 


FERRY CAP Quality Bullds Distributor Repeat Business 


THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD ° CLEVELAND 13, OHIO 


Planetree and necegrrised opecialisle , cold upset screw products since 1907 
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Manufacturers’ New .. . 
Training Programs « Displays « 





oll “if 
‘a en. ae meee 


SESSION of Shaw-Box school is held at Chicago’s Sherman INSTRUCTORS lead product discussions which stress 
Hotel. One-day stands were instituted to bring classes to mechanical, functional, and sales aspects. Shaw-Box Sure 
distributors unable to attend week-long school held four Bucks are deposited in safe each time a selling feature is 
times annually at home office in Muskegon, Mich. driven home, to demonstrate distributor profits. 


Shaw-Box Puts School On The Road 


Shaw-Box Crane & Hoist Division, 
Manning, Maxwell & Moore, Inc., 
Whitman & Barnes Salesmen Program is conducting a series of one-day 

regional sales schools in principal 
cities across the country. 

Purpose of the new program is 
to give distributor salesmen product 
instruction and to enable them to 
analyze actual field hoisting prob- 
lems. Discussions on each line are 
led by the responsible product 
manager, who uses colored slides to 
stress the mechanical, functional 
and sales aspect of the line. 

Theme of the program is “Shaw 
Box Means Sure Bucks.” Each 
time, a sales feature is driven home, 
the speaker deposits a handful of 
Shaw-Box Sure Bucks in a simulated 
safe. As the program closes, the 
bucks are spilling out of the vault. 

et The school will eventually include 
a , principal cities on the Atlantic sea- 

WHITMAN & BARNES Div., United Drill & Tool Corp., Plymouth, Mich., board, as well as Los Angeles, San 

keeps distributor salesmen alerted to its name and products with monthly mailings 


of literature. Program includes furnishing each salesman yearly with pocket wallet Francisco and other West Coast 
and sending him pad of refills monthly in folder featuring a W&B product centers. 
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Packages 


¢ Films ¢ Literature 





Clark Bros. Standardizes 
Fastener Packaging 
Clark Bros. Bolt Co., Milldale, 


Conn., has revised and standardized 
its packaging and packing pro- 
cedures on its entire line of nuts 
and bolts. ‘The proportional size of 
the three shipping cases now in use 
permits stacking in any combina- 
tion. 

Standardized 
fit any of the three size cases, and 
packaging of fasteners in round- 
number quantities 100, 
etc.) facilitates inventory checking, 
according to the firm. 

Cartons are individually labelled, 
and the various labels are colored to 


individual cartons 


(25. 50. 


indicate particular products. 





Thor's New Catalog 
Is “Universal” 


Thor Power Tool Co., Aurora, 
Ill., has issued a new “universal” 
electric tool catalog covering the 
firm’s complete line of “Silver Line” 
and “Speed Tool” electric tools for 
use in automotive, industrial, con- 
struction, maintenance, trade crafts, 
and home workshop fields. The 
44-page publication gives specifica- 
tions and information on a number 
of tools the company introduced in 
the last eight months. 


Wickwire Ads Become Mail Series 








Each tool is pictured and de 


scribed, with other illustrations 
showing the tool in use. Specifica 
tion tables and other technical in 
formation are given, and there is a 
listing of attachments, accessories, 
and replacement parts 

The catalog is indexed, 


punched for insertion in a 


and 
ring 


binder. 


CATALOG 39-0 


Colorado Fuel and Iron Corp., 
Wickwire Rope Div., Palmer, Mass., 
is turning its current business paper 
advertising to the direct mail bene 
fit of industrial distributors. Reprints 
of the ads delineating the function 
of Wickwire 


to distributors for 


distributors are being 


sent mailing to 
their lists 
On the 


a‘ivertisement, 


reverse side of each 


W ickwire 


orated on aspects of the distribu 


has elab 


tor’s services, leaving space for the 
distributor's imprint at the bottom 

The ad series, depicting a cus 
assistance, has 


tomer in search of 


stressed how distributors are 
equipped to render such assistance 
One ad, without illustration, states 
that 


distributor is no bargain at all.” 


“a bargain that by-passes the 


The reverse-side copy on the ads, 
written from the distributor’s view 
point, underlines how salesmen can 
help in solving problems, how to 
order the right wire rope, and the 
various components of distributor 
service, etc. 


ADDITIONAL MANUFACTURERS’ ACTIVITIES START ON PAGE 200 





CUTTING 
SAWS 


by 
ATKINS 


ATKINS SAW DIVISION 
BORG -WARNER CORPORATION 
402 S. Illinois St. 
Indianapolis 9, Ind. 


ATKINS SAW DIVISION 
BORG -WARNER CORPORATION 


2202 S. Hill Street 
Los Angeles 7, Cal. 


ATKINS SAW DIVISION 
BORG -WARNER CORPORATION 
635 N.W. 16th Avenue 

@ Portland, Oregon 


A NATION-WIDE WAREHOUSE SERVICE 


ATKINS SAW DIVISION 
BORG-WARNER CORPORATION 
2400 Rossville Bivd. 
Chattanooga, Tenn. 


ATKINS SAW DIVISION 
BORG -WARNER CORPORATION 
11] W. Des Plaines 
Chicago 6, Ill. 


ATKINS SAW DIVISION 
BORG -WARNER CORPORATION 
5600 Tulip St 
Philadelphia, Pa. 


MACHINE 
KNIVES 


by 
ATKINS 





FILES 


by 
ATKINS 














PRECISION 
GROUND 
FLAT STOCK 


by 
ATKINS 


CARBIDE 
TIPPED 
SAWS 


by 
ATKINS 





ENGINEERING 








PRODUCTION 











the complete line 
for your customers 


Our metallurgists have found the right alloy 
- our engineers have designed the right 

cutting edge—the result is the Atkins Silver 
Steel line of saws and blades... that give your 
customer 

—consistent low-cost operation 

—maximum production 

—minimum down time 

—reduced do-overs 

—and longer production life. 


This all adds up to customer satisfaction .. . 
and profitable business—let Atkins Saws make 
money for you. 


WOODCUTTING 
SAWS 


by 
ATKINS 











DISTRIBUTOR 











Rockwell Mfg. Co. Acquires 
Assets of Walker-Turner 


Rockwell Mfg. Co. has acquired certain assets of 
the Walker-Turner Division of Kearney & Trecker 
Corp. 

Business, it was announced, will continue to be 
conducted from Walker-Turner’s Plainfield, N. J., 
offices. The firm name and line of power tools will 
be continued and distribution of their products will 
be maintained through Walker-Turner distributors. 

L. H. Russell, Walker-Turner sales manager, told 
distributors in a memorandum that a new sales policy 
was being drafted. He said more information would 
be forthcoming from the company’s district managers. 

“We want to stress above all to you as a Walker 
Turner distributor that Rockwell intends to operate 
Walker-Turner as a separate entity and continue the 
Walker-Turner name and products,” he said. “With 
Rockwell’s background and experience, it will be 
possible to continue to build and develop the Walker- 
Turner line on an accelerated basis so that you 
should be able to increase your Walker-Turner sales.” 


‘NEWS: 








MANUFACTURER 











Chicago Pneumatic Takes Over 
Allen Manufacturing Co. Assets 


Chicago Pneumatic Tool Co., last month added a 
second Connecticut firm, Allen Mfg. Co., to its 
operations. In July 1953 it acquired Jacobs Mfg. Co. 
of West Hartford. 

James G. Osmond, president of Allen, announced 
that personnel, company and sales policies would 
remain the same. The Allen name will be continued 
but the firm will be incorporated in the state of 
Delaware. 

“It has long been apparent to our stockholders and 
management,” said Mr. Osmond, “that substantial 
additional capital would be required to carry on the 
company’s sustained growth during the past decade 
to meet the challenge of the future. 

“Since 1945 the sales of both the socket screw in 
dustry and Allen have more than doubled, and we 
anticipate that the usefulness of socket screw products 
—with their unique internal wrenching feature—will 
be even greater in the next ten years. 

“Until now Allen has kept pace by reinvesting a 
major portion of its net earnings 





Home in Mountains Caps 41-Year Career 


W. D. Kirkpatrick, who retired 
recently from American Chain & 
Cable Co. after 41 years with the 
firm and its predecessors, will move 
this month to a new home in the 
Pocono Mountains. 

Vice president and sales manager 
of American Chain Division of 
American Chain & Cable Co., Inc. 
unti] this March, Mr. Kirkpatrick 
has built a new house in Buck Hill 
Falls, Pa. He and Mrs. Kirkpatrick 
will live there permanently after 
June 15. 

Mr. Kirkpatrick started as a sales- 
man for Weed Chain Tire Grip Co. 
in Philadelphia in 1914. He became 
a district sales manager for American 
Chain Co. after Weed merged with 
that firm and since 1936 had been 


W. D. Kirkpatrick 


ard Parts Association. 


each year in new equipment. But 
today’s high taxes makes future 
expansion of any magnitude diff 
cult to accomplish alone. At present 
we are operating our plant at ca- 
pacity with two 45-hour shifts and 
nearly 700 employees. We have a 
need for new facilities— more work- 
ing space and additional machines.” 

Since its founding in 1910 by the 
late Ira Dimock and William G. 
Allen, the Allen stock has been 
closely held primarily by the 
Dimock family. 


New Subsidiary Officers 


Officers of the new Chicago 
Pneumatic subsidiary are: Guy J. 
Coffey, board chairman and also 
president of Chicago Pneumatic 
lool; Stanley K. Dimock, vice 
chairman; Mr. Osmond, president; 


He was on | Malvern J. Mather, executive vice 


general sales manager 
American Chain Division. He is 4 
director of American Chain & Cable. 

Mr. Kirkpatrick is a past president 
of The Chain Institute, Hand Hoist 
Institute, and The National Stand- 


132 


of the | the Chain Industry Advisory Board 





in World War II. 

He is a former trustee of the First 
Presbyterian Church of York, Pa., 
and a director of the First National 
Bank of York. 
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president; Friend J. Whitney, vice 
president and treasurer; Ellsworth 
S. Grant, vice president and indus 
trial relations director; Stanley W. 
Dimock, secretary; and Willis D. 
Horner, sales manager. 





After eight years with Harry P. Leu, Inc., Orlando, Fla., Mrs. Ruth T. Gardner, 
the firm’s advertising manager, has accepted appointment as director of club services 


with the 


Advertising Federation of America in New York City 


Here she takes leave 


of Harry P. Leu, board chairman, and Paul J. Stine, president of Harry P. Leu, Inc 


In Florida she 
tral Florida 


was active in civic drives and headed the 


Advertising Club of Cen 





Frank M. Cruger Named 
Small Firms’ Consultant 


Frank M. Cruger of 
Manufacturers Supply Co., Indian 
apolis, was recently appointed to 
the National Council of Consult 
ants of the Small Business Adminis 
tration. 

Mr. Cruger has served on the 
board of trustees of the National 
Small Businessmen’s Association 
since 1953 and as secretary since 
April 1954. He is a partner in 
Indiana Manufacturers and is also 
vice president of Machine Products 
Corp. of Dayton, Ohio, a light 
He owns 


Indiana 


manufacturing concern. 
and operates a dairy farm in eastern 
Indiana. 

Mr. Cruger was elected president 
of the National Industrial Distribu- 
tors’ Association at the recent Triple 
Supply Convention, May 20-23. He 
previously served as first vice presi- 
dent. 

He has held 
the Central States 
tributors Association and 
president in 1949. He is also serving 
as a member of the National Legis 
lative Committee of the Indian 
apolis Chamber of Commerce. 


all offices of 
Industrial Dis 
was its 


Pittsburgh Distributors 
Elect Alberter President 


E. L. Alberter, first vice president 
of Somers, Filter & Todd Co., 
Pittsburgh, has been elected presi 
dent of the Pittsburgh Industrial 
Supply Club. 

John Tierney, of Penn General 
Supply Co., and C. A. Vetter, of 
C. A. named 
vice presidents. 


Turner, Inc., were 





Son Succeeds Father 
As Borg-Warner Head; 
Other Key Changes 


Robert S. 
istrative vice president, was elected 
Borg-Warner Corp 
succeeding his Roy C 
Ingersoll, who continues as board 
chief 


Ingersoll, an admin 


president of 


father, 
chairman and was named 
executive officer. 

Three new changes effecting top 
management were announced too 
Lester G. Porter was promoted 


administrative vice 


from an 
dent to the newly created post of 


presi 


executive vice president. 
Albert Steg, 


and controller, was named financial 


formerly treasurer 
vice president and treasurer. 

The duties of Robert W. Murphy, 
vice president and general counsel, 
VICE 


were include 


chairmanship of the 


expanded to 
executive 
committee. 

The younger Mr. Ingersoll has 
been with Borg-Warner 17 
president of the 


years 
He served as 
Ingersoll Products Division from 
1950 to 1954 and was appointed an 
administrative vice 
1953. 

Mr. Porter and Mr. Murphy have 
been with the firm 22 and 19 years 
respectively. Mr. Steg joined Borg 


Warner in May 1953. 


president in 








Richmond Firm Breaks Ground for Building 


Va., is handled by Joseph W 
B. Mize 


, Richmond, 


Young, firm’s oldest employee, and President Lloyd 
Squeezed out of present quarters by a new turnpike, company will build 


a $300,000 structure with 28,000 sq. ft. of space at Westwood and Rosedale Aves 


Occupancy is planned for October 


FOR ADDITIONAL NEWS, SEE NEXT PAGE ==> 





Norton Opens New California Plant 


Pre, Te 


ieee - ‘ . ne 
Norton Co.’s new Santa Clara, Calif., grinding wheel plant was opened officially 
May 7 with a three day open house program. It’s the firm’s first U.S. plant out- 
side of its Worcester, Mass., facilities. Guests included customers, distributors, and 
members of the community. On hand to welcome visitors were Milton P. Higgins, 
Norton president, George A. Garrison, plant manager, Ralph F. Gow, executive vice 
president and Abrasive Division officers. 


Salesmen from C. W. Marwedel, San Francisco, oldest U.S. distributor of Norton’s 
Here they watch worker form grinding wheels 

Chey received miniature grinding wheels as badges, which they 
Marwedel tied in with publicity on the new plant—customers on 
lie-in adver 


products were taken on a special tour 
with hydraulic press 
wore for a month 
its direct mail list 1eceived publicity from both Norton and Marwedel 
tising was run also. 


’ e- 
Norman Ekholm, Norton abrasives engineer, points out valves on hoppers where 
abrasive’ grain is stored to (left to right): Bill Smith of Garrett Supply Co., Los 
Angeles, Marwedel’s parent company; and Marwedel personnel—Robert Waugh 
salesman; Dwight Carroll, vice president; Ralph Vincent, general manager; Don 
Messenger and J. L. Callaghan, salesmen; Dave Owen, staff assistant; Bert Allyn and 
George McClaskey, salesmen; Frank Moglia, telephone salesman; and Jerry DeWitt 


salesman 
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Cameron & Barkley Co. 
Transfers Headquarters 
To Jacksonville, Fla. 


Rufus C. Barkley, president of 
The Cameron & Barkley Co., an- 
nounced that the firm was moving 
its executive offices from Charles- 
ton, S. C., to the new Prudential 
Building in Jacksonville, Fla. 

Mr. Barkley said that they would 
be sorry to be leaving Charleston 
but, “it is, unfortunately, on the 
northern fringe of our own expan 
sion . . . Jacksonville is in the very 
heart.” 

The company’s main offices have 
located in Charleston since 
the firm’s establishment 91 years 
ago. It has branches in Charleston, 
S. C.; Savannah, Ga.; and Jackson 
ville, Orlando, ‘Tampa and Miami, 


Fla. 


been 





J. W. Hays Takes Over 
At Hays Supply 

J. W. Hays has been made presi 
dent of Hays Supply Co., Memphis, 
succeeding his brother, the late 
George Hays. 

A. T. Hicks was named vice presi 
dent and E. J. 
treasurer. 


Langley secretary 





Athol Machine & Foundry 
Has New General Manager 


Benjamin J. Davis 
named general manager and sales 
director of Athol Machine & 
Foundry Co., President Arthur H. 
Starrett announced recently. 

Mr. Davis has been sales man 
ager of Trimont Division of Pierre 


Chain Corp. 


has been 





L. Eugene Johnson 
New Lewis Supply Head 


L. Eugene Johnson has _ been 
elected president of Lewis Supply 
Co George Frank was 
named vice president in charge of 


sales, succeeding John West who 


Memphis. 


has retired. 
Mr. Frank has been executive vice 
president since 1952. 





Tidewater Supply Co. Marks 40th Anniversary 


Handcart which delivered for Tidewater Supply Co., 


when this organization was 


founded in 1915 is inspected by Joseph Knight 


Started in 1915 by James A. 
Beasley, who was then only 25, the 
Tidewater Supply Co., of Norfolk, 
Va., is marking its 40th anniversary 
this year. Today Mr. Beasley still 
heads the firm that has expanded 
its size and coverage with large 
branches in Columbia, S. C. (1927); 
Asheville, N. C. (1934); Roanoke, 
Va. (1947); Richmond, Va. (1946); 
Knoxville, ‘Tenn. (1948); 
Greensboro, N. C. (1955). 

Mr. Beasley, who was born in 
Bath, N. C., came to Norfolk at the 
age of 16 and, after working at 
soda 


and 


tallying lumber and as a 
fountain clerk, joined the Henry 
Walke Co., then S. M. Price 
Machine Co. (until this firm went 
out of 1913) 
‘Taylor-Parker Co., where he learned 
the industrial supply and 
equipment 1915 he 
decided to form his own company, 


business about and 
about 
business. In 


Tidewater Supply. A push-cart in 
which supplies were delivered from 
the Commercial Place firm at its 
inception is still kept by the com 
pany and is being displayed this 
year. 

Tidewater Supply is now located 
in a new sprawling plant which 
occupies most of the 500 block of 
West 24th Street with ample park 





ing facilities. It has advanced from 
a firm of nine employees and less 
than 5,000 sq. ft. of floor space to 
a network of seven large operations 
with 300 employees and approxi 
mately 500,000 sq. ft. of floor space 
The firm operates on a departmen 
talized basis with five departments— 
supply, machinery, material han 
dling, machine tool and steel ware 
house. 

Other officers of the 
are: Robert R. Beasley, vice-presi 
dent; James A. 
urer; Joseph L. 


company 


Beasley, Jr., treas 
Nelson, executive 
vice-president; James M. Nimmo, 
vice-president; James R. Goff, vice 
president; Claud M. Stutts, vice 
president, and Richard S$. Harris, 
secretary. 

The firm also has a sales office in 
Greenville, S. C. 





Marshall-Wells Headed 


By Firestone Tire Man 


Gordon V. Mead, formerly with 
Rubber Co., has 
been elected president of Marshall 
Wells Co., Duluth, Minn. 
Mr. Mead had been with 
stone 27 
merchandising manager. 


Firestone Tire & 


lire 


years and was general 





First Quarter Sales 
Up 1.6 Million at 
Ducommun, Bearings, Inc. 


Bearings, Inc., Cleveland, and Du 
commun Metal & Supply Co., Los 
Angeles, each reported a 1.6 million 
dollar increase in sales over 1955 for 
the first three months of this year 

(The fact that distributors 
sales are on the upgrade is 
shown in ID’s Supply Sales 

Trend figures (see pages 122 

and 124 National distribu 

tor sales are up 20% for the 
first quarter as compared to 
last year’s figures. ) 

Joseph M. Bruening, Bearings’ 
president, that 
month’s sales in the third quartet 
of the firm’s fiscal year ended March 
31, 1956 had set new records with 


announced each 


March reaching a new all time high 
Net sales for the third quarter were 
$5,864,007, 
over 1955 third quarter sales 

Net 
period ended March 31 amounted 
to $15.280.635. an ot $4 
207,952 over last year’s figures. The 
first nine months of this fiscal year 


an increase of $1,634,656 
sales for the nine months 


Increase 


almost equaled Bearings’ net sales 
for the entire previous fiscal year 
Ducommun reported the highest 
first quarter sales, earnings and em 
Sales for 
1956 to 


ployment in its history 
the first three months of 
taled $10,932,291, as compared with 
$9,235,518 for the same 1955 period 
Net income in the first quarter 
totaled $408,488, equal to 83.8 cents 
a Share. Last year the company 
earned $304,270 or 62.4 a share for 
the same period 
now 
Los 


threc 


More than 800 people are 
employed in Ducommun’s 
headquarters and 
Berkeley, San 


Ariz 


Angeles 
branches in 
Calif., and Phoenix, 


Diego 





Becomes Vice President 


John A. Marsh has been named 
vice president in charge of air and 
Rivett Lathe & 


He had been sales 


hydraulic sales by 


Grinder, Inc. 


manager of the division 


FOR ADDITIONAL NEWS, SEE NEXT PAGE ===> 





Machinery & Tool Trade To Honor Morris Abrams 


Morris Abrams, president of 
Morris Abrams, Inc., New York, 
will be the guest of honor at the 
machinery and tool trade’s annual 
dinner June 7 in behalf of the 
United Jewish Appeal. 

Mr. Abrams is being honored in 
appreciation of his years of active 
service in the field of humanitarian 
endeavor and for his devotion to the 
cause of the United Jewish Appeal. 

Sam E. Aaron, Aaron Machinery 
Co., is heading the 1956 campaign 
of the UJA Machinery, Tools and 
Equipment Division. 
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Hucksters’ Outing 
Slated For June 


The 7th Annual Golf Outing of 
the Chicago Hucksters and their 
guests, will be held June 7th at the 
Thorngate Country Club in Deer- 
field, Il]. Arrangements are headed 
by Walter R. Barlow, Jr., The 
Jacobs Mfg. Co. 

Besides golf features will include 
an evening banquet, and prizes for 
high and low gross. Climax of the 
day will be the formal award of a 
certificate voted by Huckster 
members to the area’s outstanding 
industrial distributor salesman. 





Gilbert Employees Fete Founder on 80th Birthday 


A surprise party for Cyril Gilbert, 
co-founder of Pratt-Gilbert Hard- 
ware Co., Phoenix, was staged re- 
cently by employees and officers in 
honor of his 80th birthday. Feature 
of the party in the company’s offices 
was the presentation of a scroll 
signed by all company personnel and 
by Arizona’s Governor, Ermest W. 
McFarland, and Phoenix’ Mayor, 
Jack Williams. 

A report on the party was pub- 
lished in the organization’s exter- 
nally-circulated house organ, Pratt 
Gilbert News, along with pictures of 
Mr. Gilbert with all personnel and 
with those who have been employed 
by the company for more than 20 
years 
Ed Gollwitzer, secretary and gen- 
eral manager; Perc Dingle, Murray 
Johnston, Mrs. Velma Ellis, Dick 
Jeffries, Roy Shoemaker, Bert Smith, 
Charles Hill, Ed Keller, Paul Estrada 
and M. G. Segovia. 

The report of the 
written by a nationally-known au- 
thor of Western stories, Oren Ar 
nold, whose material has been pub 
lished in the Saturday Evening Post. 
Mr. Arnold told of Mr. Gilbert's ar 
rival in Phoenix with $8. 

. “He didn’t know a soul in town,” 
Mr. Arnold reported. “He had no 
letters of credit, no ‘introductions’, 
nothing to rely on except his native 
wit and confidence.” 


Included in this group are 


event was 





A special scroll of congratulations is presented 


president of Pratt-Gilbert Hardware Co 


to Cyril Gilbert by his son, Elbert, 
[he presentation was made at a surprise 


party in celebration of the elder Mr. Gilbert’s 80th birthday 


“As he stood on that corner, an 
other stranger approached him and 
said: ‘Do you suppose you could 
spare me 50 cents?’ It probably was 
some bum wanting money for liq 
uot, but the young Englishman re 
plied, ‘If you need 50 cents badly 
enough to beg for it, you probably 
could use a whole dollar. Here my 
friend.’ And he held the doilar out 
to the man.” 

The company, Pratt-Gilbert, was 





launched as a result of Mr. Gilbert's 
losing his job as a bookkeeper with 
a hardware firm when the company 
became defunct. A carload of farm 
wagons consigned to the defunct 
firm was on a railroad siding and 
Mr. Gilbert pooled his few dollars 
with Charlie Pratt to take over the 
wagons. They sold the wagons 
promptly, made a profit and the firm 
of Pratt and Gilbert was born. That 
was in 1899. 


ADDITIONAL NEWS STARTS ON PAGE 256 





Yale Cable King 
easier to sell... 
because 

it’s easier to use 


Yale Electric Cable King lifts log to peeling lathe at Linnton Plywood Association’s Portland, Oregon plant. 


More proof that Yale Electric Cable King 
is the world’s most rugged hoist: With 
fingertip push-buttons on each hoist, a 
single operator at Linnton controls all 
heavy lifting and moving with maximum 
safety and ease. Cable King with motor- 
driven trolley lifts 5-ton logs some 35 feet 
to the plant floor ...moves them to storage 
...takes them to the peeling lathe. There’s 
no time out for cooling, because exclu- 


sive Yale air cooling and special load 
brake lubrication dissipate heat quickly 
and completely. 

Available in capacities from 14 to 15 
tons, the Yale Cable King is precision- 
built for rugged duty cycles in plywood 
plants, paper mills, foundries, plant yards 
and warehouses. Tell your prospects about 
these Yale features...features that make 
Yale Hoists your easiest sales. 


YALE 


INDUSTRIAL LIFT TRUCKS AND HOISTS 


*Reg. U.S. Pat. Off. 


INDUSTRIAL DISTRIBUTION © JUNE, 1956 


Gas, Electric, Diesel & LP-Gas Industrial Trucks * Worksavers * Hand Trucks * Hand & Electric Hoists « Pul-Lifts 
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Price Index for 19 Product Classes 
(1947-49—100) 


“o Change 
Mar. Feb. Mar. From 


NAME OF PRODUCT CLASS "56 56 °55 Year Ago 
Abrasive Products 128.8 128.8 117.2 +-9,9 


Cutting Tools 143.9 143.7 126.0 + 14.2 


Fans and Blowers 157.4 157.4 143.6 + 9.6 
Fasteners 169.2 168.3 155.6 +$.7 
Incandescent Lamps 147.2 147.2 147.2 0 
Industrial Rubber Products 141.8 141.8 135.7 
Lubricants 83.0 82.1 71.7 


Materials Handling Equipment 148.1 134.5 


Mechanics Hand Tools 157.6 57. 146.7 
(Files, saw blades) 


Metalworking Accessories 137.6 
Motors 109.6 
Paint 114.0 
Portable Power Tools 120.9 
Power Transmission Equipment 137.0 
Precision Measuring Tools 125.9 
Pumps and Compressors 134.1 


Steel Products 57. Sé- 144.7 


(Pipes, bars, nails, wire rope, etc.) 
Valves and Fittings 135.2 


Welding Machines 129.2 


(Equipment, rods) 


Total Index 132.0 


Source Bureau of Labor Statistics an 
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ON THE MARKET.... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Ey 


Impact Wrenches 
Attachment For 
Inaccessible Locations 

No. 568, a right-angle attachment 
for air and electric driven impact 
wrenches is recommended for op 
erations involving inaccessible loca- 
tions. 

It fits any 4-in square drive im 
pact wrench, features a %§-in spindle 
offset front, right and left, is less 
than 6-in long, has a head height of 
22-in, and weighs 24 Ibs. 

Thor Power Tool Co., Aurora, 


Til. 


Dry Fluid Drive 
Thermal Cutout Protects 
Against Overheating 
A new thermal cutout has been 
added to Flexidyne, the manufac 


turer’s dry fluid drive unit. 

Recommended especially for all 
unattended installations of Flexi 
dyne, it contains a trigger spring, 
held down by an alloy thermal pin. 
Before the Flexidyne can heat up 
enough to cause any damage, it 
is claimed the thermal pin will melt, 
allowing trigger to spring out so that 
it will push the non-sparking 
striker of the special switch to “off” 
position. 

To reset the unit, 
screw, push back trigger and insert 
new pin, then reattach to Flexidyne 
with the single screw. 

Dodge Mfg. Corp., Mishawaka, 
Indiana 


remove onc 


| 
L 


Bearing Mounts 


Positive-Seal 
Eccentric Locks 


Known as ‘Type SYH-X 
pillow block and ‘Type F'Y-X unit 
flanged mounting, two new beat 
ing mounts have been added to the 


unit 


company’s line. 

Both mountings are suited for 
applications where pedestals are not 
available and the bearing housing 
must be mounted at right angles to 
the shaft. 

Bolt holes are spaced to allow the 
units to be interchangeable with 
mountings of similar design. 

SKF Philadel 
phia 


Industries, Inc., 
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Fastening Tool 


Manually Drives Fastener 
Through %4-in Steel 


Called Shure-Set, a new multi-use, 


manually-powered fastening tool, 
has been announced. 

According to the manufacturer 
the new tool seats a specially-con- 
structed fastener into a variety of 
materials such as concrete, concrete 
block, cinder block, brick and steel. 
It is packaged in a metal carrying 
kit with long and short collars, }- 
in and ,*;-in stud holders, and drive 
rods. 

Ramset Fastening System, Olin 
Mathieson Chemical Corp., New 


York 


Hose 
For Wash-Up 
Applications 


Developed for maximum flexibil 
ity under the high pressure hot 
water and steam conditions and 
service requirements found in fish 
canneries, meat packing houses, 
dairies and food processing plants, 
a new hose has been added to the 
company’s line. 

Known as Revelation Wash Up 


hose, the inner tube is made of heat 





TODAY 


. PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





resisting compound, a high tensile 
steel wire braid reinforced carcass 
prevents from bursting or 
ruptures, and a white Neoprene 
cover is bonded to the wire carcass 
by a ply of heat resisting cord yarn. 

The new hose is available in I. 
D.’s of 4, ? and 1-in and will handle 
saturated steam to 150 Ibs psi. 

Hamilton Rubber Mfg. 
Trenton, N. J. 


hose 


Co., 


Abrasive Belt Machine 


For Grinding, Polishing, 
Deburring Applications 


Model DBA-IF Flex-A-Belt, a 
machine said to be applicable to 
any of the basic abrasive belt ap 
plications found in a_ grinding, 
polishing or deburring department, 
has been announced. 

It is a double end motor unit and 


is available in three varieties: with 
two Flex-A-Belt arms; with one Flex 
A-Belt arm and one standard con 
tact wheel grinding arm; with one 
Flex-A-Belt arm and one side of 
motor open for grinding wheel, buff 
or brush application. 

Curtis Machine, Sub. Carborun 
dum Co., Jamestown, N. Y. 


Roller 
For Fence Maintenance 
Features 1'2-in Nap 


An extra-long nap on a new kind 
of lamb’s-wool roller is said to reach 
around fence wires and coat about 
70% of the opposite side in one 
stroke. 

An oversize sleeve diameter gives 
the roller greater carrying capacity 
and minimizes waste and spatter. 
It is also recommended for coating 
corrugated metal, brick, concrete 
block and cinder block. 

Rust-Oleum Corp., Evanston, III. 


Abrasive Wheels 


For Polishing Metal 
With Portable Hand Tools 


Composed of die-cut pieces of 


coated abrasive cloth bonded with 
resin and locked into a hub, new 
small “PG” wheels have been added 
to the manufacturer’s line. 

Available in 6 to 10-in diameters 
widths, 
ll-in diameter in 2, 24 
and face the wheels 
are made with aluminum oxide or 
silicon carbide mineral on a cloth 
backing, in grits ranging from 50 
through 320. 

Minnesota Mining & Mfg. Co., 
St. Paul, Minn. 


14, 2 and 3-in face 


with 1, 
and in an 


3-in widths, 


Lathe 


Swing of 20-in From Side of 
Base to Face of Inner Flange 


Newly designed Model VRROW 


lathe is a two-spindie, variable speed 


(Continued on page 147) 


FOR AN INDEX OF THIS MONTH’S NEW PRODUCTS, SEE PAGE 147 








PRODUCTION OF 


TAPPED HOLES AT 


MINIMUM COST... 


...is the main reason 

that Winter Taps are 

steady repeat-sellers. 

Over the years, strong promotion 
of Winter Balanced Action 

has built wide 
quality-—recognition. 

They're business builders—— 

the taps with BALANCED ACTION. 


All Winter advertisements say 


CALL YOUR 
WINTER DISTRIBUTOR 


UNIFORM 
FLUTE CONTOURS 


« 





PRECISION CHIP ACCURATE AND © 
DRIVER CONTOURS CONCENTRIC CHAMFERS 























CALL YOUR 
NATIONAL 
DISTRIBUTOR 














WATSON-STILLMAN 
FORGED STEEL FITTINGS 


FOR: 
fel ight Connections 
in pressure piping 


@ In high pressure steam lines... process liquid and gas 
piping... hydraulic fluid lines...wherever strong, tough 
pipe joints are needed, Watson Stillman Forged Steel Fit- 
tings provide a safety factor against costly piping failures. 
They resist pressure, heat, corrosion, shock and vibra- 
tion because they're drop-forged of high quality stecl to 
produce a dense, tough, forged-fiber structure that can 
really take it. 

Extra strength is built into W-S fittings in other ways 
too...such as the heavy reinforcing bands extending 
well beyond the threads or sockets. 


e Process Liquid 
and Gas Piping 


Protect your high pressure piping system with Watson- 
Stillman Forged Steel Fittings. Available in carbon, 
stainless and alloy steels, in Screw-End and Socket-Weld- 
ing Types to meet your service requirements, Send today 
for Free Catalogs. 
Bulletin A3-50—Forged Steel Fittings 
Bulletin S-1-55—Stainless and Alloy Fittings 
Bulletin U-1—Forged Stee! Unions 
Bulletin S-3-55—150 Ib, Stoinless Fittings e High Pressure Lines 


Sold Through Leading Distributors 


Ge W-S FITTINGS DIVIS 





i 


HKD H. K. PORTER COMPANY, INC. 
: Roselle, New Jersey 
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A MESSAGE TO AMERICAN INDUSTRY * SECOND OF A SPECIAL SERIES 


THE SHORTAGE OF SCIENTISTS AND ENGINEERS: 


Are We Losing 
the Race with Russia? 


THERE is new confidence in the Kremlin. One 
key reason is expressed in a recent boast of 
Communist Party Secretary Khrushchev: “*The 
capitalists always regard our people as 
being backward, but today we have more 
engineers and more supporting engineer- 
ing technical personnel than any capital- 
ist country.”” He promised that this lead 
would be widened and that communism would 
be victorious without war. 

This boast cannot be dismissed as communist 
propaganda. Admiral Lewis L. Strauss, chair- 
man of the U, S. Atomic Energy Commission, 
has warned: “In five years our lead in the 
training of scientists and engineers may be 
wiped out, and in ten years we could be 
hopelessly outstripped. Unless immediate 
steps are taken to correct it, a situation, 





Engineering Graduates in the United States and Russia 
1946-1960 
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Source: Nicholas De Witt, Soviet Professional Manpower; 
U.S. Office of Education; McGraw-Hill Dept of Economics 
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already dangerous, within less than a dec- 
ade could become disastrous.” 

This second editorial in a series on the short- 
age of scientists and engineers is designed to 
explore as carefully as possible the facts and 
the implications of the new emphasis on techni- 
cal training in the Soviet Union. It draws 
heavily from the authoritative book Soviet Pro- 
fessional Manpower, prepared for the National 
Academy of Sciences and the National Research 
Council by Nicholas DeWitt of the Russian Re- 
search Center of Harvard and released recently 
by the National Science Foundation. 


Trend Is Against Us 


If the Soviet Union already has a lead in 
technical manpower, it is not very great. Both 
the United States and Russia now have around 
a million scientists and engineers. About a third 
of the Russian engineers were trained on in- 
ferior pre-1935 standards. It’s the trend — 
shown in the chart — that is alarming. 

Over the last five years we have turned out 
only 142,000 engineers, compared to an esti- 
mated 216,000 in Russia. In 1955 our output 
was around 23,000 compared to their 63,000. 
Over the next five years our projected output is 
153,000, against at least 400,000 in Russia. 
There will be an additional 150,000 or more 
in the satellites and Red China. 

In Russia, 30% of the college students are in 
engineering, compared to 8% here. Another 
30% or more take degrees in natural sciences. 
Moreover, unlike ourselves, the Russians are 
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ploughing back a large proportion of their 
science graduates into teaching, which implies a 
rapid buildup in the future. 


Quality As Well As Quantity 


It would be foolhardy to assume that these 
new Russian graduates are inferior to ours in 
the quality of their technical training. They 
start out with much more intensive mathemati- 
cal and scientific preparation at the high school 
level. They study harder and longer in college, 
with more laboratory work and more practical 
training. Their courses and textbooks seem to be 
as thorough as ours. Even though the Russian 
graduates may be overspecialized, they get 
results. 

These results have been striking. The Rus- 
sians developed both A-bombs and H-bombs 
faster than we expected, and it’s not certain 
that they had to rely much on espionage. They 
pushed ahead of us for a while in jet fighter 
design, and they showed up with a fleet of long- 
range bombers well ahead of schedule. They 
are crowding us on nuclear power, electronics 
and automation. There are grave fears that they 
have established a lead in the vital field of mili- 
tary rockets. 

- The goal of Soviet scientific manpower policy 
includes not only weapon supremacy but also 
leadership of the neutral and uncommitted 
areas of Asia, Africa and the Middle East. The 
Soviet leaders may be bluffing in their offers to 
export capital, but they are preparing to export 
Russian scientific and technical know-how in a 
big way. 


How They Do It 


The Russians are determined to win the race 
for scientific supremacy, and they do not count 
the cost. They pay their scientists and engi- 
neers salaries that seem fantastic when 
compared with other Soviet incomes. 

Senior professors, research scientists and top 
engineers are a major segment of the Russian 
elite. Their incomes are frequently six to ten 
times the average industrial wage. (In the U. S. 
six to ten times the average industrial wage 
would be $25,000 to $40,000 a year.) Housing 
and other privileges are correspondingly lavish. 
While preaching equality, the Soviets use capi- 
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talistic incentives far more boldly than we do. 
Indeed, practicing engineers and scientists have 
been complaining about the exalted status of 
professors and top research people, and salary 
scales are now being adjusted to give greater 
emphasis to practical results. 

The Russians are also generous in their 
aids to education. Tuition has just been made 
free at all levels. Undergraduates receive 200 to 
500 rubles a month and graduate students 800 
rubles (about equal to an industrial wage) to 
cover living expenses. The biggest stipends go 
to science and engineering students. College 
students are deferred from military service, and 
engineers and scientists often enjoy continued 
deferment even after graduation. 

Finally, the Soviet leaders can channel 
engineers and scientists — and all other 
human and material resources — into any 
area they choose. And the areas the Soviet 
leaders choose are predominantly those that con- 
tribute to military or political objectives, rather 
than to a better life for consumers. 


What’s Our Answer? 


We are certainly not going to adopt 
Soviet methods. We do not want scientific 
robots, but free men, able to understand 
and add to our democratic heritage. At 
the same time, our world leadership in 
technology — and perhaps even our sur- 
vival as a nation — will be threatened if we 
allow ourselves to lag far behind Russia 
in the training of scientists and engineers. 
Ways to keep the United States in the race will 
be discussed in a later editorial in this series. 





This is one of a series of editorials prepared by 
the McGraw-Hill Department of Economics to 
help increase public knowledge and under- 
standing of important nationwide develop- 
ments of particular concern to the business 
and professional community served by our 
industrial and technical publications. 

Permission is freely extended to newspapers, 
groups or individuals to quote or reprint all or 
parts of the text. 


PRESIDENT 
McGRAW-HILL PUBLISHING COMPANY, INC. 
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On The Market Today 


(Starts on page 140) 





buffing and polishing lathe with a Spindle speeds can be changed 

wider swing. instantly while lathe is running by 
The two spindles operate inde turning the dials. 

pendently, each having its own Hammond Machinery Builders 

motor and variable speed control. Inc., Kalamazoo, Mich. 

Each operator has full 5, 74 or 10 

(Continued on page 150) 


hp on each wheel. 





Index of This 
ABRASIVE BELT MACHINE 


dum Co. 
ABRASIVE WHE EL 5 
Minnesota Mining & Mfg. Co 
BEARING MOUNTS 
SKF Industries, Inc. 
BUSHINGS 
Jergens Div., Donley Products, 
Inc. — 
CASTERS 
Rapids-Standard Co., Inc 
CHUCK 
Horton Chuck, Div. E. Horton 
& Son Co 
CLUTCHES 
V-Belt Clutch Co 
COUPLING 
Sier-Bath Gear & Pump Co 
CUTTER, DRY-ABRASIVE 
Campbell Machine Div. Ameri- 
can Chain & Cable Co... 
CUT-OFF MACHINE 
Walker-Turner, Inc 
DRESSER 
J & S Tool Co. .. 
DRILL BLANKS 
Whitman & Barnes 
DRIVE 
U. S. Electrical Motors Inc. 
DRIVE, DRY FLUID 
Dodge Mfg. Corp 
END MILLS 
Putnam Tool Co 
FAN, DUCT-BOOSTER 
Chelsea Fan & Blower Co., Inc. 
FASTENING TOOL 
Ramset Fastening System, Olin 
Mathieson Chemical Corp 
FEEDER 
Eriez Mfg. Co 
HACK SAW FRAME 
Henry G. Thompson & Son Co 
HOSE 
Goodyear Tire & Rubber Co. . 
Hamilton Rubber Mfg. Co.. 
HOLDER, INDICATOR 
L. S. Starrett Co 
HOLDER, WORK 
Delta Power Tool Div. Rock- 
well Mfg. Co. 





Curtis Machine, sub. Carborun- 


Month’s New Products 


LATHE 


Haramond Machinery Builders, 


Inc. 

NAILER 

Auto-Nailer Co 
OILING SYSTEM 

Oil-Rite Corp 
OVEN, BENCH 

Grieve-Hendry Co., Inc 
PALLET LIFTERS 

Cady Metal Fabricating Co 
PUMPS 

Gardner-Denver Co 
ROLLER 

Rust-Oleum Corp 
SAWS 

Boice-Crane Co. 

Wells Mfg. Corp 
SEALER STICK 

Lake Chemical Co 
SOLDER 

Hercules Chemical Co 
TANK 

Paasche Airbrush Co 
TAPE 

Permacel Tape Corp. 
TAPPING ATTAC HME! IN’ r 

Ettco Tool Co., Inc 
TEST PLUG KIT 

Imperial Brass Mfg. Co 
TORCH 

Arcair Co. 
TRAP 

Sarco Co., Inc 


TROLLEY 
Shaw-Box Crane & Hoist Div., 


Inc. 
TUBE FITTINGS 
Weatherhead Co 
VIBRATOR, CONCRETE 
Wyzenbeck & Staff, Inc 
VISE 
Cardinal Machine Co.... 
Columbian Vise & Mfg Co. 
WRENCH, IMPACT 
Thor Power Tool Co 
WRENCH, SOCKET 
Plomb Tool Co 


Manning, Maxwell & Moore, 
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KEYWAY 
BROACH 
KITS 


a “must” in every machine 
shop and every maintenance 
department, for cutting any size 
keyway from ie" to 1” in any 
bore from \%" to 3” — by hand in 
one minute. 


SQUARE HEXAGONAL 
BROACHES 


to meet the demand for stock 
broaches that will finish cast or 
drilied holes in one pass. For 
Hs" to %" holes. 


PRODUCTION TYPE KEYWAY 
BROACHES for quantity pro- 
duction of keyways also avail- 
able from stock in ten populer 


Winute Wan 


MAGNETIC 
BASES 


hold dial indicator 
ga es. 360° horizon- 
al, 180° vertical 
swing. Save set-u 
time, increase wor 
accuracy. One sells 
another. 


du MONT 
H. S. Ground 
TOOL BITS 


square and rectan- 
gular, with the bdal- 
anced combination 
of toughness, wear 
resistance and red 
hardness that keeps 
users coming back 
for more. 


3 Files 
+ ‘ ag 

+¢ “nig RA 
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To industrial supply men 


Blackhawk 


help you penetrate 


These tools are essential throughout every basic step 
in modern manufacturing . . . in construction, instal- 
lation, production, quality control and maintenance. 


Here's why “Porto-Power” sales are Booming Only 
Blackhawk builds ‘“Porto-Power’’* a complete line of 
remote control hydraulic jacks with attachments to push, 
pull, lift, press, bend, spread and clamp . . . apply tons 
of force on 1001 jobs . . . to automate production and 
bring low cost hydraulic power all along the industrial 
front! Above, just one “Porto-Power” pump sends power 
to eleven rams to force all turbine blades into their slots 
simultaneously. A perfect example of time and labor sav- 
ings through “Porto-Power” and another example of 
why Blackhawk Hydraulic Tool sales are skyrocketing. 


A mushrooming market for Hand Jacks! Every day 
they’re finding new ways to cut downtime, get con- 
struction jobs done, with Blackhawk Hydraulic 
Tools. Big problems of lifting, pushing, pulling are 
licked with greater safety and efficiency and with 
fewer men involved. Above, a column jacking job 
that would ordinarily take a whole crew of men is 
handled smoothly and rapidly by two men and three 
Blackhawk 50-ton Hydraulic Jacks. Blackhawk Jacks 
and “Porto-Power” also help get construction equip- 
ment repaired right on the job! 


148 INDUSTRIAL DISTRIBUTION © JUNE, 1956 





who want NEW business... 


Hydraulic Power Tools 





every industrial market 





&.. 

New sales opportunities in quality con- 
trol) — Blackhawk Hydraulic Jacks 
with easily attached gauges provide a 
simple, accurate method of testing the 
ability of products to withstand stress- 
es. Above, a gauge-equipped jack gives 
a precise reading in a materials test. 
Other gauge-equipped hydraulic tools 
weigh vast tonnages or apply measured 
pressure in production operations 


To sell the 


Blackhawk Jacks are big in your profit picture. 


Maintenance crews are hot prospects, 
too! Throughout industry — and con 
struction — Blackhawk “Porto-Power”™ 
is setting new records for fast, cost-cut 
ting maintenance. Here, only one man, 
using “Porto-Power” equipped with 
a plunger toe and “V”, base moves 
heavy machinery — saving money and 
man-hours by eliminating inefficient, 
dangerous crowbar methods 


Big wave of Pipe Bender sales! Plant 
electricians and contractors everywhere 
are sold on Blackhawk Hydraulic 
Tools for faster, easier installation 
work. Here, the S-130 Pipe Bender 
for bending %-thru 2-inch pipe and 
conduit — demonstrates its efficiency 
in a difficult spot. Pipe Benders also 
mean chances to sell the P-182 pump 
for electric-power pipe-bending 


most — to the most markets 
don’t sell just jacks — sell hydraulic tools! 





hours and materials cost 


everything that indus- 


But the whole versatile Blackhawk line — the 
most complete hydraulic tool line built — can 
make your equipment volume grow with astonish- 
ing new vigor, and pull business from spots you've 
never been able to crack before. In fact, within 
the broad area of hydraulic power use, your mar- 
kets are limitless! That’s because you'll be selling 
speed, efficiency and safety — big savings in man- 


try demands today. You can meet these demands 
only with Blackhawk Hydraulic Tools. 


The Blackhawk man wants to see you 
Why not look into the big program Blackhawk has 


launched to really move hydraulic tools for you? 
Contact us for complete information immediately 


... there’s no obligation involved. 


World's largest manufacturer of 


HYDRAULIC POWER TOOLS 


BLACKHAWK 


Blackhawk Mfg. Co., Dept. H-1766, Milwaukee 46, Wisconsin 


Hydraulic jacks 
thry 100 tons 


Power-Driven 
hydravlic pumps 


Hydraulic pipe benders 
ond knockout punches 


**Porto-Power"’ 
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LAAYE AT TAL 


INDUSTRIAL 


BRUSHES and BROOMS 


Service for your customers 
PROFITS FOR YOU 


Service from maintenance equipment is what 
interests plant managers — actual tests prove 
CAPITAL Brushes and Brooms outlast like equip- 
ment. You can build up a profitable business 
with CAPITAL — supply the right brush or broom 
for a given job from this complete line. 


Duct-Booster Fan 


ew 
© urge , Works Under 
users to buy 
thru their local Static Pressure 
distributors » 7 
Increased air flow in ducts where 


static pressure is encountered, in 


I Be D iA N A PO LI Ss paint spray booths, kitchen hoods 


BRUSH AND BROOM MANUFACTURING CO. and similar ventilating equipment, 


CORNER BRUSH ond BROOM STS. Est. 1890 INDIANAPOLIS, 7, IND. is said to be accomplished with the 
company’s new fan Type PLDX. 


Available in seven sizes with 
motor ratings ranging from 4 to 10 
hp, motor is outside of air stream, 
and unit will operate in any posi- 


‘ tion. 
e Chelsea Fan & Blower Co., Inc. 


Plainfield, N. J. 








Feeder 


Easy Installation, 


You really get your 
Requires No Rectifier 


money’s worth when 

you buy precision Called the HI-VI electro-perma- 

screw machine prod- nent magnetic vibratory feeder, 

ucts made by ‘‘you new units have been introduced to 

know W.H.O.*”’ operate directly on 115 volt or 230 

volt AC, without a rectifier. 

he electro-permanent magnetic 
<7 “2 CAP SCREWS « COUPLING BOLTS 
sm swe ee **' SET SCREWS « MILLED STUDS 


. our specialty. 
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As a final step in the manufacture of Powell Valves, every 
valve is subjected to an actual line test—a positive method 
of testing. For special services, valves can be given hydro- 
static, air and gas tests so that they will meet various fluid 
control services. 

Thus, when the pressure is on you—when you have a pro- 
duction schedule that must be met—that’s when you'll be glad 
you installed Powell Valves. 

No matter what your flow control problem may be, Powell 
has valves designed to solve your problem. And you can depend 
on long, trouble-free service. Through careful quality control, 
every Powell Valve has PERFORMANCE VERIFIED. 


Because of Powell's painstaking quality control, plant shut- 
down through valve failure is greatly reduced. Records from 
_ refineries, power and industrial plants the 
— world over prove it. 

Consult your Powell Valve dis- 
tributor. If none is near you, we'll 
be pleased to tell you about our 
complete quality line which has 

Performance Verified. 


The Wm. Powell Company 
Cincinnati 22, Ohio 


«--110th YEAR 


FIG. 375—Bronze “White FIG. 1793—Iron Body Bronze Mounted _—FIG. 2608—Bronze “WS” Full 
Star” Gate Valve for 200 “Model Star” Gate Valve for 200 Flow Globe Valve for 200 
Pounds W.S.P. W.0.G., 125 W.S.P. Pounds W.P. 


ate ee 
Bronze, Iron, 
Steel and Corrosion- 


Resistant Valves 


POWELL VALVES 
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SOOO 


APPROVED ELECTRICAL SYSTEM 
110 VOLTS AT CONTROLS 
OVERLOAD AND LOW VOLTAGE SAFETY 
NEW HYDRAULIC UNIT 
AUTOMATIC CUTTING CYCLE 
NEW BLADE PRESSURE CONTROLS 
SPECIAL CHIP FLUSHING UNIT 
NEW HEAVY-DUTY BLADE GUIDES 
FOOL-PROOF BLADE TENSIONING 
NEW POWERFUL COOLANT UNIT 
RIGID POSITIVE STOCK STOP 





NEW EASE OF CONTROL 
WITH THE WELLS MODEL 1200 
METAL CUTTING BAND SAW 


CONVENIENT FINGER-TIP CONTROLS 
now operate at 110 volts 


The Wells Model 1200 is a rugged, new horizontal band saw for heavy- 
duty production cutting in any shop. The Model 1200 incorporates all 
the proven advantages of the Wells No. 12, plus such outstanding ad- 
vancements as “Feather Touch” Finger-Tip Control and greater safety 
with 110 Volts at the controls. Metal cut-off actually becomes a preferred 
job with this machine because operation is so easy. In addition to ease 
of operation, the Model 1200 has the versatility to handle big jobs or 
little jobs with efficient, economical, fast and accurate action. 

Flip a switch and the Model 1200 becomes a completely automatic 
machine with continuous operation for duplicate cutting when used 
with a Wells-O-Bar Feed Master stock projection unit. 

Check the following select features and then request Job Engineer- 
ing assistance on your specific cutting requirements. 


Select Features DESIGN DETAILS 


12” x 16”, 11” x 18”. 
Permits 12%" depth cut of large blocks. 


per minute. 
@ Ample Motor Power: 
Vs H.P. Hydraulic System. 
® Parallel to bed cutting action. 
® Adjustable stops for depth cutting. 
®@ Automatic frame return and shut-off. 


oe 


Naw 


- 


@ Large Capacity—Rounds, 12%"; Rectangular, 
®@ For Die Blocks: Clearance bed to blade, 18”, 
@ Selective Speed Range: 60, 115, 200, 300 fr. 


1 H.P. Blade Drive; 


® Shipping Weight: Approximately 1950 Ibs, 


“The Proneers of Horizontal 
METAL CUTTING 


BAND SAW 


WELLS MANUFACTURING CORPORATION 


drive is said to eliminate the need 

for bearings. Three standard models 

are available, FE-2, FE-4, and FE-10, 

according to their design ability to 

move two, four or ten tons of dry 

sand per hour in normal operation. 
Eriez Mfg. Co., Erie, Pa. 


Pallet Lifters 
For Overhead 
Crane Equipment 


Said to save time in unloading 
and loading vehicles not generally 
accessible to fork trucks such as 
barges, gondolas and open-top 
trucks, a new line of pallet lifters 
has been introduced. 

Some of the features claimed 
include: counterbalanced to hand 
level, loaded or empty; guide 
handles for fast materials handling; 
alloy steel forks; lightweight, rigid 
welded construction; safety yellow 
finish. 

Cady Metal Fabricating Co., No. 
Tonawanda, N. Y. 


Saw 
Features Improved 
Floating-Pulley Drive 


\ new 10-in table saw has been 
announced. 


New power drive is said to make 


606 ADAMS STREET, THREE RIVERS, MICHIGAN 
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P&H ZIP-LIFT : 
PUSHBUTTON 
CONTROL C 
P&H 
P&H ZIP-LIFT z HEVI-LIFT P&H HAND 
SPECIAL : : SPECIAL P&H JIB CRANES 




































































You stretch your inventory dollar with the 





) pat Hoi ct Line 


--- where one hoist 
does the inventory job of eight ! 





You can keep only 12 hoists in stock, yet have 96 
different hoists to offer your customers — when you handle 
the P&H line. You can shrink your inventory and 
expand the variety of hoists you have to offer, because 
of P&H’s dual-voltage motors and new reeving procedures. 
This helps you solve the double-barreled stocking 
problem of cash investment and storage space. 


Here’s why: You get four different optional lifts with 
the Zip-Lift Special. All motors are reconnectable at the 
control box to 220 or 440 voltage ratings.* 

Furthermore, the P&H Zip-Lift Special is competitively 
priced. You can sell this quality wire rope hoist at 
electric chain hoist prices! 


If you’re not already a P&H Hoist Distributor and 
want to know how this inventory-shrinking hoist can fit 
into your sales picture, use the coupon below for 
prompt information. There are still a few desirable 
distributorships open. 


*These features also apply to the P&H Pushbutton Zip-Lift 


P Se SS SS SS SS KS SS SKS SF SS SF SF SS SS eS eS KS Se KS ee eS ee ee ee eee ee 
| P&H HOISTS, HARNISCHFEGER CORPORATION 
> 4683 W. National Ave., Milwaukee 46, Wisconsin 
: al Gentlemen: Please send me full information on the P&H Zip-Lift Special that 
permits me to sell 96 hoists with an inventory of eight. 
Name 


Title 





Company 
Address 


City. 
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WAY OF DOING 
BUSINESS 


WHEN YOU SELL MORGAN 
VISES YOU SELL CUSTOMER 
SATISFACTION 


@ We specialize in the manufacture of 
vises. We make them in a complete line 
so that you can meet all requests. You 
are able to sell them with full confi- 
dence in their ability to serve your 
customers dependably and for years. 


Everything is in your favor when you 
do business with MORGAN. 


The unconditional guarantee backs you 
all the way. Should there ever be a 
manufacturing or material defect, the 
vise will be replaced and there is no 
time limit on this guarantee. 


Every MORGAN VISE shipped is 
packed in a fibre board carton as our 
way of insuring each vise reaching its 
destination without damage. 


Ask for details regarding our free dis- 
play stand. 


Write for the MORGAN 
Distributor Plan. 


We urge users to buy thru 
their local distributor 


MORGAN 
VISE CO. 


108-128 North Jefferson St. 
Chicago 6, Illinois 





motor an integral part of unit, but | 
rolling type of floating pulley makes | 


tilting motor unnecessary. Another 

feature permits powering for heavy 

work by motors up to 14 hp. 
Boice-Crane Co., Toledo 


Work Holder 


Self-Locking 
“J-Lock” 


Workholding clamps designed 
primarily for use with a drill press 
have been introduced. 

The self-locking “J-Lock” is 
designed to hold material up to 24- 
in thick. A tap of the hammer is said 
to install and lock them; another tap 
loosens and removes them. 

Delta Power Tool Div. Rockwell 


| Mfg. Co., Pittsburgh 


End Mills 


For Aluminum, 
Aluminum Alloys 


Designed for machining alumi 
num or aluminum alloys, a new line 
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THE TRADE CALLS 
for 


DYKEM 


STEEL Ts 


Stora sos 


Dies and 
Templates 


popes package 8-oz. can fitted with 
Bakelite 


cap holding soft-hair brush 
for apph t at bench; metal sur- 
face ready for vost in a few minutes. 


THE DYKEM COMPANY 


Esteblished 1920 
2305A Nerth 11th St. + St. Levis 6, Mo. 


"Suggest the best... 
for any application, 
sell G&K leather 


packings .”” 


LEATHER 
PACKINGS 


GRATON & KNIGHT 


Nally 


WORCESTER, MASSACHUSETTS 








What HARPER Offers Distributors in 
Corrosion-Resistant Fastenings 


4, 


There are many reasons why distributors should stock 
Harper fastenings of nonferrous alloys and stainless 
steels. Here are a few of them. 


- Over 7,000 different items—your customers can find 
just what they want in the complete Harper line. 


- Complete stocks ready for prompt shipment from 
Harper warehouses and branches in all market 
areas. 


. Highest quality manufacture by the largest exclusive 
producer of fastenings from nonferrous and stain- 
less. 


Careful packaging to protect fastenings and assure 
clean, perfect stock. 


. Long experience in selling through distributors 


which assures an understanding of distributors’ 
problems. 


. Better profits because of higher selling price of non- 


ferrous and stainless fastenings. 


. Small stocking space. 
. One source for all needs—one account to keep—one 


invoice to write—one bill to pay. 
THE H. M. HARPER COMPANY 
8219 Lehigh Avenue, Morton Grove, Illinois 


Specialists in all corrosion-resistant fastenings 


Bolts « Nuts « Screws ¢ Rivets « Washers 
e Aluminum ¢ Stainless 


of Brass ¢ Bronze ¢ Monel 


HARPER 


EVERLASTING FASTENINGS 
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. in the hose clamp field . . . that’s AERO- 
SEALS — new quick-attach JET or REGULAR. 
They ignore the most severe vibration, never 
shake open! Precision worm gear drive means 
positive self-locking every time. Hose lasts 
longer, too, because AERO-SEAL’s wide, 
smooth band provides even pressure around 
hose — no leaks! Stainless steel band resists 
corrosion, gives far longer service. Re-usable 
many times, AERO-SEALS are available in a 
complete size range for a variety of uses. 

Insist on genuine AERO-SEALS —first choice 
today as always. Make more money with the 
world’s finest quality hose clamps. 


a 
A ATTACH £. 
Quien Nvy, 


and AERO-SEAL REGULAR WORM GEAR HOSE CLAMPS 


of standard end mills has been 
announced. 

The two flute mills are available 
in a range of diameters from } to 
2-in in the three popular flute 
lengths. Other diameters and 
lengths can be furnished when 
required. 

Putnam Too] Co., Detroit 


Torch 


For Long Cuts 
Gouges, Bevels 


Model L-3, an automatic travel 
torch, is said to make gouges as 
smooth as those cut by any machine 
operation on all metals. 

Positively held and moved by a 
machine on a track, on circum 
ferential seams it is held in a fixture 
with the work rotated. 

Designed to take electrodes up to 
#-in diameter, a larger Model, L-5, 
is available for electrodes up to 
$-in. 

Arcair Co., Lancaster, Ohio 


Hose 


For Open-Hearth 
Steel Making 


Manufactured with inside diam- 
eters of 1, 14 and 14-in., an open- 
hearth door hose for steel mills has 
been made available. 

Features include a tube of rubber 
compounded to handle hot water 
and steam, reinforced with steel wire 
braid and insulated with asbestos to 
resist searing heat. 

Outside of hose is covered with 
an open braid of stainless steel wire 


BREEZE CORPORATIONS, INC., 700 LIBERTY AVE., UNION, N. J. — that will not rust. The steel mesh 
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HOW CAN YOU LOSE? 


Feature the complete line of Kidde fire 
extinguishing equipment, and you're bound 
to win! You get the nation-wide support of 
hard-hitting Kidde advertising and product 
publicity. 

To insure supply, eight strategically- 
located, company-operated Kidde ware- 
houses are geared for fast delivery, let you 
do business with a minimum inventory. As 
a Kidde distributor, you can fill orders for 
CO, and Dry Chemical Portables, Sod 

















ae. a 





Acid, Foam, Water, Anti-freeze and Vapor- 
izing Liquid Extinguishers, Pump Tanks. 
Nothing is missing in the Kidde line! 

As for Kidde quality...it speaks for 
itself. It’s a well-known fact that Kidde 
extinguishers are the best designed, best 
made, best in performance. 

Our national marketing policy restricts 
the number of distributors in any given 
area. To cash in on this profitable program, 
write Kidde today. 








a 





=_ 








Walter Kidde & Company, Inc., Industrial and Marine Division 
622 Main Street, Belleville 9, New Jersey 
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cover is said to protect the asbestos 
insulator, increase flexibility of hose 
and minimize build up of molten 
spatter. 

Hose will be furnished in 45 to 
50 foot lengths or specified lengths 
on special order. 

Goodyear Tire & Rubber Co., 
Akron 


hd 
Win Repeat Orders 
When you sell an EVERLASTING 
Duplex Blow-off Unit, you'll find that 
its many superiorities make a regular 
customer for you. 

These units combine a tight seal with 
resistance to wear... quick action with 
ability to withstand repeated operation 
... and long life that has been demon- 
strated for more than 40 years. 

You can sell EVERLASTING Duplex 
Units in any desired combination of 
quick-operating valve, angle valve and 


“Y” valve, and all units fully meet 
ASME code requirements. 


Write for catalog and price information. 
EVERLASTING VALVE CO., 63 FISK STREET, JERSEY CITY 5, N. J. 


Everlasting Valves 


Sv s76 


TRADE MARK “EVERLASTING” REG U.S PAT OFF 





Hack Saw Frame 
Facilitates Correct 
Two-Handed Sawing 


Milford Master Grip No. 4, a 
new improved hack saw frame is de 
signed for use with 12-in blades and 
furnished with the firm’s flexible 
Rezistor 12-in 18 tooth blade. 

Constructed of die-cast alumi- 
num, over-all length is 16-in. It fea 
tures a storage chamber that makes 


for the customer 
| who wants fast, 

accurate, 

low-cost cutting 


‘ue wejjuey 


“SHeyep 1m 
“UUIN “PIM 188d “3S “OAY AyssonquN rez 


PUSS OSBOIg “UEIE SoPEs S,J04)0y JO SeINyROS 
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JDIAWIS SITVS 


| $172 


o > Model |-HF 


Capacity 
Ss x 5” 


[4ourB1/qGO ON 
“SMEG YORH JOMOg +210) 
So | MOY WHOGE sJ0W MOLY OF JUeM | 
‘O> 1001 INIHDVW 


complete with motor 
F.0.B8. Eau Claire, Wise 








SELL KELLER POWER HACK SAWS 


nize the quality features 


Your customers will quickly r 
mean better cutting at 


in Keller Power Hack Saws whic 
lower cost. 

They'll see why Keller is better when they lok at the |-HF 
model with its 5° x 5” capacity, quick acting swivel vise. 
automatic lift on return stroke and adjustable bronze bear- 
ings for guide bar in saw frame. The simple, efficient Keller 
design means low initial cost and reduced maintenance, too. 

Keller has ten models to provide for any cutting need in 
shop or maintenance work in sizes 4” x 4”, 5” x 5”, 634" x 
644", 844" x 849", and 10'4* x 9”. Boost your sales by show- 
ing and selling faster, more accurate, lower cost cutting 
with Keller Power Hack Saws. Mail this coupon today. 


SALES SERVICE MACHINE TOOL CO. 


2347 University Ave., St. Paul Wi4, Minn. 


Builders of Power Hack Sows since 1931 
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ANYWdWOD 


the right blade immediately avail- 
able for each job. 

Henry G. Thomson & Son Co., 
New Haven, Conn. 


Tube Fittings 

For Minimum 
Close Coupling 
[ype 7000 Series Ermeto (R) 
high pressure S.A.E.  flareless, 
straight-thread hydraulic tube fit 
tings are said to accommodate mini 
mum close coupling, positive seal 

and ease of assembly. 
Identified as “Weathercote”’, a 





“Tm ahead of my quota on socket screws since 
taking this Bristol correspondence course!” 


This unique correspondence course is full of sound 
selling tips for Bristol socket screws. It’s paying off 
right now for plenty of industrial distributor salesmen. 

Bristol adds real sales power to the widest line of 
top-quality socket screws (in both hex and Bristol- 
originated multiple-spline socket). Bristol backs you 
up with selling tools like these: 
© Counter display racks for both hex and multiple- 

spline lines. 
© Hard-selling bulletins and net price sheets. 


@ Modern packaging. 

e National advertising, direct mail, envelope stuffers. 

¢ Confidence-building engineering data sheets. 

¢ 34 Bristol Branch Offices and a national organization 
to give you and your customers A-1 service. 

And then, there’s Bristol’s aggressive development 
program that keeps the distributor on top of the mar- 
ket with innovations like the new through-broached 
set screw for the booming automation field. Still a 
limited number of distributorships open, too. 


Precision socket screw manufacturers since 1913 


iol 


Bristol's Hex Socket Screws 


Viel Bs 


Bristol's Multiple- 
Spline Socket 
: Screws 


*Made in sizes as small as No. 0 in Alloy Steel and Stainless Steel. Cap Screws up to 142”. 


THE BRISTOL COMPANY, Soc 


ket Screy 
UL VUICUW 
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SHELDON 


CHICAGO 


new phosphate finish is said to be 
resistant to nonflammable hydraulic 
fluids as well as petroleum base 
fluids. 

Designed for use with the new 
S.A.E. “OQ” ring boss, the new 
line is said to withstand higher op- 
erating pressures without use of 
backup rings, result in less “O” ring 


B U | LT 4 5 distortion and longer life. 
iemitias mel ia .elaee Weatherhead Co., Fort Wayne, 


i PTA We ago: Breen 


This and similar factual ads, running & 

continuously in the leading machine tool © 

and industrial publications tell your cus- 

tomers of the superior features of Sheldon Precision Lathes. 
These important design advantages make Sheldon Machine 
Tools easier to sell. 


Design Features: 
®@ Large and wide “Zero Precision” Tapered 

Roller Spindle Bearings—permit operation at 

all speeds, retain accuracy, end expensive bear- 

ing maintenance costs. 

54-pitch Gear Box—gives both standard and 

many hard to get thread ratios. 

Large Micrometer Dials — Make accurate opera- 

tion easier. 

Extra Collet Capacity—1%” hole through 

spindles available on 10”, 11” and 13” swing 

lathes. 

More Power to Spindle—Efficient drives with Maximum Working 

bigger motors and double neoprene Pressure 110 Ibs 

V-belts to spindle. \ three gallon pressure fluid tank, 
OPTIONAL FEATURES AT EXTRA COST said to meet “ASME” specifications, 
Sie Gehan a —S ve fo — Seen has been announced. 
tie called Getedheneatha tied aan me din ? Of galvanized steel construction 
tion and toolroom accessories. Lathes avail- throughout, standard tanks include 
able with a choice of “Bench,” “Cabinet” or air regulator with gage, safety valve, 
vedestel’ moustings, air release valve, }-in air inlet and 


Write for New Catalog G-55 _ valves, g-in fluid pipe and fluid 


valve on cover. 


SHEL DON MACHINE CO.INC. The new tanks are also available 


in 5, 10 and 20 gallon sizes. 
N. KNOX AVE. ¢ CHICAGO 41, ILLINOTS Paasche Airbrush Co., Chicago 
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measure...identify 
HODELL CHAIN 


by COLOR! 


HIGH TEST—SLUE 


NEW Length Marks...cut measuring time 
NEW Color Coding...identifies chains instantly 


These color-coded plastic bands are the keys to a new ease 


and NEW in handling all three of these Hodell Chains, in all sizes. 


The colored, printed bands positively identify the chain 
color-coded end tags F 


at a glance and eliminate common stock-handling errors. 
TRIPLE UTILITY: (1) Colored and Every 10 feet, to the nearest link, there’s a band... 10 


printed for positive identification of feet of chain between bands . . . a quick, sure measuring 
chain size and grade, (2) Locates end , 

: device. Five-foot lengths are just as easy to find... by 
of chain immediately, (3) Use reverse —_ / 


side to record chain withdrawn from doubling upa 10°, 


the container and show quantity ré These ‘‘10’s”’, you'll agree, are mighty practical both for 
maining. It’s easy — just detach tag measuring and for tabulating stock records. Right chain, 
fr m the len th ut off, and atta h t , 

. rw sartonad . = right length . . . Hodell makes certain that you'll be right 
to free end of chain in container 7 . ‘ 
with color-coded length-marking on every size of Proof 


Coil, BBB Coil and High Test Steel chains. 


HODELL CHAIN COMPANY ° Cleveland 3, Ohio 
Division of The National Screw & Mig. Co. | : 
Re E Giese Clie Bens Eee EEE ——l--—LUlCc<é i <“‘ a a, OHGa / 


— 





@ 


Convenience and Quality Features 
Help You Sell Johnson Bronze Bars 


Your customers will appreciate knowing that for 
their convenience, Johnson Bronze solid and cored 
bars are now stamped on each end with the exact 
size. This eliminates measuring stock and helps 
prevent errors— makes for quick inventory. 

In addition, the ends are centered for ease and 
accuracy of machining. All the operator must do 
is set the chuck on the indented marks, take a 
\4," cut and he has the size bar indicated. This 
speeds machining, assures concentric parts. Also, 
Johnson bars are in the convenient 13” length— 
are easy to store and handle. 

The quality of Johnson bronze bars stems from 


the fact that they are cast from Johnson alloy No. 
72, a special analysis that is rigidly controlled from 
heat to heat by frequent chemical checks. These 
bars are either chill-cast or centrifugal cast— both 
methods eliminate the possibility of sand inclusions 
—allowing for maximum uniformity. 

Your customers get convenience and quality plus 
the opportunity of selecting the size they want 
from more than 400 stock sizes when they specify 
Johnson Bronze bars. Remind them of all these 
advantages on your next call. Johnson Bronze 
Company, 535 South Mill Street, New Castle, 
Pennsylvania. 


GENERAL PURPOSE 
over 900 sizes 


GRAPHITED 
over 175 sizes 


UNIVERSAL BRONZE BARS 
over 400 sizes 


ELECTRIC MOTOR 
over 350 sizes 


LEDALOYL 
over 400 sizes 
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for 
distributors 
of 

Jewel Brand 
Abrasives 


sEwel BRAND 
GRINDING DISCS 


A COMPLETE Lime 
Of ABRASIVES 


mMonoEeNn 
FACKITIES AND 
MANUFAC TURING 
meTHOOS 


SeuMA PLUS 
wee 


TO SMOOTH THE WAY WHERE THE GOING IS ROUGH =: 


c 


JEWEL *% BRAND 


AGnAsVES 


coated abrasives 


swweor + aw 
“ae + aw 
1. GARNET + NEW PROCESS aw 
: “ ower + UP 
anonm runt 


Abrasiv 
IN KEY METALWORKING PLANTS, this two-page, two-color advertise- 
k for JEWEL ro TT@ 63 In 
I C. 


one of a new series doing missionary wor 

rs. It presents @ representative display of JEWEL 
tion of them. It reminds the South Braintr 8 
reader that the JEWEL BRAND Line covers belts, rolls, sheets, and rv] ee 5, 
specialties too, e by modern methods on modern equiP- assachusetts — 
ment. What's more, in tisement, all JEWEt BRAND sales- Makers of 
men get @ “build-up”- Thus the way is being paved for JEWEL JEWEL BRA 
BRAND distributors to get new business and more business Such ND 
advertising contributes extra value to the JEWEL BRAND distribu- Coated Abrasives 
tor franchise... _available in @ few territories. For information write: 


ment is 
BRAND Distributo 
BRAND Discs and a concise descrip 
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LOOK AT THIS { 


6-POINT 


LOCK WASHER 
SALES BUILDER 


WHAT YOUR 
CUSTOMERS WANT 


U NITIZED PACKING 
INO DETERIORATION 
INSTANT IDENTIFICATION 


PRICED NO HIGHER 
A\CCURATE COUNT 
KNOWN QUALITY 


You'll make MORE Lock Washer Sales when 
you handle this new packaging development of 
the Philadelphia Steel and Wire Corporation. 


No more counting out small quantities for your 
customers 


Your inventory will be simplified. The Inven- 
tory Control Tab on the companion container 
indicates at a glance whether it is a full or 
“broken package.” 


Reduce your shortages and losses—eliminate 
mixed sizes. 


Sell UNI PAK® and you sell the finest and 
most up-to-date useful package of Lock Washers. 


PHILADELPHIA 


STEEL & WIRE CORP. 


5242 BELFIELD AVE. 
PHILADELPHIA 44, PA. 
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Oiling System 
For Feeding Oil 
Under Low Pressure 

A pump operated dispenser feeds 
oil under pressure to elevated, dis- 
tant and inaccessible points for dis- 
pensing through suitable corttrol 
valves in an oiling system recently 
introduced. 

The pump has a rated capacity 
of 10 gph and is driven by a 2 hp, 
11 volts-60 cycles split phase motor. 
Overall dimensions of the dispenser 
are 194-in wide, 14-in deep and 16-in 
high. 

Oil-Rite Corp., Manitowoc, Wisc. 


Drill Blanks 


Primarily For 
Sizing of Holes 


Drill blanks, the same length as 
jobbers’ drills, hardened and ground 
to a tolerance of plus or minus 
.0003, have been introduced. 

Available in a complete range of 
fractional, letter and wire 
sizes, the drill blanks can also be 
used for punches, knock-out pins, 
gages, dowels, rollers, etc., as well 
as for stock for arbors, mandrels, 
router bits and end mills. 

Whitman & Barnes, Plymouth, 
Mich. 


gage 


Dry-Abrasive Cutter 


Stationary And 

Portable Models 

Designated Model 28 Sever-all, 

a new high-speed dry-abrasive cut 
ting machine handles solid steels to 
+in square, 6-in angles and 8 in 
channels at 90 deg. to axis 
specifications are based on using an 
18-in diameter Allison abrasive cut 


These 
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THE MOST COMPLETE SOURCE 


Cita 


SCREWS 


BOLTS NUTS 


WASHERS —- RIVET 
FASTENING DEVICES 
IN ALL METALS 


@ STEEL © BRAS‘ 1a 
@ EVERDUR © MONEL 7 

@ STAINLES TEEL é 
© ALUMINUM 
@® NICKEL ALL STEEL 
BRONZE 
CIALS 
FACTURELE 


NT I 


® NAVAL 


specials |) @> 


—_ 


Oo 


T BLUEPR 
PECIFICATION: 


THORIZED DISTRIBUTORS 


PARKER-KALON 


PR 


= 


KEYSTONE 


BOLT & NUT CORP 


135 CHURCH ST ® NEW YORK 7 


SHAK EPROOF 





W. A. WHITNEY 
LEVER PUNCHES 


VaArne »- MARK 


REGISTEREQ 


No. 2 Punch 


No. 2 Punch—all parts interchangeable 
with Channel tron Punch—parts of tool 
drop forged with wearing parts heat 
treated. 5/16” hole thru 4" iron 


No. 6 Punch 


Skylight, Ventilating, and Tank Flange 
Punch. Complete tool includes 3 punches 
and 3 dies and die adjusting key. Espe- 
cially adapted for Button Punching. 


*% W. A. Whitney Punches are all finely 
balanced and fully guaranteed. Industry 
has been using them with complete sotis- 
faction since 1907 because they meet any 
and all needs. Repair parts also avail 
able for prompt delivery. 


@ Send for our pocket catalog. 


W. A. WHITNEY MFG, CO. 
636 RACE STREET © ROCKFORD, ILLINOIS 
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REESY F THE JONATHAN M™ 


Honest craftsmanship in the production of MILFORD 
Metal Cutting Saw Blades is paralleled by 


MILFORD’s straightforward business relationships... as 
exemplified by the MILFORD Statement of Distributor 
Policy, which has set the standard for the entire industry. 


Hack Saw and Band Saw Blades « Hole Saws * Ground Flat Stock 


PYINd?-) 1:3 THE HENRY G. THOMPSON & SON CO. 
4 Saw Blade Specialists for 80 Years 
NEW HAVEN 5&S, CONNECTICUT 
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Mr. Distributor! 


OG 


@ Your associations have said that Selective 
Distribution benefits both distributor and manufac- 
turer We heartily agree! We know, as you do, that 
a large number of mediocre distributors in a market 
which can be served by a few topnotch outlets does 
not increase sales of our products. Here’s an example 
of the way we operate . . . In a large city having more 
than 40 distributors, the entire “potential” of the mar- 
ket for our products is allotted to only six, well-rated, 
ethical distributors who sell at full profit. Their sales- 
men do not lose sales on an “unfair advantage” basis. 
The Beaver Selective Distribution Plan is sound. It’s 


profitable to you. Check on it today. 


Some Franchises for 
Beaver Selected Distributorships 


Are Now Open. Write Today B E P = L R 


' 
tor Gceenatinel 236-400 DANA AVENUE . WARREN, OHIO, U. S. A. 
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ting wheel, a 10 hp motor and a 
spindle speed of 2,450 rpm. 

An oscillating type unit in which 
wheel and work are fed manually, 
net weight without electrical equip 
ment or accessories is 1,200 Ibs. 

Campbell Machine Div., Ameri 
can Chain & Cable Co., Bridgeport, 
Conn. 


Trolley 
Single Speed, 
Push-Button Controlled 


Known as Series “600” “Load 
Lifter”, a new motor driven trolley 
for installation on _ electrically 
powered hoists having capacities 
from 1,000 to 2,000 Ibs has been 
introduced to complement the 
manufacturer's recently — released 
Series “700” for 1,000 to 12,000 Ib 
capacity 

Models are available to meet all 
standard voltages, with optional 
traversing speeds of 65 or 100 fpm. 

Shaw-Box Crane & Hoist Div., 
Manning, Maxwell & Moore, Inc., 
Muskegon, Michigan 





now you can be sure 


genuine A TL KM 


only Alemite offers all 4 
extra lubrication advantages 


1. Flat top with clean, dirt-cutting edge bites 
through dirt and old grease instantly! 

2. Only Alemite fittings are armor-hard—to 
resist nicks, scratches, distortion! 

3. Tip has rounded contour to give extra work- 
ing angle .. . coupler won't slip off in tight 
quarters. Alemite precision engineering! 





FREE CITE at 
ALEMITE aaa 


redeball 


LUBRICATION FITTINGS 


A Product of STEWART-WARNER CORPORATION 


you get 


i TE fittings 


4. Only Alemite fittings have such a widely- 
accepted nationally advertised brand name 
backed by over 38 years of continuous adver- 
tising! Made by the leaders in lubrication! 


Now You Can Tell the 
Genuine Alemite By the RED BALL 


e Instant positive identification. Anyone can see at a 
glance that it’s Alemite! ¢ Permanent, foolproof identifi- 
cation—and it costs no more! ¢ Protection against sub- 
stitution at every stage: specifying, purchasing, inspec- 
tion, order filling, installation, maintenance, inventory! 
* Insurance against mixups and swapping! 
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You can be a winner with WITT! 


WITT Cans and Pails hold their shape indefinitely . . . ar 
guaranteed to outlast 3 to 5 ordinary cans. 
They really sell . _ . customers love their long-lasting 
serviceability. 
Sturdy lids fit tight, remain snug for years. 
Want sure profits and steady sales? Then introduce 
your customers to WITT Cans—made of heavy- 
gauge steel for battleship ruggedness. 


warner (an 


THE WITT CORNICE COMPANY 
2111 Winchell Ave., Cincinnati 14, Ohio 








LOWELL 


Reversible Ratchet 


SOCKET WRENCH 


is high on industry’s shopping list because of its 
1. Strength from the great crushing action of 


special heat-treated steel pawis... high tensile 
alloy handle . . . cap is all steel, not cast. 

2. Safety from its strength . . . 
securely by snap ring and can't slip. 

3. Speed gained through ease of handling—there 
is no lost motion. 


Ask for catalog 60-A and special discounts. 


LOWELL WRENCH co. 


WORCESTER 8, MASS 


also, socket is held 
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Bushings 
Increase Feeds 
And Speeds 

\ new range of live bushing sizes 
for horizontal milling machine outer 
support applications has been an 
nounced. 

Among the features claimed are 
absolute seal against coolants and 
dirt entering the bearing cavity, 
reducing bushings that permit use 
of various arbor sizes, adjustment for 
bearing wear if required, and simple 
installation without machining. 

Jergens Div., Donley Products, 


Inc., Cleveland 


Nailer 
Dispenses Wire 
From Expendable Carton 

Hercules-9, a new model auto- 
matic power-driven nailer, has been 
added to the company’s line. 

Nail sizes range from 20 gage to 
13 and lengths from } to 23 in; 
work areas range from 9} to 35-in 
height and from 23 to 154-in depth. 

Auto-Nailer Co., Atlanta 





DON’T JUNK LEAKY 
VALVES -RESEAT ’EM! 





eTiONs F 
pirectio sccunng wie, Set vive 


eee Oo ve © 
) wom SS pute et wt 


Pays for itself on the first 2 jobs! 


Reseats flat and tapered seat globe or 
angle valves—all bibbs, faucets—quickly 
and accurately. The saving, over tearing 
out and renewing leaky valves and fixtures, 
is tremendous. 

Cutters operating under screw feed, leave 
worn, scored seats glass-smooth, level, 


2" for Va" to 2” valves and 


Ve" to Ya bibbs ..... . . $47.75 


absolutely tight. A guide pilot centers each 
cutter; a tapered cone centers each spindle. 
The valve or bibb stays in line during re- 
seating—no steam-fitting job involved. All 
cutters are guaranteed. 

Vast sales potential—good profit mar- 
gin. Write for special folder. 


3” for Ye" to 3” valves and 
V4" to Y%" bibbs 


M. B. SKINNER CO., SOUTH BEND, IND. 


ny CRADLES OB 


VALVE and 
BIBB RESEATER 
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famco 


DISTRIBUTORS seldom send 
customers to competitors! 


They would—if they thought a customer needed a different type or 
size machine—for their business is to help solve a problem, not just sell 
a machine. 

The point is, they don’t have to! Famco manufactures arbor presses, 
air presses, drill presses, band saws, power presses, foot presses, squaring 
shears and milling machines—there’s a model or size available for virtually 
any metalworking need. 


ARBOR PRESSES 


Famco Arbor Presses offer many intermediate sizes 
not ordinarily available . . . this makes possible 
the economical selection of the right type and 
capacity for any given operation. Frames are 
semi-steel constructed. Rams and pinions are cut 
from especially selected steel. Heavy stub teeth in 
rams and pinions reduce possibility of breakage 
to a minimum. 


COMPOUND RATCHET TYPE 
PLAIN LEVER TYPE PLATEN TYPE FLOOR MODEL 





DRILL PRESSES 


Famco’s line of 15” Drill Presses 
are constructed for long trouble- 
free service. Extra large, 234,” quill, 
affords greater rigidity for more 
accurate drilling. Quill and column 
bearings are line bored in one op- 
eration for greater accuracy and 
machine trueness. A shorter spin- 
dle constantly supported in its ball 
bearings affords greater spindle 
alignment yet gives an extra long 
stroke; 4% inches. Graduated 
depth control gauge, adjustable 
pe full 4% inch stroke. Four 
sealed-for-life ball bearings that 
require no lubrication. Table tilts ad Bh pe oy we 
any angle. Morse taper. Shown with 
motor. 


NO. 80 BENCH MODEL 
Tilting table and Jacobs 
chuck. Shown with motor. 


This ability to give a prospective customer the exact machine he needs to 
solve hie problem, is an important sales asset for Famco distributors. It ranks 
in importance with the high quality of the Famco machines themselves! 

For further detailed information on Famco Products, send for the Famco 
General Catalog—no obligation, of course. 





= 
famco machine company 
3130 SHERIDAN ROAD e KENOSHA;66, WISCONSIN 


Alr Presses © Arbor Presses © Band Saws ® Drill Presses © Foot Presses 
Milling Machines © Power Presses © Squaring Shears 
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Concrete Vibrator 


For Pouring 
Walls, Columns 


A new Junior light-weight, one- 
man concrete vibrator is said to be 
designed to vibrate concrete in 
portions of the form not accessible 
to ordinary vibrators. 

The 1}-in head is claimed to 
vibrate around reinforcing rods and 
spreaders, and is recommended for 
such jobs as concrete columns, 
window sills in industrial buildings, 
chimney caps. 

W yzenbeek & Staff, Inc., Chicago 


Coupling 
Hubs Can Be Removed 
Without Disturbing Mountings 
Spacer type flexible gear couplings, 
consisting of flexible hubs on both 
driver and driven shafts, have been 
introduced. 
Standard stock models are sizes 
; to 3, with capacities of 4 to 80 
hp/100 rpm. Larger sizes and spe- 
cial types can be supplied on appli- 
cation. 
Sier-Bath Gear & Pump Co., 
North Bergen, N. J. 





Professionals want the best... 





HANDY WYTEFACE® ... for short 
measurements. Choice: 6, 8, or 10 ft. 


ft 
> = 
SS 
S 
_ = 


* 
s‘¥ w 
” aw 


os | 
Ke WYTEFACE 


FAVORITE WyTeEFAce®... for long 
measurements. Choice: 25, 50,75 and 
100 ft. Foot numbers in red at every 
inch. 


WYTEFACE is the line that creates 
MIGHTY HANDY WYTEFACE®... S nO confidence... brings customers 


extra rigid pocket rule. Strong 4” hack vear after vear 
blade. Easy reading. Vs i P ‘ wih per: “im 
lhat’s why WyYTEFACE is found 
in plants, factories and on job 
\\ wy 


\ . . . 
WY sites everywhere. Production, main- 


tenance and construction men 
know it has the quality that gives 


> KEUFFEL & ESSER CO. them extra value. Are you selling 


HOBOKEN, N. J : 
your share? 
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— ...when you stock the complete line 
of STAR Hand and Power Hacksaws, Metal 
and Wood Cutting Band Saws and Hacksaw 
Frames. . 
More and more people will be specifying STAR 
because hundreds of thousands of selected prospects 
are being reached by STAR advertising in 20 leading 

trade publications. 
STAR will assure you new profit peaks because we are 
concentrating our advertising campaign on STAR “Moly”® 
High Speed Steel blades. STAR developed these high speed, 
heavily-alloyed steel blades of molybdenum. Ask your 
STAR salesman for “Moly” —they outlast standard steel 
blades 10 to 1, assure high speed cutting performance second 
to none. Best of all. . because of their cost, you’ll profit more! 


If you want engineering and sales help, or if you 
want further information of the profit possibilities 
of STAR, call on your STAR factory representa- 
tive. Ask him, too, for STAR imprinted sales aids. 


Sold only through Recognized Distributors 


Ask your Star salesman for a supply of NEW Metal Cut- 
ting Booklets and Wall Charts. 


CLEMSON 


CLEMSON BROS., Inc. 
Middletown, N. Y., U.S. A. @ioss 
Makers of Hand and Power Hacksaw Blades, Frames, Metal and 
Wood Cutting Band Saw Blades and Clemson Lawn Mowers. 
Inquiries Are Invited From Interested Industrial Distributors. 
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Vise 
Aluminum 
Alloy Jaws 


Known as No. 1655, a new alumi- 
num Carpenter’s vise with 5-in x 5- 
in aluminum alloy jaws, has been 
introduced. 

Weighing 2} Ibs., holes in the 
jaws permit mounting of wood 
faces if desired. 

Columbian Vise & Mfg. Co., 
Cleveland 


Socket Wrench 


Free-Wheeling 
Hinge Handle 

Design of a free-wheeling socket 
wrench hinge handle, said to do the 
work of both a 4-in square drive 
reversible ratchet and a conven- 
tional hinge handle, has been an- 
nounced. 

Identified as the No. 5457 “Rota- 
head” hinge handle, it is made of 
special alloy steel and constructed 
for meeting military specifications 
on torque load. It is polished and 
chrome plated. 

Plomb Tool Co., Los Angeles 





What Do We Offer? 


In return for the important services performed by 
the distributor we feel that he is entitled to certain 
protection and support from the manufacturer. 
Some of the specific points of support are: 


1. We sell only through recognized distributors 
and never in competition with them. 


2. We believe in doing everything legally pos- 
sible to maintain a fair and stable price 
structure. 


3. We maintain adequate stocks at all times 
so that prompt shipments can be made. 


4. We offer marketing assistance in the form 
of a comprehensive advertising and sales 
promotion program. 


5. Development engineers are available to 
help your customers with special problems. 


6. We use the best available materials and 
production methods in making O-B valves. 


7. Each valve is packaged in its own carton, 
to make sure it’s clean when it reaches the 


customer. 


The entire story on Ohio Brass Company 

O-B distributor 380 North Main Street 

policy is contained Mansfield, Ohio 

in the booklet, Please send me a free copy of “Keeping Faith”. 
“KEEPING FAITH”. 

OO —_—_ EE —__———_——— a 

send you a free 
copy, if you'll mail 
the coupon. a ae 


OO 
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A New Method of Repairing 
Stripped, Worn and Corroded 
Threads 


ee NEW PROFIT 
c for you 


Your customers will want these Shop-packs the minute they see them. 

In the past the only way to repair threaded holes and thereby sal- 
vage expensive equipment has been to weld, plug, re-drill and re-tap 
—or go to oversize. 

Now, with Heli-Coil* Shop-pack the job is a simple one. All it 
takes is: DRILL out damaged or broken bolts and threads. TAP 
with Heli-Coil Tap, and INSTALL Heli-Coil Insert. On the spot, 
in seconds, for pennies, you have a better-than-new, original size 
hole with stainless steel threads ready for new bolt or screw. 

Each Heli-Coil Shop-pack contains a supply of Heli-Coil Inserts 
plus all the necessary tools. Shop-pack sizes range from 6-32 to 112-6 
NC and 6-40 to 42-20 NF. (14 mm spark plug size also available.) 


Send coupon today so that your profits can start. 


HELI-COIL CORPORATION 
® 306 Shelter Rock Lane, Danbury, Conn. 


Send me details on your Shop-pack program for Industrial Distributors. 


Title 





Name 





Company 





Address. 


City 





Bench Oven 
Features Large 
Working Space 


Model 333, a new bench oven, 
features working space of 36 x 36 
x 36-in. 

l'emperature range of 100 to 350 
deg. makes it practical for many in 
dustrial applications. 

Major features include uniform 
temperature throughout with fan 
driven forced air circulation; an ad 
justable damper for wide range of 
constant temperature. 


Gnieve-Hendry Co., Inc., Chicago 


Test Plug Kit 
For Temporarily 
Shutting Off Tubing 


Identified as No. 142-F, a new 
test plug set includes a set of three 
test plugs for use in temporarily 
shutting off 4, § and #-in o. d. tub 
ing. 

Said to hold pressures up to 100 
Ibs, the test plugs can be used on 
liquid or gas lines, except those 
carrying materials that would de 
teriorate synthetic rubber. 


Imperial Brass Mfg. Co., Chi 


gO 
Cag 


IN CANADA: W. R. WATKINS CO. LTD., 41 Kipling Ave. S., Toronto 18, Ont. 
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COIUMBIAN ~~ 


HYDRAULIC 


frees operator’s 
hands for 


essential work! 


-— ... designed for today's 
high speed operations 
. speeds up 
production! 


Every industrial plant, machine shop, 
garage ... every metal working company 
can speed production, save time and man- 
power, reduce costs with Columbian Hydraulic 
Vises. 


Their use enables operators to easily handle 
and position work . . . insert, grip and release 
parts in less time with less effort. 


Vise is controlied by 2 simple foot pedals — 
one for power—the other for release. Stop 
control is adjustable so that vise grips and 
holds production work with a single power 
stroke. 

Vise closing speed is 14 inches per pump 
stroke. Jaws close without damaging the 
“held” object. Full vise opening can be 
accomplished in 4 seconds. 


Maximum hydraulic pressure is 7,000 P.S.1. 
Maximum jaw pressure is 4,000 Ibs. Safety 


m < valve protects against overloading. 


controlled by «2. Sag oy rar 
CS een Ye \%* Csluntian Vise & Mig. Co 
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ARMSTRONG-BRAY & CO. 


174 


CALDER ... the Dresser Line 


for Bigger Profits ... Easier Sales 


BUILT RIGHT—Best materials throughout 
Right and Left hand Threaded Bushings 


steel-cutters 


for Automatic Tightening 


Also CALDER Fine 


Diamond Dressing 


tool 


a» 
\ 


well 


Weight 


for smooth handling. 


distributed 


Tools, 


SOLD ONLY THROUGH DISTRIBUTORS \\\ 


CALDER MANUFACTURING CO. 


2049 North Prince Street 


Ti 


. : Lancaster, Pennsylvania 


R BRAY HYDRAGRIP 


HYDRAULIC PULLERS 


With the handy HYDRAGRIP 
and a few ARMSTRONG-BRAY 
Pullers, you can quickly, safely 
and easily remove gears, wheels, 
bearings, sheaves or parts from 
shafts, can re-install them with 
equal ease. Single centered ram 
assures aligned thrust that moves 


Valuable 
Maintenance Too! 


parts along shafts smoothly with- 
out wedging or binding. Saves 
time, saves parts—ends battering 
and breakage. The HY DRAGRIP 
—comes complete with handy, 
rtable, hydraulic hand pump, 
igh pressure connecting hose and 
17% -ton capacity hydraulic jack 
with interchangeable heads. 


Write for Catalog Sheet—describes 
HYDRAGRIP and complete line of 
standard and special external and 
internal pullers. 


5356 NORTHWEST HIGHWAY 
CHICAGO 30, ‘LLINOIS 
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Chuck 


Light Weight, With 
Controlled Centering Pressure 


An adjustable centering feature 
on a recently introduced 6-jaw Uni 
versal chuck is said to permit cen 
tering of the workpiece without 
danger of distortion due to over 
tightening by the operator. 

The new lightweight chucks are 
made in diameters of 12, 15, 18, 21 
and 24in suitable for any type 
spindle mounting and are available 
in 3, 4, 6 and 8jaw styles. ‘Top jaws 
can be supplied in any style to meet 
specific requirements. 

Horton Chuck, Div. E. Horton & 
Son Co., Windsor Locks, Conn. 


Casters 


Pneumatic Tired, 
Dual Wheel Types 


['wo new caster models—the 
pneumatic tired caster and dual 
wheel caster—which have been 
special order have now been added 
to the company’s standard line. 
Rapids-Standard Co., Inc., Grand 


Rapids, Mich. 





THE NEW mare 
Chrome plated 
to resist rust 


and give 
eye appeal. 


DROP FORGED 
HANDLES 


1. Handles are solid drop forged steel instead of stamped 
sheet metal. 
. New design of handle gives better grip. 
. Narrow body of snip allows cut metal to pass freely 
over edge of snip. 


. Furnished with oil and grease resistant soft plastic 
handles at no extra charge Retail 


5. All components fully heat treated for long wear and . Price 
service. 5 4.00 


6. Blades made of special analysis Diamalloy steel with 
serrated cutting edge for easy cutting. 


7. Large pivot bolts give smoother action with less wear. 


Ask your distributor for 
DAS-10 Cuts Straight 


te ¢ 


DAR-10 Cuts Right DAL-10 Cuts Left 


DIAMOND CALK 
Horseshoe Co 


DULUTH, MINN. ESTABLISHED 1908 TORONTO, ONT. 
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Wendt-Sonis is doubling its number of trained 
men in the field. Which means that Wendt- 


Sonis men can give your salesmen quicker-than- 


ever help in recommending the right carbide 


tools for any job. One more reason why... 


DISTRIBUTOR SALESMEN 
SELL MORE 





WENDT-SONnIS 


COMPANY 
Dept. 1D-656 
HANNIBAL, MISSOURI * ROGERS, ARKANSAS 
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Cut-Off Machine 


Eliminates Many 
Finishing Operations 


A new cut-off machine in the com- 
pany’s “Light-Heavyweight” _ line, 
is available for use with a dry-cutting 
abrasive whee! for cutting rod, bat 
and tubing stock, and it may also be 
used with high-speed saw blades and 
conventional wood-cutting blades. 

It is available equipped with an 
\ir-Feed attachment for repeated 
production operations, an auto 
matic spray coolant system, or a 
coolant system using a re-circulating 
pump. 

Walker-Turner, Inc., Plainfield, 
N. J. 


Tape 
For Automatic Bag 
Closure Equipment 


Designated 742, a new colored 
self-sticking tape for use with auto 
matic bag closure equipment for 
pre-packaging in bags has been 
developed. 

Available in dark red, dark green, 
white, light green, blue or yellow, 
it is a combination of a pressure- 
sensitive, rubber based, stain-resist- 
ant adhesive on a colored im- 
pregnated crepe paper backing. 

Permacel Tape Corp. New 


Brunswick, N. ]. 








Efficient shelving arrangement for stock stor- Borroughs double faced open shelving in- Flexibility is demonstrated in this partial 

age is shown in this Borroughs installation stallation at Charles Scribner's Sons, Pub- view of the large Borroughs shelving instal- 

at the S. S. Kresge Co. retail store, Midland, lishers, New York City. Note compact shelv- lation at the Ford Division of the Ford Motor 

Michigan. ing arrangement—open face unit at ends Co., Assembly Plant No. 2, Lovisville, K 
requires minimum floor space. 


BORROUGHS 
“STEEL SHELVING 


‘way ahead in design and value! 


Here’s the most simple, most adjustable, most rapidly assembled line of steel shelving that your money can buy. 
It’s a sturdy, quality product, built to last. There are no studs, springs or other interlocking gadgets. Except for the 
top shelf (2 bolts and 2 nuts), no other bolts or nuts are required for shelves. You need no special tools for 
assembly .. only a few turns of a screwdriver. The Borroughs post is more than an angle..it is a heavy rolled 
shape that gives extra strength. Borroughs one-piece closed sides save erection time—only one piece to handle. 
*BORROUGHS UNITIZED flexi STEEL SHELVING is ‘way ahead in design and value. 


*Each individual unit 


Insert shelf support bracket Tilt shelf into support bracket is complete in itself 
..no fumbling with studs, bolts, ..and shelf is ready for loading. -.no part depends on unit 
nuts or lock washers. next to it..any unit or shelf 

can be moved independently. 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3024 NORTH BURDICK alll KALAMAZOO, MICHIGAN 


@mp Plants and other Subsidiaries: (American Metal Products Co.—Detroit, Michigan—Union City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio 
Kilgore, Texas—Colton, California) (General Spring Products, Ltd.—Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wallington, New Jersey) 


Manufacturers of quality products for automobiles, trucks, aircraft, offices, facteries, warehouses, and homes; 
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FORGED STEEL 
HIGH PRESSURE 
PLUGS WITH 


TAPERED THREADS 


Both CAPITOL square head 
and hex head solid plugs 
have dry seal tapered 
threads to assure safe, per- 
manent high pressure in- 
stallations. Individual thread 
protectors for maximum pro- 
tection. Conveniently pack- 
aged for easier handling. 


Square Head Solid Plugs 
sizes 1” thru 2”, all forged 
steel. Hex Head Plugs sizes 
%e" thru 2” machined from 
solid bar. 


You'll like these 


Si 





MFG. & SUPPLY CO. 
COLUMBUS, OHIO 





COUPLINGS — NIPPLES — UNIONS — RADIANT 
HEAT FITTINGS — FURNACE COILS — 
WELL SUPPLIES — STEEL PIPE FITTINGS 


Pumps 


High Efficiency 
Over Broader Range 


Model BL 
troduced are said to handle a wider 
than usual range of pressures and 
capacities and each will accommo 
date fluctuations in either pressure 
or capacity without serious loss of 
efficiency. 

The new BL centrifugal is avail 
able in five sizes of 2, 3, 4, 5 and 
6-in designed with heavy-duty ball 
bearings, factory lubricated; extra 
large shafts to maintain alignment; 
strong supporting frames, and a me 


pumps recently in 


| chanical seal to replace stuffing box. 


Gardner-Denver Co., Quincy, III. 


Indicator Holder 


Magnetic Base 


Holds In Any Position | 


No. 657 magnetic base indicator 
holder is said to hold firmly to any 


iron or steel surface in horizontal, | 
|| vertical or upside-down position 


The base measures 1}3-in high x 
13-in x 1§-in; swivel post assembly 


|| is 6$-in high. 


L. S. Starrett Co., Athol, Mass. 
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Use on “HIGH TEST” Chain 
EXTRA STRONG 

Even the pin is made 

of hi-strength steel and 

heat-treated 

Gy. SAVES TIME 

Can be attached 

anywhere on the 

. Only a pair 

of pliers neeced. 


—EXTRA TOUGH. 





Evite sits 


- 
Zuality 
BRONZE. BUSHINGS 
MAGHINED PARTS 


"ALL RECOGNIZED BRONZI 
BEARING ALLOYS 


LUBRIGO-HILEAD 


COMPLETE FACIIITIES 


STANDARD BUSHINGS 
MAGHINED BARS 


[a\% VE bee ISSUE Dp 


VSUCKCYE 
BRASS & MFG. CO. 
Llevetand 3, Shio 


YOU BUY THE BEST 
Shackle Chain HOOKS 


GRAB HOOKS 
Available 
for Chain 
Sizes 4 
5/16", va 
7/ a 


SLIP HOOKS 
Available 
for Chain 
Sizes + 
5/16", 
and ve 
ANCHOR and CHAIN 
Screw Pin SHACKLES 


Forged of Hi- STRENGTH "STEEL 
Available in sizes 44" to 2”. EXTRA STRONG 
Self-colored or galvanized 
Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 














It isn’t the same old grind... A 
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it isn't the same old grind because smooth, powerful, Sioux 
Sanders and Sioux Abrasive Discs operate with cost cutting 
speed and ease. Sioux Sanders are precision engineered and 
quality built for fine performance. And there’s a dependable 
Sioux Sander to meet each requirement. It’s an investment 
you'll feei good about as it repays you with year after year of 
dependable service. 


Sioux Resin Bond Abrasive Discs cut fast and last long. 
Tempered aluminum oxide grain assures maximum action. 
They are tough and flexible. Cutting action is not affected by 
grinding heat. Industrial, Regular, and Open coat types are 
available for each purpose. 


a 
VSAM 59 pao) ET Die 


ALL THE WAY THROUGH 
STANDARD THE WORLD OVER... 


rsc 


SIOUX CITY, IOWA, U.S. A. on) 


ELECTRIC IMPACT WRENCHES © GRINDERS © FLEXIBLE SHAFTS © POLISHERS » DRILLS 
HAND SAWS © SANDERS ® VALVE FACE GRINDING MACHINES» ABRASIVE Discs 
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ANGLgear helps 
distributor solve 
power transmission 


problems 


” ANSGLgear units solve the manufac- 
turer’s right-anglie power transmis- 
sion problem with an irreducible 
number of parts—namely, the 
ANGLgear,’’ 


says Lawrence Isaacson, Isaacson Chain & Belt Company, Houston, Tex. 


Larry Isaacson’s men have found that ANGLgear 

the standardized right-angle bevel gear drive—arouses 
keen interest wherever they show it. Engineers are 
quick to see that rugged ANGLgears (made in 3 sizes; 
12 models) are far more compact than conventional 
90° drives; far less expensive than custom-made units. 
Among the Isaacson Company’s ANGLgear customers 
in the Houston area are the research laboratories of 
two major oil companies, several electronic equipment 
firms, a producer of oil well surveying equipment, and 


a manufacturer of food processing machinery. 


You doubtless have many equipment 
manufacturers in your territory. Why 
not call on their designers and engi- 
neers and show them an ANGLgea?. 
You'll find the reception good and 
sales easy to close. 


WRITE FOR INFORMATION. 
THERE MAY STILL BE A _ TER- 
RITORY NEAR YOU THAT IS OPEN. 





<OIPBORNE== 


AIRBORNE ACCESSORIES CORPORATION 


1414 CHESTNUT AVENUE «© HILLSIDE 5, NEW JERSEY 
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Sealer Stick 


For Sealing Oil Leaks 
Under Pressure, Temperature 


Oyltite-Stik, in a new and im 
proved formulation, is said to seal 
cracks, pinholes and rusty parts in 
welds, in oil tanks, pipes and con 
tainers. 

It is said to be satisfactory for 
use on hot oil pipes where pres 
sures up to 75 psi and tempera 
tures up to 400 deg. F. are encoun 
tered. 

Lake Chemical Co., Chicago 


Band Saw 


For Production 
Cut-Off Work 


Designated Model 1000, a new 
metal cutting band saw is equipped 
to handle rounds to 10-in and rec 
tangular shapes 10 x 16in, with 
extra capacity for end cuts up to 
li-in diameter. 

Driven by a } hp ball bearing 
motor, it uses l-in wide blades. 

Wells Mfg. Corp., Three Rivers, 
Mich 











“ 
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SOMEBODY BUYS A LOT OF HOSE HERE... 


A Thermoid Distributor sells it— quicker, easier, 
more profitably —with the help of Thermoid P.S. 
(Personalized Service): 


PERSONALIZED ENGINEERING HELP —Experi- 
enced Thermoid representatives will help you 
to solve unusual application problems. 


PERSONALIZED PRODUCTION—Thermoid 
Hose, V-Belts, Conveyor Belting is built to the 
most exacting requirements of any industry. 






PERSONALIZED SALES HELP—Thermoid pro- 
vides effective sales promotion aids; helps you 


Thermoid Multi-V Belts 


. 
j= a'@ 
‘“ 


a 
g v 
ae 


Thermoid Conveyor Belting 


a 
ca 


sit / | 


in conducting sales meetings and sales training 
sessions... tieing your program to the intensive 
Thermoid advertising in publications read by 
your customers and prospects. 


And Thermoid’s line of Hose, Belts and Friction 
Materials is complete: your market is as big as 
industry itself. Get the facts on Thermoid now! 


hermoi 


Thermoid Company 
Trenton, NJ 


Thermoid Brake Blocks, Clutch Facings 


Sa - 
. ad wt 
—™ 


e..: s , _-. i 9 













You can BE HEADQUARTERS 


Lh 
si ss sgh 
gor ope 


Sell your customers the shelving that’s 
best for every industrial use... Equipto 
Steel Shelving! Ruggedly constructed 
to offer greater shelf capacity ...longer 
service life. Shelves are instantly ad- 
justable. Sections may be moved from 
center of assembly. Dividers, panels, 


EQUIPTO SELLS ONLY THROUGH DISTRIBUTORS — NEVER DIRECT! 


errr. | 
men we wee 


labelholders, bin fronts, and drawer 
sections may be added or rearranged 
anytime. Available in stud, clip, slid- 
ing shelf, or nut and bolt types in all 
standard sizes. Immediate delivery 
from stock. Clip and mail coupon for 
full details. 





825 Prairie Avenue 
Aurora, Illinois 


Please send me catalog of complete shelving line for resale 


NAME 

FIRM 
ADDRESS 
a 


ZONE STATE 


aa aa nw ewww ae ew ewe ee ee ew ee eee ee eo = 
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AMERICAN Neoprene Rubber 
Impeller Pumps 
6 sizes from 4" to 14%” ips. Reetly re- 
laceable impelier is keyed to shaft 
‘asses small particies without jamming. 
Operates in both directions at high or low 
speeds. 


Write today for detailed information on the comp 
line of American pumps . 





AMERICAN Gear Pumps 


7 sizes from Ye” to 144” psi, each upper 
or lower, single or double shaft, spur or 
herringbone gear. 20’ suction lift without 
priming, Develops pressure of 100 Ibs. 


rehensive 


. . Ask for Bulletin 1D 


AMERICAN MACHINE PRODUCTS. INC. 


172 CENTRE 


STREET 


NEW YORK 13.N.Y 
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Drive 


Synchronized Speed 
Changes Provided 


Called the Varidyne, a new drive 
system of synchronized variable 
speed, multiple drives has been 
developed. 

The heart of the system is said to 
be a specially designed Varidyne 
unit which interlocks the 
company’s Varidyne motors by 
means of electrical impulses. 

Varidyne motors are of the AC, 
squirrel-cage induction type, con- 
nected to the power unit by means 
of standard 3-phase circuitry. 

U. S. Electrical Motors Inc., Los 


Angeles 


pow Cr 


Clutches 
For Any V-Belt 
Drive to 742 HP 

Smooth, shockless engagement 
with no possibility of “belt grab” 
is said to be a feature of a new 
“End Thrust” type clutch series 
for applications on any V-belt drive 
to 74 hp. 

Three basic parts are: central hub 
and end disc, a slideable pulley 
side, and an outer sleeve or cam. 
The new clutches mount on electric 
motors and gas engines. 


V-Belt Clutch Co., Los Angeles 





ALKER- URNER 


You can sell more Walker-Turner 
“Light-Heavyweight’” Tools this way... 


Here’s a fine 
NEW product 


that your . 
Woalker-Turner 
customers need eeoeeee Reeser eeeeeee “Light-Heavyweight” 
Tilting Arbor Saws 
2221 — 10” Tilting Arbor 
Saw — Capacity, 3-1/8” with 
10” blade, 2-1/8” at 45°; 
with 6” dado, 1-1/8”. Speed; 
3800 rpm. Table: 32-1/2” 
deep x 45-3/4 ” wide, with 
extensions. 
8” and 14” Tilting Arbor 
Saws also available. 


BBN SS ; } : aes SE SY, RAGS ES RII Us UT BN ae 
Motor and arbor tilt as a unit— 3, Saw arbors on all models are 
with plenty of extra-heavy trunnions support entire mounted on precision ball bearings. 
mechanism. 4. No need to waste time on test cuts. 
convincing features Guard and splitter are lined up with The rip fence can be set with great 
' — has sensitive micro- 

that you can blade at any angle — at least one aware 

y anti-kick-back pawl always in con- adjustment. 

tact with work. Means greater safety 5, These are rugged, “big performance” 


demonstrate ......+++4- : 
to operator. machines at “light machine” prices. 


Every pattern shop, every woodworking or many of these ““LIGHT-HEAVY- 

shop, every metal working shop — in weiGHT”’ Tilting Arbor Saws. Voca- 

fact any plant, large or small, that works tional schools and manual training de- 

fo a reall = in wood, ferrous and non-ferrous metals, partments are excellent prospects for the 
y or plastics — is your prospect for one 10” and 8” models, 


If you're selling Walker-Turner “LIGHT-HEAVYWEIGHT” Tools now, 
ask your W-T representative for special sales helps; he’s there to 
help you make more sales. If you're not now a Walker-Turner 
Distributor, we'll be glad to tell you if a W-T distributorship is 
available in your locality. 


big market .....++++8- 


DRILL PRESSES, HAND AND POWER FEED — AIR FEED DRILL PRESS ATTACHMENT 
RADIAL DRILLS —- WOOD AND METAL CUTTING BAND SAWS — TILTING ARBOR SAWS 
RADIAL SAWS — JIG SAWS — CUT-OFF SAWS —— LATHES — SPINDLE SHAPERS 
JOINTERS — BELT AND DISC SURFACERS — FLEXIBLE SHAFT MACHINES 
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ARE YOU FAIR 
TO YOUR CUSTOMERS? 


DO YOU OFFER THEM THE 


MOST COMPLETE 


LINE OF PULLING AND INSTALLING TOOLS AVAILABLE? 


There’s no question about it. The OTC 
line of hydraulic maintenance tools is 
the most complete ever built. Starting 
with a mechanical unit the size of your 
hand, it can be extended by adding sets 
and accessories as needed up to a 100 
ton hydraulic unit. Shop presses are 
available for every need. 


From a small investment of less than 
$50.00 your customer can add sets and 
accessories to do specific jobs until he 
has all the pulling and installing tools 
needed for his maintenance problems. 
With these tools he can save unbeliev- 
able time and money —thousands of dol- 
lars a year—make tough jobs easy and 
increase production. Get your customers 
started now. They’ll thank you and 
extra sales will come automatically. 


| ‘| 
\ j 
Ped 
Your customers con build a com- 
plete set as needed, starting 


with the famous OTC mechanical 
puller shown above. 


aa 
Then he adds the hydraulic 
power twin unit in the 171, 30, 
50, or 100 ton size. 


Now he hos the world's famous, 
easy to use portable pulling tool. 


Two of the 1000 jobs that can be pulled with these tools. 


Trap 


Tracer Line 
Applications 


\vailable now in a ?-in size, the 


company’s ‘Thermodynamic TD 
steam trap is slightly larger than a 
50-cent coin. 

lhe three parts—cap, valve disc 
and body—are of stainless steel. It 
is said to operate equally well on 
light or heavy loads and against 
back pressures up to 50% of inlet 
pressure. Closes tight on no load 

Same trap without changes is 
available for 10-600 psi. 

Sarco Co., Inc., New York 


Vise 
Eliminates Use 
Of Jigs, Fixtures 


\ new drill press vise, Speed 
Vise, is said to eliminate complete 
box type jigs because the vise itself 
acts as the major part of the jig or 
tooling fixture; all that is needed 


Removing counter shaft geor bearing with OTC 


Removing drive gear on paper shearing machine 
mechanical Grip-O-Matic puller. 


with OTC hydraulic rom and push-pulier. 


OTC TOOLS APPROVED BY THESE MANUFACTURERS: 


geno FOR} Allis-Chalmers * American Tractor * Case * Caterpillar + Oliver 
—_ Cockshutt * John Deere * Ferguson * Ford * Fordson Major 


NE 
uc |} , , . . 
wyonerIN International Harvester * Massey-Harris * Minneapolis Moline 


OWATONNA TOOL COMPANY 


173 CEDAR STREGT OWATONNA, MINNESOTA 
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It’s true! When you carry the full line of BonNEY Tools—you have the 

key to any door. In the automotive, aviation, construction, railroad, 

refrigeration, shipbuilding fields ... throughout general industry .. . 

you can sell precision-built, quality tools made for the job. 

Bonney Tools rate tops in mechanic preference, too. And when it comes 

to something special, different—you can always count on Bonney to BONNEY 
bring you the newest tools . . . first. TOOLS 

The right tools...the right brand... the right kind of regular, con- : 

sistent advertising in the magazines your customers read—they all add 

up to a real sales winner. And smart, eye-catching Bonney merchan- 

dising displays help you sell in volume. Besney Guitéiie oil ‘dinates 


Ask us to show you how it pays to stock and sell Bonney Tools. We'll many tools to customer specification. 
be only too glad. Write to us about any tool problem. 


BONNEY FORGE & TOOL WORKS « ALLIANCE, OHIO 
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a select 

line of 
industrial 
hardware 
made and stocked 
for service 

ina harry! 


HOOK AND EYE TURNBUCKLES 


Oe 


om) _ LINKS 


= of 


ANCHOR SHACKLES 


SHOULDER EYE BOLTS 


me 


Fanner’s large manufacturing capacity 
assure prompt shipments at 

the lowest possible cost. If you are 
interested in service as wéll as service 
life, you'll find Fine Fanner 

hardware to your liking. 





In Fanner, you get a combination of 
facilities unequalled for quality, 
dependability and service — in cast 
iron, malleable iron and drop forging 
products. As a result every Fine Fanner 
product is produced by the method 
which make it most suitable for the 
purpose ... and the most economical. 


© WRITE FOR 
YOUR COPY of 
this comprehen- 
sive, illustrated 
Catalog. It de- 
scribes the com- 
piete range of 
ine Fanner in- 
dustrial hardware 
items — a few of 
which are shown 
above. Simply 
send a totter or 
cord to... 


Philadelphia Hardware and 
Malleable Manufacturing Co. 
established 1852 
division of 


THE FANNER 
MANUFACTURING CO. 


Executive Offices and Plant 
Brookside Park © Clevelond 9, Ohio 
Philadelphia Plant and Warehouse 
2207 Bridge St. © Philadelphia, Pa. 











is a jaw plate designed to fit the 
part being drilled. 

According to the manufacturer, 
you lift the handle, slide the jaws 
closed and lock in place. It is said 
to open to full capacity to facilitate 
cleaning and simplify loading and 
unloading of odd shaped parts. 

Cardinal Machine Co., Glendale, 
Calif. 


Dresser 


Plain Angle, 
Dust-Proof 


Known as the “Angle Master,” 
a new wheel dresser with a Mehanite 
base is said to permit drilling and 
tapping of holes when needed for 
quick set-ups on cylindrical grinders. 

All parts are precision ground on 
the new dresser which dresses with 
diamond point horizontal to center 
of the spindle. 

] & S Tool Co., Livingston, N. ]. 


Tapping Attachment 


Permits Heavy Tapping 
On Small Drill Presses 


No. 3-B tapping attachment, a 
planetary gear arrangement, reduces 
tap speed to 4 the drill spindle 
speed. 

Utilizing the company’s No. 3-F 
grip balanced tap chuck 
which can accommodate any 
standard tap or button die holder, 
maximum tapping threading 
capacity is 4-in in steel. 

Another new product introduced 


visible 


and 
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Help yourself to FAST service 
from complete factory stocks 
of BRASS FITTINGS by 


SPAWN 


Flore Fittings Hose Connectors 


Compression Pipe Fittings 


Bottled Gas Trailer Fittings 


aa] F [a7 


Tank Valves & Shutofts 








Automotive 

Drain & Shutoff Cocks Accessories 
Needle Valves Special Fittings 
WRITE FOR NEW CATALOG 


SPAN BRASS 
MANUFACTURING CO., 


OTSEGO 
MICHIGAN 


INC. 





A Sales Repeater because it’s 
DEPENDABLE 
EFFICIENT 
ECONOMICAL 


You can depend on the selling power of 
RUBYFLUID, because it’s the soldering flux 
that’s easy and dependable to use. Effi- 
ciently conditions metal for neat, strong 
unions. Economical becauvse RUBYFLUID 
costs less in the 
long run. Cus- 
tomers like RUBY- 
FLUID Flux — 
liquid or paste 
— keep coming 
back for more. 
Let RUBYFLUID 
make friends and 
build business for 
you. 
Remember . . . 
RUBY’S Stainless 
Steel Flux was 
perfected for this 
application. Don’t 
take chances with 
substitutes. 


Ruby Chemical Co. 
76 S. McDowell Street 
Columbus 8, Ohio 











©) When you specify Taps 

or or Gages by Card, you 
know you g the 
finest. Cat's | experi- 
ehneé in the, manufacture 

| is) your 
jon. 


_xidr performance of Card 
Presenting the taps and gages is speeding 


out better products faster. 
yal CAN TN 
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KENNEDY Quality Means Extra Value In Every Valve 


by the manufacturer is their Model 
800 flexible shaft driven adjustable 
spindle multiple head, a lightweight 


The valve designed with rugged body con- , 
compact unit designed for both 


struction for trouble-free service, with new , 
disc features for longer service life. tapping and drilling up to eight 
holes on any tapping or drilling 


* UNION BONNET RING machine. 
Ettco Tool Co., Inc., Brooklyn, 


H ore is the bronze valve 
of maximum durability N. Y. 
and efficiency. Designed 
for versatility and longer 
life, it has rugged body 
construction with raised 
seat, generous interior 
passages, and ample pipe 
thread clearances. It fea- 
Separate union bonnet ring is of heavy 


tures the comfortable, construction to absorb greater punishment. 
safe, pistol-grip hand- Large flats mean easier wrench application. 


wheel; the Kenalloy stem, 
designed to eliminate the * SLIP-ON DISC-HOLDER » 


common causes of stem 
failures; and new improv- 
ed impregnated plastic 
packing material, care- 
fully tested and perfected. 
All these factors combine 


to make Kennedy the : 
Quality valve. With stem turnea to wide open position 
— slip-on disc holder is locked positively Solder 


in place .. . for easy reassembly. 


* REMOVABLE DISC - HOLDER » ___ Cleans, Solders, 
Tins in One Operation 


Swif solder 50-50, in paste form, 
a tin-lead solder combined with an 
active flux, is now available in 14 0z 
plastic tubes, 4 oz. jars, 4 Ib, 1 Ib and 
3 lb cans. 
With bonnet assembly removed, a mere 


half-turn of stem releases dis¢-holder. Applied to job with brush or =n} 
Accurately guided by four guide prongs. standard applicator, it 1s heated with 


soldering irons, torch or in produc 


Se i KENNEDY VALVE MFG. CO. + ELMIRA, WN. Y. tion line ovens. 


VALVES + PEPE FITTINGS + FIRE HYDRANTS Hercules Chemical Co., New 


OFFICE ANO WAREHOUSES IN NEW TORK CHICAGO SAN FRANCISCO ATLANTA SALES REPRESENTATIVES 16 PRINCIPAL CITIES } ork. 
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SIMONDS 


ABRASIVE CO. 


a 


Reinforced Resinoid Bonded 
ABRASIVE WHEELS 


RED WHEEL 





Save time and money on weld grinding with SIMEX . lightweight, rigid, for 
heavy duty use. Structurally different—with auto tire cord safety web backing! 
Send for Bulletin ESA-244. : . bh 


FIBREX 


RED CENTER WHEELS 











ideal for deburring, finishing, polishing and cutting-off. Slightly flexible 
for general offhand use and the lighter weld grinding jobs. Extra 
strong and fast cutting. Send for Bulletin ESA-244 





DOUBLE 


CUT-OFF WHEELS 





Glass fiber reinforced for extra strength, less breakage and long life 


v 


Fast cutting on all types of metals and non-metals 


Send for Bulletin ESA-243 


Ou 


CALL *SistRIBUTOR 


= SIMONDS ABRASIVE COMPANY + PHILADELPHIA 37, PA. 


— 


LOCAL STOCK Branch Warehouses: Boston, Detroit, Chicago, Portland, Sen Francisco. Distributors in Principal Cities 
FAST SERVICE Division of Simonds Sew and Stee! Co., Fitchburg, Mass. 





Handwritten 
Prices Save 
Invoicing Time 
Minimize Errors 





| peso IS OF THE ESSENCE, even (Or 
maybe more so) with a small firm, 
according to Howerd Guildford, 
partner of H. B. Guildford & Co., 
Torrington, Conn. “Subscribing to 
the adage that all we have to sell is 
service, we're constantly seeking 
ways and means to save time, mini- 
mize our opera- 
tions,” 


err 1rs—improve 


Double in Brass 


In a small organization, Mr. 
Guildford adds, “Everyone doubles 
in brass and it is essential that rou- 
tine jobs be handled as quickly, yet 
as accurately, as possible so that 
more time is available for creative 
work.” Mrs. Aurelia Haag, who 
holds the fort while Mr. Guildford 
is out selling, for example, helps fill 
orders, answer the phone, handles 
correspondence, figure and type in- 
voices. 

Aware of some duplication in the 
latter operation, the firm’s proce- 
dure was scrutinized in an attempt 
to save some steps. As their premises 
are compact, they take mail and 
phone orders right to the shelves, 
check stock physically, set the items 
aside, and mark on the order what 
ever has to be backordered. Unit 


196 





HB.E, UILDFORD & CO. 
orsinglons Dndashial Supply 





- 


so.o The ABC Mfg. Company 
TO Prospect St. 
Torrington, Conn. 


Ove ORDER MO 
k.-6544N 


15 


Otscairtion 


128 Browni Gri lts 


1 x 8 x 18" Lenox Flt. Stk. 


Thank You 


vot 


1 your sistement seat 
PLEASE NOTE Cash d:scowat to be Laken on merchandise only ol on transportation charges o: sales tax 








PART INVOICE FORM used by H. B. Guildford & Co., Torrington, Conn. fea 


tures typewritten body of order and handwritten unit prices, extensions, and totals. 


prices are handwritten on the cus- 
tomer’s order, then extensions and 
totals, figured on the comptometer, 
are handwritten on the customer’s 
order. 

The priced orders piled up until 
there was time to type the complete 
invoices. 

After careful study of this dupli 
cation and the bottleneck in invoic 
ing, a four-part form was adopted. 


HANDWRITING of figures on in 
voices saves Mrs. Aurelia Haag valuable 
time for other inside duties 
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It provided duplicate invoices for 
the customer, plus a packing slip and 
an office copy for Guildford’s per- 
manent file. 

This four-part form is now typed 
— except for prices — immediately 
after material has been set aside for 
shipment. After shipment, the typed 
forms are priced and extended—in 
longhand, right on the forms. 

The present procedure eliminates 
duplication of handwriting, then 
typing, all prices, extensions, and 
totals. And, equally important, it 
eliminates another opportunity for 
error. In the former procedure, 
when all figures were typed on the 
invoice, there were occasional errors 
made in transcribing from the pen- 
ciled figures on the original order. 

To date, there have been no com- 
plaints from customers about the 
handwritten part of the invoices. It 
is pointed out, however, that the 
figures must be written clearly and 
with a sufficiently heavy hand to 
insure readable carbons. 

Since the present system has been 
in effect, Mr. Guildford reports in 
voices are now mailed promptly, ad- 
ditional time has been available for 
constructive work on non-routine 
jobs, and costly errors have been 
minimized. 








Industry Intensifies 
College Recruiting, 
Starting Salaries Up got? 


tamer competition for college Y 
seniors has forced companies to 
extend and intensify their college re- 
cruiting efforts, according to a re- 
cent National Industrial Conference 
Board study of recruitment practices 
of 240 manufacturing and nonman 
ufacturing firms. 
Many of those surveyed report 
that they are building close ties with 
more schools on a systematic, year 
round basis, instead of visiting a 
few nearby colleges on a hit-or-miss 
basis during one or two spring 
months. 
The Board finds that major 
changes have taken place in college 
recruiting since 1948, when it com- 
pleted a similar study on employ- ELONGATION 
ment of the college graduate. Dur- Bee 
ing the past eight years, companies 
have: 
* Defined their objectives and or- 


! ; Designers and production men are well 
ganized their practices aware of forces constantly exerted in and 
. Prepared descriptiy . booklets to around assembled parts. It is the reason behind 
sel] seniors on their companies the universal acceptance of the nut, bolt and lock 
* Appointed specialists to visit col washer type of industrial fastening. A Reliance Spring Lock Washer has 
leges on a regular basis, to inter- the reactive range and reactive pressure to keep tension on a bolted 
view seniors, to do a thorough assembly long after wear, vibration and bolt elongation have destroyed 
screening job, and to make rec the effectiveness of a less efficient type of fastening. That is why we say 
ommendations Reliance Spring Lock Washers keep bolted assemblies tighter longer. For 
* Developed summer employment complete information, write for engineering folder W-50. No obligation. 
and work-study plans for col- 
lege students 
* Increased salary offerings sharply 
*Expanded and __ strengthened 
training programs for recruits 
*Conducted research to improve 
practices and results obtained 


Current Recruiting Practices 


Findings of the present Confer- 
ence Board study reveal that the 
average company of those surveyed 
visits 4] colleges and universities 


and contacts 12 more by mail and COMPANY 


telephone. The Big Ten, engineering 
colleges, and Ivy League schools are ¥ 

the most popular recruiting centers, RELIANCE DIVISION 
but interest in the smaller liberal 


arts schools has been growing. 
j : , are : Sales Offices: New York * Cleveland * Detroit 
Although April and May are still Chicago * St. Louis * Son Francisco * Montreal 





OFFICES and PLANTS 550 Charles Ave., $.E., Massillon, Ohio 
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Exclusive Features 
Sell 
SIMPLEX Jacks 


@ That unbeatable edge over 
competitors, the exclusive feature, 
works overtime for you when you 
sell Simplex Jacks. With Simplex, 
you have three exclusive features to 
make sales easier and to get repeat 
orders. 


i ied 


“CENTER-HOLE” PULLING 
—-an exclusive feature in Simplex 
“Jenny” and Re-Mo-Trol Hydraulic 
Pullers — makes pulling of shafts, 
pistons, liners, keys, valve seats, 
pins, etc. as much as 75% easier. 
The reason? Eccentric loading has 
been eliminated by pulling through 
the center of the tubular ram. Reduces 
set-up time and promotes safety, 
too. The benefits this feature offers 
are easy to see, easy to sell. 


THE LARGEST LINE OF INDUSTRIAL 
JACKS AND PULLERS 
Here’s an exclusive feature that 
benefits you as well as your custom- 
ers. By filling all jack needs from 
one source, you can prevent expen- 
sive stock duplications, make inven- 
tory control easier, cut ordering 
detail and freight costs. And your 
customers have the advantage of 
choosing from a complete line. It’s 

fully described in catalog 53. 


woe.o's tanoest mPGes OF imOustaiaL 


MECHANICAL AND 


LIFTS FULL CAPACITY 
ON CAP OR TOE 

Unlike many other brands, Simplex 
Ratchet Lowering Jacks are rated 
for full lifting capacity on either 
the cap or the toe. One Simplex 
Jack can work in low clearances 
that would require two ordinary 
jacks with toe lifts rated at half the 
cap capacity. This exclusive feature 
means greater versatility, more 
uses and more value to your cus- 
tomers. And more sales to you. 


COMPLETE SIMPLEX 
—_ LINE INCLUDES: 


—<— = cz 


Re-Mo-Trol Lifting Rams and 
Pullers — 10-100 tons 


New Rol-Toe lifts 
full capacity on cap 
or toe 


Screw 
Jacks— 
12-24 tons 


Standard Hydraulic Jacks—3-100 tons 
Lever Jacks — 5-55 tons 


Special Jacks for Railroads, Mines, Utili- 
ties, Oil Fields and Construction 


TEMPLETON, KENLY & CO. 


2523 Gardner Road, Broadview, Ill. 
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the big months for recruiting, only 
one company in four believes the 
iob can be done within this period. 
Nearly 26°% of the reporting firms 
recruit seven months of the year or 
longer, and more than one out of 
ten look for men around the cal 
endar. 

The 1955 quotas of 235 compa 
nies totaled nearly 19,000 recruits, 
or an average of 80 recruits per com 
pany. About half the demand was 
for engineers, while sales trainees 
accounted for 20% and general busi 
ness trainees 11% of the total. 

Starting salaries for four-year grad- 
uates averaged about $350 per 
month in 1955. Most executives 
regarded last year’s offerings as “too 
high,” but 80% predicted they will 
be higher in the years ahead. 


Preselection Popular 


Nearly half of the 240 partici- 
pating firms try to line up good 
prospects before their recruiters ar 
rive on campus. College placement 
officers may be asked to pick out 
likely seniors, or interested students 
may be requested to submit applica 
tions in advance. Group meetings 
are sometimes scheduled so that a 
recruiter can describe what he has 
to offer before individual interviews 
are arranged. 

Ihe experience of cooperating 
firms shows that it takes 100 inter 
views to produce 15 likely candi 
dates. These 15 are invited to the 
company, shown around and inter- 
viewed by officers and department 
heads. Eight eventually end up on 
the company payroll—the rest either 
fail to receive a bid or accept an 
other firm’s offer. 

When the recruit reports for work 
he may be assigned to a particular 
job. More often, he will enter a 


special training course which usually 
lasts about a year. Ordinarily, the 
recruit is given a broad view of the 


company’s operation through rotat 
ing work assignments. 

Almost half of the firms surveyed 
by The Conference Board report 
that college graduates are more sta 
ble than other employees. Only 4% 
described their turnover of college 
recruits as “excessive.” 

















For tool 
and work holding 







Sacobs 


CHUCKS 


Jacobs and your industrial supply distributor are 
ready to deliver the chucks you need and the serv- 
ice you deserve. First in chucks... first in service. 


The Jacobs Manufacturing Company + West Hartford, Connecticut 


5 a as Re cee 


a 











Stocked by 
eading Industrial Distributor 


everywhere 


ALLEN 


MANUFACTURING COMPANY 
HARTFORD 2, CONNECTICUT, U.S.A 





SINTERED POWDERED 
BRONZE BEARINGS 
AT THEIR 


Bunting’s many years of experience in the manufacture 
and distribution of Cast Bronze Bearings gives the highest 
standards of precision, quality and worth to the new 
Bunting stock sintered Bronze Bearings. These better 
sintered bronze products are now available 


from Bunting Distributors. 


Bunting’s research facilities and resources are producing 
quality, precision and unvarying uniformity in 
self-lubricating bearings made of sintered powdered bronze. 
Plain bearings, flange bearings, thrust bearings and bars 
made of this increasingly popular material now can be 

had in sizes and standards not heretofore 


available from stock. 


Botu Bunting Cast 
Bronze and Bunting oil 
filled, self-lubricating sintered 
powdered Bronze Bearings 
and Bars are available 
to you through your 
nearest Bunting Distributor. 
He has in stock all sizes for your immediate 
needs. Ask him or write for complete lists and 


dimensional data on Bunting Cast Bronze and Bunting 
Sintered Bronze Bearings. 
This advertisement appears in 


fron Age « Mill & Factory 


Machinery * Modern Machine Shop BUSHINGS, BEARINGS, BARS AND SPECIAL PARTS 
Southern Power & industry © Stool OF CAST BRONZE AND POWDERED METAL 


The Bunting Brass and Bronze Company + Toledo 1, Ohio + Branches in Principal Cities + Distributors Everywhere 
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When your 
customer 


needs @ press, reach 
for the 


Catalog and sell him 
exactly (= 
the press for the job. 
a [=i] \f he needs 


wil , cooperate to design 
and build it. 
Dake offers the 


most complete line. 
(1 to 300 tons) 
of shop presses 
for forcing, 
bending, 


and other 
Dressing 
jobs. 
Sell Dake 
and yousell ~~ 


customer 
saticfaction ! 


DAKE CORPORATION 


631 Monroe St. 
Grand Haven, Mich. 








od 


OPEN-SHELF FILE in Pittsburgh firm’s office has up-to-the-minute sales reports 


of interest to Ray R. Smith, Jr., 
for distributor’s leading lines. 


Armour & Co., and 11 other factory representatives 


Sales Reports For Factory Men 
Promote Teamwork 


HEN MAJOR SUPPLIERS REPRE 

SENTATIVES 
chinists Supply Co., Pittsburgh, 
most of them head straight for a 
small open-tray box file in the sales 
office before asking any questions. 
Each tray in this box contains up-to- 
the-minute copies of orders for one 
of the firm’s major lines, sorted out 
for the factory man’s exclusive use. 

As Russell Dickson, Standard- 
Machinist sales manager, explains 

“I used to be a factory salesman 

myself, and one of the chief sources 
of misunderstanding with some dis 
tributors was the time that elapsed 
before I got reports of sales. Before 
we had these trays, factory men de- 
pended on hearsay or haphazard 
methods to keep abreast of the sales 
and inventory situation in their 
lines; often they knew nothing def- 
nite until they got reports from their 
own headquarters at the end of the 
month. 

“This meant they couldn’t make 
intelligent recommendations on the 
amount of inventory we needed in 
their lines. They couldn’t see why 
we ordered less in one week than an- 
other; we alone knew how much we 
were selling and where, and how 
much stock we needed. 

“But we welcome factory men’s 
help on inventory policy and, now 
that they can keep up to date on 
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visit Standard-Ma- 


sales, their advice means some- 


thing.” 


Sales Analysis Encouraged 


Mr. Dickson also wants suppliers’ 
representatives to help with sales 
analysis. With order copies always 
grouped in the trays by line, it’s not 
difficult for each factory salesman to 
sort them by customers at more fre- 
quent intervals than he could if 
he depended on monthly state- 
ments. Several factory men, he 
finds, are willing enough to help 
pinpoint strengths and weaknesses 
in the company’s sales efforts this 
way. It’s their living too. 

The extra order copies require 
little or no extra typing. When or- 
ders contain more than one line of 
billing, additional carbons are made 
for the several salesmen and lines 
with which a specific salesman is not 
concerned are blanked off. 

So far, the order copy box has 
trays for 12 major lines. Mr. Russell 
says he will add more if needed. 

Says Ray R. Smith, Jr., Armour & 
Co. representative who has been 
using the order box for some time: 
“This is my first stop when I come 
to Standard-Machinists. It tells me 
the sales situation at a glance and 
certainly keeps me interested in this 
company’s progress with our line.” 





Ducommun Explains 
Annual Meeting and 
Why It Is Held 


(Editor's Note: Believing that 
employees are interested in all 
operations of a corporation, off- 
cers of Ducommun Metals & 
Supply Co., Los Angeles, last 
month issued a special edition 
of their house organ, Ducom- 
mun NewsReel, reporting on the 
organization’s annua! sharehold- 
ers’ meeting. A feature of the 
report was the following detailed 
explanation of what an annual 
meeting is and why it is held.) 


wet 1s an “Annual Meeting?” 

Why is it held? These are two 
questions that may occur to the aver- 
age person. To find the answer to 
these questions it’s necessary to in- 
quire a bit into the question of what 
a “corporation” is, and why it is 
organized. 

We all know that modern busi- 
ness enterprises cannot exist with- 
out the investment of substantial 
amounts of money. In our own 
company, for example, we have 
about $8,757,000 invested, equiva- 
lent to about $11,000 for each per- 
son employed. A steel mill may re- 
quire an investment of $100,000 per 
employee or more. Such large 
amounts of capital are difficult for 
one person, or even one family, to 
“raise,” but a large number of people 
together can provide sums necessary 
for such an enterprise. 


How Businesses Grow 


Thus, as our own company grew 
from a small store owned by one 
man into a family owned corpora- 
tion, the capital needs for its growth 
virtually required that more owners 
be taken in. This was accomplished 
in 1946 when over 1,000 new share- 
owners provided $1,375,000 in added 
capital. In return they gained shares 
in our company which now has a 
substantial part of its ownership in 
the hands of the public. 

Of course, the corporate idea is 
not new. It was known and used by 





The Complete “BULL ae DOG” Line 


Machinists ® Top Swivel Jaw ® Woodworkers * 
Hinge Pipe * Combination Pipe * Utility 


Backed by 85 years of time proven acceptance. 
Hundreds of plants have used them and still do. 
Sell PRENTISS for those “REPEAT” vise orders. 


Here is a BIG Selling Point 


PRENTISS SWIVEL BASE 
The base is Machined to close 

| tolerances to insure POSITIVE 
LOCKE. 


The base plate is cast in one 


piece and slotted in the front. 
| When the wrench is tightened, 
| this base plate or split ring 
| squeezes against the hub on 
the vise body, locking the vise 
| to the base. 


Prentiss Sales Policy 





100% thru Stocking Industrial Distributors. 
PRENTISS VISE DIVISION, MERIDEN, CONN, U.S.A. 


OF THE CHARLES PARKER CO. 
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CONTEST... 


ASS a 


RAWLPLUG’S 
ANCHORAMA 


. 2680... ’ 
FIRST PRIZE *1,000.00 


Yes Sir. . . COLD CASH . . . NO NEW HATS (WE THINK NEW HATS ARE 
OLD HAT) you get CASH . . . to put in the bank or pay off your bills . . . 
CASH will be handed out to 43 winners in this contest for distributors’ 
Sales Personnel only. That cuts down the number of folks who can 
compete—so you have a better chance to win. 


RULES 
To compete in ““ANCHORAMA 2500" you need only: 

1. Be registered with Rawlplug New York office as having seen 
ANCHORAMA. 

2. Fill out a short questionnaire, (which will be mailed to you), 
tell us how you showed a user customer a way to do a masonry 
anchoring job better by using a Raw! product—in other words 
how you helped your customer. The 43 best answers will win 
cash prizes. 

Contest ends midnight September 30, 1956. All entries must 
be post-marked before that time. 


*2 500.” in PRIZES 


FIRST PRIZE: $1,000.00 . . . 6 SECOND PRIZES—$100.00 each, 36 

other prizes of $25.00 each. The first prize is the national grand 

prize, the others are regional prizes. In case of ties duplicate prizes 

will be awarded. JUDGES 

Walter F. Crowder, Editor, Industrial Distribution Magazine; George Ganzenmuller, 

Editor, Electricai Wholesaling Magazine; George G. Felt, President, Felt Advertising, Inc. 
See your Sales Manager for further details or write us. 








in 


RAWL-TAPERS 


RAWLPLUGS 


THE 
ome Ff ooicts| RAWLPLUG Co., Inc. 
Box 406K, New Rochelle, N. Y. 


RAWL RAWL 
LAG SCREW CARBIDE 
RAWL-ANCHORS SHIELDS DRILLS 














RAWL-DRIVES 
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the ancient Greeks and Phoenicians 
trading in the Mediterranean. Our 
own country was settled in part by 
colonizing expeditions financed by a 
form of “stock company.” 
Ducommun, as a modern publicly- 
owned corporation, has about 1,060 
owners of stocks or shares in our 
company. We prefer to use the term 
“Shareholder” because it emphasizes 
the fact that these people own shares 
of our business. Of our shareholders, 
274 are men, 39] are women—but 
the men, together, own more shares 
of stock. There are 362 “joint ac 
counts” — shares owned jointly by 
husband and wife, for example. 
We have 14 cases where shares 
are held in trust for others, 1] stock 
holders and securities dealers who 
hold stocks—either in their own 
names or for customers, and a few 


others. 


Right of Direction 


Since the shareholders own the 
business, they have the right to di 
rect how it shall be run. This is 
accomplished by their electing a 
Board of Directors to represent theit 
interests. ‘These directors in turn 
elect officers who are responsible for 
the actual operation of the com 
pany. This election is accomplished 
by a regular voting procedure goy 
erned by both state and federal law 

The California corporate code un 
der which our company operates re 
quires that an annual meeting of 
shareholders shall be held and that 
the directors must then be elected. 
It recognizes that not all of the 
shareholders can be present at such 
a meeting, so it authorizes them to 
be represented by “proxy.” A proxy 
is an authorization, in writing, foi 
one person to act for another. In 
this case the proxy authorizes some 
one else to vote the owner’s shares 
of stock. 

In our company these proxies are 
usually given to members of man 
agement to vote, but this need not 
be the case. We have all read of 
companies where dissatisfied share 
holders have given their proxies to 
others outside management with the 
intent of replacing the present man 








y An industrial distributor asks 
3 leading questions about V-belts 


| “I’m tired of ‘one belt’ sales! 
Can Veelos build my volume?” 


Yes! Selling Veelos is selling volume. You sell by reels, 
not by belts, turn small orders into large orders. With 
four 100’ reels of Veelos (O, A, B, C widths) your cus- 
tomer replaces up to 316 different sizes of endless belts. 
Veelos Belts get used constantly because they're adjust- 
able to any length. No waste—no useless deterioration 


in storage. And Veelos stores in mere inches! 


3 “With Veelos, can I meet 


customer needs quickly?” 


Yes! You never have to over-stock, because Veelos is 
packaged in 100’ reels—each reel in its own tough, cor- 
rugated box. You can ship to your customer in these 
same cartons! There’s a Veelos belt for every possible 
requirement, and your storage is as easy as your custom- 
er’s. With Veelos, nobody has to maintain a huge in- 
ventory .. . and you can meet customer requests quickly 


and easily! 


’ “Is it true that Veelos cuts 
installation and down-time?” 


Yes! You've got a terrific selling point here—Veelos is 
an adjustable belt. Veelos adjusts to any drive, any 
length. Your customer doesn’t have to tear down out- 
board bearings, reset, tilt or move motors to replace a 
belt! Veelos is easily altered by adding or removing 
links—and you don’t have to stock hundreds of matched 


sets to meet customer emergencies! Veelos cuts cost 


Veelos is sold exclusively 
through distributors. For 
information, write to: 


LINK V-BELT MANHEIM 


Manufacturing & Belting Company 


Veelos is known os 114 Stiegel St., Manheim, Pa. 


Veelink outside U.S.A. 


“Industrial Belt 
Specialists Since 1911” 


©MM4&B. Co. 1956 


Adjustable to any length e Adaptable to any drive « Balanced power e Constant power e Vibrationiess power 








there’s volume and profit in 


packaged assemblies and factory 
bulit overhead handling equipment by 


1-BEAM TROLLEYS 


Plain or geared types, ball or roller bearings, 1 


to 10 tons. Write for bulletin 1100. 
#5) 


CONCO 


JIB CRANES 


Wall bracket type, 4 to 3 
tons, complete cranes, or pack- 
aged assemblies. Write for 
bulletin 2400. 





CHAIN HOISTS 


Spur geared types, high 
speed and light weight, '/ 
to 25 tons. Write for bulle- 
tin 1200. 


[GUI / 





CONCO ENGINEERING WORKS 


Division of H. D. Conkey & Company, Mendota, Iii. 
VU Civision St., Mendota, Ill. 


AFFILIATES: 


+? 


PUSH TYPE UNDERHUNG 
CRANE ASSEMBLIES 
Packaged assemblies for single trolley models 


to 1 ton, and multiple trolley models '/ to 2 tons 
Write for bulletins 1400 and 1440. 





Conco Engineering Works — Domestic Heating Equipment 
Conco Building Products, inc. — Brick, Tile, Stone 





How to increase your SALES COVERAGE 


... with A. K. ALLEN Air Components 


Automation is increasing daily. So are 
sales of standard air-operated equip- 
ment. Get into the air components and 
devices business and get your share of 
these sales—and PROFITS! 


Here is what you get when you 
handle the A. K. ALLEN line of 
standard air controls: 


@ A liberal margin of profit 

@ High quality products, competitively 
priced 

@ Standard off-the-shelf items available 
from large factory stocks 

@ Shipments the day of receipt of order 
as only a small, reliable and efficient 
manufacturing organization can give 


@ A group of down-to-earth, lively and 
on-the-ball people to help you and 
make doing business a pleasure instead 
of a chore 


Don’t buy standard air controls from 
another dealer...Get your own line at 
the full discount. 


For information on the complete 
““ALLENAIR” line of CYLINDERS, 
VALVES, CLAMPS and DIAL FEED 
TABLES drop a line to A. C. Kelly or 
use the coupon below. 


THE A. K. ALLEN CO. 


57 Meserole Ave., Brooklyn 22, N. Y. 


j —- 
| 





5 
: 
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THE A. K. ALLEN CO. 
57 Meserole Ave., Srooklyn 22, N. Y. 


My name Title .. 


Company 
Address 
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agers with others who would pro- 
duce results more to the liking of 
the shareholders. 

Most of our shareholders are rep- 
resented at our Annual Meeting by 
proxies. A few come in person to 
vote their shares. At our 1955 An- 
nual Meeting we had, all together, 
about 95% of the shares of our 
Company represented. 

The Annual Meeting is normally 
held a few months after a company 
closes its books of accounts for the 
year. We operate on a calendar year 
basis, and our Annual Meeting is 
usually held in April. Other com- 
panies hold their meetings at other 
times, depending on their account- 
ing period. 

As stated above, the major busi- 
ness of an Annual Meeting is to 
elect a Board of Directors. The 
Board represents the shareholders, 
and is the top policy making group 
in the company. In voting for a 
Board, owners of California corpora- 
tions, such as Ducommun, use a sys- 
tem of “cumulative voting” as re- 
quired by law. 


Cumulative Voting 


Cumulative voting works this 
way: If there are seven directors to 
be elected (as there are in our case) 
each shareholder has one vote for 
each director vacancy for each share 
he owns. For example, if he owns 
100 shares of stock he has 700 votes 
for directors. If he wishes he can 
“accumulate” his 700 votes—casting 
them all for a more limited number 
of directors. He can cast all of his 
votes for one director if he wishes. 
In this way a number of sharehold- 
ers, though they do not own a con- 
trolling interest in a company, can 
elect someone to represent them in 
a board of directors. Cumulative 
voting is generally considered to be 
a more modern method of organiza- 
tion, helping shareholders to gain 
adequate representation. 

Besides electing directors, share- 
holders hear a review of the past 
year’s performance and a discussion 
of future plans. The shareholders 
may also vote upon other matters 
affecting their company, but in all 





1 
IN STOCK= / answers to your 


POWER TRANSMISSION) PROBLEMS 
[ 


Foote Bros. LINE-O-POWER Drives 


ea 


ALL MODELS, SIZES, 
RATIOS AVAILABLE FROM STOCK 
Here’s the widest selection of standard speed reducers 
available to you today—all from stock. Capacities 
range from fractional to 200 H. P., ratios to over 2700 
to 1. Standardization of design and extra-capacity 
Duti-Rated Lifetime Gearing make them the most 
economical to buy for any standard speed reduction 
application. The most economical to maintain, too— 
highest quality workmanship and simplified, rugged 


construction offer top efficiency, longer life and trouble- 
free operation. Standardized interchangeable gearing 
minimizes spare parts stock requirements. Foote Bros. 

Line-O-Power drives will transmit power from any source 


and operate from any position. Input and output shafts 
can be easily modified to suit your particular needs 
Foote Bros. Line-O-Power offers you the complete line of 


drives pre-engineered and standardized for any or all of 
your power transmission problems—in stock to meet your 


this Outt- Rate - A, i . . 
stands for the finest \ ‘UFETINE scan: s 
industriel gearing made SS YZ Z| needs efficiently and fast. Write =" complete catalog now 
T.M. REG. U.S. PAT. OFF. FCOTESBRO S. 
Beltre Power Tra Rcoion Through Toller Loars 
FOOTE BROS. GEAR AND MACHINE CORPORATION 


. 
4545 South Western Boulevard, Department ID, Chicago 9, Illinois 
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except the election of directors they 
are entitled to only one vote for each 
share of stock they own. 

The Annual Meeting of Share- 
holders, then, is the focal point of a 
kind of “representative government” 
and “town meeting” for businesses 
publicly owned. It works by a demo- 
cratic process, based on the financial 
stake each shareholder has in our 
company. They decide if they are 
generally satisfied with the way their 
investment is being used and with 
the return it is providing. If they 
are satisfied, they allow their repre- 
sentatives—the Board of Directors— 
to carry on. And if they are not sat 
isfied, they can make changes. 


© Naturally it is up to all of us in 





our company to run it in a way 
, ¢}. which satisfies our shareholders. For 
anf PAN only in this way can we continue to 
m \;) A‘ attract investment which makes it 
possible for us to continue to grow, 
providing the opportunity and se 

curity we all seek. 





Manufacturers’ 
Activities 


(Starts on page 128) 





PUMPS—Deming Co., Salem, O., 
has issued a bulletin (no. 6700-D) 
giving revised ratings and new sizes 
on its submersible pumps for wells 
within a minimum diameter of 4 in. 
3ulletin also shows construction fea 
tures, recommended _ installation 
details, and accessories. 

To make sure of on-time deliveries, Buffalo Bolt is set up to 

follow through on your every order. 

You can count upon receiving top quality fasteners in clearly- 

labeled, sturdy Hand-Pack containers... when you want them 

For, you can be hours and dollars ahead on deliveries or any 

other problem when you do business with Buffalo Bolt. ing tapes. Characteristics of the 
product are described and illustrated. 


rAPE—Permacel Tape Corp., New 
Brunswick, N. J., has issued a 
brochure on its “all-purpose” mask 


@ 3 CONVENIENT SERVICE CENTERS 


WESTERN OFFICE EASTERN OFFICE CENTRAL OFFICE MOTORS-—Century Electric Co., 


Chicago New York City North Tonawanda St Louis, Mo.. has issued a sheet 


HArrison 7-2179 REctor 2-1888 JAckson 2400 (Buffa ’ 7 
detailing conditions of sale of its 


BUFFALO BOLT COMPANY line of electric motors. The firm 


DIVISION OF BUFFALO-ECLIPSE CORPORATION has also issued a price change notice 
NORTH TONAWANDA, N. Y. stating that prices of integral and 
Making both Fasteners and Friends for /00 years large apparatus (1 hp. 1800 rpm. and 
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Nicholson steam trap capacity gives you... 


faster, more effective 
condensate removal 


Nicholson capacity is greater than that of any other trap of 
the same size. That means faster, more effective discharge of 
condensate and air... pays off in performance for the user, 
profits for you! Nicholson capacity is easy to sell. 


@ Built strong—for severest plant service. 
Write, today, for your copy @ Built simple—nothing to go wrong. 
of new Bulletin 10-55—for 
detailed information. @ Rigidly tested—on actual steam lines. 


@ User preferred—Nicholson known for quality. 


Sell the trap that sells itself... sell Nicholson. 








TRAPS * VALVES © FLOATS * METAL PARTITIONS 
LAUNDRY, DRY CLEANING AND PRESSING MACHINERY 


14 OREGON STREET, WILKES-BARRE, PA. - SALES AND ENGINEERING OFFICES IN 98 PRINCIPAL CITIES 
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larger) in discount classifications 
C-7B, C-7B, C-7, C-4D and C-9 
are increased from 6 to 11%. 


THE MOST COMPLETE SOURCE 


[STAINLESS STEEL 
SCREWS 


BOLTS NUTS 
WASHERS 


RIVETS — FASTENING DEVICES. 


HOT FORGED from solid, 
rectangular steel bars, de- 
signed and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES ! 
FOR ALL TEMPERATURES ! 





Standard & Double\ 
Extra Heavy 


UNIONS 


Available with 
screwed or socket 
weld ends. 3000- 
Ib. sizes Ye” to 3”; 
6000-lb. sizes Vg” 
to 2”, 











ORIFICE 
UNIONS 


With screwed or 
socket weld ends. 
3000-Ib. and 6000- 


Ib. service. j 














(MALE & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
orifice seats. 3000-lb. 


nae only. 


(FULL STAINLESS & 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends. 
3000-Ilb. and 8000-Ib. 
service. 








= 











WRITE FOR CATALOG 11 


Shewing the complete Catawissa line of 
Perfect Seal Products 


CATAWISSA VALVE & 
FITTINGS COMPANY 
300 MILL ST. - CATAWISSA, PA. 


202 


Plastic and Rubber Products 
Handbook Covers “0” Rings 


Plastic & Rubber Products Co., | 
Los Angeles, has issued a handbook | 


(no. 525) containing charts, illus 


trations, graphs, and engineering | 
data in the development of “O” | 


ring seal design information on in- 
ternal and external grooves, gland 
finishes, chamfers, selection of 
gland, piston rod, and 
materials and lubrication. Special 
sections of the book deal with sili- 
cone rubber products, custom mold 
ing, tables of decimal equivalents, 
temperature conversion table, cir 
cumference and area of circles. 
Book is indexed. 


WIRE ROPE—Hazard Wire Rope 
Div., American Chain & Cable Co., 
Wilkes-Barre, Pa., has issued a bul 
letin (no. DH-129D) containing 
wire rope recommendations for in 
dustrial services. Each recommenda 
tion covers such points as rope diam 
eters, construction, performing, lay, 
grade, and core. Charts covering 
weights and breaking strengths are 
included. Bulletin covers more than 
120 different types of wire rope used 
in various kinds of equipment. 


V-BELTS — Worthington 
Harrison, N. J., has issued a bulletin 
featuring Worthington - Goodyear 
types of V-belts used in heavy in 
dustrial applications and miscellane- 
ous light machinery drives. Shown 
are steel cable belts, “HY-T”’ belts 


Corp. 
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cylinder 


ALL TYPE 


oO, ALL SIZES 
Ss QUANTITY 


ANY 


YZ, 
YZ 
LZ 


® EVERDUR e MONEL 
ALUMINUM 
NICKEL ALLOY STEEL 


NAY 


AL BRONZE 
“SPECIALS s 
MANUFACTURED 


TO BLUEPRINT 
SPECIFICATIONS | 
o 


Stiipfless 


SCREW & BOLT CORP. 


~13) CHURCH 


TREET NEW YORKITWN ¥Y 








uw 


uw 


W 


j~ 





ART 


212 NORTH ABERDEEN ST: CHICAG( 


HARRIS 
ETAL FLOATS 


Made of copper, plain steel, copper 
plated steel, stainless steel, KA-2SMO, 
aluminum, brass, monel, pure nickel, 
Admiralty and Everdur or any suitable 
metal for open tank and al! pressures. 


Seamless copper ball floats carried 
in stock in diameters of 2'/2"" to 12’ 
inclusive for open tank and pressures of 
25, 50, 100 and 150 Ib. Floats in special 
sizes and pressures to your specifice- 
tions. 


Stainless steel bal! floats larger than 
12" diameter MADE TO ORDER. Write 
for catalog. 


Copper plated—brazed joint —steel 
ball and special floats for high and 
low pressure, 


HUR HARRIS & COMPANY 


ILLINOUS 




















y + Es g. 


The fifteen mernbers of Worthington's industria! Distributor Advisory Council. Seated from left to right: G. Cheston Carey 
Carey Machinery & Supply Co., Inc.; H. N. Crowder and E. W. Kuhnsman, H. N. Crowder Jr. Co.; F. J. Whelan, Worthington 
Chairman: S. A. Russell, J. Russell & Co.; George B. McClennen and P. J. McBride, Deita Equipment Co. Standing from left to 
right: Howard Webb, Webb Belting Co., Inc.; George Needham, Jr., Biggs Pump & Supply inc.; W. H. Wheeler, Worthington 
H. A. Tuck, Pittsburgh Gage & Supply Co.; M. |. Stray, Charlies A. Templeton, Inc.; W. W. Oberjuerge, Oberjuerge Rubber 
Distributing Co.; D. E. Tessendorf and J. E. Seibold, Worthington 


Meet Worthington’s 
Industrial Distributor Advisory Council 





In a meeting with far-reaching significance, 
eleven representatives of nine Industrial Dis- 
tributors recently sat down with Worthington 
management to work out joint manufacturer- 
distributor problems. 

“The purpose of the council,” according to 
Frank Whelan, Worthington Vice President, “is 
to plan ways to better serve our customers and 
to improve our joint share of available markets.” 

Consisting of nine policy-making executives 
from the Worthington Industrial Distributor 
organization, the advisory council will meet regu- 
larly to discuss matters affecting the interests of 
both Worthington and its distributors. Each 
member will serve for three years. 

The new council is another forward step in 
Worthington’s program for building a strong 
distributor team. Other ways that Worthington 


helps is the network of district and branch offices 
and warehouses which help distributors get 
faster deliveries. Worthington also lends special- 
ized engineering and sales assistance, as well as 
providing complete direct mail programs and 
extensive national advertising. 

Actions speak louder than words. When it 
comes to selling industry, Worthington looks 
first to the Industrial Distributor. And their ac- 
tions prove it! Worthington Corporation, Mer- 
chandising Sales Dept., Harrison, N. J. ' 


WORTHINGTON 


THE FRANCHISE THAT WORKS FOR YOU 
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SPECIFY CULLMAN 


CULLMAN WHEEL COMPANY 


204 


ON 

ROLLER CHAIN 
CONVEYOR CHAIN 
SPROCKETS 


3 41:78 2 
COUPLINGS 


In fact, anything else you may need 

in chain drive equipment is available 
on short notice from Cullman’s complete 
stocks. Yor immediate results on 


Investigate 
CULLMAN’S 
DISTRIBUTOR PLAN 


Write today for catalogs 
and complete details on 
the advantages of 
handling the Cullman 
line. Distributorship 
available in afew 

select localities 


your chain drive requirements write 


today or see your Cullman distributor. 


ullman 


POWER TRANSMISSION 
ROLLER CHAINS AND SPROCKETS 


66400-A 


1347 ALTGELD ST. 


CHICAGO 14, ILL. 
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of synthetic fiber, open-end V-belts 
for line-shaft drives, etc. lightly duty 
belts for home appliance, etc. Bul- 
letin contains listing of multiple 
belt sizes available. 

REAMERS-—Lavallee & Ide, Inc., 
Chicopee, Mass., has 
“comparative reamer selector” pic 
turing the firm’s line of reamers 
by net price, style and dimension. 
Space is provided for distributor 
imprint. The firm has also issued 
a new copy of its sales policy, a 


black 


issued a 


four-page publication in a 


COVCI 


W-S Fittings Don 
New Shipping Dress 


W-S Fittings Div., H. K. Porter 
Co., Roselle, N. j., has adopted re 
inforced corrugated cartons in place 
of wooden crates for shipping its 
forged steel fittings. According to 
the company, the new package is 
actually two boxes in one with extra 
and 


reinforcement for all edges 


ome’rs. 


PUMPS-—Ingersoll-Rand Co., New 
York, N. Y., has issued a bulletin 
no. 7248-A) line of 
redesigned 
stage centrifugal pumps. 
n the bulletin are installation views, 


covering its 
“DMV-DHV” 


Included 


single 


ross-sectional views, an exploded 
ew of component parts, and di- 
is also an inter- 


mensions. ‘There 


hangeability chart. 


OILER—Oil-Rite 
towoc, Wisc.., 


heet on its new flushing drop feed 


Corp., Mani- 


has issued a catalog 





(00K! HOW SOUTHERN SCREW COMPANY HELPS YOU SELL 





AN SCREWS. 


SOUTHERN SCREW HELPS YOU SELL MORE TW 


CONSULT THE EXPERTS 


\ J] HATEVER your job, in workshop or home, it's the 
fastener that makes it last. That's why Southern 
Screw puts the knowledge of specialists at your com 
mand on wood screws, drive, machine, tapping and 
dowel screws, Phillips and Slotted; stove, hanger and 
carriage bolts. All Southern Screws in steel, brass, 
silicon bronze, aluminum, stainless steel and standard 
plated finishes. 

Built to Federal Specifications. 

Designed and inspected at every step by experts. 


HINGES, SMALL TOOLS / 


R, 


To have this expert guidance at your command, 
write today for Southern Screw's Technical Chart in 
Color. Then ask your dealer for the Southern screw 
that’s exactly right. If he doesn’t have the size or style 
your job calls for, ask him to special order. 


For your Technical Chart and illustrated booklet, 
“How Wood Screws are Made,” address box 1360-P21 


BY BRINGING CUSTOMERS INTO YOUR STORE 


Sold Through Leading Wholesale Distributors 
Warehouses: New York « Chicago « Dallas « Los Angeles 


VARNISH, PAINT, SANDPAPE: 





EM BACK_ 

SOUTHERN QUALITY BRINGS TH. 

ARE YOU GETTING THIS NEW TRAFFIC IN YOUR STORE? 
YOU CAN— STOCK SOUTHERN! 
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: 


shot by the inch! 


This handy storage rack holds four cartons 
of 6 x 100” brass or steel shim stock 
++.in gauges of your customers’ choice. 
Sell the stock — sell the rack ... then enjoy 
the pleasure of your repeat sales. Na- 
tionally advertised top quality products. 
Your name printed FREE on rack with order 


for 25 or more racks. 


20th Anniversary 


LOCALITES 


Direct Light 
Exactly 
as you 
want it 


Also 

Available 
wit 

one 

orm 


Catalog of Localite 
models for every 
industrial use. 


WRITE for Complete “aa \ 
| } 
@) 

~ a 


SIMPLE TO USE 
Customer simply snips stock 
off roll. Handy, saves time, 
prevents waste and protects 
shim stock too! 





4106 Union Street, Glenbrook, Conn. 


NEVER BEFORE 
A LIGHT 
LIKE THIS! 


for Machine Tools, 
Assembly, Inspection 
MODEL 66-BP-701 
63 
$8 Each 


in Std. 
Pkg. of 4 


List $10.15 eo. 


SENSATIONAL NEW FLEXIBILITY 


NEW Universal Arm Joints — Bend 135°. Large 
frictional triple disc bearing surface. Smooth, easy 
movement. Instantly adjustable by hand to direct 
light exactly as needed. 

NEW Collar Dise Joints — Rotate 180°. Combina- 
tion of 135° bend joints and 180° rotating joints 
provides amazing articulation for positioning re- 
flector. 

NEW Reflector — Parobolic design with 654” ori- 
fice. Accommodates 100 watt A-21 lamp. Available 
with lens. 

NEW Base — Universal for horizontal or vertical 
mounting. Outlet box base optional 

NEW Wiring — Heavy duty Levolier Socket in 
terior in high impact plastic shell with Velumoid 
lamp seal. 8 ft. SPT-2 18/2 heavy duty plastic rip 
cord with molded plug. 

NEW Finish—Semi-gloss Vista Green baked ename! 
Reflector interior, high temperature White. 


THE FOSTORIA PRESSED STEEL 


CORPORATION © Fostoria, Ohio 


for Light OW the Job 


Localites are available through 
wholesalers everywhere. 
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oilers. Photos and drawings of the 
various styles are accompanied by 
descriptive text and selection charts. 


CUTTING TOOLS—Wesson Co., 
Ferndale, Mich., has issued a bul- 
letin (no. C-85) on its milling cut- 
ters. The publication discusses 
features of the cutters which elimi- 
nate need for sharpening. 


FASTENERS—Allen Mfg. Co., 
Hartford, Conn., has issued a 12- 
page reference book (no. G20) 
covering the subject of plating and 
surface treatment of Allen products. 
The first section is devoted to gen- 
e1al metal finishing facts, the second 
section presents types of plating in 
tabular form, and the third section 
contains a table of types of surface 
treatment. 


TRANSMISSION —Allis-Chalmers 
Mfg. Co., Milwaukee, has issued 
a 44-page booklet (no. 20P50) on 
its “Texrope” drives. In addition to 
providing selection tables for A. B. 
C, and D section variable speed 
drives, the publication contains in- 
formation on design features, drive 
principles, horsepower rating tables, 
a speed range table, and accessory 
equipment. 


FANS—Propellair Div., Robbins & 
Myers, Inc., Springfield, O., has 
issued a bulletin on its new line of 
industrial fans for handling corro- 
sive and explosive fumes, high tem- 
peratures and humidity, abrasive 
dusts, and dirt-laden air. Applica- 
tions are discussed, and photo- 
graphs, cross-section drawings, and 
charts show various features. 


MOTORS—Federal Pacific Electric 
Co., Newark, N. J., has issued a 
bulletin on its new motor control 
unit designed for industrial, labora- 
tory and commercial uses. Construc 
tion details of the units are 
described and illustrated, and engi- 
neering data is contained. 


CONVEYORS-—Harry J. Ferguson 
Co., Jenkintown, Pa., has issued a 
catalog on its complete line of 
gravity roller conveyors. Photos and 





Starved bearings kept 3 men per shift on 
the jump until Keystone ended the trouble 


When you have a critical lubricating problem— 
involving temperature, pressure, speed, moisture, 
vacuum or resistance to corrosion—don’t look for the 


Lazy lubricants for bearings on vibratory screens 
and conveyors made constant trouble for a major 
coal company. Lubricant separation in the lines 
caused air blocks and these led to starved bearings 
and repeated, costly shutdowns. 


The electrical signal system, installed to warn of 
lubricant stoppages, was constantly busy. 3 men per 
shift worked full time to answer the red light warn- 
ings—to disconnect and free the valves and pipelines 
of separated grease. Meanwhile, lubrication costs 
were soaring—for even under normal conditions, it 
costs at least $3 to apply $1 worth of lubricant! 


Over a 2)4-year period, the Company tried many 
lubricants—always without success. The trouble con- 
tinued and went from bad to worse. It ended only 
when the nearby Keystone Distributor and 
Keystone’s Lubrication Engineering Staff teamed 
up on it. Out of Keystone’s experience and the 
Distributor’s knowledge of local conditions came a 
specific recommendation. And out of the Distributor’s 
stock of Keystone products came the very lubricant 
needed to end line stoppages—Keystone No. 44. 


answer in “all-purpose” or “economy’’ greases. 
Instead, get in touch with your Keystone Distributor. 
He can simplify your ordering, reduce your inven- 
tories, and save you time and trouble by helping 
you choose a lubricant formulated for the specific 
job—one of Keystone’s Specialized Lubricants, backed 
by 72 years of experience. Keystone Lubricating Co., 
2ist & Lippincott Sts., Phila. 32, Pa.—Est. 1884 


SEND FOR FREE 
APPLICATION 
GUIDE 

Full information 
on how to avoid 
lubrication trou- 
ble is, yours, for . apn 
the asking. Write 

for your aa or SPECIALIZED 
get one from your LUBRICANTS 
Keystone Distrib- 

tor. 


TRADE MAe® 





MR. DISTRIBUTOR: Here’s another report on savings 
and increased production resulting from the use of a 
Keystone Specialized Lubricant. We urge you to utilize 


this, as well as other Keystone case studies in your selling 
for such lubricant performance can help you win new 
customers—and keep them sold. 
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COMPLETE LINE 
ANCHORING AND DRILLING DEVICES 


FOR ALL MASONRY 


by 


Aave Se San. eatery 


most economical 


SeeedASaialaiaiale aie! 
PN LL i a 


BOOT a M4 
| Fowaierare a 
BF) ) ee 


ay 
_— 


Tus Advertimont Appears in Lending Publications 
Directed to Your Customer 
ARRO EXPANSION BOLT COMPANY 


1230 Boone Ave., Marion, Ohio 
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text show characteristics and appli- 
cations. 


TUBING—American Agile Corp., 
Bedford, O., has issued a catalog 
illustrating and describing its line of 
polyethylene and polyvinyl chloride 
pipe, tubing, ducting, valves and 
fittings for industrial applications. 


FILER-—Sales Service Machine 
Tool Co., St. Paul, has issued a bul 
letin (no. 256) on its “Keller” die 
filer for filing, sawing and lapping 
operations. Accessories are listed. 


Tinnerman Issues 
Two Fastener Booklets 


l'innerman Products, Inc., Cleve 
land, has issued a catalog illustrating 
and describing its many types of 
“Speed Nuts” for industry. It has 
also issued a booklet containing a 
series of advertisements run under 
the theme “Savings Stories,” and 
describing the cost-savings applica 


tions of its products. 


FASTENERS—Cleveland Cap 
Screw Co., Cleveland, has issued a 
folder illustrating and describing 
the cold-forming double-extrusion 
process in the manufacture of its 
cap screws. Each step of the process 
is explained in pictures and text. 
The folder points out that the 
process can be applied to a variety 
of special threaded parts and other 


shapes. 


FILES—Grobet File Co. of America, 
Carlstadt, N. J., has issued an eight- 
sate 
page brochure (no. 356) showing 
the use of its line of Swiss hand 





Again... SPANG Pipe li 


ves up to its reputation 


if 


10 YEARS COLD... AND STILL GOING STRONG! 








“After carrying corrosive anhydrous 
ammonia for more than 10 years and 
weathering frequent exposure to SO 
gas used to protect grapes from insect 
and fungus life, our Spanc CW Piping 
is ready for another 10 years of 
service!’ says Mr. R. E. Bechtold, 
general manager of Kern Ice and Cold 
Storage Company, Inc., Bakersfield, 
California. 

“The fact that we have been able 
to completely forget about our piping 
system is an indication of how much 
we can rely on it. SpANG Pipe has done 
a fine job for us.” 








Kern Ice and Cold Storage Company, Inc., which opened for 
business in 1945, stores potatoes, grapes and frozen foods for 
farmers and distributors at temperatures ranging from 40°F above 
to 40°F below zero. Installed at the time of construction were 
5,016 ft of 2” Spanc CW Steel Pipe to carry the refrigerant. 

Cold storage service is a tough assignment for pipe. Corrosive 
anhydrous ammonia attacks the interior, while the exterior is 
exposed to SO, gas. This latter chemical forms a sulphurous acid 
when combined with frost on the pipes. 

But Spanc CW Pipe stands up to this at Kern. After 10 years 
of service, the Spanc Pipe is in excellent shape and has never 
leaked, despite these rugged conditions. Management at Kern 
counts on years more of top-quality service from SPanc. 

That’s the story of SpANG service at Bakersfield. It can do the 
same for you in any piping installation. Try Spanc CW Steel 
Pipe on your next job. Call your local Spane Distributor. 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 
General Sales Office: Two Gateway Center, Pittsburgh, 
Pa. District Sales Offices: Atlanta, Boston, Detroit, Houston, 
Los Angeles, New York, Philadeiphia, Pittsburgh, St. Louis 
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KLEINS 


Better Pliers 
for the 
Industrial Market 


As a distributor of industrial equip- 
ment, you know how important 
quality products are to satisfy your 
customers. 


Kleins are the standard by which 
other pliers are judged and back of 
the Klein Line are 100 years of 
experience in manufacturing the 
highest quality tools. 


And the Klein line is complete— 
a size and style for every job—each 
designed to do that job better . . . 
to last longer ... to give maximum 
service. 


Be sure your stock of Kleins is 
adequate to serve your better cus- 
tomers—good workmen who know 
that Klein quality assures lasting 
satisfaction. 


ASK YOUR SUPPLIER 
Foreign Distributor: 
International Standard Electric Corp. 
New York 
KLEIN PLIERS 
i 
New Plier 
Display 


Speed up Klein Plier sales 
with this new display 
board. Write for price and 
full information. 


oo MLEIN & oo 





files on the production line. ‘The 
publication contains application 
photos taken in industrial plants. 
A selection of the firm’s Swiss files 
is catalogued. 


HOLDING DEVICES—Heinrich 
Tools, Inc., Racine, Wisc., has 
issued a catolog covering its line of 
holding devices, band saw and 
safety drill press vises and fixture 
locks, air-operated machine vises, 
self-centering vises, air clamps and 
air accessories, camlock vise, screw- 
type drill press vise, and shears, 
nibblers, punchers, and rod cutters. 
Specific applications of the products 
are described and illustrated. 


CHAIN—Bolt & Chain Div., Re 
public Steel Corp., Cleveland, O., 
has issued a catalog on its welded 
chain, welded chain assemblies, and 
accessories. ‘The 62-page book gives 
specifications, maintenance _ infor- 
mation, and ordering suggestions. 
Reference tables are included. 


ABRASIVE CUTTERS—Beaver 
Pipe Tools, Inc., Warren, O., has 
issued a bulletin on its “Speed-Cut” 
abrasive cutting machines. ‘The bul 
letin gives specifications, descrip 
tions, cutting times, and other fea 
tures of the line. 


LUBRICATION-—Bijur — Lubricat 
ing Corp., Rochelle Park, N. J., has 
issued an instruction sheet on its 
cyclic-type automatic lubricators for 
metalworking machiner, printing 
presses, packaging machinery, ma- 
chine tools, and other applications. 
Photos, tables, and drawings supple 
ment text. 


FASTENERS —National Screw & 
Mfg. Co., Cleveland, has issued new 
list price sheets for its slotted 
aluminum and hex nuts, 
Phillips aluminum recessed head 
aluminum screws. ‘The firm has 
also issued distributor 
sheets for these items. 


Screws 


discount 


STEAM ‘TRAPS—Yarnall-Waring 
Co., Philadelphia, has issued a cata 
log sheet on its “Impulse” steam 
traps. The firm is also offering 
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Easier to Sell... 


GRINDERS 


Extra large discounts plus FREE sales 
aids give you a whopping big oppor- 
tunity to enjoy handsome profits as 
an authorized Baldor Distributor. No 
other line offers so much for you or 
your customers. 


e Ball-bearing motors never need servic- 

ing lubricated for life! 

Totally enclosed, splash-proof motors 
keep out dust, grit, metal particles. Last 
a lifetime! 

Dynamically balanced motors give 
smoother operation, less vibration 
Complete line to satisfy every customer 
demand. 4% to 3 HP, 6" to 12” individu- 
ally balanced wheels. Bench and pedestal 
types. Every model guaranteed! 

Find out about Baldor’s generous 


sales piar. Write... 
BALDOR ELECTRIC Co. 


4353 Duncan Ave. « St. Lovis 10, Mo. 


Let Allens’ Technical Service solve your 
sodering, fluxing or brazing problems, 
Write us today about fluxes for all metals. 
Sold thru Distributors 
Send for Catalog 


LB. ALLEN CO., INC 


6731 Bryn Mawr Ave. 


CHICAGO 31 ILLINOIS 





reprints of a recent Power maga- 
zine article titled “For Top Out- 
put, Size Steam Traps Right.” 


PROTECTIVE COATING -—- 
Wooster Sealkote Co., Wooster, O., 
has issued a bulletin (no. LL2421) 
on its “Seal-Kote” vinyl plastic 
paint for exterior surfaces. Various 
characteristics of the product are 
pictured and described. 


NAILER—Auto-Nailer Co., Atlanta, 
Ga., has issued a folder on its “Auto- 
Nailer” unit. Five sizes of the unit 
are pictured, and line drawings 
illustrate various nail fastenings pos- 
sible. ‘Table showing number of 
nails per pound of Auto-Nailer wire 
is included. 


SHELVING — Hallowell Div., 
Standard Pressed Steel Co., Jenkin- 
town, Pa., has issued a catalog con- 
taining tips on the installation and 
ordering of its line of steel shelving. 
According to the company, 1,000 
combinations are possible with its 
product. Drawings of basic units 
and accessories, suggested floor 


plans, a shelf-capacity chart, and 
photos of completed units are in 
cluded. 


PUMPS—Allen-Sherman-Hoff Co., 
Wynnewood, Pa., has issued a data 
sheet on its line of “A-S-H” hydro 
seal pumps for hydraulic ash hand 
ling systems. Photos, schematic 
and line drawings illustrate design 
and construction features. 


STAPLERS—Industrial Fastener 
Div., Heller Corp., Cleveland, O., 
has issued three bulletins on _ its 
stapler products. One (no. 1503-17) 
covers its pneumatic tacker-stapler 
for high-speed fastening. Another 
(no. 1500-17) describes features of 
its “RX” tacker for fastening non- 
metallic sheathed cable and copper 
tubing. The third (no. 1501-17) 
describes stapling guns fer fasten- 
ing all types of wire in electronic 
and electrical industries. 


HANDLING—Morse Mfg. Co., 
East Syracuse, N. Y., has issued a 
folder picturing and describing fea- 


STANDARD 


END MILLS 
FOR 


ALUMINUM 


298! 


CHARLEVOIX AVENUE 


You can select a standard 

f Putnam Hi-Speed end mill 

especially designed for 

machining aluminum and aluminum alloys. 


Putnam again leads the fieid by making available, from 
stock and at standard prices, end mills for machining 
aluminum. These tools have been developed through years 
of research and experience on aluminum applications. 
Correct design, flutes polished all over, finest materials, 
and uniformity insure maximum chip removal, longer tool 
life, better finishes, free cutting and best all around 
performance. 


End Mills for aluminum are offered in a range of diameters 
from %" to 2” in the three popular flute lengths. Other 
diameters and lengths can be furnished as required— 
prices on application. 


DETROIT 7 MICHIGAN 
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Jack of all trades 
and 000 
of ‘em! 


FOR MOVING 
MACHINERY 


FOR PULLING 
WHEELS 


HEIN-WERNER HYDRAULIC JACKS 


make industrial lifting and pushing jobs...fast...easy... safe! 


Compact and portable — that's the industrial 
story of powerful Hein-Werner Hydraulic 
Jacks. They're ideal for moving heavy machin- 
ery, pulling gears and pinions, bending pipe, 
as the power unit for presses, and countless 
other industrial applications. No crews or 
helpers are needed, either. 

Hein-Werner Hydraulic Jacks function 
equally well in either horizontal or vertical 
positions. Models of 12 tons capacity and 
larger have easy-to-use carrying and position- 
ing handles. 30, 50, and 100 ton models have 
tandem pump for simplified two-speed opera- 
tion, and are pre-drilled at the base for in- 
stallation of pressure gauge if desired. Stand- 
ard models of 8 through 20 tons capacity can 
be supplied with gauge drilling upon special 
order. All are factory tested at 114 times rated 
capacity to assure extra safety. Write us today, 
for full details. 


HEIN-WERNER CORPORATION 


WAUKESHA « WISCONSIN 
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Priced in line for today’s modern 
industrial needs .. . Order today! 





Model Capacity Price 





$ 25.60 
38.50 
70.75 
112.90 
242.15 


12 Tons 
20 Tons 
30 Tons 
50 Tons 
100 Tons 


E12.9A 
20.10AA 
30.11AA 
50.12AA 

100.12AA 





Hein-Werner manvfactures and sells more 
hydraulic jacks than any other company in 
the world today. A full line of industrial jocks 
are available in models of 1/2, 3, 5, 8, 12, 
20, 30, 50, and 100 tons capacity, as well as 
“Push and Pull’ Hydraulic Jacks of 4, 10, 
and 20 tons capacity. 


FOR YOUR PROTECTION 
oll factory approved service 
stations display this emblem. 


manual and 


equip 


line of 
drum-handling 


tures of its 
motorized 
ment 


WHEELS—American Pulley Co., 
Philadelphia, has issued a catalog 
(no. HW—56) describing the de- 
sign and construction features of 
its line of “Steelite’” wheel com- 
binations. Also covered are its 
semi-steel, pressed steel, and semi 
pneumatic wheels. 


PACKINGS — Raybestos-Manhat 
tan, Inc., Manheim, Pa., has issued 
a bulletin on its line of “Teflon” 
packings and gaskets. Illustrated 
and described are split and folded 
types of envelope gaskets, solid 
gaskets and ‘Teflon stuffing box, 
“Vee-Flex,” braided, plastic, and 
various types of valve stem pack 
ings. Bulletin data on 
l'eflon properties and service recom 


contains 


mendations. 


& 
ise 
~ 


Fairbanks Brochure 
Discusses Valve 


Fairbanks Co., New York, N. Y.., 
has issued a brochure on its new 
} . al 4 
renewable seat ring gate valve. ‘The 
brochure features a series of photos 
showing how the seat rings may be 
without the 


from the line. 


replaced removing 
valve body 
issued a 
truck 
for one-man handling of air con 


truck to 


The firm has also 


brochure describing its new 
from cus 


ditioner units 


tomer’s window. 


rUBING—Tubular Products Div., 
Babcock & Wilcox Co., Beaver 
Falls, Pa., has issued a technical data 
folder [DC-154A) tabulating 
and discussing maximum allowable 


no. 








WHICH OF THESE TAPS COULD NEVER GET PAST 
HY-PRO’S ELECTRONIC ANALYZER? 


\\ 


a 
ry —e«, 
—_ 
—— 
———— 


wna 


The serious defect in Tap B is invisible. But Hy-Pro’s Electronic 
Analyzer detects all structural flaws for your protection. 


H”: PRO’S amazing new Elec- 

tronic Analyzer is one of the 
three important steps which Hy-Pro 
takes to insure you of 3-way Qual- 
ity Control. These three steps are 
the Electronic Analyzer, advanced 
Heat Treating and the Micro-Hard- 
ness Tester. 

Here’s how the Electronic Ana- 
lyzer works. A standard tap, perfect 
in every detail, is put in one side of 
the machine. The tap to be tested 
is put in the other side. Electronic 
impulses are shot through both taps 
and every inch of each tap is tested 


as to composition, surface condition 
and internal structure. 

The Hy-Pro Electronic Analyzer 
reveals every defect, including those 
that laboratory, production tapping 
and destructive tests fail to uncover! 

The best part of the Hy-Pro story 
is that you can offer your customers 
the benefit of these new Hy-Pro de- 
velopments at the same prices as or- 
dinary taps. It will pay you to check 
with Hy-Pro—the Tap Specialists 
—about the extra sales possible 
with Hy-Pro Taps. 


“The Tap Specialists” 


New Bedford, Massachusetts, U. S. A. 


ADDITIONAL WAREHOUSES: 


1132 LAWLER ST WORTH) 
CHICAGO, ILL 


GAROEN 4-0217 


10428 W. MCNICHOLS RO 
DETROIT 21. MICH 
UNIVERSITY 4-1077 
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stress values for seamless and welded 
carbon, alloy and stainless steel tub- 


ing and pipe. 


MECHANICAL SEAL — Crane 


LEE Packing Co., Chicago, has issued 
an a brochure (no. §-205-2) on_ its 


and a complete line of Collets 


“Type 9” mechanical shaft seal for 
handling of acids, corrosives, sol- 
vents, and gasses. Cutaway draw- 
ings, text, and tables are used to 
present data. 


VISES—Columbian Vise & Mfg. 

_— | Co., Cleveland, has issued a bulletin 

USE-EM-UP y 4 STANDARD (no. LL-3184) describing and #llus- 
TYPE ““ TYPE trating its new line of woodworkers’ 
vises. A feature of the publication 
is a numbering system and selection 
table enabling the user to choose 
the vise suited to his needs. Among 
items described are eight new 
models of the firm’s rapid acting 
continuous screw woodworkers’ 
vises and eight solid nut continuous 


COLLIS Taper Tools are made by men skilled in this type of manufacture. 
Users get long satisfactory service from Collis Equipment and find the answer 
to all drilling, reaming, and tapping needs in the Collis Line. 


We can give prompt service on orders for Lathe Centers, Arbors, Drill Drifts, 
and Magic Type Chucks as well as on Sleeves and Sockets and Collets. 


"Call Collis for Service” 
i | H ! ! 
mmm THE COLLIS COMPANYomummm = = = 


DEPT. A, CLINTON, IOWA Corp., Warren, O., has produced a 
ai ake CP ERS LV 16 mm. black and white motion 
picture film titled “The Balanced 
Line” explaining the importance of 


’ ne ae balance in hand tools. Manufac- 
prorits // RUBBLE } 1 ae 
turer of the firm’s “Warren-Teed 


screw VISeS. 


ore Coe Se line is depicted. 

PUMPS-—C. H. Wheeler Mfg. Co., 
Philadelphia, has issued a catalog 
(no. A-156) on its double suction 
single stage centrifugal pumps for 
liquids of low viscosity. Cross-sec 
tion drawings and construction 
details for sizes up to 10-in. dis 
charge are included. 


PULLEYS 


Both you and your customers 
can profit from Belt-Saver Pulleys. 

The exclusive cone and wing design prevents 
materials from lodging between pulley and belt. 
Sharp lumps and abrasives cannot damage the 


belt. Belt life is increased from 50% to 400% in TESTER Wilson Mechanical In 





installations conveying abrasive materials. 

Such savings produce greater profits for 
quarries, foundries, mines, sand and gravel plants, 
contracting companies, and others, and can pay off 
for you in steady sales and good will. 

In addition to Belt-Savers, Sprout-Waldron 
offers a full line of sturdy, cast-iron pulleys for 
transmission and conveyor use in a wide selection 
of sizes and types. Write for free bulletins contain- 
ing full information about Sprout-Waldron pulleys. 


3 a SPROUT-WALDRON 
wt 3 LOGAN STREET, MUNCY, PA. 
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strument Div., American Chain & 
Cable Co., Bridgeport, Conn., has 
issued a bulletin (DH-328) describ 
ing its “Tukon” testers for micro 
and macro hardness testing. Illus 
trations of the three models, listing 
vertical capacities, load in grams, 
weight in pounds, as well as an 
explanation of application principles 
are presented. 


MARKING MACHINE-~Jas. H. 
Matthews & Co., Pittsburgh, Pa., 





has issued a brochure on its No. 201 
rotary table marking machine. 
Various features of the unit, which 
can mark cylindrical or cone-shaped 
parts, are described and pictured. 


olla Veleliw-Wi-te):); 


HARDUTY 


DRILLS & 
REAMERS 


CHICAGO -LATROBE 





Chicago-Latrobe Falder 

Covers Drills and Reamers 
Chicago-Latrobe, Chicago, has 

issued a folder on its complete line 


of “Harduty” drills reamers. 
characteristics of the 


and 
Various 
products are described in text and 
Harduty carbide tipped 
drill sets are shown. 


pictures. 


COLLETS—Enckson ‘Tool Co., 
Cleveland, O., has issued a bulletin 
on its new “Expanding-Collet,” in 
cluding design principle, outstand 
ing features, applications, and 


special designs. 


WIRE ROPE—MacWhyte Co., 
Kenosha, Wisc., has issued a catalog 
showing applications of its stainless 
steel and galvanized wire rope for 
yacht rigging. 


SHELVING — Flexangle Corp., 
West Hartford, Conn., has issued 
a bulletin describing and picturing 
characteristics and applications of 
its “slotted angle system” for stor 
stock racks, main 


tenance platforms, electrical mount 


age racks, bar 


ings, and pallet racks. 





VARI-PURPOSE 





oe for nearly 
all your hose 
requirements 


GAS 

OiL 

PAINT 

WATER 

GREASE 

WELDING 

TIRE INFLATION 

HOT WATER WASHUPS 

AIR OPERATED TOOLS 

HORTICULTURAL SPRAYS 

DILUTED INORGANIC 
ACIDS AND ALKALIES 


These are just a few of the 
many places where Vari-Pur- 
pose Hose will save you money 
because it's a single hose with 
many_uses. 


Available in sizes 
from 4%" to 1%” 1. OD. 








WRITE, WIRE, PHONE 
Specify Vari-Purpose Hose 


.. if saves you space! 


.it saves you money! 


Be sure...use Hamilton.. 


Branches in 


CHICAGO « CLEVELAND « HOUSTON « 





- Always dependabie! 


MANUFACTURING CORPORATION 


Executive Office and Factories, 1016 Meade S$t., Trenton 3, NJ 


PITTSBURGH 


INDIANAPOLIS « LOS ANGELES » NEW YORK « SAN FRANCISCO 
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CHICAGO 


ACE 
LOCKS OFFER 


Maximum 
Protection 
For Your Customer 


Profit 
Protection 


For You 


Cut-away view of ACE Padlock showing double 
locking fedture and 7-pin tumbler mechanism. 


\ 


1. 


(aad td ttt 
Naot 


Chicago Utility Locks 


Dependable Protection 


Chicago Cylinder Utility Locks 
can be furnished with single or 
double bitted keying for wood 
and metal mounting. Can be 
keyed alike or alike in sets. Pol- 


ished nickel finish. 


Chicago ACE Padlocks 


Exclusive Selling Features 


Ace 7-pin tumbler locking mech- 
anism ¢ Hardened steel shackle 
that locks both sides « Round 
keyway prevents insertion of 
forcing tools « Duplicate keys 
available only from factory « 
Solid rust-proof cases. 


OV, CHICAGO -sorendedie name in locks for every need. 


An entire line, sensibly priced for good, steady sales and profits. 


Write for distributor details and Catalog No. 105. 





CHICAGO LOCK CO. 


2030 N. Racine Avenue + Chicago 14, Illinois 
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CARBIDE TOOLS — Carboloy 
Dept.. General Electric Co., Detroit, 
has issued a table containing speeds, 
drill sizes, and pressure requirements 
for drilling of cinder and cement 
blocks, brick, tiles and stone, and 
marble with carbide-tipped masoury 
drills. 


HANDLING—Oster Mfg. Co., 
Cleveland, has issued a report de- 
scribing the application of port- 
able lifts in handling skid bins, 
crated goods, dies, barrels, tote 
boxes, etc. The lifts are also shown 
as work positioners, and shown in 
use during maintenance operations, 
and order picking. 











Span Brass Catalog 
Covers Fittings 


Span Brass Mfg. Co., Otsego, 
Mich., has issued a catalog showing 
its line of brass fittings. Subdivided 
by various types of fittings, the 
catalog shows range of sizes of fit 
tings for oil, gas, plumbing, hard 
ware, automotive, _ refrigeration, 
trailer manufacturing, and air con 


ditioning uses. 





SMALL BUSINESS BENEFITS 


A growing part of Air Force business 
is being given to small business firms 
having less than 500 employees, re- 
ports Electronics, McGraw-Hill pub- 
lication. Awards to small business in 
fiscal ‘55 totaled $20 million more in 
prime contracts and purchase orders 
than in 1954, or $576.8 million, with 
a significant portion going for elec 


tronics 














How J-M Research Benefits its 
Packings and Gaskets Distributors 


| 


\ = 


In the J-M laboratory, actual service conditions are simulated 
by test equipment, some of which is shown in photographs above. 


New and improved products help you keep ahead of competition 


Tw topay’s highly competitive market, the industrial 
distributor must have scientifically developed packings 
and gaskets on his shelves if he is to get his share of 
business. This is because industry’s needs are changing 

. temperatures and pressures are becoming more 
severe . . . fluids and solvents present more difficult 
corrosion problems . . . new equipment provides more 
exacting requirements. 


To meet this situation, the Johns-Manville Research 
Center, largest of its kind in the world has a special 
section devoted to packings and gaskets research. The 
objectives of this section are: 


Strive constantly to improve the performance of 
existing products. 


Develop new products to meet the ever-changing 
needs of industry. 


Investigate all new materials, compounds and 
processes for their possible use in providing improved 
packings and gaskets. 


Offer customers with unusual packing problems the 
benefit of expert advice. 


The Johns-Manville Research Center, in cooperation 
with production and sales, strives to insure that you will 
always have the best line to offer if you are a J-M 
Authorized Packings Distributor. For more informa- 
tion, see your local Johns-Manville Sales Representa- 
tive or write Johns-Manville, Box 60, New York 16, 
N. Y. In Canada, Port Credit, Ontario, 


ann! 


peewwverrrd ¢ 


Johns-Manville Research Center 
where new packings products are in 
continuous development. 


Johns-Manville PACKINGS, GASKETS & TEXTILES 
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MAKE YOUR OWN 


HERC-ALLOY 


CHAIN ASSEMBLIES 


with all components furnished from 
your distributor's stock. 


Hammerlok 


COUPLING LINK 


@ NO PEENING 
@ NO WELDING 


@ Hammerlok is made of 
alloy steel...is stronger 
than Herc-Alloy chain... 
is thoroughly field tested. 


@ Write for literature or 
ask your industrial distrib- 
utor about Hammerlok. 


@ Made by the makers of 
Herc-Alloy...the original 
alloy steel chain. 


OLUMBUS McKINNON 
CHAIN CORPORATION 
TONAWANDA, NEW YORK 

DISTRICT OFFICES: NEW YORK 
CHICAGO « CLEVELAND 
In Canada. McKinnon Columbus Chain 
Limited, St. Catharines, Ontario 


HOISTS AND CHAIN 





Business’ Plans for 
New Plants & Equipment 


(Starts on page 82) 





Various chemical process industries 
show increases of over 40°. And 
the machinery industry itself is 
stepping up spending by 35%. (See 
table of Capital Spending Plans of 
Manufacturing Companies on page 
82) 

These are all 
where major expansion of capacity 
requires very large investment. And 
in all these cases, huge expansion is 
steel, this is the 
raise 


basic industries, 


underway. In 
beginning of a 
basic capacity by over 14 million 
tons in the next three 
aluminum, by at least 700 million 
pounds in the same period. ‘The 
automobile industry is expanding 
assembly capacity, and also its sup 
porting plants that manufacture 
components. Moreover, the auto 
mobile (and other metalworking) 
industry is spending large amounts 
this year for capacity to produce 
new models, and on further automa- 
tion of production. 

Planned spending is up some 
what less in petroleum refining 
(+15%), food (+12%) and tex 
tiles (+4%). But by any 
standard, these are still large in- 
creases for the industries concerned. 


program to 


years; in 


past 


Most Total Spending 


The automobile industry will 
spend more, in total, than any other 
manufacturing industry this year 
($2 billion). Next come steel ($1.6 
billion) and chemicals ($1.4 billion). 
It is interesting to note—as a reflec 
tion of the intense demand for capi 
tal goods—that the machinery indus 
try in 1956 will spend over $1 billion 
on new plant and equipment for 
the first time in any one year. 
“Other metal products,” which in 
cludes many capital goods com 
ponents, also crosses into the $1 
billion class this year, in terms of 
its own planned capital spending. 
The petroleum refining, paper and 
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More 
profits 
for you 


FASTER 


with 


A ® 


INDUSTRIAL CASTERS 


Rapistan’s specialize’ line of 
casters offers you a quick-turn- 
over, fully competitive line for 
the most profitable wheel and 
caster market. And Rapistan’s 
“concentrated”, top quality line 
eliminates the expense of main- 
taining a larger slow-moving 
stock, and keeps your invest- 
ment paying off steadily and 
most satisfactorily. 


WRITE FOR FULL DETAILS on the Rapistan 
Money-Back Guaranteed Caster Franchise 
+ « « and the new cester catalog. 


The RAPIDS-STANDARD CO., Inc. 


746 Rapistan Bidg., Grand Rapids 2, Mich 





TWIST DRILLS—RE 


e 


AMERS 


CELFOR TOOL COMPANY 


DIVISION OF AVILDSEN 
TOOLS & MACHINES, INC 


MAKERS OF REPUBLIC CENTURY 
CELFOR ''ANL S. EAGLE'’ BRAND TOOLS 


3 PLANT NEW YORK HICAG LOS ANGELES 


CHICAGO PLANT ' a : 
322 SOUTH GREEN ST., CHICAGO 7, iLUNOIS 





food industries will each spend over 
$800 million. 


Non-Manufacturing Industries 


The mining industries are step 
ping up expenditures along with 
manufacturing. Expenditures in 
coal and iron mining this year will 
be up 50% and 44% respectively. A 
good deal of this expansion in min 
ing is being undertaken by the major 
steel companies whose investment 
in mining is included in our mining 
total. ‘These figures do not include 
the very large additional amounts 
being spent on plants for treatment 
of low-grade iron ores. While the 
exact amount of such expenditures 
is not available, an increase is 
expected in 1956. (See table of 
Capital Spending Plans of Non- 
manufacturing Companies on page 
83) 

All divisions of the petroleum in 
dustry plan major expansion in 
1956 and continuing right through 
1959. The major share of the 
planned increase is for exploration, 
discovery and production of crude 
oil—reflecting both the need to in 
crease reserves and the sharply in 
creasing cost of finding new oil. But 
a steady increase is also planned in 
expenditures for new refining, trans 
portation and marketing facilities. 
The sharpest increase in 1956 alone 
will be in the refining and trans 
portation (pipeline) divisions. (Our 
figures on the petroleum industry 
do not include its heavy investment 
abroad.) 

The railroad industry, which has 
shown wide variations in capital 
spending from year to year, now 
plans an increase of over 60% in 
1956, to $1.5 billion. ‘The shortage 
of steel may cause some of this in- 
vestment to be postponed until 
1957. In any case, preliminary plans 
for 1957-59 call for average spend- 
ing of over $1 billion per year, com- 
pared with $923 million in 1955. 

Expenditures for other transpor- 
tation and communications facilities 
are highlighted in 1956 by a record 
expansion program in the telephone 
and telegraph industry. But there 
is also an increase for airlines and 
other transportation firms. The air 


reasons why 
you pocket 
more profits with 


BUFFALO'S 


complete line of 


QUALITY 
EXTINGUISHERS 


SELECTIVE | PROTECTED 
DISTRIBUTION ' & TERRITORY 


NO CHAIN . QUALITY, NATION- 
STORE 1 © ALLY ADVERTISED 
COMPETITION + PRODUCTS 


NO DIRECT SALES | @ A COMPLETE LINE OF 
..-ALL SALES —5,_-U FIRE EXTINGUISHERS, 

GO THROUGH | BRASS GOODS AND HOSE 
DISTRIBUTOR  § ; FOR EVERY FIRE HAZARD! 


Yes sir, when you sell Buffalo's Underwriters’ Laboratories and 
Factory Mutual approved line, yeu can provide your customers 
with dependable protection against every fire hazard! And 
you make more profits too, because Buffalo's complete line of 
quality fire protection equipment plus their outstanding Selec 
tive Distribution Policy put you in the best competitive position 
possible. If you are not a Buffalo distributor, write today for 
complete information! 


BUFFALO FIRE APPLIANCE CORPORATION 


ai FT ae R% 
ESTABLISHED 


/ BUFFALO)’ seers 
goods and hose 


etter-buil ihtipe 


INDUSTRIAL DISTRIBUTION © JUNE, 1956 





lines particularly are scheduling a 

Socket Key Kits : _softok” Cap Screws large increase in expenditures for 
1957-59. By 1959, large-scale deliv 

eries of jet aircraft will begin, and 

Socket Pipe Plugs this means a sharp step-up in air- 

lines’ spending. (Figures do not 
include government expenditures 
for air warning and navigation sys 
tems, which will be substantial in 
the next few years and which repre 
sent a major share of total demand 
in the transportation and communi- 


Socket Shoulder Screws 


. 
. 


cations field.) 

Electric utilities already plan to 
increase their expenditures through 
1957 and to spend almost as much 
in 1958 and 1959. In addition to a 
sharp increase in generating capacity 
to meet rising power demand, the 


eeeeeeeeeeeeenee 


‘eee eee 


° 
: Socket Cap Ser 


. 
. 
. 


Flat Head Socket Screws, 
electric companies are spending 
much larger sums than in former 
years on transmission and distribu 
tion lines—and also on motor 
vehicles, office equipment and other 
general equipment. Plans for gas 
pipelines, and other expenditures of 
the gas utilities, do not run so far 
in advance. But they are up sharply 
Socket Sevewe for 1956 and 1957, and may later 
} be increased for subsequent years. 

Exclusively! Che great strength in the utility 

field is important in the long-range 

outlook for total capital spending. 

ie Because of the long time required 

Pl t f to manufacture electric generating 
en. VY Oo equipment, in particular, these pro 

grams are starting up more slowly 

Get-up and } than expenditures in manufactur 
ing and will be completed later. 

! ‘his makes for greater overall stabil 

ity in the total investment picture. 











Smaller Industries 


There are wide variations in the 
plans of sub-industries, within the 
major groups. Here are -some of 
the significant trends: 


One of the main reasons why so many distributors are do- Percentage Change in Capital Expenditures 
: . Industry 1955-56 1955-59 


ing a big job with Blue Devil Socket Screw Products is 
that it’s an exciting line, packed with new products that Construction machinery +31% = +45% 
meet a real need. Only Blue Devil's got “LED-Lok” and General industriel 
“SAF-LOK” and when a distributor c ] saceinary - : 
a pean a dis can supply fasteners Office machinery +76 +45 
Actual cross-section dia- like these, he can go to town. How about you, Mr. Dis- Instruments +63 +14 


how a - . 
eae of bien Sone tributor . . . heard the details about the “new look” in Meat Packing +13 + Q 
Socket head insures unim- Blue Devil? Better write today! Cement +113 40 


paired fiber continuity. 
Sold Only Through Authorized Industrial Distributors 


New Capacity 


\t the end of 1955, this survey 


6500 North Avondale Avenue * Chicago 31, Illinois 
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JOBBERS Prevent Hardening 
of the ECONOMIC ARTERIES 


The chart above shows that the jobber is now handling 
a larger share of industrial goods than ever before. 
Users are finding it to their advantage to look to him for 
more of their needs. The jobber reduces the user's inven- 
tory, assures prompt delivery, provides technical assistance 
when needed . . . and many other benefits. Are you using 


him to your own best advantage? 


IDVVES 


Jobbers Save You Money, Time 
and Trouble on Welding Fittings 


Midwest Jobbers have the most complete line of welding 
fittings . . . which often permits them to improve or simplify 
piping. Only Midwest jobbers offer you a full size range 
of reducing elbows that take the place of two fittings ...a 
straight elbow and a reducer, thus saving space and one 
weld. There are many other advantages to be gained by 
using Midwest Welding Fittings . . . see for yourself... 
ask for Catalog 54. 


STANDARD ELBOW -F REDUCER 


REDUCING 
ELBOW 


MIDWEST 
PIPING COMPANY, INC. 
Main Office: 1450 South Second Street, St. Lovis 4, Mo. 
Plants: St. Lovis, Clifton, N.J. and Los Angeles 
Sales Offices: 


New York 7—50 Church St. e Chicago 3—79 West Monroe St. 

Boston 27 —426 First St. @ Los Angeles 33—520 Anderson St. 

Houston 2—1213 Capitol Ave. © Tulsa 3—224 Wright Bidg 
Cleveland 14—616 St. Clair Ave. © Miami 34—2103 Le Jeune Rd. 


STOCKING DISTRIBUTORS IN PRINCIPAL CITIES 


NOTE: This ad is appearing in 15 business publications having a total circulation of 
more than 300,000 copies. We believe in the jobber and here preach what we practice. 
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A NEW 
LUG-ALL 


Winch Hoist 


2 TON 


CAPACITY 
20 FOOT CABLE 


DISTRIBUTORS SAY THEY LIKE 
THIS NEW LUG-ALL 


Because 
IT FILLS A LONG STANDING NEED (2 
TON CAPACITY, 20 FEET OF CABLE, 
LIGHTWEIGHT) 
COUNTLESS JOB APPLICATIONS 
GOOD REPEAT SALES—CUSTOMERS 
ARE COMING BACK FOR MORE 
RUGGED CONSTRUCTION—GUARAN.- 
TEED FOR ONE YEAR 
% SELLS FOR ONLY $49.50—YET OFFERS 
HIGH DISTRIBUTOR DISCOUNTS 
OTHER LUG-ALL MODELS FROM 34 TON 
TO 1¥2 TONS ARE AVAILABLE TO MAKE 
A COMPLETE LINE OF PORTABLE WINCH 
HOISTS 
Special corrosion resistant, salt spray test- 
ed LUG-Ails available in all capacities. 
Because LUG-ALL Is 7he Best, It Is The Most 
Imitated Winch Heist On The Market 
CAR DOOR PULLERS THAT OPEN DOORS 
IN A JIFFY ROUND OUT THE LINE 
WRITE TODAY FOR MORE INFORMATION 


THE LUG-ALL COMPANY 


HAVERFORD 11, PENNA. 
eeeeoeveveveede eee 
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shows, the total capacity of our 
manufacturing industries was 40° 
greater than at the end of 1950. 
And the total increase will reach 
51% by the end of 1956. In other 
words, manufacturing 
will soon have half again as much 
capacity as at the start of the 
Korean War. Even so, most indus 
tries were operating at close to 
100% of capacity at the end of 1955. 
In our survey last year, it was estab 
lished that the preferred operating 
rate, in most industries, is under 
90°%. So it is easy to see why plans 
now call for an increase of 8% in 
manufacturing capacity this year— 
and 18% more in the three years 
1957-59, 


Companies 





Capital Spending Plans 
of Selected Industries 


Percent Percent 

Change Change 

1955-56 1955-59 
+11% +11% 


+31 +45 


+26 
+11 
+176 


+40 
+63 
+13 
+24 
+113 


Agricultural Machinery 

Construction & Mining 
Machinery 

General Industrial 
Machinery 

Metalworking Machinery 

Office Machinery 

Fabricated Metal 
Products. .. . 

Instruments. 

Meat Packing 

Broadwoven Textiles 

Cement 

Other Construction 
Materials +46 

Drugs +39 





If these plans are carried out, 
manufacturing capacity will increase 
about 26% altogether during 1956 
59, compared to the 24°%, increase 
in total manufacturers’ sales antici 
pated in this survey. In fact, new 
capacity may exceed new sales by 
somewhat more over the four-vear 
period, since plans for additional 
capacity are still not complete—par 
ticularly bevond 1957. However, 
faster growth in capacity than in 
sales is needed to bring operating 
rates down to the preferred level 
and restore the margin of reserve 
capacity that companies seem to 
want. Even though the 8% expan 
sion planned for 1956 alone is one 
of the largest on record, it will not 
be sufficient to restore desired mar 
gins of capacity in most industries, 
if sales equal or exceed 1955 levels 
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(LEAD ALLOY) 


WOOD SCREW 
ANCHOR 


FOR GREATER SUS 


HOLDING ‘POWER 
WALLS. 


INED 
IN SOLID 


The U.S. E. Multi-Diameter is cast 
in one piece with radial slots run- 
ning from the collar to the end of 
the anchor on opposite sides, there- 
by splitting the anchor in two 
halves. These two halves are made 
with a tapered, rectangular hole 
through which the wood screw is 
turned, cutting its own threads. As 


the screw advances, 


it not only 


splits the two halves apart but also 
tends to shift and spread them side- 
ways in opposite directions, mak- 
ing 4 points of pressure contact 
instead of the usual two. 


THE RESULT IS TWICE THE 
HOLDING POWER OF OR- 


DINARY WOOD S$ 
CHORS. 


CREW AN- 


U. S. E. Products are sold through 
recognized dealers only. 


U. S. EXPANSION 
YORK, PA. 


BOLT CO. 
DEPT, ID-6 











This is one of the important reasons 
why capital spending plans con- 
tinue high beyond 1956. 

The largest capacity increases 
planned for 1956-1959 are in the 
chemical and related industries (in 
cluding paper, rubber, and stone, 
clay and glass products). In these 
lines, the planned expansion ranges 
from 18°% to 29%. ‘The chemical 
industry itself (29%) tops all others 
—with nonferrous metals (28%) a 
close second. ‘The steel and metal 
working industries (including autos 
and machinery) plan capacity in- 
creases of 17% to 20% during these 
four years. Petroleum refiners and 
food processors both intend to 
boost capacity 11°%. The result of 
these increases will be to keep 
capacity in line with rising sales in 
the petroleum, chemical and related 
industries and to relieve some of 
the recent great pressure on capacity 
in steel, nonferrous metals and 
metalworking lines—even if sales hit 
new peaks in the next four years. 


Buildings and Equipment 


Manufacturing companies plan to 
put 29% of their total capital ex 
penditures into new construction and 
71% into new equipment in 1956. 
This is about the same division as 
in previous years. ‘The distinction 
between “buildings” and “equip 
ment” varies from industry to in 
dustry, and is especially difficult to NOTHING ON isla MARKET COMPARES 
make in chemicals and petroleum 
refining. But with this caution, the 
figures serve to illustrate the relative 
importance of construction and 
equipment purchases. 


Growth in Sales 


Manufacturing industries con 
tinue to base their plans for capital 
expenditures on the expectation of 
strong growth in sales during the 
years ahead. In general, companies 
tend to forecast greater sales growth 
for their own products than they 
would expect for the entire indus 
try, which may give an optimistic 
lift to some of the figures. But 
even allowing for this factor, the 
sales targets clearly indicate con 
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fidence in a growing economy, both 
in 1956 and—even more so—in 1957- 
59. (As noted above, specific plans 
for new capacity are evidently made 
on a more conservative basis than 
sales forecasts. So if sales come 
anywhere near the goals that are 
being set, the capacity now planned 
will be needed to keep up with 


growth.) 





Industry’s Sales Head Up 


Percent 
Increase Expected 
(Physical Volume) 
1955-56 1955-59 


lron & Steel 2% 15% 
Nonferrous Metals 7 26 
Machinery 13 32 
Electrical Machinery 15 33 
Autos 0 
Transportation Equipment 

(including aircraft) 1 
Other Metalworking 1 
Chemicals 


Stone, Clay & Glass 

Petroleum Refining & 
Chemical 

Food 

Beverages 

Textiles 

Miscellaneous Manufac- 
turing 

All Manufacturing 


a> OOUY OhDOO-wWw 





— with hand tools on the job or 
in the shop? 
I'he capital goods industries (ma 


Porter hand powe ; 
P r cutters cut up chinery, electrical machinery and 


to and includin 
9 ti insportation equipment) expect 


oe + tha or soft the greatest increase in sales of any 
4. chain ' , 1056 And “ae! 
54" rod group during 1956. nd—in line 
3/,"" wire rope 
as well as stee! strapping, insu- spending—they foresee only moder 
lated cable, spring wire, etc. ate tapering off in this rate of 

growth during 1957-1959. It is in 


with advance plans for capital 


. hog d book shows your customers materials teresting to note that the expected 
ov metat to t e cut and cost comparisons between : _~ = ’ _ ’ 
> ne sasy WAY. +: various cutting methods, It will be sup- sales increase for capital goods for 
> ° plied FREE to you for your entire cus- 1956 is about 15°%%—in physical 
t list. Fi 
omer list. Fill out coupon below. volume—compared with reported 


curtin 


plans for a 30% increase in the 
dollar volume of capital spending. 


FAS A A A TS ON ae 
. 


H. K. PORTER, INC. 


(his suggests two possibilities: 
Somerville 43, Mass. _ 





|. capital goods companies may 


YES! We would like to mail the book “Cutting Metal the Easy Way” to our not be able to deliver all the equip 


customer list. Please tell us more about it. ment people figure on getting; 
2. planned expenditures, in dollars, 
reflect a substantial increase in costs 


! 

i 

I 

i 

l 

i 

I ’ 
i of construction and equipment over 
I 

i 

i 

- | 


NAME 





COMPANY 
the past year—and perhaps some 


STREET . anticipation of further price in 


creases. 
In other lines, only moderate 


growth is projected for steel and 
auto sales to 1959, from the very 


Pee Se es ee ee ee 
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There are good reasons behind 
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ANOTHER FAIRBANKS PRODUCT! 


FAIRBANKS CASTERS without a king- 
pin. Unique “Lockweld” construction of 
single and double ball race casters elimi- 
nate king-pin, chief source of caster failure, 
and provides far longer caster life. Match- 
ing rigids available. Heavy duty steel cast- 
ers and semi-steel casters complete full line 
of industrial casters. 


FAIRBANKS WHEELS, Series “500” Vul- 
canized Rubber Tired Wheels with roller 
bearings give long service, greater floor 
protection and require less effort to move 
under comparative load conditions. Solid 
rubber, semi-steel and molded plastic 





wheels round out the Fairbanks line of in- 
dustrial truck and caster wheels. 

Tie-in to Cash-in with Fairbanks high- 
impact direct mail program that’s pre-selling 
your customers to create sales for you! 

This month your customers will be receiv- 
ing Fairbanks hard-selling letters and pro- 
motional literature on Fairbanks Casters 
without king-pin, and Fairbanks Rubber 
Tired Wheels. This means extra business, 
extra profits for you if you tie your own 
promotion and selling in with our ‘Products 
of the Month.” You chalk up extra sales! 
Extra profits! 
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high level achieved in 1955. Chemi 
cals, oil and other growth industries 
expect to maintain their established 
trend. The beverage and textile 
industries hope to improve their 
rate of growth. Companies in 
almost every industry except autos, 
and the related steel and rubber in- 
dustries, expect to show 5% or 
more growth in sales in 1956. 

(hese are, of course, primarily the 
plans of larger companies.) 


New Products 


I'he development of new products 
is one of the key factors in indus- 
try’s plans to increase sales. Accord- 
ing to this survey, manufacturing 
companies, as a group, expect 11% 
of 1959 sales to be in products that 
were not made in 1955. And in a 
number of lines, where product 
development is planned well in 
advance, companies expect over 20% 
of 1959 sales to be in products new 
since 1955. ‘This is so for aviation 
products, instruments, and various 
types of machinery—especially con- 
struction machinery and office ma- 
chinery. ‘The chemical industry 
expects 15% of 1959 sales to be in 
new products; the electrical ma 
chinery industry, 18%. 





How Much of 1959 Sales 
Will Be New Products? 


New 
Products* 
Percent 
of Sales 


lron & Steel 1% 

Nonferrous Metals 6 

Machinery Vy 

Electrical Machinery 18 

Transportation Equipment (aircraft, 
shipbuilding and railroad equip- 
ment). . 

Other Metalworking 

Chemicals 


~—- PO 


SBaovou-o 


Stone, Clay & Glass 
Petroleum Refining 

Food & Beverages 

Textiles. . 

Miscellaneous Manufacturing 
ALL MANUFACTURING. . 11 


*New products are defined as either products 
not produced in 1955 or products sufficiently 
changed to be reasonably considered as new 
products. 


—_ 
ow 





In some _ industries, 
report that new products depend on 


companies 





style trends, and tend to be in 
troduced so suddenly that forecast 
ing is difficult-for example, in 
apparel, packaged food, drugs and 
tobacco products. In some branches 
of the chemical industry, product 
development are equally hard to 
predict. Such last-minute develop- 
ments may well raise the total of 
new products introduced by 1959— 
to considerably more than 11% of 
total manufacturers’ sales in that 
year. 

This rapid pace of new product 
development often calls for new 
capacity, when companies 
have adequate facilities to serve 
existing markets. ‘Thus, 28% of all 
manufacturing companies report 
that a significant share of their 1956 
capital spending will be for facilities 
And this 
percentage also seems likely to rise 


even 


to make new products. 


in future years, because of the in 
creasing pace of research (see below). 
The highest proportion of com 
panies reporting significant capital 
investment to make new products 
occurs in chemicals, automobiles, 
rubber, electrical machinery and 
transportation equipment (includ- 
ing aircraft). In all these fields, new 
products account for a third or more 
of 1956 capital investment. 

The emphasis on new products 
means that industry is doing more 
than just expanding capacity, in 
hopes of higher sales. It is creating 
new sales potential—and making 
obsolete a large share of its existing 
capacity—by the introduction of 
new products not on the market 
today. 


Research Expenditures 


This year’s McGraw-Hill survey 
presents the first information ever 
compiled on plans for expenditures 
on research and development. 
Figures on 1955, and plans for 1956 
and 1959, as shown by this survey 
are comparable to data for the year 
1953, published last year by the 
National Science Foundation. So 
we now have a series on research 
expenditures that can be carried 
forward, over the years, in the same 
way as our figures on capital expendi 


tat 


Profit Lines for You 


par Stock 


“The Toolmaker’s Friend” 
FLAT GROUND STEEL 


OIL HARDENING 


Many Distributors are finding SPAR-STOCK is bringing repeat orders. 

With several territories open it will pay you to talk with us or write 
for ... Jigs, Fixtures, Broaches, Cams, 
Templates, Gauges, Punches, Forming, 
Blanking and Stamping Dies, Molds for 
Bakelites, etc. 


PRECISION GROUND STANDARD SIZES 


Sp*""- TOOL BITS 


in 3 types to 
provide correct 
bit for every job 


SPARGROUND Tool Bits are made from a special high grade alloy steel 
that makes them especially adaptable for machining tough and very 
hard materials, such as heat-treated steels, die and stainless steels, etc. 
Furnished ground. 

SPAR-KING Tool Bits are furnished ground. They are useful for general 
purpose work, especially recommended for cutting cast steel or iron, 
brass, aluminum, bronze, copper, etc. 

KUTALL Tool Bits. These bits are furnished unground, made from steel 
for economical general purpose cutting. 


Other Spartan Profit Lines 


Hack Saws — Band Saws — Hack Saw Frames 
All Sold Through Distributors 


SPARTAN SAW WORKS SPRINGFIELD, MASS. 
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dressers 


Hard use—Desmond Hex Dressers are built for it. Six holes in hardened 
bearing blocks extend the usefulness of Desmond Hex dressers as 
many times. As bearing holes wear, turn the blocks for a new set of 
holes. Blocks readily replaceable when all six sets of bearing holes 
are worn. Five sizes for all needs. Ask your Desmond distributor for 
technical advice on proper dressing to make your grinding wheels last 
longer. 


THE ONLY COMPLETE LINE OF GRINDING WHEEL DRESSERS AND CUTTERS 


Desmond 


THE DESMOND-STEPHAN MFG. ©., URBANA, OHIO 





Your prospects will see this sales-build- 
ing advertisement in Mill & Factory, 
Foundry, Modern Machine Shop and 
other publications. Total circulation more 
than 250,000. For steady, repeat busi- 
ness—promote Desmond. 
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ici cichlids 


1956 


tures. Research expenditures, by all 
business, in 1955 amounted to $5 
billion. 

The largest research expenditures 

1955 were made by these indus 
tries: Chemicals, aircraft manufac- 
turing, and the machinery group 
(including electrical machinery). 
Other large spenders were the oil 
industry, fabricated metal products 
and instrument companies. How- 
ever, the largest growth in research 
spending from 1955 to 1959 is 
planned by industries that were not 
among the major spenders last year 
Primary metals, nonelectrical ma- 
chinery, automobile industry. 

‘Total expenditures for research 
and development increased 29% 
from 1953 to 1955 and are scheduled 
to increase another 33% by 1959. 
‘hese are just preliminary plans. It 
seems entirely possible that the 
rate of growth which occurred 
1954 and 1955 may be continued for 
most of the 1956-1959 period, which 
could mean as much as 50°, further 
growth in these expenditures over 
the next four years. 


Use Caution 


Great care should be used in mak 
ing comparisons between these 
research figures and other data for 
any particular company or industry. 
Our industrial groupings are neces 
sarily broad and include companies 
with widely varying policies and 
product lines. However, the general 
implication of the new research 
figures is perfectly clear: The in 
creasing volume of research—particu 
larly in industries that until recently 
did very little of it—means a con 
tinuing flood of new product devel 
opments, and high capital expendi 
tures to take advantage of these 
developments. ‘The rapid pace of 
technical advance is perhaps the 
most important long-range factor in 
the demand for new plant and 
equipment. And these plans for 
new research—together with new 
products that are emerging from 
present research—provide one ex 
planation for industry’s plans to 
invest more in the next four years 
than in any similar period before. 











BUTTERFIELD DIVISION 


tools you buy more than me@ull 1e 


Randards set for your product. 


UNION TWIST DRILL COMPANY /aunEE 


pat on 


DERBY LINE, VERMONT, U.S.A. 
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USE YOUR LOCAL BUTTERFIELD DISTRIBUTOR TO voutrapvaittace. 
ative, lower Inventory costs, expert counsel and “hurryoup" service. 
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D-A-T-E+§ 


ideal for tight spots, can move 


30 tons, 2 inches with ease. < : | 10 REMEMBER 





June +6—National Sales Executives 
& Sales Equipment Show, Conrad 
Hilton Hotel, Chicago. 

June 5-8—Material Handling Insti- 
tute, Public Auditorium, Cleve- 

















land. 

June 7-17—Construction Industries 
Exposition & Home Show, Pan 
Pacific Auditorium, Los Angeles. 

June 11-14—National Plumbing & 
Heating Exposition, Civic Audi- 
torium, Milwaukee. 

June 11-15—National Oil Heat Ex- 
position, Coliseum, New York 


* Te 
“‘lo-hite’’ ihe are 
; June 11-15—National Plastics Expo- 
iy draulic ack Ree sition, Coliseum, New York City. 
y A 4 June 20-22—American Marketing 


Association, William Penn Hotel, 
Pittsburgh. 

Sept. 25-28—Iron & Steel Exposi- 
tion, Public Auditorium, Cleve 


AOS ye 


1g bist s AS pete 
ow 


omy 
ie 


gives you opportunity for increased 


7 
ire 


a te 4 


en 
: 
¥) 
», 
werid ae 
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You can increase your sales and achieve greater cus- 
tomer satisfaction with the Duff-Norton “Lo-Hite”’ _ 
hydraulic jack because it is designed for close clearance 
operations where an ordinary jack cannot be used. 
Your customers often have difficult problems involving 
vertical, horizontal, inverted, or inclined moves of 
heavy loads. You can help them solve these problems 
by pointing out that this jack can kandle these jobs with 
ease by remote control. You make a friend and a sale. 

These are the features that help you sell. When 
closed, the ‘‘Lo-Hite”’ ram is only 41% inches high, yet 
can safely move 30 tons, 2 inches. It is operated by an 
independent hydraulic pump which is connected to 
the ram by an 8-foot flexible rubber hose. The jack is 
easy to operate—folds into a compact kit which weighs 
only 441'4 pounds. 
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Oct. 7-10—National Hardware Con- 
vention, Atlantic City, N. J., 
jointly sponsored by Wholesale 
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Association. 
Oct. 8-12—National Metal Exposi- 
tion and Congress, Public Audito- 
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and short course, Society of Indus- 


To provide your customers complete information on trial Packaging & Materials Han- 
the “‘Lo-Hite,”’ give them bulletin AD-32. It will help dling Engineers, St. Louis. 
you with the sale. Duff-Norton Company, P. O. Box ses Oct. 21-24—Protective Packaging & 


1889, Pittsburgh 30, Pa. Canadian plant—Toronto 6, 
Ontario. “ofBe Materials Handling Exposition, 


Kiel Auditorium, St. Louis. 


oh F Nov. 18-19—Central States Indus- 
5s] a iY trial Distributors Association, 
Be € annual convention, Edgewater 


a Beach Hotel, Chicago. 
Giving Industry a Lift aN, 
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The Buyer Looks 
at Business 





Following is the composite opin 
ion of purchasing agents who com 
prise the N. A. P. A. Business Survey 
Committee 


Rolling Readjustments 


The returns by purchasing ex 
ecutives reporting in the April busi 
ness survey clearly reflect the rolling 
adjustments taking place within the 
high level of industrial activity. 
When contrasted with March, the 
varying percentages emphasize that 
condition. For instance, in the April 
returns 37°, reported increased pro 
duction, compared with 33% in 
March, while 49°% reported April 
production remained the same, as 
against 57% so reporting in March. 
Declining production in April was 
reported by 14% of those partici 
pating, compared with only 10°; 
who reported declines in March. 
In the category of new orders, 36° 
reported improvement in April; 
45% said no change, and 19% re 
ported reduced volume of incoming 
orders. By comparison, those per 
centages in the March reporting 
were 33%, 50% and 17%, respec 
tively. 

The Business Survey Committee 
members indicate there was no 
moderation in the rapidly rising 
price structure, with the emphasis 
noted on raw materials, nonferrous 
metals and electrical equipment. 
With the settlement of local strikes, 
employment is reportedly holding 
at high levels, and the Committee 
members still find a shortage of 
engineers and _ skilled personnel. 
Buying policy remains essentially 
unchanged, and the inventory posi- 
tion confirms the condition of roll 
ing adjustments noted in production 
and new orders. 

Expectations have been exceeded, 
say 58°, who answered the follow 


The most efficient 
purchasing system 
is through... 


Recognized 
Industrial 
Distributors 


No one has yet been able to 
devise a more efficient, lower 
cost method of buying indus- 
trial goods and services than 
the system established by 
recognized industrial distribu- 
tors throughout the United 
States. 

Recognized distributors give you immediate availability of 
tools and supplies, emergency service around the clock, one source 
for many items and assurance of dependable products. There is 
no need to tie up space, cash, inventory or people of your own 
in stockrooms—no extra paper work. 

Every time you by-pass a recognized distributor in the pur- 
chase of industrial supplies and equipment, you are in effect 
weakening the most efficient purchasing system ever invented. 

Think it over next time you're tempted to buy what looks 
like a lower price from someone other than a recognized indus- 
trial distributor. 





This message, directed to your customers, will be 
inserted in Duff-Norton Jack and Coffing Hoist Divi- 
sion advertisements this year. It will appear approxi- 
mately 2-million times in leading trade magazines. 


UFF-NORTO 


PITTSBURGH 30, PA. 


complete line of mechanical, screw and hydraulic jacks 


Division 
DANVILLE, ILLINOIS 


complete line of ratchet, spur gear and electric hoists 
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Inred Gard 


} Anti-Seize Compound 


PREVENTS SEIZING AND GALLING OF THREADED SURFACES TO 1200°F. 


Power and Utility Service: boiler manhole, handhold and face 
FLANGED PIPE plate studs...cylinder head and exhaust manifold studs... flange 
CONNECTIONS : ‘ 
a bolts on high temperature pumps, valves and steam lines. 


Refinery and Chemical Service: flange bolts on pipe connections, 
autoclaves, reactors, kettles, pumps and valves...studs on “‘cat”’ 
CYLINDER crackers, heat exchangers, suction heaters, coolers and condensers. 


HEADS 
aim Steel Mill, Forge and Foundry Service: soaking pit or ingot stripper 
i“) | crane assemblies... steel studs in magnesium and aluminum dies 
; ey ry) and forging dies...studs on furnaces and cooking ovens. 

? 


ae Available in 4 pint, pint and quart cans. Order a trial can today! 


r 


HANDHOLD AND 
FACE PLATES Send for free sample and literature. 


CRANE PACKING COMPANY 


6459 OAKTON STREET, MORTON GROVE, ILL. (Chicago Suburb) 
in Canada: Crane Packing Co., Lid, 617 Parkdale Ave, N. Hamilton, Ont 
OFFICES iN ALL PRINCIPAL CITIES 














FOR Accurate PUMPING 


LEADING 


> 2.2 3 1y; 
UBLILATIN ° ’ 
iggy sete Alliburton Oil Wel! 
p00 48 mementing Company “°° \/ixine PUMPS 


YOU SE 
” ‘The fact that Viking Pumps will consistently deliver in direct 
Vi KING proportion to their speed makes them a valuable asset to our 


sand proportioner units”, Halliburton comments. 


Pi M ps Used as metering pumps, Vikings deliver fluid into the mixing 
tank of the unit, where it is properly blended with the correct 

, amount of sand for hydraulic oil well fracturing service. It is 

the first practical design for such work and is made possible by 


accurate Viking pumping. From one to four Viking 450 G.P.M 
at 260 R.P.M. pumps are used with Halliburton equipment. 
Send for your ; If you have a problem where metering, blending or other 


accuruate pumping of liquids is concerned, let Viking help you 


copy of bulletin 
solve it. Write for information and Bulletin 56Smm 


56Smm today 
VIKING PUMP 
COMPANY » VIKING PUMP COMPANY 


CEDAR FALLS, 
IOWA Cedar Falls, lowe, U.S.A. In Canada, it's "“ROTO-KING” pumps 
See our catalog in Sweets 
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ing special question: “Are demands 
on industrial production in general 
greater, the same or lower than you 
expected they would be as we enter 
the second quarter?” That indus- 
trial output is, at least, as high as 
was estimated is reported by 31% 
of the Committee members, and 
only 11% found April production 
below anticipated levels. 


Price Rise Unabated 


The rising prices reflected in the 
March reports of Committee mem 
bers continued unabated. Not since 
last September have so many felt 
the advancing price pressures. In 
April, those reporting price in- 
creases rose to 76%, from 68°% in 
March. While 31% reported prices 
the same in March, only 21°%% were 
in this category in April. Lower 
prices were indicated by 3%, com 
pared to 1% the previous month. 


Protective Inventories 


Where inventories of purchased 
materials are reported increased, 
is generally attributed to good busi 
ness and protection against price 
advances or strikes. Some 34°% of 
the Committee say inventories are 
higher, compared with 32% in 
March. ‘The same inventory is re 
ported by 50%, against 57% last 
month, and 16% say inventories 
are lower, compared with 11% in 


March. 


Slightly Higher Employment 


Higher employment was reported 
for April by 26%, against 23% for 
March. There were 60%, compared 
with 66% the previous month, who 
said employment was the same, and 
14% showed less employment com- 
pared with 11% in March. In 
the manufacturing areas especially, 
skilled people are much in demand. 


30 Days or Less on MRO 


Buying for production materials 
remains predominantly in the 30-to 
90 days’ range. The breakdown 
shows 24% in the 30-day range; 
36% in the 60-day bracket, and 





For internal grinding . . . for all 
grinding operations, BAY STATE’S exclusive 
Electronic Formulation process assures supe- 
rior accuracy in specification, manufacturing, 
and duplication of grinding wheels. 

For distributors, “EF” makes BAY 
STATE wheels an excellent key line item. 
You could supply these more accurate wheels 
to your customers for every precision grind- 


ing job. 


or 
BAY STATE ABRASIVE PRODUCTS CO., Westboro, Mass., U.S.A. 
Branch Offices and Warehouses: 
Bristol, Conn., 103 Woodland St., Phone Ludlow 2-7451 
Chicago, 3701 West 49th St., Phone Frontier 6-6677 
Cleveland, 3771 Chester Ave., Phone Express 1-8924 


Detroit, 25600 Princeton Rd. (Inkster), Phone Logan 35-8870 
Pittsburgh, 1691 Washington Rd., Phone Locust 3-1144 


In Canada: Bay State Abrasive Products Co. (Canada) Ltd., Brantford, Ont. 
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specify MILWAUKEE 


the complete line of quality valves 
for all plumbing and heating 





MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


MILWAUKEE 


gate valves 

globe valves 

angle valves 

check valves 
manifold units 
needle point valves 
anti-hum valves 
relief valves 

foot valves 

vertical check valves 


angle check valves 


Proved best for 
poop! gaa trouble-free service 
Milwaukee valves are first choice of 
smart plumbing and heating men 
everywhere. That’s because their 
reputation for quality and depend- 
ability is your assurance of satis- 
faction. Add to this superior design, 
rugged construction and trouble-free 
service. It’s plain to see why so 
many contractors standardize on 
Milwaukee valves. Stocked and sold 
by leading jobbers and wholesalers. 
Write for catalog B255. 


air check valves 


radiator valves 


miscellaneous 
equipment 


THE COMPLETE LINE OF PERMANENT QUALITY VALVES 
A subsidiary of Controls Corporation of America 


2375 South Burrell Street e@ Milwaukee 7, Wisconsin 
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26% covering for 90 days. There 
are still 14% who report that they 
must cover for 120 days or more. 

On MRO supplies, there is little 
change from last month. Only 1% 
report a need for 120 days’ lead 
time, with 17% in the 90-day range; 
26% in the 60-day range; 39% at 
30 days, and 17% ordering as 
needed. 

For capital expenditures, 61% re- 
port a need for a lead of 120 days to 
one year; 18% require 90 days; 
11%, 60 days, and 10%, 


or less. 


30. davs 


Specific Commodity Changes 


Corrugated paper products and 
aluminum had the greatest number 
reporting price increases. 

On the up side are: Aluminum, 
brass, some copper products, nickel, 
some steel items, tin, pig iron, oxy 
gen, acetylene, alcohol, paper, corru 
gated cartons, lumber, coal, lubri 
cants, electric motors, electrical 
equipment, linseed oil and tin cans. 

On the down side are: Copper, 
rubber, burlap and nylon yarns. 

In short supply are: Aluminum, 
copper, nickel, steel (stainless, alloy, 
pipe, plates, shapes, structural, 
sheets), selenium, titanium dioxide, 
monel, paper, corrugated papers, 
cellophane, lumber and cement. 





NEW LINES 
taken on by 
DISTRIBUTORS 





F. Hallock Co., Derby, Conn., has 
been appointed distributor for 


lhe Nelco Tool Co. 


Central Rubber & Supply Co., In 
dianapolis, has been appointed a 
distributor of Fiberglas and Kaylo 
industrial insulations 


McJunkin Corp., Columbus, Ohio, 
has been named a General Elec 
tric Co. welding distributor for 





West Virginia and adjacent areas 
of Kentucky and Ohio. 


Ross-Willoughby Co., Columbus, 
Ohio, has taken on the Dexion 
Slotted Angle line of Dexion Divi 
sion of Acme Steel Co. 


Bauer-Wenner, Inc., Toledo, has 
been named northwestern Ohio 
distributor for the B. F. Goodrich 
Industrial Products Co. 


Mendon Hydraulic Sales Co., Men 
don, N. Y., has been appointed 
a distributor for Parker Appli- 
ance Co.’s tube and hose fittings 
and fabricating tools. 


The J. E. Coleman Co., New York 
City, has been named a distribu 
tor for The Powell Pressed Steel 
Co.’s line of materials handling 
equipment for the New York area. 


General Factory Supplies Co., Inc., 
will handle Allis-Chalmers Mfg. 
Co.’s_ “Texrope” v-belt drive 
equipment in Kenton and Camp 
bell counties, Ky., and in Hamil 
ton and Butler counties, Ohio. 


The Cameron & Barkley Co., 
Charleston, S. C., has been ap 
pointed distributor for Grinnell 
Saunders Diaphragm valves. 


Smith-Monroe Co., South Bend, 
Ind., has been named distributor 
for Cambridge Wire Cloth Co. 


Everett Transmission & Rubber 
Co., Everett, Wash., has been 
named distributor for ‘The Amer 
ican Pulley Co.’s Steel-Split pul 
leys. 


Jarvis Supply Co., Denver, has been 
appointed exclusive distributor in 
the Denver area for Wesson Co. 


Riechman-Crosby Co., Memphis, 
has been named exclusive dis 
tributor in the Memphis area fot 
Zeleny Thermometer Co 


Lewis Supply Co., Memphis, has 





Memo that kept a production line running! 


Chicago-Latrobe makes carbide drills and 
reamers of a quality that is unsurpassed—in a complete line __ 
and backs these tools with the kind of service that keeps A 
the production line running. Try them and see. 


Chicago- 


CARBIDE DRILLS and REAMERS 


DISTRIBUTORS: Ads like this run in 
19 magazines . . . telling the Chicago-Latrobe 
story to tool buyers everywhere. 


CHICAGO - LATROBE 
427 W. ONTARIO STREET # CHICAGO 10, ILLINOIS 
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been appointed exclusive dis 
tributor for the following firms: 
* National Tube Division 

U. S. Steel Corp. 

(plastic pipe) 
* Producto Machine Co. 

(die sets) 


Industrial Supplies, Inc., Memphis, 
has been named distributor foi 
Southern Press Cloth Mfg. Co. 


Rust-Oleum Corp. has appointed 
the following distributors: 
* Bosler Supply Co. 
Chicago 
*Cohen Machinery Co. 
Manchester, N. H. 
* Contractors Supply Div. 
The Soo Hardware Co. 
Ishpeming, Mich. 
A casing-in machine at Donnelley’s Crawfordsville, Indiana, Plant joins completed * Cross Brothers Co. 
Rochester, N. Y. 
* Glauber, Inc. 
New York City 
; . * Kasper & Koetzle, Inc. 
First Thing the Buyer Sees Brooklyn, N. Y. 
*McComb Supply Co. 
At the committee meeting called to consider a new Harlan. Kv. 
catalog all eyes linger fondly on the cover of the * M. F. Murdock Co. 
Company’s last catalog. “Still a good cover,” says the Akron, Ohio. 
Sales Manager. “Always was a good cover,” agrees * John Pritzlaff Hardware Co. 


the President. “You don’t get tired of it. And it has Milwaukee . 
* Waite Hardware Co. 


worn like buckskin.” eR TE 

‘ Worcester 
It has character, this cover. It is designed, tailored, 
and built around the book with lasting fitness to the 
company it represents and the job to be done. It has 


qualities worth carrying on—and on—and on. FROM THE 


Ready to plan your next catalog? The cover makes 


a good place to begin. Just drop us a line today. 
1931 1946 


The Lakeside Press + R. R. Donnelley & Sons Company 
Catalog Compiling Department 350 E. 22nd Street, Chicago 16 
CAlumet 5-2121 25 YEARS AGO 


Che Joint Merchandising Commit 
tee after a survey reported that 
1799 distributors were factors in 
the industry, 871 of them strictly 
industrial distributors and the 
rest other types of houses with 
industrial supply departments. 


covers to sewn and trimmed catalog bodies. 
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| HASELTINE Two New 
mn eurnt «oun Donnelley-built 


Catalogs 


imeusTeias 
SUPPLIES 
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Hartley W. Barclay, INpusTRIAL 
DisrriBuTION’s director of mar 
keting, told the Washington 
l'riple Convention that distribu 
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ARBOR SCREWS INTO | 
BODY OF SAW, SECURED 
BY TWO DRIVE PINS 








/ TOUGH ALLOY | 


Ai STEEL BACK 


ELECTRIC WELDED 
HIGH SPEED 
STEEL EDGE 
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NATIONAL SANDERS 


METAL 
woop 
LEATHER 
rey] = 


POWERFUL .. . LIGHTWEIGHT 
MODEL 400 ORBITAL ACTION 





MODEL 300 TWO-PAD 


Versatile block sander . . . speed can be 
varied from 4000 to 6000 rpm depend- 
ing on the surface and abrasive. Weighs 
only 4 Ibs. but has 25 sq. in. of abrasive 
area. Over 125,000 in use throughout 
the nation . . . in many types of industry. 





A straight-line action, two pad sander 
with built-in water spray for wet 
sanding. Nine different pads aud two 
sizes of pad shoes are available. 
Write for details. 


MODEL 500 ELECTRIC 





Powerful block sander, with 4 HP 


electric motor. Orbital action, operating 
at a constant speed of 5000 rpm. Has 
38” of abrasive area. Sponge rubber and 


felt pads available. 


MODEL 600 SINGLE-PAD 





A straight-line action, single pad, air 
driven block sander. Weighs only 
5 Ibs., but operating at 3200 rpm. 
A 5/16” pad stroke assures rapid 
stock removal. Has built-in water at- 
tachment for wet sanding. Both 
rubber and felt pads available. 


Write for literature 


NATIONAL AIR SANDER, INC. 


2820 AUBURN ST., ROCKFORD, ILL. 
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25 Years Ago (Cont'd) 





tors were missing out on 65.66% 
of their potential. 


Said Professor T. N. Beckman, ad- 
dressing the convention “we are 
medieval in our thinking on 
distribution. ‘There is still a 
general feeling that the distribu- 
tor is a parasite.” 


INDUSTRIAL DisrripuTION editorial 
called for the appointment of a 
strong leader for the industry’s 
Merchandising Program — “a 
Judge Landis or a Will Hays.” 


Specialization is the distributor's 
answer to direct-selling competi- 
tion, said R. W. Chamberlain, 
Stanley Electric ‘Tool Co. 


The Merchandising Committee had 
just $25,000 in the till to launch 
its industry-wide promotion pro- 
gram, so decided to spend all of 
it in projects to stimulate distrib- 
utor interest in the project. 
Committee members pointed out 
that the National Coffee Roasters 
Association was planning to spend 
$1 million on promotion and 
most other industries were far 
ahead of industrial distributors 
in the matter of raising money, 
in spite of the Depression. 


George Puchta, of Queen City 
Supply Co., Cincinnati, warned 
the industry must heed the law 
of supply and demand. American 
manufacturers, he said, had over- 
produced, with the result that 
50% of their capacity now lay 
idle. Distributors, then, should 
stop thinking about expansion 
and “cooperate” to sell only at 
a profit. “It would be better for 
those who cannot come out whole 
at least to liquidate and conserve 
what they have.” 


James W. Gerard, former ambas 
sador to Germany, warned the 
l'riple Convention that American 
businessmen must look out for 
Russian competition. “Some say 
that Soviet Russia cannot produce 








25 Years Ago (Cont'd) | ACCO Registered’ 


manufactured goods. That’s not 6 e 

true. A whole generation is being S in Chains 
trained and as time goes on 

Russia can become a real factor.” ll ee 


L. Pitts of Brown-Roberts Hard 
ware & Supply Co., Alexandria, 
La., was elected president of the 
Southern Hardware — Jobbers 
Association. 


Yale & Towne Mfg. Co. consolidated 
most of its manufacturing at its 
Philadelphia plants. 
Shaped Section 


10 YEARS AGO | Master Link 
, Holds its form 


under loads up 


A Baltimore advertising executive 
to 18 % greater. 


told the Triple Convention there 

would be a “battle royal’ for 

business in 1947. He predicted 

the state of easy orders and sales Welds as strong 
d or stronger than 

would continue only two or three alloy material. 


more years, and then “unless we Welded area 
2 % times conven- 
tional size area. 


Accoloy X-Weld 
125 Chain 


have taken the necessary pre 
cautions we will be headed 
straight for another collision with 
economic forces.” 


R. D. Black, of Black & Decker Mfg. 
Co., retiring president of the 
American Association, proposed 
that future conventions have 


product exhibits. 
* Trade Mark Registered 





NOW-—Better and 


Lloyd B. Mize, of Industrial Supply WHAT 


Corp., Richmond, Va., succeeded Safer than Ever! “ACCO REGISTERED” 


MEANS... 


e acco Registered Chain Slings—long recognized The best material 
. as the standard of excellence—now give users a Unit safety factor (on bodies, 
Southern Association. double bonus of safety and quality. They incor rings, links, hooks) 
porate Acco’s new Shaped Section Master Link Proof test of complete sling 


Four distributors on the Wat plus ACCOo’s sensational Accoloy X-Weld 125 chain. to twice the working 
load limit 


Harry P. Leu of Harty P. Leu, 
Orlando, Fila., as president of the 


Service Committee protested The new Shaped Section Master Link, without 

strongly to the OPA in Washing any increase in weight, withstands deformation 
he | under loads up to 18% greater than a standard 

ton on its price absorption policy. | round section can. And the Accoloy X-Weld 125 aa ng 


a » re Jor oO ~hai - " 2 > ‘ 2 y " 3 > ‘e > 
Chey wer : Percy Ridings, chain with its extra strong, king-size welded 6 Signed Registry Certificate 
Svracuse Supply Co.. Syracuse, area and its non-kinking feature—assures extra with each sling 
N. Y.. Llovd B. Mize. Industrial ruggedness and better service. 
, Se . , Because of these two spectacular improvements, 
Supply Corp., Richmond, Va.; , 
there is more reason than ever for standardizing 
on ACCO Registered Slings. For additional interest 
Charles ‘IT’. Bush, ‘The Charles A. ing information, write our nearest District Office 
Strelinger Co., Detroit, and B. | 
O. Schmaling, ‘The Factory Sup- | American Chain Division 


plies Co., Rockford, Ill. They N AMERICAN CHAIN & CABLE 


said recent extendable price in 


Actual field service test 
of each design 














creases granted were a sign the 
: York, Pa., Atlanta, Boston, Chicago, Denver, Detroit, Houston, 


distributors oe against ; Los Angeles, New York, Philadelphia, Pittsburgh, 
absorption was bearing fruit. | Portland, Ore., San Francisco, Bridgeport, Conn. 
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Tele Ma ial-t-\- mele 


Every sales and profit making factor is working for yon when 
you sell Atlantic flexible metal hose. You lower your break-even 
point by one-source buying. Your customers can depend on the 
uniformly high product quality — and delivery when requested. 
And over 40 years of product advertising have made Atlantic 
flexible hose a buy-word in industry. 

There is an Atlantic flexible metal hose for every movement 
and conveying application. Look to Atlantic engineers to solve 
your flexible metal hose problems. Write for Catalog 500. 


Flexible metal hose in all workable metals — \%” 
— 36° I.D. with standard or special couplings. 


ATLANTIC METAL HOSE Co., Inc. | 
304 DYCKMAN ST., NEW YORK 34 
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10 Years Ago (Cont'd) 





Unemployment was no longer con 
sidered an immediate threat by 
leading economists. Strike had 
taken serious bites out of produc- 
tion and the 1947 job level was 
expected to be 60 million. 


Philip W. Swain, editor of the 
McGraw-Hill magazine, Power, 
was an official witness at the atom 
bomb test. 


Hansen & Yorke Co., New York 
City, held a party at the Dowb- 
town Athletic Club for 75 com 
pany members and guests. 


McJunkin Supply Co., Charleston, 
W. Va., elected H. B. Wehrle, 
president. 


Dan W. French sold his major in- 
terest in Basche-Sage Hardware 
Co., Baker, Ore., to James Maple, 
Frank Oliver, Joe Norton, Fred 
Basche and Ray Hindman. 


Walker Wellford and four sons 
purchased all the stock of J. E. 
Dilworth Co., Memphis, ‘Tenn. 


Orgill Bros. & Co., Memphis, 
marked its 100th anniversary. 
Edmund Orgill, president, wel- 
comed back 37 war veterans to 
their jobs at a dinner attended 
by 300 employees and their wives. 


Frank Pidgeon, Pidgeon-Thomas 
Iron Co., Memphis, was elected 
a vice president of the American 
Steel Warehouse Association. 
The association met in New York 
City to draw up a program 
urging labor relations reform in 
the Federal Government. 


Standard-Shannon Supply Co., 
Philadelphia, celebrated its 100th 
anniversary at a banquet in the 
Warwick Hotel. 


Hewitt Rubber Corp. changed its 
name to Hewitt-Robins Inc. to 
take in the identity of its wholly 
owned subsidiary, Robins Con 
veyors, Inc. 
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Bordons & Oliver, inc. 


—— 


This is the NEW No. 4 Universal 
Turret Lathe produced by Bardons 
& Oliver. It incorporates many 
new features which sharply in- 
crease productive capacity while 
reducing operator fatigue. This 
lathe is typical of the fine 
machines built by Bardons & 
Oliver. For new catalog, write us 
at Cleveland 13, Ohio. 


deserve the finest high production 
chucks 


This is Horton's 3-Jaw Scroll Universal 
Chuck which for more than 100 years 
has been the companion to the world's 
finest lathes. Its lasting accuracy and pre- 
cision contribute to the high production 
of any tool room or plant. For the com- 
plete story on this and Horton's complete 
line of high production chucks, see your 
Horton representative or write direct. 
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WINDSOR LOCKS, CONN. 
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“900” LEAD 


EXPANSION SCREW 


ANCHORS 


Standard machine screws 
start and turn easily 
in precision threads. 


- PLUS 
VALUES 


” i Special composition lead 
sleeve expands fast in 
masonry — cuts down 
“cold flowing”. 

Correct taper on 
threaded steel 
insert creates 

12 sizes — for holes maximum expan- 

4" to 1%" in diam- sion. Fast, sure 

eter — hold from 50 action every time. 

up to 10,000 Ibs. 


Entirely rust- 
proof — won't 
deteriorate in 
damp locations. 


Size and directional 
arrow on every anchor. 


Setting tool, in 
every box of 50. 


EASY TO USE 
DO THE JOB RIGHT 
SAVE TIME AND LABOR 


when you anchor in masonry or concrete 


Send for Catalog of 


Paine's Complete Line 


pAINE's 


THE PAINE COMPANY, 17 Westgate Road, Addison, Illinois 


THE BEST CRAFTSMEN ALWAYS TAKE 


zi aay to ate ate 64 peed 


INDUSTRIAL 
SOLDERING IRONS 


It ae 


Exclusive 
THERMOSTATIC ACTION... 


Guaranteed for the life of the iron! 
Prevents excessive tip burning! 


than ANY OTHER 
soldering irons of equal tip size 


Proved 4 times faster on the production lines 
of America’s leading electronics firms. Complete 
range of sizes . . . scientifically designed . . 
individually tested .. , for easier, surer precision 
work or heavy duty soldering. Operate on 110- 
120 volts, AC or DC! Model 18T illustrated, 
$6.25 list. 


Write for FREE Catalog 


WAL 


OVER 20,00C¢ 


i ee en ee) Ce oo 
Grove City, PennsyJvania 


SOLDERING PRODUCTS SINCE 1864 
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Operations Ideas — 
Can You Use Any? 





Mobile Radio-Telephone 
High Lift Truck 
Portable Partitions 
Hand Hydraulic Lift 
Intercom Telephone 
Side Chair 
Utility Cabinet 


Mobile Radio-Telephone 


You may not find immediate use 
for this communications develop 
ment but you should keep it in 
mind if you're thinking of expand. 
ing warehouse operations or yard 
operations. It is a new and small 
low-power industrial radio telephone 
specifically designed for installation 
on materials handling trucks, mes 
senger vehicles and transportation 
units. Unique! It is capable of 
performing the triple duties of base 

mobile unit and mobile 
address system. The unit 


station, 
public 

has a range of from one to five miles 
and, without any modification, can 
operate on 6 vts. DC, 12 vts. DC, or 
117 vts. DC. It is 21 Ibs. 


sures approximately 12 by § by 5 in. 


and mea 


High Lift Truck 


This product seems to be adapt 
able to distributor warehouse opera 
tions where material can be handled 
in bulk because it has a lifting height 


of 514 through 704 in., a down 





SMOOTH-F NG 


FOR FAST, 
ACCURATE 
ASSEMBLY 


Your customers can be sure of 
fast, accurate assembly when they 
use Bethlehem fasteners. This is 
because Bethlehem fasteners have 
rolled or cut threads which are 
clean and smooth-fitting. Besides, 
they have strong shanks, and well- 
formed heads which are easy for 
the wrench to grip. They’re top- 
quality fasteners in every way— 
good builders of repeat business. 
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Bethlehem Bolts 
Are Good Bolts 
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height of 64 or 104 in. and quick 
iccessibility for maintenance as well 
1s a 4,000 Ib. capacity. It is a battery 
powered hand truck and is available 
in two models. The truck travels 
at 3 mph empty and at 2.2 mph 
fully loaded in both forward and 
reverse. Full-load lifting speed is 
9 ft. per min. and lowering speed 
is 20 ft. per min. Lowering speed 
is hydraulically adjusted to weight 
carried. A spool-type lift control 
valve provides full “feather-action’ 
\ built-in pressure relief valve auto 
matically protects the hydraulic 
system against excessive pressures 
“Dead man” brakes are included 
Here’s a drill you can be proud to feature. On this produc- (he brake is spring applied when 
tion line % of every hour, 18 hours a day, every day for the steering handle is in a vertical 
2 weeks. Drilling tool steel and castings up to 2” thick. The or horizontal position. As the brake 
Stanley Mighty Midget passed every test this aircraft com- is applied a “dead man” switch is 
pany put it to and rated “highly satisfactory in every way. actuated which automatically breaks 





T 


- the power circuit. It is impossible 
| Chuck Speed : 
Capacity RPM No Load | Length | Weight to operate the truck with the handle 
5,000 | in these positions. The handle 
3,500 . 
in steel ies returns to the vertical position when 
in hard wood | 
2,000 released by the operator 
1,500 ‘ 


in steel 1,000 
inhard wood | 600 




















Portable Partitions 
A fistful of power 
The Mighty Midget is a completely ball bearing heavy duty 
drill with full power packed in 82” overall length... 
weighs only 3% Ibs. Carry the whole line — the right speed ' conference, committee, etc.) but 
for every use. don’t let that discourage you. Here 
is a quick and easy solution to the 
problem of providing extra room 
It is a new portable partition which 
is lightweight, moves easily on 


Perhaps you don’t have room to 
reserve for special meetings (sales, 


heavy-duty swivel casters and can be 
used with a combination of parti 
tions to form as many separate 
rooms as may be desired. The 
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Allis-Chalmers Announces... 


q Profitable Territories 
E Wealth of Promotional Aids 
7 Profitable Stocking Plans 


Distributor Program 
for Texrope Drives 





Texrope Grommet Belts Texlite Sheaves Magic-Grip Sheaves Vari-Pitch Sheaves 


OW industrial dis- ) mas oneeeeen 


tributors can profitably 
; : . Allis-Chalmers Manufacturing Co. 

share in the industry-wide General Products Division 
acceptance of the most Milwaukee 1, Wisconsin 
complete line of drive 
equipment ever produced. 
Allis-Chalmers is expanding its 
national network of Texrope drive 
distributors. This is an oppor- 
tunity for progressive, 
sales-minded organizations. 


I am interested in hearing more about the advantages of 
a Texrope drive franchise. Please have one of your 
representatives call. 

Nome 

Firm 


Address 


Other products handied 


Texrope, Texlite, Vari-Pitch and Magic-Grip are Allis-Chalmers trademorks. 


ALLIS-CHALMERS 
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ersont 
A-4 
PIPE UNIONS 


..for economy and 
better all-round 
performance 


Low cost, leakproof service is consistently 
assured by Jefferson Unions. Ask plants 
that use them or the distributors handling 
them. For example: 


. there is economy in better service, the 
result of using air-refined malleable iron 
bodies having a basic strength of 55,000 
Ibs. P.S.1. 


dependable leak-proof per- 
non-porous seats made from 
specialiy-drawn brass tubing actually 
ground, after machining, to a true arc. 


there is 
formance in 


and there is protection to users in 
the way Jefferson joints are ground in 
pairs and never separated again in the 
course of manufacture. Self-seating is ab- 
solutely assured and absolutely tight. Every 
union is critically tested before shipment 
to make assurance doubly sure 

there is economy, too, in the adapt- 
ability of Jefferson Unions to service con- 
ditions which ordinarily would call for much 
higher cost steel unions. 

. there is assured better all-around per- 
formance through Underwriter’s Laboratory 
approval for 500 Ibs. P.S.I. steam and oil 
at 550° F. or 2000 Ibs. P.S.I. non-shock 
cold W.0.G 
The complete Jefferson line includes 1502, 
2502 and 3002 unions, union elbows, union 
tees, and flange unions. All unions are avail- 


able with either brass-to-iron or iron-to-iron 
seats. 


Ask today for full information 


JEFFERSON 
UNION CO. 


49 Fletcher Ave., 
Lexington 73, Mass. 


Outstanding performance 
in everyday service 





4 


panels are of smooth, tempered 
hardboard framed in_heavy-gage 
tubular steel for extra strength. They 
are available in 4, 5, 6, 8 and 10 ft 
lengths. The height is adjustable 
from 5 to 6 ft. Adjustable side 
brakes on the casters can be set in 
a few seconds to make the parti 
tions stationary. One side of the 
panel is treated for use as a chalk 
board. A bulletin or tack 
board which can be readily moved 


handy 


from one end of the panel to the 
other is another feature. The parti 
tions nest compactly and occupy 
small space when not in use. A 


standard 8 ft. unit is $29.75. 


Hand Hydraulic Lift 


This piece of equipment for mov 
ing material up to 500 Ibs. seems to 
be made especially for industrial 
distributors. It is a low-cost manu 
ally operated hydraulic lift as a com 


panion model for a previously an 
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DAVIS 


VALVE SPECIALTIES 
FOR STEAM, 
AIR 

OR GAS 


Davis offers a complete line of valve 
specialties including relief valves, alti- 
tude valves, pump governors, pressure 
regulators and emergency valves. No 
matter what the control problem, 
there’s a Davis specialty product to 
meet the need. Contact Davis today 
for precision control valves. 


- 


- 
; No, 401 
} PRESSURE 
REGULATOR 
Everything you want for 
pressure reducing and con- 
trol service on steam, air or 
gas. Spring loaded, balanced 
dise construction for indoor 
or outdoor service. Range of 
size: 4 to 10". . . initial pres- 
sures to 600 psi... reduced , 
from 500 down to 1 psi. Con- 9 
troller attached or remote. 
Request Catalog 200 


te ae | 


No. 80 BACK 

PRESSURE VALVE 

For automatic control 

of exhaust steam for 
heating and processing 

use. Semi-balanced double- 
port valve. Temperature 
compensated to avoid stick- 
ing. Standard sizes 2 to 24". 
Davis No. 81 style for abso- 
lutely drip-tight closing. 
Davis No. 82 where both pres- 
sure and vacuum conditions 
prevail. Ask for Bulletin 101A. 


| No. 101—No. 102 
" BOILER STOP AND 
| CHECK VALVES 


No. 101—For high pressure, 
heavy duty steam plants. 
External oil dash pot. . . 
counter-weighted lever 
for testing and visible 
action. Clean, simple 

' inner construction. 


No. 102—Popular valve for general service 
Internal steam dash pot 
eliminates chatter. 


Both valves in complete 
size ranges, corner or 
elbow, semi-carbon or 
alloy steel bodies with 
trim to suit pressure or 
temperature needs. Ask 
for Bulletin 101A 


SEND FOR COMPLETE FILE OF LITERATURE 


ye af 


2544 So. Washtenaw © Chicago 8, Illinois 





nounced 1,000 Ib. job. The 500-Ib. 
unit elevates loads to any height be- 
tween 44 in. and 54 in. above the 
floor. For the safety of the opera- 
tor and the material being handled, 
the lift is equipped with a safety 
overload release set to refuse loads 
of more than 600 Ibs. It has excep- 
tional maneuverability with an 
extremely short-turning radius so 
that it can be used even where space 
is cramped. One man can maneuver 
and operate the lift. The hydraulic 
lifting mechanism is smooth and 
dependable and is operated by a 
detachable handle located at con- 
venient height from the floor. The 
lift has roller bearing, rubber front 
wheels and roller bearing equipped 
swivel type rear casters. ‘The posi- 
tive action brake is foot operated 
and has a trigger release. 


Intercom Telephone 


If the inside telephone communi 
cation expense is bothering you, you 
might look into this set-up which is 
a new private-line intercom tele 
phone. ‘These are new self-con 
tained units that require nothing to 
install. ‘Their operation is extremely 
low cost (they use flashlight bat- 
teries) and they give clear voice 
reception up to 1,000 ft. The equip- 
ment is original Bell ‘Telephone 
equipment with the same _ high 
fidelity as regular office phones. 
Also available is a Master Station for 
multiple hook-up, which lets any 
station talk with any other with 
complete privacy. 


PEERLESS MODEL C HOIST IN PAINT SPRAY BOOTH. When painting is not a production 
line operation, a hoist and trolley combination can save time and effort. Such an 
application is this Model C Hoist on a Model D I-beam Trolley. All the operator does 
is pick up the load with the hoist Roll it into the booth. Spray it. Roll it out again 


Where there’s lifting to be done, 


there’s a Harrington Hoist to do it 
A = 
anne peg ete + one om rs iereftichaneeel 


lifting of loads from 14 dium loads 170 to 4000 Ib. 
to 60 tons 


PEER PACKET TROL- 
~ aauhe a lifting PEERLESS PACKET ALt- 
STEEL HOISTS for lifting '4 


and conveying l4 to 2 - 
tom load » I-beame to 2 tons. Special construc- 
0 oadcs oO - “a . 
Low | jroom units ad tion makes these hoists eco- 
A) wilt i. 8) i j 8 Adi- 
justable t wile tenin nomical to maintain, easy 

Stabie LO a de range 
, t yperate 
of I-beam sizes. Oo Cperan 


PEERLESS PACKET ALU- _ HARRINGTON I|-BEAM 
MINUM HOISTS for use \ TROLLEYS for rapid and 
where hoists must be ' = easy movement of materials 
moved frequently. Much * over I-beams. Regularly 
lighter than all-steel supplied in geared and plain 
model, with no sacrifice LS models in capacities from 


of any other quality. \ lg to 20 tons 


Markets for these cost-cutting products are unlimited, and profits are good. 
Write for complete information about our full line of hoist products. 


tHE HARRINGTON company 


Makers of Hoists Since 1876 
Gravers Roap at THE TurRNpPIKE, PLymoutu Meetinea 11, Pa. 
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Side Chair 


Have your interviewers, be they 
inside salesmen, purchasers, book 
keepers, or anyone who might have 
a visitor, put their best seats for 
ward for the guests. This manu 
facturer had the bright idea of 
putting out a well-designed, com 
fortable sidechair which makes 

% ’ v.i.p. or just the casual visitor feel 
: he is being treated nicely. It is a 

D | S T RI ij UJ T 0 R S e general office chair which is suitable 
« ” for reception rooms, conference 

5 rooms, private as well as open 


* looking for a offices. The backrest is contou: 
key line of curved and the all-steel seat is com 


fort-cushioned and saddle-shaped 


inspection Legs have rubber-cushioned steel 
devices? gliders, and are extended in the 


rear to prevent the backrest from 
marring walls. 

Sell these profitable 

products to your 

precision minded 

customers 


CIE 


MONOCHROMATIC LAMPS 
and OPTICAL FLATS 


@ MEASURE IN MILLIONTHS WITH LIGHT WAVES 


@ DETERMINE SURFACE FLATNESS AT A GLANCE Aa 
Utility Cabinet 


@e EASY FOR AVERAGE WORKMAN TO USE ; 
l'‘here may be some small, valu 
able items you keep in stock which 
@ SEND FOR FREE ILLUSTRATED LITERATURE can be diapenned Sor ovderGlling 


purposes faster if they were visible 


AND DEALER PROFIT STORY ; 
and this manufacturer makes a plas 


tic cabinet for such items which 
may answer your purpose. It is a 
full view cabinet in which 96 dif 


re can be sd, neat] 
Write for folders on Acme ferent items can be stored neatly 
Chamfer Micrometer Gages for = ; indexed and kept dust-free. Every 
direct reading of chamfer end item is in plain sight as the cabinet 
diameters and computing chamfer depths : 

also. Acme Portable Bench Centers is made of crystal clear plastic. Addi- 
designed to speed inspection right at the 
production machine. together as they are self-nesting 


tional cabinets can be stacked 


Special inspection instruments also manufactured. Quotations on request. 
I information on where to 


\ obtain these items, write “Oper 
& > ) . sme ations Ideas’, INpusrriAL Dts 
yi CHC Scientific Company citaaas We ate Ses 


1450 West Randolph Street + Chicago 7, Illinois You: %. NY 
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R/M Poly-V Drive 


Delivers More Power in Less Space! 


No other belt drive can deliver as much power in the 
same space. It’s R/M’s patented Poly-V Drive devel- 
oped by R/M engineers after years of research. This 
totally new concept in power transmission delivers up 
to 50% more power than a conventional V-belt drive 
of equal width. 


Unique design accounts for the unusual power capacity 
of R/M Poly-V Drive. A single, endless belt with parallel 
V-ribs runs on sheaves specially designed to mate 
precisely with the belt ribs. The uniform pull of this 
single unit belt distributes drive load evenly over the 
full width of the sheave... gives higher horsepower 
capacity per inch of drive width than ever before possible. 


There are many advantages in this space-saving drive 
wherever heavy duty power transmission is required 

. in the equipment you manufacture—or the equip- 
ment you use in your plant. Poly-V Drive has elimi- 
nated the matching problems of multiple V-belt drives, 


MANHATTAN 


o>. 


Flat Belts V-Belts Conveyor Belt 


greatly increased the life expectancy of belts and 
sheaves and maintains more constant speed ratios under 
all loads. Just two cross sections of Poly-V meet every 
heavy duty power requirement—R/M Poly-V Drive 
cuts costly belt and sheave inventories to a new low! 


Let the R/M engineers who developed Poly-V Drive 
work with your engineers to improve your power trans- 
mission applications. Contact R/M ...0or write for a 
copy of Poly-V* Drive Bulletin #6638. 


CONDOR V-BELTS + R/M SUPER-POWER V-BELTS 


Write for Bulletin #6868 on the 
complete line of Condor V-Beits 
for regular service on conventional 
V-belt drives. Also write for Bulletin 
#6628 on R/ M Super-Power V-Belts 
with 40° more Horsepower capac 











ity where needed 





RUBBER 


aad 


Re Gu OD tee 


*Poly-V is a registered Raybestos-Manhattan trademar 


DIVISION—PASSAIC, NEW JERSEY 


INC. 


Roll Covering Tank Lining Abrasive Wheels 


Other R/M products include: Industrial Rubber * Fan Belts * Radiator Hose * Brake Linings * Broke Blocks * Cltch Facings 
Asbestos Textiles * Packings * Engineered Plastic, and Sintered Metul Products * Laundry Pads ond Covers * Bowling Bal's 
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oa from 
BESLY,. 


CARBIDE TIPPED 
TOOLS 


Designed and Quality-Made for 
HEAVY DUTY and FINISH cutting at LOW COST! 


STANDARDS and 
SPECIALS for a wide 


standard carbide tools 
range of cutting jobs 


because of workmanship and 
accuracy last longer. 


special carbide tipped tools 
of close tolerances and 
special features — 

our specialty! 


consistent uniformity 
gives good results tool 
after tool. 


DISTRIBUTORS! 


Check the new volume and profit potentials 

of this mew line of Besly-Metro Carbide 4 
Tipped Tools as well as New Besly-Metro ‘ 
Gages and Besly Taps, Twist Drills and a 
Reamers. Call or write today. A few selec. 
tive territories are still open. 


BESLY-WELLES 
CORPORATION 


Est. as C. H. Besly & Co. 1875 
106 Dearborn Avenue © South Beloit, Illinois 


\ AO 
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Obituaries 





Cc. E. Thyng 


C. E. Thyng, 
The Fairbanks Co. 

C. E. Thyng, New England 
branch manager of The Fairbanks 
Co., died suddenly at his home in 
Newtonville, Mass., on April 21. 

He had completed 50 years with 
the company in May 1955 and had 
been New England manager since 
1921. 


Gardner D. Van Aman. 
Oren-Van Aman Co. 


Gardner D. Van Aman, 55, vice 
president and treasurer of Oren-Van 
Aman Co., Inc., Fort Wayne, Ind., 
died March 20. 

Mr. Van Aman founded the firm 
eight years ago in Auburn, Ind. ‘The 
company moved to Fort Wayne last 
year. 

He is survived by his wife, son, 
brother and four sisters 





BIG URANIUM BUSINESS 


The free world uranium industry does 
an annual business of about $500,- 
000,000, notes Nucleonics, McGraw- 
Hill publication. Of this total, the U.S. 
share runs about $200,000,000 














How can | get better pipe service 
for the dollars | spend ? 


. 


a 


GR 


— 


That’s easy... use NATIONAL PIPE 


A sound answer. And it’s a fact—USS 
National Steel Pipe gives you the great- 
est service per dollar of cost for all- 
around use in all types of building and 
industrial applications. Every dollar 
you invest in National Pipe comes back 
to you in practical advantages such as 
added strength, extra durability, and 
ease of installation. Architects and 
plumbing and heating contractors know 
this. That’s why their consistent choice 
of National Pipe has made it the 
largest-selling pipe in the world. 


* * * 


Get the most for your dollar. Write to- 
day for further information to National 
Tube Division, United States Steel 
Corporation, 525 William Penn Place, 


Pittsburgh 30, Pa. 


NATIONAL TUBE DIVISION, UNITED 





1. 





Here are just four of the many important advantages that have 
made “National” America’s standard wrought pipe: 


It’s completely uniform in metallic structure, ductility, 
strength, corrosion resistance, surface finish, wall thickness 
and diameter. 


it threads and cuts easily due to the consistent quality 
of the metal. Slag inclusions, laminations, and blisters are 
eliminated. The steel cuts clean—retains its characteristi 
strength even in the lightest part of the smallest thread 


It makes sound, permanent joints, both welded and 
coupled. The uniformity and accuracy in manufacturing 
have made unequalled pipe jointing records for National 
Pipe. 

It coils and bends well because it possesses the full 
measure of strength and ductility needed for smooth shap 
ing. With National Pipe you can estimate time, labor and 
material closely without worrying about excessive loss 





COLUMBIA-GENEVA STEEL DIVISION 


STATES STEEL CORPORATION, PITTSBURGH, PA 
SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


NATIONAL PIPE 
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Famous for WATTLE, ARNE 


HACK SAW BLADES 


* ROCKET—HniGcH SPEED... FLEXIBLE... . 
Gradient hardness gives this blade a toughness 
and flexibility unequalled for safe production 
at low cost. 


RED ARROW~—18-4-1... ALL HARD... 
Unmatched for heavy duty use. Resists heat 
generated cutting abrasive materials. 


SERVICE—HniGH SPEED... ALL HARD... 
For use on low or medium alloy steel... an all 
hard production blade. 














THERE’S A BARNES BLADE FOR EVERY CUTTING PURPOSE 








ROCKET —FiexiBie .. . HIGH SPEED... . 
safe ...tough ... long wearing for general use. 


RED ARROW —HiIGH SPEED... ALLHARO 


. stays sharp longer on abrasive material. 


BARNES TUNGSTEN —nicH speep ... 
18-4-1 .. . for heavy duty use .. . cuts toughest 
moterials . . . tool and die steels. 


STANDARD FLEXIBLE —‘for general pur- 


pose cutting. 


STANDARD “600” —for thin sections... 


may be used in coarser teeth. 


SPECIAL UNBREAKABLE—phord .. . 


flexible ... an excellent general purpose blade. 














A well-known name, a top-quality product and outstanding 
service add up to repeat sales and continuing profits for Barnes 
Distributors. Barnes products, either Band Saws or Hack Saws, 
can always be depended upon to give full customer satisfaction. 


when cutting counts <Qqip> count on Carnes 
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Book Reviews 





SUCCESSFUL EXECUTIVE 
ACTION, by Edward C. Schleh, 
Prentice-Hall Inc., Englewood Cliffs, 
N. J. $10—A president of a indus 
trial supply and equipment firm 
contemplated for years the idea of 
setting up some sort of selling pro 
gram to be based on the result of 
sales analysis. Recently he died 
and with him the idea of an inte 
grated selling program; the com 
pany under a new president, is still 
without the program but is gradu- 
ally moving towards it. The objec 
tive of Mr. Schleh, a business con 
sultant, in this book is to forestall 
just the sort of management inertia 
which stalled the above firm. “Any 
thing that is done in your com 
pany,” Mr. Schleh writes, “is worth- 
less if no action results. But the 
action must be _ positive—action 
that improves the over-all welfare 
of your company. Sometimes this 
is hard to get. In any company you 
need push to get over the basic 
inertia that prevents action. Men 
seem inclined to let things stand. 
The status quo is comfortable. One 
of the biggest problems of the execu- 
tive is to jar this comfort and get 
action.” 

Mr. Schleh’s analysis of manage- 
ment’s thinking and action-getting 
processes should prove valuable to 
distributors who, in the press of 
daily “urgencies” are apt to ignore 
the main executive responsibility, 
management. Mr. Schleh’s book 
is practical and may be classified as 
how-to-do-it literature. He provides 
check lists and_ self-questionnaires 
for self-evaluation and guidance. 

Particularly valuable are Mr 
Schleh’s observations on some 
stumbling blocks which executives 
often place in their own way. One 
is the question of accuracy on which 
he has definite ideas. . . . “Often, in 
planning for action, we don’t decide 
how accurate we have to be or how 
much error may be allowed. Action 
isn’t taken promptly because too 
much time is spent getting perfec- 














THE PERFECT HEAT-SAVER for temperatures up to 600°F. is K&M “Featherweight” ®@ 85% Magnesia. Note the well-insulated headers, valves and piping in this college building boiler room, 


The heat-saving business pays profits 
when you sell KaM Heat Insulations 


K&M products really help you do a better job for your 
customers! For one thing, you get all the advantages of 
selling the most practical, efficient insulation ever made 
for temperatures up to 600°F.—K&M “Featherweight” 
85% Magnesia. 

This is a great K&M product, proved superior in count- 
less applications. *‘Featherweight”’ 85% Magnesia with- 
stands moisture, vibration, frequent temperature 
changes. It is always easy to handle and install—lasts 
the lifetime of the equipment it serves. 


SEE HOW COMPLETE THE K&M LINE IS. For 
temperatures that range up to 1900°F., there are K&M 
insulations that efficiently keep heat where it is wanted 
Each is widely recognized by industry, solidly backed by 
service and national advertising. Write to us fer com- 
plete information about the distribution of K&M 
Insulations. They’re made to make the heat-saving bus- 
iness pay off in profits—for you and your customers! 








KaM LOW-PRESSURE INSULATIONS 


K&M Air Cell Pipe, Sheet and Block Insulation 

K&M Fine Corrugated Air Cell Pipe, Sheet and Block Insulation 

K&M Special Fine Corrugated Air Cell Pipe, Sheet and Block Insulation 
K&M Simplex “Super Shrunk” Pipe Insulation 

K&M Bestfelt Lamino Sponge Pipe and Block Insulation 

K&M Duplex Pipe Insulation 

K&M Nu-Wrap Non-Sweat Sectional Pipe Insulation 

K&M Amblerex No. 2 Insulating Cement 

K&M No. 152 Asbestos Finishing Cement 


KaM HIGH-PRESSURE INSULATIONS 


K&M “Featherweight” 85% Magnesia Pipe and Block Insulation 
K&M Hy-Temp Pipe and Block Insulation 

K&M “Featherweight” 85% Magnesia Cement 

K&M Hy-Temp Cement 

K&M KaytherM Block Insulation 





KEASBEY & MATTISON KM ; 


COMPANY + AMBLER « PENNSYLVANIA 


in ase 
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that isn’t necessary. For 
cxample, in many statistical studies 
it is well known that a 4% error 
costs one-fourth as much as a 2% 
error in the data. (The cost is 
related to the square of the improve- 
ment.) If a 4% error is allowable, 
you immediately cut your cost and 
time about one-fourth and push 
ahead the date when you can take 
action. ‘This same kind of reason- 
ing applies to many other activities.” 
Particularly in market research, we 
might add. 

Another road-block put up by 
executives, Mr. Schleh finds, is the 
concentration on “what work will 
be done” rather than “what goals 
will be accomplished”. And _ he 
cites the case of a rubber cement 
firm which wanted to move part of 
its production equipment to another 
location. A long list of things to 
be done was prepared and it was 
estimated that it would take six 
months. Then the president asked 
what could be done to accomplish 
(which was 


tion 


one major objective 


Simplify 


Your salesmen 
will like our 
UNIVERSAL 
TECHNICAL 
DATA BOOK 

U-444 


It makes it so easy to 
recommend the best Ailli- 
Metal Hose Product for a 
specific job. Write Us For 
Your U-444 Supply—no ob- 


ligation 


Our prompt shipment 


will please, too. 


really his goal): to get all X and Z 
items produced as soon as possible. 
With that goal, two-thirds of the 
activities wouldn’t have to be carried 
out right away and the time sched- 
ule was cut to two months. 

Failure to properly delegate 
authority, Mr. Schleh finds, is a 
common fault with executives and 
his key question is: Does the em 
ployee have authority, or does he 
not, to achieve the results manage- 
ment wants. ‘Too many times execu 
tives assume a man has authority 
when he is constantly criticized for 
small errors. ‘To counteract this, 
Mr. Schleh proposes the 
what he calls the “Rule of Errors” 
which, basically, states a man should 
not be held accountable for small 
errors but rather for the over-all 
result and the over-all costs in loss 


use of 


and expense in arriving at the result. 

These suggestions made by Mr 
Schleh, industria] distributor man 
agement should find stimulating. It 
can be put down as a must for 


management's self-improvement. 


YOUR METAL HOSE 
RECOMMENDATIONS 





2 UNIVERSAL METAL HOSE CO. 


2163 South Kedzie Avenue, Chicago 23, Illinois 
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SMALL BUSINESS: ITS ROLE 
AND ITS PROBLEMS, Chamber 
of Commerce of the U.S., Wash 
ington 6, D.C., 50c—The 34 pages 
of this booklet contain more than 
its weight in thought provoking 
facts. Reprint of a report of the 
Committee on Economic Develop 
ment, it ably documents the other 
side of the coin for those 
believe small business in America 
is on the way out. For example, 
the report concludes that, small 
firms are actually increasing their 
share of the market at the expense 
of larger ones. There was greater 
concentration in y industries 
50 years ago, when large firms such 
as American Can Co. had 90% of 
the market instead of the 50% it 
holds today and American Smelt- 
ing & Refining Co. dominated 90% 
instead of 31% of its market. In 
fact, the rate of growth of the 
number of commercial enterprises 
founded since 1957 has gradually 
but steadily exceeded the rate of 
growth of the population. While 
it is true that corporations with 
assets of $50 million or more hold 
58% of the total resources of all 
corporations, still the aggregate 
resources of the very small corpora- 
tions are very large. In 1949, 
resources of corporations with assets 
of $250,000 or less totaled nearly 
$29 billion. And these figures are 
for corporations Actually 
70°%% of American firms are indivi 
dually owned and 18% are partner 
ships. So the study concludes that 
the nation has still predominently 
a small business economy, and in 
fact opportunities for more small 
businesses are increasing rather than 


who 


many 


only. 


disappearing. It also says small 
business needs help to preserve its 
status as the doorway to oppor 
tunity. Predominent for 
small business failures, the 
report, are two: lack of adequate 


management, and adverse effects of 


reasons 


Says 


taxation on accumulation of capital 
and adequate reserves. ‘This study 
has one notable omission: its failure 
to turn the spotlight on profits and 
gauge how well small firms have 
been doing profitwise. 


V.N-P. 





Gauge glass prospects the country over will be exposed to over 
one million messages on CORNING®, PyreEx® and Macsetu® 
gauge glasses. This year's campaign will provide over 166,000 
more showings than last year’s campaign. 


PETROLEUM 


| REFINER 


~ =e 


Which of these do your 
gauge glass prospects read ? 


Corning ads boosting the “3-for-1” gauge glass sales plan 
appear in every one of the following magazines... Mill and 
Factory ... Power... Marine Engineering . . . Petroleum 
Refiner . . . Chemical Processing . . . Refinery Catalog. . . 
and Plumbing and Heating Business. So wherever your 
best prospects are, ads designed to help you will reach them. 

To tie in with this bigger-than-ever advertising program, 
we suggest you keep after prospects with your personal 
follow-ups. Keep pushing the “one for the gauge and two 
for the shelf” theme to boost your sales and profits on this 
easy-to-sell item. 

If you'd like reprints of the ads in our gauge glass cam- 
paign, just let us know how many. 








3-for-1... 


or, how to TRIPLE your 
gauge glass sales 


First comes the one you sell for installation now. 
Two is the spare for the same gauge for regular 
replacement. Three is the one that prevents emer- 
gency calls due, for instance, to a smashed gauge 
glass. With this plan, you can make three sales for 
every one you'd expect to make. Worth making a 
few ‘phone calls about. Start today. 





¥/ CORNING GLASS WORKS, CORNING, N. Y. 


23-6 Crystal Street 


Corning meant research a Gltesd 
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NEWS 


Starts on page 132 





Tell The Steel Jaw Story 
It Brings Sales 


PARKER 
STEEL JAW CONSTRUCTION 


Two straight pins (not tapered) are driven into the Siebert To Handle Sales 


Carl J. Siebert 


drilled holes and polished off. Thus the jaws are Of W-S Fittings Division 
: g 


just as rigid as though they were cast on. By :; 
— Tages . , Carl J. Siebert was promoted from 
driving the pins out, the jaws can be replaced Chicago district manager to sales 


when worn. The entire top of the vise is covered manager of Watson-Stillman Fit 
with tool steel (not a face jaw) an added protec- tings Division, H. K. Porter Co., 


tion against filing, chipping, etc. Parker steel jaws Inc. He joined the division four 
are interchangeable. years ago as a Sales representative 
in the Pittsburgh territory 
cA Before his association with W-S 
Here's ANOTHER For You } Fittings, he was sales engineer in 
: charge of pipe, valves and fittings 
PARKER’S DOUBLE SWIVEL VISE with Pittsburgh Gage & Supply Co. 


He also served in a sales capacity 
with the R. P. & C. Division of 
The Double Swivel Vise is designed American Chain & Cable Co. in 
for tool makers, die sinkers, and Pittsburgh. 
metal pattern makers. Two swivels 
operate independently of each other, 
allowing the work to be swung into 
any position without being removed 
from the vise. Moser Joins W. H. Kiefaber 
As Abrasive’s Manager 
is. Use It Today John L. Moser has joined W. H. 
100% SALES THROUGH DISTRIBUTORS oe Co., Dayton, Ohio, as 
abrasive division manager of the in 
THE CHARLES PARKER CO. Established 1832 MERIDEN, CONN. dustrial department. 
Mr. Moser had been a Dayton 
PA R i r ° 4 WV } * Fe © district salesman for the Carborun 
| dum Co. He also has been asso 


ciated with Norton Co. and 


America's First Vise Maker i Wieden White Co 
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Why you’ll get far more business 
selling R/M’s Big 7 Packing Types 


With R/M’s Big 7, you will be able to show plants how to 
reduce inventories and end stockroom confusion. Instead 
of stocking 10, 20 or 50 types, they will in most cases 
be able to get superior performance with only 3 or 4 types 
This will reduce costs, simplify ordering, speed deliveries 


AMERICAS * 
MOST COPIED 
PACKING 


Designed for custom-built performance. For example, Type 
7, R/M Vee-Flex packing, is precision-molded to fit prac- 
tically all pistons and rods, and its unique design makes it 
self-sealing and self-adjusting. Takes hydraulic and pneu- 
matic pressures in excess of 6000 psi without extruding 


R/M does not compete with you. All R/M packings for 
maintenance purposes are sold only through authorized R M 
distributors. This policy has been strictly adhered to for the 
past 16 years, and there are never any exceptions to il a 


result, you make every minute of your selling time pay off 


Type 1, for pumps, valves; Type 2, for high temperature 
valve stems, expansion joints: Type 3, for high speed rotary 
air compressors; Type 4, for corrosives, acids, viscous ma 
terials; Type 5, “Teflon”* for chemicals; Type 6, gasket 
materials; Type 7, for hydraulic and pneumatic equipment. 


*Du Pont trademark 


R/M’S BIG 7 PACKING TYPES MEET 95% OF ALL PACKING NEEDS 





BIG 7 PACKINGS | «..%c..: 


INC. 


PACKING DIVISION, PASSAIC, N.J. 
MECHANICAL PACKINGS AND GASKET MATERIALS 


RAYBESTOS-MANHATTAN, 


FACTORIES: Bridgeport, Conn 


Passoic, NJ 


Manheim, Pa No 
Neenat Wis 


horleston, 
Crawfordsville 4 Peter 


Canada 


RAYBESTOS-MANHATTAN, INC 


Industrial Rubber 


Packings © Asbestos Textiles « 


Engineered Plastic, and Sintered Metal Products 
© Abrasive and Diamond Wheels ¢ Rubber Covered Equipment ¢« 


Brake Linings ¢ Brake Blocks ¢ Clutch Facings © Laundry Pads and 





Covers * Bowling Balls 
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Here's Why 


DISTRIBUTORS 
PREFER 





Extra heavy-duty cases pro- 
tect Clark products in transit 
and throughout handling in 
your warehouse. Heavy-weight 
cartons are individually la- 
belled — varying colors de- 
noting different products — to 
permit instant on-the-shelf 
identification of item and con- 
tainer quantity. Standardization 
of carton sizes 

saves shelf 

space. 


2 
SJ > : 
Clark utilizes 3 standard size 
shipping cases. Proportional 
size of these cases permits 
orderly stacking saves 
space in your warehouse. 
“Engineered” packaging per- 
mits exact fit of cartons in 

cases eliminates 
“shucking” . avoids 
errors and saves time in 
taking inventory. 


we 


Request free catalog 

‘ covering the compiete 

P Clark line of industrial 

@ fasteners. 


=< > 
SS os SINCE 1854 


BROS. BOLT CO. 
MILLDALE, CONN. 
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American Chain Wire Rope Executives Meet 


Top executives and sales personnel ¥ American Cable and Hazard Wire Rope Divi- 


sions, American Chain & Cable Co., Inc 


A two-day sales meeting of top 
executives and sales personnel of 
both American Cable and Hazard 
Wire Rope Divisions, American 
Chain & Cable Co., Inc., was held 
recently at the Hotel Sterling, 
Wilkes-Barre, Pa. 

Theme of the 

Selling in 
The 1956 sales program 
topic of dis 


meeting was 


“Aggressive ‘Today's 
Market.” 
was the principal 
cussion. 


Present at the meeting, attended 


, met last month at a two-day sales meeting 


by company officials and district 
from 10 sales districts 
the United States, 
Cyrus Johns, president; Henry 
Ervin, vice president and director 
Lysaght, general 
sales manager; Emerson H. Todd, 
“ ire Rope Divisions sales manager; 

. J. Williams, W. F. Wheeler, Jr., 
et Harry Williams, all vice presi 
dents; A. D. Yoke, production man 
ager; and E. V. Creagh, advertising 


and sales promotion manager. 


managers 


covering were: 


of sales; Vincent FE. 





American Pulley 
Opens Warehouse 

The American Pulley Co. has 
opened a new warehouse in Oak- 
land, Calif. to serve West Coast 
distributors and customers. 

The firm’s San Francisco offices 
will be moved to the new building 
along with the headquarters of the 
Western regional manager, Gerard 
P. Weishaar, who directs sales in 
1] states. 

William 


warchouse 


Krassig was named 


SupeTVISOT. 


IHleads Apparatus Makers 
president of 
Brown Instruments Division — of 
Minneapolis-Honeywell Regulator 
Co., has been relected president of 
the Scientific Apparatus Makers 
Association. 


Henry F. Dever, 


1956 


Denison Engineering 
Opens Warehouse 
Engineering Co. has 
opened a new Eastern regional 
branch at Clark, N. J., as part of a 
program to decentralize sales. 
Staffed by ten salesmen and a 
headquarters force, the branch will 
serve ten states in New England 
and the Mid-Atlantic area. It 
includes demonstration and testing 


Denison 


facilities. 


Riechman-Crosby Picks 
Engineering Manager 

R. F. Wilson has joined Riech- 
man-Crosby Co., Memphis, as 
manager of the engineering depart- 
ment. 

A graduate of Mississippi State 
University, he has had 15 years’ 
experience in his field. 





More than meets the eye 
+ 
There are extra values in ARMSTRONG 
TOOLS that become apparent only with use. 


TOOL SENSE — convenience in use — the 
most efficient “tool approach” built into 
ARMSTRONG Tool Holders; the balance 
and “feel” of an ARMSTRONG Wrench; 
the rigidity of ARMSTRONG “C” Clamps; 
the extra toughness of ARMSTRONG Lathe 
Dogs and Eye Bolts; the universal adaptability 
of ARMSTRONG Set-up and Hold-down 
Tools — the evidence of “tool sense’’, the 
understanding of each tool’s requirements. 


STRENGTH — built into each individual 
ARMSTRONG TOOL is a safety factor of 
extra strength — strength beyond any need, 
the inherent strength of specially selected 
materials enhanced by proper heat treatment 
and hardening. 


UNIFORM QUALITY — the uniform 
quality made possible by modern manufac- 
turing methods, in a specially-built plant 
equipped with every needed quality control. 
The name ARMSTRONG with the Arm-and- 
Hammer Trade Mark is universally recog- 
nized as a guarantee of finest quality. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
5205 WEST ARMSTRONG AVE. + CHICAGO 30, ILLINOIS 


INDUSTRIAL DISTRIBUTION © JUNE, 1956 





products y 


Ag 





e The R-P&C Valve line is a complete 
one. It includes gate, globe, angle, and 
check valves in all standard valve mate- 
rials—including bronze, iron, forged and 
cast steel—in an extremely wide variety 
of sizes, styles and pressure classes. In 
addition, R-P&C offers a complete line 
of cast steel fittings plus numerous spe- 
cialties such as bar stock valves, asbes- 
tos-packed cocks, Lubrotite gate valves, 
and automatic stop and check valves. 


This complete line will assist you in 
securing a good volume of the valve 
business in your territory. Here are 
some of the reasons why: 


EASY TO SELL 
For over 86 years R-P&C has been build- 
ing a reputation for quality and depend- 
ability among valve users. This makes 
selling R-P&C easier—saves your sales- 
man’s time. 


ENGINEERING HELP 
R-P«C’s sales engineers give distributors 
technical assistance—help you sell the 
big orders. 


SALES AIDS 

An extensive advertising schedule in 
industrial publications, a quarterly 
house organ, complete up-to-date cata- 
logs, free wall charts and other give- 
away items, valve selector slide rules — 
all these sales aids help you get the 
order with R-P&C. 


EASY TO STOCK AND SHIP 
R-P&C’s unit packaging system keeps 
stocks neat, cuts down handling time 
and costs. 


Write to Reading office for 
details about the bigger profits 
with R-P&C Valves 


Get More Sales with 
R-PeC’s Complete Line 


> 


Bar Stock Valve 


R-P2C Valve Division 
AMERICAN CHAIN & CABLE ff 





\ 


Reading, Pa., Atlanta, Boston, Chicago, Denver, Detroit, 
Houston, New York, Philadelphia, Pittsburgh, San Francisco, 


Bridgeport, Conn. 
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Better 
Value 


Bill Williams 


“Temporary” Employee 
Retires after 59 Years 

David W. (“Bill”) Williams, who 
joined J. E. Haseltine & Co., Port 
land, Ore., as a temporary employee 
in 1897, retired recently after 59 
vears’ continuous service with the 
firm 

Mr. Williams came to work at 
the start for two weeks to replace 
a teamster on vacation. When the 
teamster failed to return, he stayed 
on the payroll and for most of his 
career since has been attached to 
the receiving department. His 
retirement coincides with the 
company’s 100th anniversary. 


Opens Denver Warehouse 


Sylvania Electric Products Inc. 
has opened a new 33,000 sq. ft. ware- 
house in leased quarters in Denver, 
James A. Tilson, recently at Kansas 
City, will be service manager 





CONCENTRATED WINE 


Freeze concentration is being util- 
ized in France to produce a highly 
condensed wine, said to keep better 
and longer because of the increased 
alcohol content, reports Food Engi- 
neering, McGraw-Hill publication. 
Trial production is scheduled to start 
this year. French Army supply serv- 
ices are interested in the concentrate 
because of its space-and-weight-sav- 
ing features. They plan to package 
the product in individual portions and 
issue if to troops 














WAREHOUSES: 
CHICAGO + PHILADELPHIA -+- NEW YORK 
PROVIDENCE . LOS ANGELES 


Originators of the 
Kaufman DOUBLE EXTRUSION Process 


INDUSTRIAL 


Fp uolllp 


Fasteners 


give you 


“The usual industry quality standards 
aren't high enough,” Cleveland engineers were told. 
“Start there and work up.” 


What they have accomplished shows up in lower assembly costs—via super 
accurate forming to close tolerances, scrupulously clean threads with perfect 
concentricity and uniform lead, flawless washer faces, sharp cornered heads 
that won't slip in the tools, points flat and normal to the screw’'s axis all 


of which mean extra fastenability 


Higher tensile too—these cold forged double-extruded cap screws made by 


Cleveland's own Kaufman Process are fortified with extra margins of strength 


This is the story we're telling your customers in thousands of advertising 
impressions. Ship-at-once stocks of every kind and size of cap screw we 
make are here to back you up with quick make-up orders. So recommend 


and sell Cleveland Top Quality Cap Screws 


The Cleveland Cap Screw Company 


2931 East 79th Street, Cleveland 4, Ohio « VUlcan 3-3700 - TWX CV 42 
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Nationally 
Advertised 


MAK-A-KEY« 
THE PACKAGED KEY STOCK 


Sell steel key stock the new, 
profitable way — packaged in 6 
most commonly used sizes for 
industrial use. Cold finished 
steel — zinc-coated to prevent 
rust * Over-size to assure snug 
fit—no back-lash. * Greaseless 

clean to handle + Easy to cut 
* Standard assortment in sturdy 
self-service display carton, 12 in. 
lengths: %e, 4%, “a *%, Ae % 
in, squares. Also rectangles and 
additional sizes, Write for de- 
tails. 


DE VAN-JOHNSON CO. 





Weatherhead Division Adds Two Field Engineers 


Edward R. Bate 


Edward R. Bate and Stillman H. 
Burton have joined The Fort 
Wayne Division of The Weather 
head Co. as field engineers for its 
industria] distributor division. 

Mr. Bate will cover 10 states from 
San Francisco: Oregon, Idaho, 


Stillman H. Burton 


Northern California and the north 
west portion of Nebraska 

Mr. Burton will work out of 
\tlanta and will be responsible for 
six states: Alabama, Georgia, Mis 
sissippi, Southeastern Louisiana, 
Western Tennessee and Florida. 


508 Rathbone Avenue, 
Aurora, Illinois 


Wyoming, Montana, Washington, 
Colorado, Utah, Northern Nevada, 


ammauder 


TAPPER 


New Operating Head 

Takes Over at Porter 
Charles L. Holbert has been ap 

pointed executive vice president of 

H. K. Porter Co., Pittsburgh, suc 

ceeding Clarence R. Dobson who 

Mr. Dobson will serve 


SALES TIPS 


PROFITABLE 
SELLING 


has retired. 
as consultant. 
Mr. Holbert, 


company early this year as a vice 


who joined the 


what are its advantages? 


®@ Handles a wider range of tap sizes— #00 to 4" — 
the range of 4 conventional tappers! 
Adjustable torque control prevents tap breakage. 
No friction clutch to wear out. Commander Tapper’s 
Spring Clutch Drive provides longer, quieter 
operation. 
Minimum operator pressure operates it—eliminating 
lead error caysed by forcing tap into hole. 
Does precision tapping—even with inexperienced 
operators . . . it’s “the Tapper that thinks for its 
operator”, 


features that help you sell 


© Wider range provides greater utility — reduces tool 
investment for your prospect. 

® Adjustable torque control assures positive tap 
protection. 

© Automatic sensitivity of torque control stops the tap 
when it’s dull, “loaded”, hits a hard spot or bot- 
toms in a blind hole. 

® Compact, rugged, light-weight—built for production 
tapping. 


president, will be operating head 
under President T. M. Evans. He 
had been executive vice president of 
Southern California Milling Co. 
and general manager of Johnston 


Pump Co 





COORDINATION AT ANY 
AGE 


Physical coordination 
worse with age, as many think, says 
American Machinist, McGraw-Hill pub- 
lication. Tests indicate there is little 
change from age 18 to 50. Driver 
tests showed only 0.06-second differ- 
ence in reaction time between people 
aged 23 and those of 65 





doesn't get 


MFG. CO. 


4217 W. Kinzie Street . Chicago 24, Illinois 
Product of Commander . . . Builder of Production Tools 
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THIS 
PRINTED 
SALESMAN ». 
CALLS ON 
YOUR 
CUSTOMERS.. 


and it's 
for YOUR 


benefit ! 


Stock and sell the Crosby- 
Laughlin line display it 
prominently and you'll note 
a big increase in sales of these 
fine products. Why? Sales are 
going up because Crosby- 
Laughlin is hitting the indus- 
trial-construction market as 
well as specialized fields, with 
an intensive, hard punching 
merchandising campaign. 
4ddvertisements like this one 
appear in all the leading trade 
publications and demonstrate 
everyday, on-the-job uses of 
famous Crosby Red U-Bolt 
Clips and “Load - Rated” 
Blocks, and the complete line 
of Laughlin wire rope and 
chain fittings. 

Write for complete distrib- 
utor or dealer information on 
the Crosby-Laughlin line. 


SELL SAFETY 
sell 
CROSBY 
LAUGHLIN 


They’re Made to Sell! 


Divisions of 
AMERICAN HOIST & DERRICK CO., 
St. Paul 1, Minnesota. 





SAFETY INSURED — When a 41,300-Ib. section of stone crushing 
equipment was placed by an American 700 Series Crawler Crane, Crosby 
Clips were used on all wire ropes to assure maximum safety for men and 
equipment. Genuine drop-forged, hot-dip-galvanized Crosby Clips, with 
the famous Red-U-Bolt, are specified for safety on more jobs than any 


other drop-forged wire rope fasteners. 


STRONG SAFE, BLOCK 


When cofferdam sheetings were about 
to be drawn from the sucking, grasping 
soil of the Platte River bottom, a 
Load-Rated Crosby Crane Block was 
specified. Made of highest-quality steel, 
and engineered for safety as well as 
efficiency, Crosby Blocks are backed by 
the famous Crosby name—recognized 
leader in safety. When using Crosby 
Blocks, workmen can’t go wrong, for 
the safe lifting capacity is embossed 
right on the side plates. 


EASY TAKE-UP 
Important design advances by the 
makers of famous Laughlin Turnbuckles 
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offer added safety and efficiency to 
users in the construction field. Laugh- 
lin Turnbuckle bodies have extra-heav y 
hex ends which allow fast, easy take-up 
with a wrench. An exclusive eye design 
takes the ear of a shackle 
smaller and is stronger than conven- 
tional eyes because it conforms more 
closely to the lines of pull. This design 
also makes it easier to attach thimbles 
and other fittings. Exceptionally strong, 
Laughlin hooks have added heft at 
oints of greatest stress—the )4-inch 
rook is actually stronger than most 
s-inch hooks. Available in a complete 
range of sizes. A reference chart in 
Laughlin’s free catalog lets you select 
the proper size turnbuckle for each job. 


7, 


one size 


ATTACH IN SECONDS 


A more efficient clevis grab and slip 
hook made by Laughlin has a “Crimp 
Style’, cotter that can be removed and 
attached in Available in a 
complete range of sizes at distributors 
everywhere, Laughlin Clevis Grab and 
Slip Hooks are made of drop-forged 
steel special forging quality and are 
heat-treated for maximum 
For free catalog on the complete Laugh- 
lin and Crosby lines, write the Thomas 
Laughlin Division, Portland, Maine, or 
the American Hoist & Derrick Co., 
St. Paul 1, Minnesota. 


seconds, 


strength, 





This man is helping you 
fill orders faster! 


This Merrill Brothers machinist is 
threading turnbuckles. He threads 
them precisely, yet quickly, because 
the forgings he is working on are 
Merrill Brothers Impression Die 
Drop Forgings. These forgings are 
closer in dimensions to the finished 
article. They therefore require less 
machining, less finishing than do 
ordinary forgings. 

That means that your orders for 
Merrill Brothers precision forgings 
are filled fast! 

In its 90 years, Merrill Brothers 
has established a reputation for 
quality forgings, competitive pric- 
ing, quick delivery. Find out more 
about Merrill Brothers 
Stock and Special 
Forgings. We'll send 
you ali the facts. Just 
fill in and mail the 
vegeta 


Fine Forgings 
Since 1866 


Fecal 


WRITE FOR 


FREE 


LITERATURE 
TODAY! 


Merrill Bros., 96-02 Arnold Ave. 
Maspeth, L.1., N.Y. 
Gentlemen: Please send me FREE illus- 
trated material describing Merrill Brothers 
Stock and Special Forgings. 

MY NAME 

TITLE 

COMPANY 

ADDRESS 

city 


ZONE STATE 
———— 


1D-66 


Construction Awards at All-time High 


MILLIONS 
OF DOLLARS 


500, 
Monthty Statistics | 


ail 


Source: Engineering News-Record. The totals shown. account for 
Opproximate! y 60% of ali new construction other than — residential 


risitiiiil Jititiiiis | Las pitiity 


° it | 
1935 1940 1955 1966 
Vational Research Burea 


Yearly Stotistics 


weekly volume of onstruction awards has broken al! 
This sustained boom in everything from new factories and dam 
to housing developments reflects the growth of the U. S. economy; big capital 
investment must be continued at a rapid rate to keep pace with population growt 
and new demands for goods and services. Construction awards are important t 
distributors both as a direct sales source and as a promise of future potential. New 
highways and flood control projects will attract new factories; the projects them 
selves may stimulate all local industry in the area, and new or bigger factories mean 


greater demand for industrial supplies 


The average engineering 


records this year. 





Murray Equipment Moves 


Murray Equipment Co. has 
named assistant sales manager in moved from 11350 Schaefer High- 
charge of distributor sales for Con- way, Detroit, to 1401] Oakland 
He joined the Avenue, Highland Park. The com- 
pany now has a parking area of 
6,000-sq ft. 


Gets New Post 


Anthony J. Pelson has been 


tinental Screw Co. 
firm’s distributor 
July 1952 


sales section in 


Heller Tool Meets With Mortensen 


i . nf 
y Wi 
Salesmen of Mortensen Industrial Supply Co., Milwaukee, 


attended a recent meeting 
Athletic Club. Jack Conrad, Hel 


sponsored bv Heller Tool Co.., at the Milwaukee 
with Ralph Lund, Mortensen 


who conducted the sales session, shakes hands 
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Here’s how and where Celanese 
Fortisan’-36 rayon pays off 


STRONGER! 


RADIATOR HOSE— Stronger than steel, pound 
for pound, FORTISAN-36 as reinforcing cord 
endows radiator hose with extra strength. It re- 
sists stretching, takes higher pressures than con- 
ventional fibers, is more flexible, 


LIGHTER! 


HIGH-PRESSURE HYDRAULIC HOSE 
Less weight for a given strength is the pay-off 
when FORTISAN-36 takes over here. Power trans- 
mission is more reliable. High tensile strength of 
this new fiber plus superior ability to withstand 
heat make hose safer as well. 


STABLER! 


V-BELTS—“‘Infinitesimal change in cord length” 
is one V-belt maker’s report on FORTISAN-36's 
performance. As reinforcement, this new Celanese* 
fiber won’t expand or contract under atmospheric 
changes or ‘‘work.’’ Makes possible matching belts. 


Write for facts and figures on this sensational new 
Celanese rayon fiber made from saponified acetate—it 
can do a job for vou. Ask for booklet TD20A. Celanese 


Corporation of America, Industrial Sales Dept., Textile 
Division, Charlotte, N. C. Branch offices: 180 Madison 
Ave., N. Y. 16; Pilgrim Sq. Building, 9 Overwood Rd. CACc 
at W. Market St., Akron 13, Ohio (Tel.: TE 6-2392). 
*Reg. U.S. Pat. Of FIBERS FOR INDUSTRY 
FORTISAN* RAYON «+ FORTISAN*-36 RAYON « ARNEL* TRIACETATE+ ACETATE>+ VISCOSE-RAYON 
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Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop... and because 
they're basic, they're the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades ... slitting saws . . . cutoff blades . . . key- 
seat cutters ... and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


Gorham TOOL COMPANY 





art 7 “EVERYTHING IN STANDARD AND SPECIAL CUTTING TOOLS” 





144400 WOODROW WILSON ° DETROIT 3, MICHIGAN 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 
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PROMOTED from stockroom to in- 
side telephone sales, Tommie Hash, 
The Chase & Cooledge Co., Holyoke, 


Mass., is absorbed in new duties 





Yale & Towne Division 
Names Two Representatives 

Ihe Yale Materials Handling 
Division, The Yale & Towne Mfg. 
Co., has named two sales and service 
representatives, one for the ‘Toledo 
area and one for Virginia. 

The Toledo branch of Rish 
Equipment Co. will be responsible 
for a 25-county area surrounding 
loledo. W. H. F. Stenken is 
branch manager. 

rhe S. L. Cooper Co. will repre 
sent the division in Virginia. 


Rockwell Honored 


Colonel Willard F. Rockwell, 
board chairman of Rockwell Mfg. 
Co., was honored for service to 
Duquesne University at a recent 
dinner in Pittsburgh. The col- 
lege’s Law School Alumni pre 
sented him with a plaque for “con- 
tinued interest in the promotion 
of the university” as chairman of 
the President’s Advisory Board. 


Board Member Elected 


L.. S. Wilcoxson has been elected 
to the board of directors of The 
Babcock & Wilcox Co. He will 
continue in charge of the com- 
pany’s Boiler Division. 








New Company 
Formed in Seattle * 


A new partnership, Owen-Brink 
Co., has been organized in Seattle 
as a manufacturers’ agency by James wire rope 
M. Owen and William J. Brink. 
The agency was formerly James M. 
Owen Co 
Mr. Owen, senior partner, has 
represented manufacturers in Seat- 
tle since 1944. Mr. Brink has been 
with Mr. Owen as salesman for 
the past four years. The new firm 
will cover Idaho, Oregon, Montana, 
Washington and British Columbia. 
It represents, among other com 
panies, ‘The Cleveland Cap Screw 
Co., Continental Screw Co. and 
\djustable Clamp Co. 


2 
a 


ra 
: ra Ae 
> 


ENGINEERED 
FOR SAFETY 








S. T. Williams 
Schrader’s Manager 
Becomes Scovill Director 


Selden 'T. Williams, general man 


? . ( rane ro Ss and wire 
ager of A. Schrader’s Son, a division e a ¥ 


rope slings must be of 


of Scovill Mfg. Co. has been elected 4 ; 
’ \ high quality for safety's 

1 director of Scovill. He will con- ashe That ic why U-W 
tinue in his post at Schrader’s. . ’ wire rope and slings, 
With Schrader’s since 1929, Mi assembled with U-W fit- 
Scovill vice . tings, are so often spec- 


Williams became a 
president in 1944 in charge of 
manufacturing for Schrader plants. 
\ number of military and civilian 


ified for hoisting and 
many other industrial 
uses. For reliable serv- 
>, call your Upson- 
inventions are attributed to him, casey es — 
Walton DISTRIBUTOR. 
including rotating pressure joints 


used in aircraft gun turrets, direc 
tional horns and_ phonographic THE UPSON-WALTON COMPANY 
New York . Chicago ° Pittsburgh 


devices, power press safety controls, 
quick acting couplers and many 


other devices. MANUFACTURERS OF TACKLE BLOCKS, WIRE ROPE, ROPE FITTINGS ~ESTABLISHED 1871 
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New Orders at Peacetime High 


For Arbor Spacers 
and Shims, 

Feeler Stock 

or Shim Stock... 


quality 


AMERICAN SUPPLY & 
MACHY. MFRS. ASSN. 


New Order index — 
Industrial Supplies and Machinery 


FEDERAL RESERVE INDUSTRIAL 
PRODUCTION INDEX 


1947-1949 Average 100 


U. S. DEPARTMENT OF COMMERCE F 


New Order index — Durable Goods 


1951 1952 1953 1954 1955 1956 


Industrial distributors’ new orders to their suppliers reached a new peacetime high 


ARBOR SPACERS AND SHIMS °¢ 
20 arbor sizes %4" to 4” . . . 19 thicknesses 
001" to .125". Specify with or without 
keyways. Also available—hardened and 
ground spacing collars (with standard 
keyway) 34" to 3” long in all popular sizes. 
(For use in milling, slitting and gang-saw 
setups, shimming gears and bearings). 





FEELER STOCK ® Made from tempered 
stock, rolled to close tolerances. 44” x 25’ 
coils packaged in transparent plastic boxes, 
except above .020”. Strips 44” x 12”, in 
cellophane. 27 thicknesses. All thicknesses 
from .001” to .032”. (For use in precision 
fitting, checking clearances, inspection 





and production work 


SHIM STOCK ® Selected from material 
rolled to precision limits, free from burrs, 
and protected by oil coating. Coils packed 
in carton f-. easy dispensing and protec- 
tion. 15 thicknesses .001” to .032”. Sheets 
6” x 12”; coils 6” x 120”. Available also in 
assortment package of 12 thicknesses 


001" to .015". 


Write for complete 
dealer information 


DETROIT STAMPING CO. 


932 MIDLAND AVE, e@ DETROIT 3 MICH, 
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in March. The American Association's 
points over February and 3.5 points 
last September 


I 


v order stood at 206.7, a gain of 10.8 


the previous peacetime high reached 





Robert E. Brown 


Roper Appoints Brown 
District Sales Manager 

Robert E. 
assigned to Detroit as district sales 
manager for the Geo. D. Roper 
Corp.’s pump division. 

He will work with distributors in 
the Eastern Michigan area and will 
engineering service 
rotary 


Brown has_ been 


provide sales 


on the company’s pump 


products. 


Marketing Manager 
Richard I. Kern has 


pointed to the newly created post 
marketing manager of 


been 


of general 
Miniature Precision Bearings, Inc 
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Utica Drop Forge Fills 
Midwest, Southwest Posts 


Utica Drop Forge & Tool Corp. 
has appointed Melvin S. Glandon, 
Philip J. Moore and Julian Slezak 
as direct representatives in Midwest 
and Southwest territories. 

Mr. Glandon, who has been con- 
nected with the wholesale hardware 
field for the past 15 years, will 
cover North Texas, Oklahoma and 
Arkansas. 

Mr. Moore and Mr. Slezak have 
the Illinois, 
northern Indiana and Wisconsin 
urea. Mr. Moore was formerly sales 
manager for Dupli-Color Products 
Co. Mr. Slezak has been with 
Utica in its home office for the 


past three vears. 


} 


been assigned to 


H. S. Watson Appoints 
Assistant Sales Manager 
Mark Anthony, 


\nthony Co., has been named assist 
int sales manager for H. S. Watson 


formerly with 


Co. 

[he company is entering into 
new motor truck equipment lines 
for farm, construction, and indus 


trial use. 





? > 


“ASSEMBLE 
YOUR OWN” 


FROM THESE PARTS... 


15 different types of Slings, to meet... 
85% of your customers’ requirements 


@ Every one of your customers who has a 
crane or hoist uses slings. And these slings 
continually wear out 

So here’s a good source of repeat business. 
You should be getting it now. If you’re not, 
it’s probably because you’re not asking for it, 
or because you don’t have the right product 
to offer. 

With acco Registered * Slings, you can get 
this profitable sling business. For the acco 
Registered* program enables you to sell the 
safest slings made. It gives you clear, power- 
ful selling arguments that immediately appeal 
to every safety and cost conscious plant 
operating official. 


No Big Inventories 
acco Registered* distributors have the 
additional argument of immediate deliveries 
from stock—without tying up important 
capital. acco’s “assemble your own”’ program 
provides for a minimum stock of acco Reg- 
istered* Slings (both Strand-laid and the 
super-flexible CABLE-LAID), Safety Shackles, 


Hooks and Sling Legs. You can easily assem- 
ble these into an almost infinite number of 
combinations enabling you to deliver imme- 
diately a variety of slings which meet 85% 
of all the lifting requirements of industry. 
No Technical Training Needed 

Complete, easy to understand literature 
shows you how to easily select the right sling 
combinations for all of your customers, and 
eliminates any need for technical training. 


Easy To Sell 

Selling acco Registered* Wire Rope Slings 
is easy. In addition to a complete line with 
exceptional sales features, ACCO gives you 
literature, mailing pieces, charts and other 
items and a complete program of trade paper 
advertising. 

Call your Acco representative today for 
details on the extra profits available with the 
acco Registered* line. If you don’t already 
know him, get in touch with any 


of the branches below. c . 
*Trade Mork Registered Ag 


American Chain & Cable Company, Inc., Wire Rope Sling Department 


Wilkes-Barre, Pa., Atlanta, Chicago, Denver, Houston, Los Angeles, New York, Odessa, Tex., Philadelphia, Pittsburgh. 
Portland, Ore., San Francisco, Bridgeport, Conn. In Canada: Dominion Chain Co., Ltd., Niagara Falls, Ont. mann 


Better 
Value 
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TO THE MEN BEHIND THE ADS 


To all the men who by their thoughts and acts were responsible for developing 
the programs that won the highest honors for these ten companies in the Fifth Annual 


Advertising Awards of the National and Southern Industrial Distributors’ Associations 


The Bunting Brass and Bronze Company 
Agency: Beeson-Reichert, Inc. 


Colorado Fue! & Iron Corp., Wickwire Rope Div. 
Agency: Doyle, Kitchen & McCormick, Inc. 


The Goodyear Tire & Rubber Company, Inc. 
Agency: Kudner Agency, Inc. 


Lincoln Engineering Company 
Agency: Oakleigh R. French & Associates 


The Oster Manufacturing Company 
Agency: Meldrum and Fewsmith, Inc. 


Permacel Tape Corporation 
Agency: The Aitkin-Kynett Company 

Simonds Abrasive Company 
Agency: Fox & Mackenzie 


Simonds Saw and Steel Company 
Agency: Sutherland-Abbott 


Sterling Grinding Wheel Company 


Agency: Brooke, Smith, French & Dorrance, Inc. 


The Weatherhead Company, Fort Wayne Div. 
Agency: Willis S. Martin Advertising Company 


Industrial 

n U S rl dj A McGraw-Hill Publication * 330 West 42nd Street, New York 36, New York 
— * = 

Distributione B 
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GJ Sell ONE Grinder to 
Sharpen ALL Drills... 


@ 90° to 140° Included Angle 
@ Ye" to 22" Diameter 

@ 2-3-4 Fiutes 

@ Without Chucks or Collets 


Write for complete details and 
information on selective dealerships. 


STERLING 
Model “DV” 
Variable Angle 
DRILL GRINDER 


Sell MORE Tool and 
Cutter Grinding Capacity 
at LESS Cost 


Sterling Model ‘'RK-2" provides more 
capacity at half the cost of a Universal 
Grinder. Write for details. 


McDONOUGH MFC. CO. 


1510 GALLOWAY ° EAU CLAIRE, WISCONSIN 


SMART DOG helps Carolina Ma- 
chinery & Supply Co., Rocky Mount, 
N. C., advertise this product at recent 
Chamber of Commerce Better Living 
Exposition. Some 10,000 visitors saw 
exhibits of local firms 





St. Louis Representative 
Assigned by Warner 

Warner Electric Brake & Clutch 
Co. has appointed Duane Branaka A 


as St. Louis district representative. 








Products of 
Distributors’ 
Confidence 


Formerly with Celanese Corp. of 
Warner last 
Missouri, 


America, he joined 
year. He will 


Illinois and 


cove! 
southern southern 


Indiana S 


KANT LINK 


Pabco Changes Name 


“Fibreboard Paper Products 
Corp.” is the new name for Pabco 
Products Inc. Its directors decided 
on the change following acquisition 
of Fibreboard Products, Inc., in 
January. W. L. Keady has been 


elected president. 





PIQUE AGAINST PIGEONS 


Pigeon repellent makers have a new 
opportunity in New York City since 
the Third Avenue el is being torn 
down, suggests Chemical Week, Mc- 
Graw-Hill publication. Third Avenue 
shopkeepers should be ripe for new 
sales, as pigeons seek a new place to 
roost. 











NONLINK POSITIVE 


RIBBED TYPE 


HIGH COLLAR \ 


FOR 65 YEARS 


“POSITIVE” Lock washers are all- 
important adjuncts to fastener sales. 
Their use in your customers’ plants 
are vital to critical assemblies of their 
products. To serve your customers 
well, rely on a source of supply 
geared to making the best possible 
product and selling through distribu- 
tors. “POSITIVE” is a product of the 
confidence many Distributors have 
placed in us as their sole source of 
supply for the past 65 years. 


, Lock WASHER Co. 
V2 AVE. A & MILLER ST, NEWARK 5, N. J. 
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Industry Members Visit Clarkson 


7 . rt ry | 
Distributors ...| sy a 
aes cae | Aad Foe 
your customers Sa ei; 
canget... 


New Swivel Milling Vise 
— 15 New Features 


Members of Clarkson College visitation committee and New York State Industrial 
Distributors’ Assn. paid a two-day visit to campus recently. Standing (1 to r): 
r. R. Adams, A. V. Wiggins Co., Syracuse; G. H. Carlson, Gierston Tool Co., 
Jamestown; B. J. Seifried, Gierston Tool Co., Elmira; Wm. Parr, Thomas H 
Bradley, Inc., Watertown; Walter Crowder, editor, Industrial Distribution; Dean 
Herron; Jack Proven, Millers Falls Co.; Clark Joy, Joy Mfg. Co.; M. L. Bregande, 

Jr., Baldwin Hall Co., Syracuse; D. B. Voorhees, R. C. Neal Co., Buffalo. Seated 
The only herdened ond poe (I to r): J. B. French, French Mill Supply, Utica; J. M. Garvin, Sager-Spuck Supply 


swivel vise. Mounts low, swivels, Co., Albany; H. E. Torell, Syracuse Supply Co., Syracuse; Dr. Jerome Barnum; 
needs no pedestal. Patented down- Marsena Butts, Butts & Ordway, Cambridge, Mass.; D. R. Powers, Syracuse Supply 
holding clamping jaws give many Co., Syracuse; Prof. Wm. Conroy 

times the holding power of an ordi- 
nary vise, yet only half the weight, 


with twice the openings. Norton Establishes Sales Promotion Post 


Mr. Cannon worked in the Cleve 
land and Toledo areas in a sales 


BETTER GROUND — capacity prior to his 1946 appoint 
FINISH ES ; ment as merchandising enginecr. In 
sai this post, he was responsible for 
, r developing selling aids for Norton 
with J & S, guaranteed* . 2 dition saith ot the distributors 
self-adjusting live centers Bae Son manual, slide films and newsletters. 
=~ Mr. Linton joined the company 
36 years ago. He was office manager 
of the Cleveland district office from 
1939 to 1947 and the last several 
years has assisted Mr. Cannon. 








Picks Outlet 
ACCURACY .0001” : Norton Co. has appointed Gulf 
OR LESS | S. B. Wetherhead i ts ' ie . 2 ; 
l'errazzo Supply Co., St. Petersburg, 
with PERFECTION FREE CENTERS Fla., as a special distributor for floor 


SPINDLE TYPE é‘ 
prin mn sit mst surfacing abrasive wheels and rubs. 


Sidney B. Wetherhead has been 
appointed by Norton Co. to the 
“GUARANTEES newly created post of manager of 

FOR 2000 HOURS OR ONE YEAR | distributor sales promotion. At the 
same time it was announced that 
oe a ee | Robert H. Cannon merchandising 





if you sell to the metal working fied, 
4&5 line. 


| engineer, was retiring after 40 years BEER AT HOME 
{Ss -= == === | with the frm. Ellhott D. Linton Some 3,700,000 more families drink 
_* was named to succeed Mr. Cannon. wees end Gls at Rates Gen tes the 
J & S$ TOOL CO., INC. Mr. Wetherhead joined the com case five years ago, reports Food Engi- 
873 DORSA AVE. | pany nine years ago and served as neering, McGraw-Hill publication. 
LIVINGSTON, NEW JERSEY an abrasive engineer in the Boston 
| and Northern New England areas. 
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Sales jump 


when you stock and 


push DISSTON’S 
full line of rugged, 


long-lasting files 


| Preferred by die makers and machinists 
for easy, accurate filing of intricate shapes 
where small fillets are involved. Made of 
tough, high-grade Disston steel. Com- 
plete line in large selection of cuts, sizes 
and shapes, including many special pur- 
pose designs. 


Sold exclusively through Industrial Dis- 
tributors like yourself. And Disston’s 
Selective Distribution Policy means you 
can be the headquarters for famous Bite- 
Rite files in the territory you serve. Little 
sales effort needed to sell this steady 
repeater. 


Versatile Multi-Metal Files 
Specially designed for fast cutting and 
minimum clogging. Edges are single cut; 
sides are double cut. For filing aluminum, 
copper, brass, iron, steel. 10”, 12” and 
14” lengths. 


Disston Hack Saw Blades Disston Metal Cutting Band Saws 
Sharp, clean-cutting blades for hand and Hardened and tempered to insure durable 
machine use. Wide selection: Super-Safe, cutting edges. Made in two types— 


High Speed Steel, Di-Mol, Chromol Hard Edge Flexible Back and Hardened 
al Duraflex. Throughout. 


Disston Circular Saws 


, 4 Disston Solid Tooth Metal Cutting 
= Circular Saws available in five tooth styles. 


— i Also solid and inserted tooth Carboloy 


<P Te TED ait. yeaa 


fitted saws. 


INDUSTRIAL DISTRIBUTION © JUNE, 1956 





Left, No. 51 
Long Nose 
Plier with 
Side Cutters 


Center, No. 58 
Radio and 
TV Plier 
Right, No. 66 
6” Side 


Cutter 


XCELITE INCORPORATED 
Dept. F, Orchard Park, N. Y. 








CHROME PLATING 


BOOSTS PLIER SALES 


Chrome-plate a good plier and its sales climb. 
Take Xcelite’s full line of special-purpose pliers 
—they always accounted for good, steady, repeat 
volume. 

Since we've offered them in chrome finish, 
sales have really jumped. First, there’s the sales 


appeal in their gleaming good 
looks, which doubles the power 
of displays. Second, the user 
wants tools that will stay good- 
looking! 

But the user still wants that 
basic Xcelite quality—the spe- 
cial designs for his special jobs 
—the drop-forged strength—the 
keen hand-honed blades. You 

give him the quality he ex- 

pects—plus good looks— 
when you carry Xcelite. 

Write for details and prices 

today! 


Ong! 


07 
70° ee 





>> >>> LET THESE KEYS 


OPEN UP EXTRA PROFITS FOR YOU! 


pres Sellers . . . Proven Re- 
peaters! Your customers— 





and prospects know that Key 
Pipe Sealing Compounds seal 
joints positively... yet are 


easily opened... do not 
freeze in the joints. Product 
superiority ... backed by 36 
years of leadership in the 
field make these Key prod- 
ucts a dependable source of 
sales and profits for you! 


pipe joints 


For sealing 


carrying water, 
gas, low pressure 








Good Door Openers, Too! 
Steady national advertising, 
dealer helps and continuous 
sampling program build uni- 
versal demand . . . actually 
make openings for sales to 
many new customers for you. 





For sealing 
lines carrying 
oils and high 
pressure 
steam. 





WRITE FOR FREE SAMPLE AND 
DISTRIBUTOR INFORMATION 


F CLC .f 


2621 McCASLAND AVE. 
EAST ST. LOUIS, ILLINOIS 
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Walt Connell 


New Sales Post Added 
By Fort Worth Steel 


Walt Connell has been appointed 
to a new Fort Worth Steel & Ma 
chinery Co. post—assistant to M. S. 
Jackson, Jr., vice president in charge 
of sales. 

Mr. Jackson said Mr. Connell’s 
new position is part of the firm’s 
current sales expansion program. 
It has two major functions: research 
and negotiations in the selection 
and appointment of additional dis 
tributors and aid to distributors in 
training of their sales staffs and 
other merchandising assistance. 


Mr. Connell had Mid 


western regional sales manager prior 


been 
to his promotion. He was also 
regional sales manager in Chicago 
for American Pulley Co. and dis 
trict manager in St. Louis for Chi 
cago Latrobe ‘Twist Drill Works. 


New York Manager 
Appointed by Century 
Electric Co. has 
named Gunar Moe district manage 
of its New York City office. 

With the firm since 1930, he has 
worked in the New York territory 
for the past 24 years. 


‘he Century 


Industry History Planned 


Machine 
Products started 
work on a history of the industry, 


he National Screw 


Association has 


to be published in 1957. 








MacWhyte Elects Holden 
Vice President, Sales 

Francis D. Holden, formerly sales 
manager of MacWhyte Co., was 
elected vice president in charge of 
sales at a board of directors meeting 
in April. Mr. Holden has been 
with the company 20 years, serving 
in the general sales and export 
division. 

Goodwin 
treasurer and assistant secretary, was 
elected to the newly created office 
of secretary-treasurer. M. A. Bun 
trock retired as secretary May 1. 


Johnston, formerly 


Opens Depot 


Macwhyte Co. has opened a new 
ofhce and warehouse at 75 Oakman 
Blvd., Detroit. 


Sterling Die To Build 
Plant in Cleveland 


The Sterling Die Division of 
Pratt & Whitney Co., Inc., has an- 
nounced plans to erect a unilevel 
factory in suburban Cleveland. ‘The 
plant will be ready for occupancy 
about Oct. 1. It will be located in 
Cleveland’s new Southwest Indus- 
trial Park, eight miles southwest of 


the city. 


BUSY P. A. Ralph Pond of The 
Charles C. Lewis Co., Springfield, 
Mass., returns to paper work after be 
ing interviewed by ID editor. See May 
issue for Mr. Pond’s descriptions of 
“Seven Salesmen We Can Do With- 
out.” 


for 
Complete 
Line & 
Repeat 
Sales of 
Quality 
Reamers 


Ini 


stands 
alone 
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Che Keamer Specialists 


LAVALLEE & IDE, INC. 


CHICOPEE, MASS. 














This has been a great year! America is building and 
replacing and thus moving faster than ever before. 
Only one thing. Will the labor market keep pace? 
That's where schools are important. If your 
company isn't helping community groups to get modern 
schools, it’s not apt to get the skilled people it 
needs. Self interest, civic spirit, or both, 


you should make schools your business, too. 


Se 


Want to find out how to help in your community? | 


Get specific information by writing: | 
Better Schools, 9 East 40th Street, New York, N. Y. | 
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WITH THE Oovaye lo” 
Chocrcale MULCONROY 
HOSE COUPLING SYSTEM 


Benn G. Hale 


Hale Gets Sales Post 
With Delta Power Tool 


Benn G. Hale, Los Angeles hard 
ware salesman, has joined Rockwell 
Mfg. Co.’s Delta Power Tool Divi 
sion as assistant district sales man 
ager for its Southern California 
district. 

Mr. Hale was associated with 
Littrell Hardware Lines. He is 
replacing John Steele, who was 
promoted to tool specialist for the 
western region 


Anderson Heads 
Michigan Tool 
Marvin R 


promoted from executive vice presi 


Anderson has been 


dent to president of Michigan ‘Tool 
Co. He succeeds Oscar L. Bard who 
has been elected chairman of the 
board. 

Mr. Anderson, a son of one of 
the company’s founders, has been 
with the firm 21 years. He served 
as executive vice president the last 
12 years 


Names Research Director 


Dr. Severin Raynor has joined 
American Machine & Foundry Co. 
as director of its mechanics research 
department. He formerly was chief 
of the engineering division, Chicago 
Midway Laboratories of the Uni 
versity of Chicago. 


Now, right in your own shop, you can attach “Holedall” 


Couplings to any type of industrial hose...to meet your 


customers’ requirements for coupled hose promptly, and 


with the assurance that you are furnishing the strongest, 


safest couplings for every type of service. 
The “Mulcoram” ... the hydraulic press for making the coup- 


ling attachment...is small, compact and inexpensive. It is 


easy to operate, either manually or by power. 


The “HOLEDALL” 
HOSE COUPLING 


Attached quickly and easily by the hydravu- 
lically-operated “Mulcoram”, this unique 
coupling is there to stay ... virtually molded 


to the hose by a multiple gripping arrange-, 


ment illustrated in the cross-section view, 
above. This super-strong application of hose 
to coupling precludes the possibility of the 
coupling pulling or blowing out of the hose, 
even under highest pressures. Furthermore, 
it is not necessary to alter the hose in any 
way before making the attachment. ..no 
buffing or cutting of the cover. 


"MULCONROY Siar... 
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With the “Mulcoram” and “Hole- 
dali" Couplings, you can quickly 
supply complete hydraulic hose 
assemblies, using wire, rayon or 
cotton braid hose; or you can 
furnish wrapped ply and rubber 
or cotton covered hose with coup- 
lings attached. Never before hos 
such a practical, economical meth- 
od, or such assurance of customer 
satisfaction with the couplings sup- 
plied, been available. It will pay 
you to get all the details. 


* 
WRITE FOR BOOKLET 


Completely illustrated, it describes the 
revolutionary MULCONROY HOSE 
COUPLING SYSTEM and how quickly, 
easily and economically it con be 
operated in your own shop, with- 
out skilled labor ...to provide coupled 
hose of any description, with coup- 
lings that can't come off and which 
actually prolong the life of the hose 
by protecting it against the effects of 
continuous flexing at connacting points 


WHERE OTHERS 





Worthington Establishes New Department 


John J. Thompson has been ap- 
pointed manager of Worthington 
Corp’s newly created salaried per- 
sonnel department. In his new post, 
Mr. Thompsor will have full 
responsibility for the development 
and coordination of a management 
development program, including all 
of the company’s training activities. 

Mr. ‘Thompson served as sales 
engineer in several district offices 
and was assistant district manager 
in Cincinnati before becoming man- 
ager of the personnel and training 
department in Harrison, N. J., in 
1951. 


Warehouse Expansion 


The warehousing expansion pro 
gram of Worthington Corp. has 
been completed, accerding to D. E. 
‘Tessendorf manager of the mechani 
cal power transmission sales depart 
ment. 








| stockroom ; 
for , 
stainless SS 
fastenings $ 


Write, wire, or phone for your 


copy of the new STAR catalog. 


30 STAn STAINLESS SCREW CO. 


645 Union Bivd., Paterson 2, N. J. * ‘phone: Little Falls 4-2300 
i) Direct N. Y. ‘phone: Wisconsin 7-9041; Philadelphia: ENterprise 6231 


MANUFACTURERS’ REPRESENTATIVES: A Few Cholce Territories Open. 


John J. Thompson 


Warehouse locations are broken 
down into three areas: 

Kast Coast-Mississippi area—ware 
houses are located at Atlanta, Chi 
cago, Cleveland, Ohio and Kearny, 
N. J. 

Mid-Continent 
are at Fort Worth, 
and New Orleans. 


warehouses 
Tulsa, 


area- 
Houston, 





— your pick of 7,000—that’s 
t, “seven thousand” —sizes. 
GHT OFF THE SHELF! And 

‘eer not all. We can give you 

service on “specials,” 
too. “Don’t turn down your 
customers’ inquiries on special 
items. Turn ag +t to us. 


rd 

te a quick 

start from i geo @ blueprint or 
sample. 

STOCK OR SPECIAL .. . LOOK 

TO STAR FOR STAINLESS STEEL 


FASTENERS RIGHT OFF THE 
SHELF TO YOU: 


STAINLESS STEEL 
Bolts and Cap Screws 
® Socket, Set and Cap 
@ Nuts, Washers 
®@ Sheet Metal Screws 
® Wood Screws 
© Pipe Fittings 
® Machine Screws 


wily 


Stainless 

Stan says: 
“Star Stainless 
screws have 
CLEAN, 
BRIGHT-AND. 
SHINY HEADS” | 





Inquiries Invited. 
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Mountain 
Los 


West Coast-Rocky 
area—includes San Francisco, 
Angeles, Portland, Ore. and Denver 
warehouses. 


New Distributor Aid 


Worthington Corp., has launched 
a new mobile training program for 
distributors of portable compressors 
and tools of its Holyoke Division. 

Sales representatives will bring 
the course to distributors by pre- 
seven industrial 
models will be 


visits to 
Cut-away 


arranged 
centers. 
featured. 


Aeroil Products 
Elects President 

Charles V. Schaefer, Jr., succeeds 
Earl E. Anderson as president of 
Aeroil Products Co., Inc. Mr. 
Schaefer also was elected general 
manager and a director of the firm. 

Two other new board members 
were elected: John A. Collins of the 
Chase Manhattan Bank, New York 
City, Stanley H. Montfort, 
attorney, N. Y. 


and 


Buffalo, 
Moves Chicago Office 


Chicago branch office and 
of Aeroil Products Co. 
moved to 4648 South 


Ave. 


Ihe 
warehouse 
has been 
Western 





FOUNDER'S SON H. M. Harper, Jr., 
was elected secretary of The H. M 


Harper Co 





“Poet Laureate” Writes 
On Margins of Profits 


At the instigation of Charles E. 
Curtis, president of Western Iron 
Stores Co., Milwaukee, F. Marsena 
Butts, president of Butts & Ordway 
Co., Cambridge, Mass., has written 
a poem on the subject of margins 
of profit. 

Mr. Curtis recalled that Mr. 
Butts composed a poem several 
years ago after the industry held a 
Triple Supply Convention aboard 
the Queen of Bermuda and sug 
gested that he put his talent to work 
on “Our Changing Times.” Mr. 
Butts wrote: 


We went once to Bermuda 

And had ourselves a time, 

But that was back in the good 
old days 

When we could make a dime. 


But now the profit’s narrowed 

We cannot make a nickel 

And if the margins don’t increase 
We'll all be in a pickle. 


So Charley boy, just strut your 
stuff, 

And tell your friend suppliers 

They better not be quite so tough, 

Or make us out as liars. 


For when we say the profit’s small, 
In almost every biz, 
The figures sure will show we all 
Are telling as it is. 


We sweat and strain our whole lives 
long, 

To buy ourselves a drink 

We need more dough in every line 

Or, we'll all be in the clink. 





BIG CHOICE 


Somewhat the same fascination found 
in poker pertains to the paint industry, 
says Chemical Week, McGraw-Hill pub- 
lication. In poker, it’s possible to draw 
over 2,500,000 different five-card hands 
from a 52-card deck. In the paint busi- 
ness, from the 1,000 different raw mate- 
rials usually stocked by a good-size 
coatings company, almost ten trillion 
different formulas containing only five 
ingredients are possible. This complex- 
ity is further compounded by the intro- 
duction of 400-500 new ingredients 


every year 











WIRECO 


has 22 warehouses 
to insure immediate 
delivery! 


Don’t let back-orders and “out- 
of-stock” help your competitor 
to the sale. Wireco’s prompt de- 
livery policy backed up with ex- 
cellent warehouse facilities, will 
insure future wire rope profits 
for you! 


Call or write Wireco today. 
Get acquainted with the 
strongest names in wire 

rope—Brown Strand 
and Wireco. 


WIRE ROPE CORPORATION OF AMERICA 


Saint Joseph, Missouri 
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] “QUAKER RUBBER DIVISION, H. K. PORTER COM- 

PANY, INC.,"’ says J. R. Alexander, General Sales 
Manager, “believes in the industrial distributor, in his 
essential service to industry, and in the logic and neces- 
sity of his function as a vital link in our selling chain. 


We support his activity in every way we can." 


INDUSTRial 
RUBBER 


PRObucT< 











7) THIS DISTRIBUTOR AIDS BOOK contains examples 
of selling aids currently doing an effective job on 
the distributor sales front, including up-to-date market 
data. Also, promotional pieces for industrial rubber 
users, a brief report on where and how Quaker na- 
tional advertising helps distributor selling, and a descrip- 
tion of the range and versatility of Quaker products. 





FACTORY 


MANAGEMENT AND MAINTENANCE 





po | Bead 
— =. 


a, ee 


CONSISTENT BUSINESS PAPER ADVERTISING 
is @ major tool in the Quaker kit of dis- 
tributor aids. And the ads make it a point of 
directing the reader to his local distributor for more 
information because “he is a prompt, dependable, 
money-saving source for everything you need... ."’ 


3 SALES LITERATURE is a distributor aid that Quaker offers 

in profusion. Includes product description booklets, direct 
mail letters and stuffers, catalogs, and an extremely useful Mar- 
ket-Product Check Chart. The latter pinpoints product sales 
possibilities by each of some 200-odd markets and sub-markets. 


4 PERSONAL HELP with their sales problems is something 
that Quaker gives all its distributors. Here A. R. Bell, 
Sales M , Detroit B h of the Yale Rubber Mfg. Co., 
Begs 2. cd agrees iar ¢ ° 6 FACTORY is a keystone of the magazines that 


d W. F. Hough, Yale Rubber Vice President, discuss a sellin ; 
oe : * ts piper. ttn — 9 Quaker uses. Why? Because it reaches over 
tactic with J. J. Merkel of Quaker. : . “a 

63,000 plant operating men in America's manu- 
facturing industries. Ask for the sales help that 
includes advertising in FACTORY. 


A McGRAW-HILL PUBLICATION, 330 WEST 42ND STREET, NEW YORK 36, NEW YORK 





new 4-2" WILTON MACHINISTS’ VISE original 4-2" WILTON MACHINISTS’ VISE 


“MY, HOW YOU'VE GROWN!” 


Wilton Machinists’ Vises have grown measurably in size and 
value! The throat depths have been increased, the maximum jaw 
openings are the largest made, the steel jaw inserts are wider and 
deeper, and the new swivels have 360° rotation, with double lock 
nuts. What's more, the new Wilton vise, made of super-strong 
malleable alloy castings, is as heavy as many ordinary vises 
made of grey iron. The new Wilton’s are easier and more profit- 
able to sell, too, because they give your customers all these ad- 


vantages at no extra cost! 
UNCONDITIONAL FIVE YEAR GUARANTEE! 
iD 


WILTON TOOL MFG. CO., INC. 


Schiller Park, Illinois 
Sold By Leading Distributors The World Over 
ATTACH THIS AD TO YOUR LETTERHEAD FOR NEW 1956 CATALOG! 


PRECISION 
BALANCING WAYS 


EATRA PROFITS 


FOR YOU 


selling low cost 
high production 
ANDERSON tools! 


Anderson Balancing Ways 
save time, reduce vibrations, 
increase motor bearing life, 
improve motor perform- 
ance. They are priced to sell, 
and will pay for themselves 
in a few months use. 


IMPROVED HAND SCRAPER 


Both high-speed steel and carbide-tipped blades in 
18”, 20”, or 22” lengths. They are light in weight, 
easy to use, reduce need for costly regrinding. Once 
they are introduced into a factory, the customer will 
come back for more. You will find’ these scrapers 
real profit makers. Also, Anderson offers power 
scrapers, and various types of straightening presses. 
Sell the complete Anderson line. 


) Anderson) 


MFG. CO. 
ILLINOIS 


ANDERSON BROS. Write today ... See 


DEPT. A, ROCKFORD how you can profit 
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Thomas M. Masson 


Thomas Masson Retires, 
Served Industry 60 Years 


Thomas M. Masson, vice presi 
dent of Aikenhead Hardware Ltd., 
l‘oronto, and dean of the industrial 
supply and hardware men _ in 
Ontario, retired March 21, after 60 
years in the industry. 

\ frequent visitor to the Triple 
Industrial Supply conventions, Mr. 
Masson started his career in 1896 
with R. P. Butchard & Sons, Owen 
Sound, Ontario, a retail hardware 
store. After four years, Mr. Masson 
switched to the wholesale side of 
the industry by joining Rice Lewis 
& Son. 

It was in 1910 that Mr. Masson 
work for Aikenhead 


He was assigned to the 


started to 
Hardware. 
tool and mill supply department 
and a few years later took over the 
city business of the department. In 
those days most of the tools were 
sold to manufacturers and carpen 
ters. 

\fter only two years with the 
company, Mr. Masson became a 
stockholder and in 1916 he was 
elected to the board of directors. 
Although retired, Mr. Masson will 
continue to serve on the board. 


Building Transistor Plant 
Minneapolis-Honeywell Regulator 

Co. has launched plans to move its 

Transistor Division to a new plant 


in the Boston area. 








Reasons Why Users Choose 
WARREN-TEED Sledges... 


Demonstrate these built-in sales appeals to yourself! 
Twirl the Warren-Teed sledge on a level surface. Precision 
balance keeps this sledge from falling. 
Look at the faces—machined and polished to an exact 
6” radius for solid contact blow after blow, high or low. 
And, they’re made for rough, tough long-time duty. High 
quality, heat-treated steel is verified by the heat number 
on each sledge head. 
After you try these sales demonstrations, you'll buy 
Warren-Teed sledges with confi:lence—sell them with ease. COLORFUL 


SPACE SAVER... 
“FLAT-PAK FIVE” CARTON 


Designed exclusively by Warren Tool to 
save warehouse and stocking space. Decimal 
WARREN TOOL CORPORATI ON packed contents are marked plainly on each 
Manufacturers of Warren-Teed and Devil railway track tools distinctive Flanders Blue carton for quick, 
General Offices . . . Warren, Ohio easy inventory. 
Export Division . . 30 Church St., New York 7, N. Y. 
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WARREN*‘TEED 


trade mark 





BIGGER SALES 
BETTER PROFITS 


“WERNER 


ALUMILADDERS 


Aluminum ladders give industry real sav- 
ings in labor and wear. Werner, the largest 
producer of aluminum ladders, makes 
them extra rugged and reliable to more 
than meet industry’s requirements. 


No. 1400 Series Stepladders, 
4 ft. to 14 ft. 


Holds twelve men yet light enough for one 
man to handle with ease. Wide steps on 
both sides for double convenience . . . each 
braced for sure safety. Heavy rubber feet 
prevent slipping. Substantially constructed 
throughout. 


No. 600 Series 
Platform ladders, 
6 ft. to 14 ft. 


Big 14” x 18” slip-proof 
platform provides lots of 
room for comfortable 
working. Side rails add 
to worker’s safety. 
Strong braces support 
every step, add to ri- 
gidity. Holds up to 800 
Ibs. Rubber skid-proof 
feet. 


Also ... for better sales... 
Werner Industrial 
20 ft. to 60 ft. 
6 ft. to 20 ft. 
3 ft. to 14 ft. 
8 ft. to 30 ft. 


Extension Ladders 
Single Ladders 
Step Ladders 
Swing Stages 


Write for complete catalog information on 
sales-making, profit-making Alumiladders. 


R. D. WERNER CO., INC., Dept. L-63 
Soles Office: 295 Fifth Ave., New York 16, N.Y. 


TOU E RULE Ress: 


ee ee ee 


EXPEDITING is part of Burton Hen 
drix’s duties as ofhce manager at Mi 
ami, Fla., branch of Harry P. Leu 
Inc., Orlando 





Syntron Assigns Four 


To Sales Companies 


Syntron Co. announced _ the 
assignment of four 
three of its sales companies. All 
four recently completed the firm’s 
sales training course. 

Robert P. Walsh and Walter C. 
Ebert joined Syntron Detroit Sales 
Co. Mr. Walsh will cover seven 
Michigan counties and Mr. Ebert 
will cover part of Detroit proper 
and three Michigan counties. 

Lyle ‘Taggart was assigned to Syn 
tron Philadelphia Sales Co. and 
William E. Belcher to Syntron Ltd. 
Sales Office in Ontario. Mr. ‘Tag 
gart will cover South New Jersey. 


salesmen to 


Walton Heads Copolymer 
\. K. Walton, of Sears Roebuck 


& Co., has been elected president 
of Copolymer Rubber & Chemical 
Baton 
ceeding A. L. Freedlander, president 
of Dayton Rubber Co. Mr. 
chairman 


Rubber 


Corp. of Rouge, La., suc 
Freed 
board 
of Gates 


lander became 
John G. Gates, 
Co., 1s secretary. 


Expands Sales Force 
Mem 


phis, has added Wharton S. Jones 
and Joe Hardesty to its staff as part 


Industrial Supplies, Inc., 


of an expansion program. 
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Expensive 

Equipment 

IS NOT 
NECESSARY 


To Remove 
Broken Taps 


ad 


The majority of broken taps which cause 
such a waste of time and production— 
can easily be removed without resorting 
to expensive machines and equipment. 


WALTON TAP 
EXTRACTORS 


REMOVE BROKEN TAPS 
QUICKLY + EASILY + INEXPENSIVELY 


2, 3, 4, 5, 6 Flute 
Styles. In Sizes 
No. 4 to 12” 

This 

Specialized 

Walton Tool 

will back out 

most broken taps, 

without damage to 

threads or the work 

Its value has been proven 

by its 


tinued use 


extensive and con- 
throughout the 
metal-working industry. 


Send for descriptive bulletin 


and price list No. 10 listing 


these and other Walton Spe- 


cialized Tools: Tap Exten- 
sions, ‘“‘Reps’’ Pipe and 
Stud Extractors, and 

*‘Walton-American"’ Tool 

Holders. Or see your reg- 

ular industrial Supply 

Distributor 


The WALTON Company 
HARTFORD 10; CONN. 


No. 2 of a Series 


The advertisement shown above is 
the second of a series of advertise- 
ments currently appearing in Na- 
tional Metal Working Publications 
These have been designed to aid 
our Distributors by making the 
name WALTON and WALTON 
SPECIALIZED TOOLS more widely 


known and accepted. 


if you are a distributor who is 
not now handling our Specialized 
Tools, and are interested in our 


Distributor write di- 


proposition, 


rectly to me for prompt attention 


K. W. WEEKS, President 
The Walton Company 
602 New Park Avenue 
Hartford 10, Conn. 














James Van Nostrand 


Pacific Northwest Post 
Assigned by Thompson 


The Henry G. Thompson & Son 
Co. has appointed James Van 
Nostrand as Pacific Northwest 
representative. 

He worked previously in the 
territory for Pyrene Mfg. Co. and 
more recently in Los Angeles for 
Planett Mfg. Co. as a representative 
and plant manager. He will report 
to Jess W. Townsend, supervisor 
of Thompson’s West Coast sales. 


Three New Salesmen 
Added by Lewis Supply 
Lewis Supply Co., Memphis, has 
added James Jennings to its sales 
force to travel northwest Missis 
sIpp! and points in Arkansas with 
headquarters in Clarksdale, Miss 
Tommie Meador, formerly with 
Hays Supply Co., Memphis, and 
Bill Canada, formerly with Alemite 
Division of Stewart-Warner Corp., 
will cover the Memphis area. 
Frank Quinn, Jr., has returned 
from Army duty and will be assist 


ant purchasing agent. 





LIGHTNING ODDS 


The odds that lightning will strike 
a building 100 feet square and 50 
feet high standing among other build- 
ings is about one in 250 per year, 
says Factory Management and Main- 
tenance, McGraw-Hill publication. At 
an isolated location, the probability 
jumps to one in 17. 











There’s a Difference 


HARD STEEL 


STAINLESS STEEL 


in DRILLS for FERROUS METALS 


To boost your customers’ production—assure fewer re- 
sharpenings—reduce drill breakage—lower costs—Whit- 
man & Barnes manufactures a complete line of drills for 
ferrous metals. Each drill type is specifically designed to 
provide your customers with highest efficiency when drilling 
individual metals. 


Over 100 years of research, experience and engineering 
have enabled W & B to provide better drill designs— 
“There's A Big Difference’’—that difference means faster, 
better and more economical drilling for your customers. 


Whitman & Barnes manufactures complete lines of stand- 
ard drills, reamers, carbide tools, counterbores, counter- 
sinks and tool bits, also special tools to your specifications. 


‘Maher 14 of Qine Tools Since IES45 


WHITMAN BARN 


PLYMOUTH ROAD . PLYMOUTH, MICHIGAN 


NEW YORK ° CHICAGO LOS ANGELES 
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tuevrre Beet for You... 


AND YOUR CUSTOMERS, TOO! 


“‘HI-BRINELL”’ DRILLS 


Count up all the tool rooms, die shops, 
and machine repair departments in your 
territory and you'll have a good list of 
prospects for Ace “Hi-Brinell’’ Drills. 
Because these are drills designed espe- 
cially for use on hardened ferrous mate- 
rials in the range of 45-65 Rockwell “C” 
and harder. They’re equipped with fast- 
cutting tungsten carbide tips . . . built to 
give extra long service . . . ideal for sal- 
vaging and repairing hard steel parts. 


“Hi-Brinell” drills are only one of many 
fast-moving items in the nationally ad- 
vertised Ace Drill Line. All the others 
are made right and priced right, too, to 
help you build a profitable volume of re- 
peat order business. Start getting your 
share now . . . send for details today! 


| ACE DRILL CORPORATION 


| Adrian, Michigan 
| Gentlemen: Please send me your complete line catalog 


| (No. 52), and full information on your Distributor's 
| Franchise Agreement 


| NAME 





| COMPANY. 





! 
j AdoRESS 


| cITy 





ADRIAN, MICHIGAN 





Steel Orders Keep Mills Running Wide Open 


% OF RATED 
CAPACITY 


oS 


% OF RATED 

CAPACITY 

a Yearly Averages 
(Left hand scale) 





Weekly Statistics 
(Right hand scale) 





Source: The American iron & Stee! institute 
| 

sorters tori tira eRe er ey datnel wseves™ 

‘T9358 1940 1945 1950 W55i\J FMAMIJSASONOIVFMAMISASONOD] 
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ren 














National Research Bureau 


Producers of steel ingots are still operating at record production levels and the 
industry’s spokesmen say they can sell more steel than they can turn out, despite 
recent cutbacks in automotive and farm equipment factories. Some steel users 
may be buying for inventory because of the anticipated price rises after this summer’s 
wage talks. But most of them are buving for use, and distributors who sell to 
steel-consuming factories are reaping the benefits of supply sales to busy plants 
Distributors who serve the coal mines are also getting direct benefits from record 
steel production; steel depends on coal, and increasing demands of the steel mills 
have accounted for the rapid recovery in bituminous mining over the past year 





American Chain & Cable 
Moves Pittsburgh Office 


The Pittsburgh office of Ameri- 
can Chain & Cable Co., Inc., has 
been moved from 901 Empire Build 
ing to 2250 Noblestown Road. 

(he following divisions have dis 
trict sales representatives at the new 
office: American Cable, American 
Chain, Ford Chain Block, Hazard 
Wire Rope, Pennsylvania Lawn 
Mower, R-P&C Valve and Wright 
Hoist 

In addition, the American Cable 
and Hazard Wire Rope Divisions 
will maintain a warehouse stock to 


Robert P. Marks 


Marks Joins Allen Mfg. 

As Coast Representative 
Robert P. Marks has joined ‘The 

Allen Mfg. Co. as field sales repre 


sentative in San Francisco and the 


service customer requirements. 


To Sell Cambridge Line 


Cambridge Wire Cloth Co. has 

Mr. Marks was formerly a sales appointed ‘The Harry I. Sanctuary 
representative for the Die Supply Co., Poughkeepsie, N. Y., and 
Division of E. W. Bliss Co. and Hamerslag Equipment Co., South 
before that was with Pacific Foundry San Francisco, Calif., to handle its 


northwest. 


Co. 


ORIGINATORS OF “"GROUND-FROM-THE-SOLID DRILLS 
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Gripper Woven Wire Slings. 





IMAGINE 
OUR SURPRISE! 


... we shipped 


A SALESMAN 


Yes sir, that FIRST Standard 35C Infin- 

itely Variable Speed Grinder we shipped to MARION MALLEABLE l 
to Marion Malleable in Marion, In- 
diana SOLD 4 MORE IN LESS THAN A 
YEAR! When we asked grinding room 

Super Harold Williams about it, his MACHINERY MEN: 
answer was short—and mighty sweet: Standard Grinders SELL THEMSELVES! 
“WITH YOUR GRINDERS, WHEEL COST Obvious superiority of this equipment 
IS DOWN AND PRODUCTION'S UPI" means quicker sales, higher profits for 


Here's the way it Iooks all dolled up 

in chart form: 

Make of Wheel Avg. Hourly 

Grinder Cost Production- 
Per Ton Tons 

Brand X $3.20 .44 


Sandard 
No. 35C $1.75 49 


IT’S THE STANDARD STORY WHEREVER 
YOU GO. Like we said ‘‘mighty sweet" 
..-FOR RAISING YOUR PROFIT CURVE. 



































Ask for literature and you'll see why it pays to Standardize with STANDARD! 


the - STANDARD electrical tool co. 


WALLMARK OF SUNS FOUNDRY GRINDER DIVISION 


ouenouT [THE woRLD 
2520 RIVER ROAD e@ CINCINNATI 4, @ OHIO 
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“J contour- ground | 


NF 
Va 


Among the Veronalloy Tools that regularly ring the cash 
register for distributor salesmen, handled sledges and 
hammers are always dependable producers. The constant 
demand for these items makes them well worth your 
attention. And the many high-quality features shown 
above give you plenty of sales points. 

Woodings-Verona tools have been on the preferred 
lists of railroads and industrial companies since before 
the Civil War! Made of highest quality materials by 
modern manufacturing methods, Woodings-Verona tools 
meet every industrial requirement. 


Made in all required sizes and weights 


WOODINGS-VERONA TOOL WORKS 


SLZZE 
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DAA 


Shown above ore some of mes more Sealy. used Ag Verona Tools 


Robert S. Mars 


R. S. Mars, Jr., Elected 
Head of Builders’ Group 


Robert S. Mars, Jr., vice president 
of W. P. and R. S. Mars Co., 
Duluth, has been elected president 
of The Duluth Builders Exchange. 
Covering an area including northern 
Minnesota, northern Wisconsin and 
the upper peninsula of Michigan, 
the exchange is composed of con 
tractors, material suppliers, equip 
ment distributors, and financial in 
stitutions interested in the construc 
tion industry. 

Recently Mr. Mars also was 
elected a vice president of the 
National Welding Supply Associa 
tion when the organization met in 
New Orleans. 


New Officers 

The American Welding Society 
elected J. J: Chyle, A. O. Smith 
Corp., president; Clarence  P. 
Sander, United States Steel Corp., 
first vice president; G. O. Hoglund, 
Alcoa Process Development Labora 
tory, second vice president; four 
directors-at-large and five district 


directors. 


Opens Birmingham Office 


A new office and warehouse have 
been established by Mine Safety 
Appliances Co. at 2500 12th Ave., 
North, Birmingham. 





Eudurauce Kated COUNTERS 
that Count LONGER 


Modern Stroke and The complete line needed for 


Revolution Counters P ; 
Complete Industrial Service 
For Heavy Duty 


The Punch Press King . , Used throughout industry from coast 


200 Million Count Life. 
Rugged as o bulldoz- ite) coast by ; 


er, smooth operating 

as a watch. 

Automotive, Aircraft, Appliance and Machinery Manufac- 
turers; Scale, Instrument, Gear, Tire and Battery Makers; 
Steel, Aluminum and Brass Plants; Cement, Soap, Container 
and Paper Makers; Printers, Lithographers and Binders; 
Est For Moderate Metal-Working, Stamping, and Ordinance Plants; Foundries, 
as Duty Die-Casters and Plastic Molders; Dairies, Bottling Plants 


6 afifien used the and Breweries; Glass, Bottle Cap and Shoe Manufacturers; 
¢ Packers, Canners, Food Processors, Chemical Plants, Ware- 
seen Small, compact, reli- housers and Distributors, etc., etc., etc 


<— able. 


A Silver King is use 
sells the plant. 


Backed by a policy that builds 


Heavy Duty distributor prestige and profit. 


Revolution 
Counters 


200 milion count lite. Publicized through millions of ads in 
a score of industrial publications. 


Speeds to 4000 CPM. 


Available with 5 or 7 

number wheels; top-left shaft extension— 
coming or top-going knob-, key-, and non- 
shaft rotation; right or reset models. 


Automatic Batch Counters 


For Heavy Duty 


For Moderate For Moderately aoe eee Reng Sa 


Balanced ormatures. 

Electrically actuated. Wide range of Duty Heavy Duty 

. , Tested at 1000 CPM. 
models — for continuous automatic 6 million count life. 50 million count life. y Hed fer | ae 
batch counting without missing a count; Test nequated tor tow com an 
manual start and stop for automatic ae efi — narra wires: accuracy where 100 million 
case delivery control; quick, easy and Small, compact, reliable. Tested at 1000 CPM counts or more are involved 
unlimited selection of batch quantities; Most PIC Electric Count 
many special features to meet specific 
requirements. 


Sebel 





% ore av for practically all voltages; 60, 
40-50, 25 cycle and DC, in basemount and panelmount models. Literature 


on request. 





We have a profit making 
proposition for you, 
MR. DISTRIBUTOR 
Write for particulars. 
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Planning and presenting a three-day show is a big job requiring many people both 
from distributor's and manufacturers’ organizations, according to Barker-Chadsey Co., 
Johnston, R. I. Above are those who helped make their recent show a success 


Become 
acquaint- 
ed with 
the FA- 
VORITE 
Reversible 
Ratchet 
Wrenches 
and reap the 
profits. Know 
its special ad- 
vantages so 
that you can 
recommend its 
use and profit 
from each sales 
opportunity. 
The FAVOR- 
ITE is aheavy duty, ee Visitors from local plants are conducted around the exhibit by Ivan F. Sweeney, 
reversible ratchet : Manager Industrial Department. 
wrench, made in 
three handle sizes— 
15, 24 and 27 inches 

—each handle may be 

used with a variety of 

interchangeable double 

sockets to fit square or 
hex nuts of all American 
Standard heavy bolts up 
to 1%". And remember, 
each socket is designed so 
that either size will pass 
freely over protruding 
bolts or studs. 

For customers who re- 
quire special adaptations 
of the FAVORITE de- 
sign—other sizes than 
those shown, longer or 
shorter handles, or per- 

haps a different metal 
. write us and give 
us the particulars. 
Look for all of the 
business FAVORITE 
Wrenches can give you 
and profit more. 


Samples and demonstrators were in constant use at 
firm’s leading suppliers 





: 


Write for Bulletin F-11! | Vice Presidents Elected Magline Appoints Firm 
| 


Pittsburgh Screw & Bolt Co. has Magline Inc. has named Materials 


GREENE, TWEED & CO. | elected Frank L. Sonneman and Handling Equipment Corp., St. 


NORTH WALES, PA Howard R. Swartz vice presidents. Louis, as factory representative. 
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Whatever your tubing connection needs, your 
Imperial Distributor can help you because he carries 
industry's most complete line. He handles fittings in 
brass — steel — aluminum — stainless steel — nylon. 
For low — medium — high pressures. 





YOUR IMPERIAL DISTRIBUTOR OFFERS 





Because your Imperial Distributor carries 
industry's most complete line of tube fittings, 
he can make impartial recommendations on 
the dest fitting for every job. Often he can 
suggest fittings that will not only give top 
performance, but will cut man-hours of 
installation time by substantial percentages 
as shown in this chart. 


Time and Labor Saved 


Industry’s only com- 
plete line of tubing tools 
for Cutting, Flaring, 
Bending, Reaming and 
Swaging all types of 
tubing is available from 
your Imperial Distribu- 
tor. These tools help to 
make better joints that 
STAY LEAKPROOF. 





Your Industrial Distributor carries 

large stocks of fittings on hand in a } cement 
wide range of types, styles and sizes This Advertis - 
ready to meet your needs quickly. earing in Leading 
Also a wide range of shut-off valves. [gia lications 
Industrial Public 


THE IMPERIAL BRASS MFG. CO., 511 S. Racine Ave., Chicago 7, til. 


HMA PEL BRAD i; ts cng ine ee Fits od Tb Th 
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Where cleanliness counts 


7 a , 


STA-CLEAN 
Caster Wheels 


Bond STA-CLEAN Caster Wheels 

are the first wheels designed and built 

to help your customers maintain the 

highest sanitary conditions in their 

plants. The smecoth, even contour of 

Bond STA-CLEAN Caster Wheels means that flour, food parti- 
cles and other materials ‘‘Keep Off’’! 

If your customers are in the bakery, candy or food processing 
business you’ll want to sell them Bond STA-CLEAN Wheels for 
their trucks. They’re available for Bond 1-A, 36-A, 40-A and 41-A 
Series Casters in 4, 5 and 6 inch diameter sizes. 

Where cleanliness counts, your customers should count on 
Bond STA-CLEAN Caster Wheels. Tell them about them... 
and you'll sell them! Write today for the facts. 


BOND FOUNDRY & MACHINE COMPANY 


Manheim, Pennsylvania 


A copy of this quick-reading, 8-page booklet is 
yours for the asking. It contains many facts on the 
benefits derived from your business paper and 
tips on how to read more profitably. Write for the 
“WHY and HOW booklet.” 


McGraw-Hill Publishing Company, Room 2710, 330 Wes? 
42nd St., New York 36, N. Y. 
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Paul Pick 


Allen Mfg. Reorganizes 
Engineering Department 


Paul Pick was appointed to suc 
ceed the late Clarence S. Gates as 
chief engineer for The Allen Mfg. 
Co. He has served as a company 
sales representative in San Francisco 
and the Northwest. 

As a result of the reorganization 
of Allen’s engineering department, 
Edward S. Loika is now chief of 
production engineering; E. Russell 
Carter, Jr., is responsible for depart 
mental administration and Michael 
Kubick supervises sales engineering 


activities. 


Mueller Elected 
Ad Club Director 


John Mueller, advertising man 
ager of Orr Iron Co., Evansville, 
Ind., has been elected to a two 
year term as director of the Evans 
ville Advertising Club. 

Mr. Mueller is one of the chat 


ter members of the local club 





HOUSES IN AIR AGE 


New housing project is catering 
to a new type commuter—the busi- 
nessman who travels by private plane, 
reports Engineering News-Record, 
McGraw-Hill publication. The proj- 
ect’s 300 homes, on the outskirts of 
Spokane, Wash., will be built around 
a 3,200-foot airstrip. 














Allis-Chalmers Appoints 
Three to District Offices 


New sales representatives have 
been added to the Peoria, Chat 
tanooga and Philadelphia district 
offices of Allis-Chalmers Industries 
Group. 

Robert P. Reider has _ been 
assigned to the Peoria office, Henry 
M. Brundage to the Chattanooga 
office, and Donovan R. Seward to 
the Philadelphia office 


Assigns Two Engineers 
Randolph W. Englund and Jack 
W. McGill have been appointed to 
the electrical application and motor 
and generator departments, respec 
tively, of Allis‘Chalmers power 
equipment division. Both recently 
completed the company's traiming 


course fo! engineers 


San Antonio Distributor 


Opens Amarillo Branch 


San Antonio Machine & Supply 
Co., San Antonio, has opened a 
branch and warehouse in Amarillo 
l'om W. Stotts, who has been with 
the company for the last 12 years, 
is branch managet 

Carl C. Krueger, president, said 
the move was made to put the com 
pany in a better position to serve 


the growing Panhandle area 





AND MORE POWER, TOO! Here's a rugged wrench 
that adds skill and power to your hand. This drop forged 
CARBON STEEL wrench is heavier for more leverage, yet 
well balanced to reduce fatigue ... the thicker handle 


eases grip pressure. 


NON-SLIP GRIP! The baked-on black CRACKLE ENAMEL 
finish gives you a better gripping surface . . . less chance 
of painful slips ... greater wrench-wear protection. 


BRIGHT HEADS — UNIFORM OPENINGS! Wrench num- 
bers and sizes are clearly stamped on bright heads. Milled 
or broached openings are uniform, exact size measurements 
insure snug fit — prevent nut damage. Surfaces and edges 
are smooth. 


FOR MORE SKILL — LESS REPLACEMENT COST demand 
BILLINGS tools. They're drop forged from special analysis 
steel .. . built to last and last! Their rugged construction 
means you can cut fool replacement costs! 


DISTRIBUTORS! 
YOUR CUSTOMERS WILL SEE THIS AD IN 
NATIONAL INDUSTRIAL PUBLICATIONS. 


YOUR TERRITORY MAY BE OPEN— 
WRITE! 


WRENCHES - SHOP TOOLS 


FRANK J. WEITEKAMP has been Quality Tools and Forgings Since 1869 


lected secretary of Thor Power Tool 
Co. succeeding John A. McGuire who 


remains as vice president and executive THE BILLINGS AND SPENCER CO. + HARTFORD 1, CONN. 


committee chairman 
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sheave for sheave 


YOU CAN’T BEAT THESE 
WANTED FEATURES 


Fewer parts to assemble-disassemble 
Bushing fully split 

Three screws fully engage all threads 
One piece mounting 


*Sure-Grip"’ sheaves with interchangeable ‘‘Sure-Grip'"’ bushings 
combine to bring your customer a simple, quick speed change, 
and reduce your inventory costs. 

Your customer's costly downtime for sheave changeover is a 
thing of the past. Simply choose a bushing bored to shaft size 
and slide sheave and bushing on shaft as one unit. Line up and 
tighten three cap screws, compressing the split, tapered bushing 
to a sure-grip on the shaft. To remove sheave, back off one cap 
screw part way to hold bushing in sheave during removal. 

Remove remaining cap screws, two in all but large sizes, and 
insert them in back-off holes. Tighten evenly until sheave is loose 
on the shaft. Easy-on, easy-off ‘“Sure-Grip" sheaves practically 
sell themselves, 


COMPRESSION COUPLINGS 
SPECIAL SHEAVES-PULLEYS 
VARIABLE SPEED DRIVES 
**LIFE-LUBE"’ BEARING LINE 
COMPLETE V-DRIVES 


SURE-GRIP"’ PULLEYS 
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NEW ADDRESS: The _ Elderfield 
( Tp Niagara Falls, N . is now 
ited at 425 First Street 





New York State Area 
Assigned by Heli-Coil 

Heli-Coil Corp. has appointed 
Charles M. Simmons New York 
State district manager for all the 
territory north of Orange and 
Putnam counties. 

\ former consulting engineer, he 
has worked for Parker-Kalon Divi 
sion, General American Transporta 
tion Co., Eversharp, Inc., Wright 
\eronautical Corp. and Maguire In 
dustries, Inc. Beemer Engineering 
Co. has resigned as Heli-Coil repre 


sentative for the area. 


Vice Presidents Appointed 
American Smelting & Refining 
Co. has elected Frederick Walker 
vice president in charge of its 
Federated Metals Division and 
Francis H. Eichler vice president in 
charge of the Purchasing Depart 


ment. 





TASTY PIES 


In recent tests, food editors tasted 
pies frozen before and after baking 
and voted 19 to 1 for the former. 
But 10 hungry boys detected no dif- 
ference. Maybe it depends upon how 
well you like pie, comments Food En- 
gineering, McGraw-Hill publication. 

















Roundup of sales information for Authorized Carboloy Distributors 








NEWSLETTER 


The Carboloy Machinability Computor* has become a most effective sales 
tool for selling the metalworking market. Authorized Distributors are 
utilizing the Computor’s built-in machining know-how to provide an 
essential service to their customers and prospects ... and to increase their 
sales of Carboloy Cemented Carbides. 
The Computer is a back-door opener. It gets Distributor salesmen to 
Machinability Computer the “men in the back” whe shape the decision about which carbide grade 
gives Distributors new to buy. Even in shops that are strongholds for competitive carbides, the 
approach for increasing Computer gives them the opportunity to prove the superiority of Carboloy 
Cemented Carbides. 


carbide sales 

With the Computer, Authorized Distributors have a real service to 
offer their customers . . . a service that will build their reputations as 
major sources of technical information and assistance on all carbide— 
and steel—cutting tools. 

As every Carboloy Distributor who owns a Computer has found out: 
the ability to provide this higher type of technical assistance is a sure-fire 
way to build—and hold—additional carbide sales. 

*Automatically solves—in seconds—machinability problems that normally take hours. 





More and more Carboloy Distributors are sending their customers and 
prospects back to school . . . and it’s paying off in new and repeat orders 
for Carboloy Cemented Carbides. 

The Carboloy Customer Educational Program is unique in the carbide 
industry . . . with the scope and teaching level of a first-class technical 
institution. The courses cover everything from brazing and grinding 
through design and application of both single- and multiple-point carbide 
tools for ferrous and nonferrous materials. They are broad enough to 
Program builds customer appeal to everyone who works with, or specifies, carbide tools. 
loyalty . . . helps They are so effective that “‘graduates” have reported savings in operating 
Distributors sell costs ranging from 20-70% after applying the techniques they learned in 

the School. And equally important, the School lays the ground work for 
closer, more profitable distributor-customer relations. 

In the sixteen years, since the Carboloy Customer Educational Program 
first started, more than 7000 key personnel from 1500 companies (from 44 
states and 13 foreign countries) have taken the courses. 

This average of almost five men per company indicates the value cus- 
tomers place on the Program. These 7000 graduates use and specify 
carbide tools. And each one of them is more familiar with Carboloy— 
and Carboloy Distributors—as a result of the course. 


CARBOLOY 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
11133 E. 8 Mile Ave., Detroit 32, Michigan 
“Carboloy”’ is the trademark for products of the Carboloy Department of General Electric Company 


Carboloy Educational 





offers more profits because 
it builds repeat sales 
Each new Speed Vise that is sold is sure to 
build repeat orders because once production 
men have used Speed Vise they quickly dis- 


cover several other places where additional 
Speed Vises will save more time and money. 


Priced lower than other drill press vises 


$10.90 to $22.90 list 


* Field assistance for your sales force 
* Sold only through industrial distributors 


if you are not selling the Speed Vise 
line, write for complete information. 





CARDINAL MACHINE CO. 
1819 Dana Street, Glendale, California 


| motive and 





| Ferry Cap & Set Screw Assigns Two Posts 


James McCracken 


James (Jim) McCracken has been 
assistant district 
manager of The Ferry Cap & Set 


appointed sales 


| Screw Co.’s Detroit office. 


He has been assigned to promote 


special upset fasteners sales to auto 


allied industries in 


Michigan. Mr. McCracken had 











| Saue your breath — offer them 
HARRISBURG FLANGES and COUPLINGS 








Hatisburs Drop-Forged Pipe 
Flanges and Seamless Steel 
Pipe Couplings lead the sales 
parade for many distributors. 
Their reputation for quality and 


O=_ 


OH) More than a century in Harrisburg 


Write for literature, prices 
and other 


Flanges ond Couplings 


— 


durability is so high that they 
practically sell themselves. You 
can offer them with confidence 
wherever the besi in pipe flang- 
es and couplings are required. 


information — * 
‘iouno re torcewre  AQETisburg 0. 
- Harrisburg 8 


Division of 
Harsco Corporation 


Pennsylvania 
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Kenneth A. Perko 


been with Trico Products Corp. 
and ‘Thompson Products, Inc. 


New 
Kenneth 


urer, has been promoted to treas 
urer of The Ferry Cap & Set Screw 
Co 

Mr. Perko, 
the company 
also as a cost accountant and assist 


Treasurer 


A. Perko, assistant treas 


who has been with 


10 years, has served 


He is a member 
Association otf Cost 


ant comptroller. 
of the National 
Accountants. 


Illinois Tool Forms 
Foreign Subsidiary 

Illinois Tool Works, Chicago, 
has formed a wholly owned sub 
l'ool-Shakeproof 


sidiary, Illinois 


Limited 
Wesley R. Johnson will head the 
new corporation as managing direc 
tor. Mr. Johnson has been asso 
ciated with the Shakeproof division 
a sales executive capacity since 
195] 


Hunter Assumes Control 


Joel Hunter, president of Cru 
Steel Co., of America, has 
assumed the responsibilities of the 


( il le 


general management of the com 
pany’s activities. He succeeds W i] 
liam P. Snyder, Jr., who will con 


tinue as board chairman. 





RECOMMEND ONE OF THESE 


_ AIR HOSE COUPLINGS 


Because they are so practical, convenient and economical in a wide range of 
indoor and outdoor applications, the two couplings described below will literally 
sell themselves to a great many users of air, gas, hydraulic, spray and water hose. 
Unequalled for quality and reliability, they will give the kind of service that can 
only result in repeat orders ...over and over again. 


iF 
rt 


F 


Two “Air King” Hose Ends con- 
nected. Note clean-cut corruge- 
tions, and collars to engage “Air 
King” Clamps. Sizes %" to 1". 


be 


cial 
Hi i 


Femalel.P.T.End.Sizes Male 1.P.T. End. Sizes 
“" to 1", 


Male Hose 
End With 
Locking Sleeve 


{es 


Female Head x Male 1.P.T. 


Male Head x Female LP.T, 


TO HELP YOU in selling more Dixon products, 
@ consistent advertising schedule is main- 
tained in leading industrial trade papers, 1d) D.'4 N Velwe & ~ Vp 
directories, etc. Also, envelope stuffers and Coupling f 


other d rect mail material, covering most items, GENERAL OFFICES & FACTORY PHILADELPHIA 22, PA. BRANCHES—CHICAGO 
ore available with your imprint. BIRMINGHAM + LOS ANGELES - HOUSTON + DIXON VALVE & COUPLING CO., LTD.: TORONTO 


ciate MPANIE BUCK [RON MPANY INE 2 Yvnie < NM DRAWN STEEL COMPANY CAMDEN NU 
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Sell these 3 Great Names 
in Belt Fastening 
and Repairing 


- « « THEY MEAN MORE 
PROFITS TO YOU! 


a 4 


FLEXCO FASTENERS 


... the quality fastener that does an out- 
standing job in joining and repairing 
conveyor and elevator belts. 


FLEXCO HINGED FASTENERS 


are used for joining extension conveyors. Has 
removable hinge pin. Troughs naturally. 


ALLIGATOR V-BELT FASTENERS 


and open-end V-belting. Your customers 
can make up belts in any length to fit any 
drive, the fast economical way. 
ALLIGATOR 
CONVEYOR 
BELT LACING 


is universally used 
to join flat conveyor 
belts of any width. 
Only a hammer re- 
quired to apply it. 


REMA, the new 


and amazing self-vul- 
canizing rubber re- 
pair material that 
adds years of life 

to conveyor 

belts. 


The FLEXCO-ALLIGATOR Prestige Line 
—sold by key distributors everywhere 


FLEXIBLE STEEL LACING CO. 


_ U.S. Rubber Promotes Four 


Roy Van Ness, assistant manager 
of the packing department of United 
States Rubber Co., has been ap 
pointed manager of packing, special 
product and matting sales. 

Mr. Van Ness, a chemical engi 
neering graduate of Ohio State Uni 
versity, started with the company in 
1938 as an assistant salesman and 
became assistant manager of the 
packing department in 1947. 


Two New District Managers 


New district sales managers have 
been appointed in Pittsburgh and 
Baltimore for United States Rubber 
Co.'s industrial rubber products. 

Henry Davis Jr., former Baltimore 
sales manager, has been transferred 
to head the larger Pittsburgh dis 
trict. He has been assistant sales 
manager in the Atlanta, Ga., dis 
trict and a Buffalo branch salesman. 

Douglas M. Smith succeeds Mr. 


Davis in Baltimore. Mr. Smith 


Roy Van Ness 


joined the Baltimore branch as a 
salesman six years ago. 


Names Chief Engineer 


Robert E. Spoerl has been pro 
moted to chief sales engineer for 
United States Rubber’s conveyor 
and elevator belting department. 
He joined the firm six years ago. 





Two Sales Assistants 
Named by Borroughs 


‘T'wo assistant sales managers have 
been appointed by Borroughs Mfg. 
Co.: A. Robert Lafond, steel shel, 
ing and bins division, and Robert 
Cody, metal office furniture. 

Mr. Lafond was former), 
Mills Morris Co. and just joined the 
staff. Mr. Cody had been a Bor 
roughs district sales manager. 


with 








f Maw Ay 


“You know, Harry, | don't think that's 
quite what he wanted when he asked 
for a ‘kick-back’!”’ 
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Seiler Is Elected 
Tube Turn President 


John G. Seiler has been appointed 
to succeed George O. Boomer as 
president of Tube Turns, a National 
Cylinder Gas Co. division. In addi- 
tion, he was elected a vice president 
of National Cylinder. 

Mr. Boomer retired from his Tube 
Turns post but is continuing as 
executive committee chairman of 
National Cylinder. 


Joins Nuclear Energy Group 


Governor A. B. Chandler of 
Kentucky appointed John G. Seiler, 
l'ube Turn president, to the nuclear 
energy group of the Southern 
Regional Education Board 
sored by the Southern Governors’ 


spon 


Conference. 


Staff Addition 
William A. Marshall has joined 


The Trane Co.’s product engineer 


ing department as a development 


engineer. 





Three District Managers 
Appointed by Delta 


Delta Power Tool Division of 
Rockwell Mfg. Co. has named 
Anthony C. Auk as eastern Michi- 
gan district sales manager, Henry 
R. Dansereau as Nevada and north 


west California manager and D. J. 


Speck as district sales manager for 
Oklahoma City and adjoining coun 
hes. 

Mr. Auk has been with Phoenix 
Mutual Life Insurance Co., Wagner 
Brothers and Bell Telephone Co. 
He attended the U.S. Merchant 
Marine Academy and Wayne Uni 
versity. 

Mr. Dansereau attended the Uni 
versity of New Hampshire 

Mr. Speck, formerly with Inter 
national Harvester Co., replaces 
Robert Grimmett, who has been 
promoted to head Houston district 
sales. Mr. Grimmett succeeded 
Warren Sherman when Mr. Sher 
man was appointed Southern re 
gional sales manager. 


Larger Quarters 

Clipper Diamond ‘Tool Co., Inc., 
is now located at 345 Hudson St., 
New York City. Their new quart 
ters are triple the size of their former 
facilities. ‘The company plans to 
set up a modern laboratory. 





a 
J. OS Gites 
Pree. Ming, A vy 


THOMAS ALLEN GARDNER has 
joined the industrial sales division of 
Gardner & Meredith, manufacturers 
agents, Chattanooga. He is the young 
est son of Warren S. Gardner, Sr., 
senior partner of the firm 


YOUR FASTENER CUSTOMERS 
WANT 


MORE than just 
... HEADS and THREADS 


They want, and deserve to get, fine 
Cap Screws, Metal Screws and 
Semi-Fin. Nuts which will assemble 
fast, pull up tight, resist fatigue, 
and add to the appearance and 
service life of their products. 


In short, they deserve to get FERRY 
BROTHERS QUALITY ! 


They deserve to get FAST SERVICE, 
too, and Ferry Brothers can give 
you just that! Orders are 

filled same day received, when 
standard fasteners are specified. 


Try us! 


Write Today for 
FERRY CATALOG 








5 je 
16 aS 


FERRY BROTHERS 
vemeen cr a 


svn AND 6 CHRO 
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These Symbols Are 
Important To You 


Perhaps you have noticed the two symbols which are 
displayed on INDUSTRIAL DISTRIBUTION’s “masthead”. 
These symbols are important to you. 


They designate INDUSTRIAL DISTRIBUTION’s member- 
ship in two associations — the Audit Bureau of Circu- 
lations and the Associated Business Publications. 


The q symbol means that our subscribers pay to 
receive INDUSTRIAL DISTRIBUTION, and that our sub- 
scription lists are audited and verified semi-annually by 
unbiased and competent auditors. It guarantees our 
advertisers a proved circulation of paid subscribers. It 
means that all our subscribers are treated equally and 
fairly. 


The ABD is our industry’s trade association. It is made 
up exclusively of business publications who meet the 
high standards of the ABC. 


Industrial 
Distribution 


It is significant that the first principle in the ABP’s Code 
of Ethics is “to consider, first, the interests of the sub- 
scriber”. As one of the 162 publications belonging to 
ABP, we again pledge ourselves to adhere to the Asso- 
ciation’s Code of Ethics and Standards of Practice. 


While everything contained in the Code and Standards 
of Practice is important to good and honest publishing, 
this initial principle is the one which gives the ABP 
symbol its real meaning to you. 


The ABP celebrates its Golden Anniversary this year. 
For fifty years, the Association has worked to bring 
about the evolution of the businesspapers from their 
humble beginnings to the powerful force they are today. 


We take this opportunity to re-pledge our support of 
the high publishing principles for which it stands and 
to reassure you that we will always “consider, first, the 
interests of the subscriber.” 


Serves the men who Supply industrial America... 


A McGraw-Hill Publication, 330 W. 42nd Street, New York 36, New York 


@ 
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T. H. McDougal 
H. D. Taylor Announces 
Vice President Changes 

T. H. “Bud” McDougal, vice 
president of H. D. Taylor Co., Buf 
falo, has been elected executive vice 
addition, the firm 
announced the promotion of Wil- 


president. In 


liam C. Johnston from sales man 
ager to vice president. 

Mr. McDougal and Mr. Johnston 
have been with the firm 30 and 29 
years respectively. 


C. Johnston 


SKINNER 


precision self-centering 


SCROLL CHUCKS 


for 


These powerful chucks are made 
in sizes from 3” to 18” for light, 
medium and heavy-duty toolroom 
jobs and production runs. Each is 
furnished with two sets of solid 
jaws, or 2-piece jaws for holding 
internal or external work. The 
bodies are forged or semi-steel; 
all other parts are heat- treate od 
alloy steel. Lands on the jaw, jaw 
steps and end bites are ground after the chuck is asse a. led. 
Chucks available for American Standard spindle mountings 
and with flat backs for adaptor mounts. Skinner carries 
a full line of standard soft blank top jaws. 


long-lasting 
accuracy 


and safety! 


Write Skinner or your Skinner distributor for folder. 


ex, THE SKI N N - ‘ 
THE CREST OF QUALITY (SP) 


suce CHUCK COMPANY 


: 205 Edgewood Ave., New Britain, Conn. 





OT ITEAy 7 


Industrial sales records prove the 
popularity of Tolco laminated bench 


retails for only sy 2 


(slightly higher in the East and Far West) 
Lowest cost, full sized tool chest on the market 
today—that’s the Huot 4-drawer Economy Chest 
Model 107! It has 4 slide mounted drawers and 
rugged steel cabinet finished in blue-grey enamel. 


tops. The very finest Northern hard 
maple is cut into narrow 34” lamin- 
ations and electronically glued to 


form a solid maple top. You can 


Measures 26” x 124%" x 12\". 
OTHER HOT ITEMS FROM HUOT: 


SUPER DUTY CHESTS: Bigger chests for bigger tools 
—all drawers roll easily om compound slides and 
can be locked. Model 108—a big 6-drawer chest 





Smith New Tyson Director 


Stuart H. Smith, 
manager of SKF Industries, Inc., has 
Tyson 


general sales 
been elected a director of T\ 
Bearing Corp., succeeding William 
S. Maloney, former ‘Tyson executive 
vice president who has resigned. 


ing 28°L x 15°D x 21 "H; Model 109—4 
drawers, 28°L x 15°D x 15%("H. 
SUPER DUTY CABINET—MODEL 275: Chests 108 or 
109 can be mounted on this easy rolling cabinet 
that has locking compartments. 
MODEL 400 TULDEX: Tools hang on 6 roll-out peg- 
boards. Drawer holds bigger tools. Mounts on wall, 
bench, or Huot Porta-Cab. 29° x 26" x 13%". 
DISTRIBUTORS: Huct makes a complete range of 
tool chests and cabinets for mechanics and ma- 
chinists— you'll meet every demand in the tool 
chest field when you stock the Huot line! Order a 
supply of Huot literature—let your customers see 


the quality difference. 


HUOT weOr MANUFACTURING CO. 


Wheeler St., St. Pau! 4, Minn 


INDUSTRIAL DISTRIBUTION * JUNE, 1956 





have your share of this profitable 
business if you sell TOLCO — the 
“industry proven” top. Nationally 
advertised — industry accepted — 
sold only through authorized dis- 


tributors 


WRITE TODAY FOR THE TOLCO 
DISTRIBUTOR’S PROFIT PLAN 


THE TOLERTON CO. 


P. O. Box 1658 Alliance, Ohio 
Established 1894 











NEW TOOL with 1001 USES.... 


power hammer 
» Ingersoll-Rand 


other jobs! 


MARKET WANTS A LIGHTER—MORE POWERFUL HAMMER! 


You can now sell more power per pound—more jobs per man 
—more jobs per day to your customers. 


INTRODUCED BY A FAMOUS NAME IN POWER TOOLS! 


Ingersoll-Rand, famous pioneer of rock drilling equipment and 
IMPACTOOLS, stands behind this NEW electric Power 
Hammer. 


REPEAT SALES OF TOOL ACCESSORIES! 


The 1001 tough jobs this tool will do... means steady repeat 
accessory business for you. 


ATTRACTIVE DISTRIBUTOR SETUP! 


Don't miss out on this new tool. Get all the details immediately 


on the sales aids and advertising 
for the NEW Ingersoll-Rand elec- 


tric POWER Hammer. 


Sell the tool that is backed by the 
most dependable name in power 
tools. 


Ing ersoll-Rand. 


11 Broadway, New York 4, N. Y. 
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NEW TOOL with 1001 USES.... 
and even more PROSPECTIVE USERS 
ALYLG 

power hammer 

. Ingersoll-Rand 


e BREAKS 
e CAULKS 
e CHANNELS 
e CHIPS 

e CHISELS 
e CLEANS 
e CuTs 

e DEFOULS 
e DIGS 

e DRILLS 

e GOUGES 
e PEELS 

e PEENS 

e PIERCES 
e POINTS 
e RIVETS 

e ROUGHS 
e ROUTS 

e SCALES 

e SHAPES 
e SLOTS 

e VIBRATES 
e and dozens of 


MARKET WANTS A LIGHTER —MORE POWERFUL HAMMER! 


You can now sell more power per pound—more jobs per man 
—more jobs per day to your customers. 


INTRODUCED BY A FAMOUS NAME IN POWER TOOLS! 


Ingersoll-Rand, famous pioneer of rock drilling equipment and 
IMPACTOOLS, stands behind this NEW electric Power 


Hammer. 


REPEAT SALES OF TOOL ACCESSORIES! 


The 1001 tough jobs this tool will do. 
accessory business for you. 


ATTRACTIVE DISTRIBUTOR SETUP! 


Don’t miss out on this new tool. Get all the details immediately 
on the sales aids and advertising 
for the NEW Ingersoll-Rand elec- 


tric POWER Hammer. 


.. means steady repeat 


Sell the tool that is backed by the 
most dependable name in power 
tools. 


ae Ingersoll-Rand 


11 Broadway, New York 4, N. Y. 
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THE L. S. STARRETT COMPANY 


SINCE 1880 WORLD'S GREATEST TOOLMAKERS 


New Starrett Production-Proved Hacksaws are distinctively color identified and have 
easy-to-remember names. 


STARRETT MULTIPLIES YOUR 
OPPORTUNITIES TO SELL 


¢ HACKSAWS 

¢ HOLE SAWS 

¢ BAND SAWS 
¢ BAND KNIVES 


By featuring one dependable 
make, you can guarantee top per- 
formance on all operations involv- 
ing hacksaws, hole saws, band saws 
and band knives. The complete 
Starrett line includes all types of 
hacksaws for hand or power cut- 
ting; hole saws for cutting clean, 
round holes in any machineable ma- 
terial; band saws for cutting metal, 


r 


New Starrett Safe-Flex High Speed Hole Saws 
cut clean, round holes in any machineable 
material. 


wood, plastics; contour cutting, 
friction sawing, etc.; and band 
knives for cutting any soft or fi- 
brous material. 

Starrett blades and bands are pre- 
cision made under strict engineer- 
ing and metallurgical supervision 
and production-tested inthe Starrett 
Testing Laboratory. In every way, 
they meet the high standards of 
performance and dependability 
your customers and prospects as- 
sociate with the name Starrett. Get 
to know the complete line. You'll 
find opportunities for extra sales on 
every call. See your Starrett catalog 
for complete information. 


There is a complete line of Starrett Band Saws 
for cutting metal, wood, plastics, etc. 








MECHANICS’ HAND MEASURING TOOLS AND 
PRECISION INSTRUMENTS ~- DIAL INDICATORS 
STEEL TAPES « PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS end BAND KNIVES 


ATHOL, MASS., U.S.A. 


Here is a Quick 
Review of the Complete 
Starrett Line 


In hacksaws, Starrett makes a complete 
line of hand and power blades — over 
100 types and sizes — a blade for every 
material, machine or hand application 
Every customer is a prospect for Starrett 
hacksaws. 

In hole saws, Starrett makes sizes from 

through 4'»” diameter, available with 
four different arbors with '»” and 4, 
hexagon shanks and also a '4” round 
shank. This is a hot new item of special 
interest to metalworking and mainte 
nance shops but also widely used in many 
trades. 

In band saws, Starrett makes regular, 
“skip-tooth’’, spring temper and friction 
cutting types for all metal cutting appli 
cations; regular and ‘“‘skip-tooth”’ types 
for cutting hardwoods, soft woods, fibre, 
plastics and non-ferrous metals; ‘‘skip- 
tooth’’ and regular meat cutting band 
saws; and dry ice cutting band saws 
With this complete line, you're set to sell 
everyone from the home workshop to 
any mill or factory you may call on 

In band knives, Starrett is a principal 
supplier of these items. We make them in 
a complete range of sizes in straight 
edge, scallop-edge and wavy-edge types 
Your market is extremely broad and in 
cludes the paper industry, food process 
ing and retailing, textile industry, rubber 
trades, electronics and many others. 

Few lines you carry fill such a broad 
and basic need as the complete line of 
Starrett Hacksaws, Hole Saws, Band Saws 
and Band Knives. By mentioning these 
items on every call, you have a double op 
portunity to cash in on the Starrett repu 
tation for quality and dependability. 





Sell Starrett Fasi-Cut Band Knives for cutting 
soft or fibrous materials. 3 popular types, all 
sizes. 











ACCO -for quick Identification 
<- oe 


products 


ACCO now comes up with a great 
’ new idea in chain selling—an idea 
that will not only increase your sales 
of AMERICAN chain, but will save 
you time and trouble while building 
your profits! 

From now on, ACCO chain will be 
color-marked, approximately every five 
feet, with a self-identifying band of 
stick-tight tape. The tapes, each 
bearing the name ACCO and the grade 
of the chain, will be in standard 
industry colors as follows: 


GREEN for ACCO Proof Coil 

RED for ACCO BBB 

BLUE for ACCO High Test 
for ACCO Alloy 


Containers are marked with the same colors 


Quick Identification « These new 

markings tell you and your customers 
instantly what grade the chain is, and 
who makes it. This*makes selling easier 
—and makes buying easier and faster. 
It eliminates the possibility of confu- 
sion or error. 
Easy Measurement « Because one of 
these bright, durable tape markers ap- 
pears approximately every five feet of 
the chain, it is a simple matter to 
measure off the desired length of chain 
in seconds. 

Full Protection « These color- 
identification markers assure the user 
that he is getting genuine ACCO-made 
chain of the type he wants—and in the 
length he wants. No chance for any- 
thing to go wrong. Even a color-blind 
person can identify these chains by 
reading the clear markings! 

Now, more than ever, it will pay you to 
stock and push AMERICAN chain! 


American Chain Division 


AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Boston, Chicago, Denver, Detroit, 
Houston, Los Angeles, New York, Philadelphia, Pittsburgh, 
Portiand, Ore., San Francisco, Bridgeport, Conn. 








